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younger Silicon Valley. PAGE 10
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JOEL BLOCKER/FOR BIZWEST
Left, Old Firehouse Books is named after an old historic building and is a local, independent book store based in Fort Collins. They’ve been at their location on Walnut Street
since 2009. Right, Julie Rowan-Zoch, far right, a children’s specialist for Old Firehouse Books, reads to a room full of children during the stores’ weekly story time Tuesday event
on Oct. 11, 2016.

0ld Firehouse Books turns pages into profit

by Curt MacDougall
news@bizwestmedia.com

FORT COLLINS — For all the con-
venience it provides, the Internet
may be the biggest challenge faced
by “brick-and-mortar” stores. But one
Northern Colorado business is find-
ing a way to thrive alongside even the
Web’s largest retailer.

Old Firehouse Books has been
operating out of its current location,
a former fire station on Walnut Street
in downtown Fort Collins, since 2009.
Andifyouask owner Susie Wilmer, she
will tellyou that one of the keys to run-
ning a successful book shop is having
the right location.

“Fort Collins is a community that
loves to support bookstores,” she said.
“This is a very well-educated town ...
we do quite wellinkids books because
we have parents who are convinced of
the need for kids reading and having
books in the home.”

Wilmer and her husband, Dick
Sommerfeld, bought the business in
2001, after working manyyears for the
previous owner and operating book
stores in Cheyenne and Greeley. “At
the time it was ‘used’ [books] only,”
Wilmer explained. “We’ve moved it
twice, it morphed into a lot more new
books than used books, and we’ve
been running as fast as we can the
whole time.”

The most recent move was done
with an eye toward improving foot
trafficby takingadvantage of the tour-
ism trade. “To my amazement, Fort
Collinsis a tourist town,” Wilmer said.
“I've lived here since the late '70s, and
I'just thought it was a delightful town
tolive in. It never occurred to me how
many people would come to visit, but

at the time, the visitors center was
handing outinformation that claimed
Fort Collins was the third urban desti-
nationin the state of Colorado, behind
Denver and Boulder.”

That prompted Wilmer and Som-
merfeld to relocate from a storefront
on College Avenue near Prospect Road
to the downtown setting.

And while the change of scenery
did improve the bottom line, Wilmer
admits that selling books isn’t neces-
sarily an easy business — especially
when you are competing with the
likes of Internet behemoth Amazon.
According to Wilmer, the online retail-
er made a habit of selling below cost
whenitwas firststartingup, a practice
she sayswreaked havoc on the market.
For reference, she shared a story from
her college days.

“I took an economics course once,
and the professor had a little pro-
duction model where you produced
widgets and sold them at such and
such a price and all the students were
supposed to compete,” she explained.
“Well, two undergraduates decided
to sell at a loss and make it up on the
volume — they were really kinda slow
on arithmetic there — and of course
the whole thing crashed, but that was
what Amazon did for their first years
in business, and that screwed up a lot
of the book business.”

Rather than try to compete on
price, Wilmer relied on the “human
touch” to set Old Firehouse Books
apart. “The only thing we were ever
able to offer was to have a knowledge-
able, educated staff that could wait on
people.” She credits that, combined
with strong community ties and the
growing “buy local” movement, with
keeping the business going during

Old Firehouse Books

232 Walnut St.

Fort Collins, CO 80524
(970)484-7898
www.oldfirehousebooks.com
Owner: Susie Wilmer
Employees: 11

thoseyears. And with Amazon no lon-
gerselling below cost, Wilmer says the
market has stabilized to a point where
small businesses can once again com-
pete.

Ann Hutchison, executive vice
president of the Fort Collins Area
Chamber of Commerce, also believes
the company’s local presence makes
all the difference. “[It’s] so much more
personable and effective than Ama-
zon or a big-box store,” she said. “We
are lucky to have a strong, local book
seller that can support our business
community.”

Maintaining those strong ties to
the community is something Wilmer
views as critical to the success of Old
Firehouse Books. “Working with the
libraries, working with the schools,
to have people think of it as ‘their’
bookstore, that’s one of the things we
focus on alot,” she said. That includes
numerous “meet-and-greet” events
featuring both local and national
authors.

Laura Resau lives in Fort Col-
lins and has published several nov-
els for young adults that are avail-
able through Old Firehouse Books.
“They’ve done an amazing job form-
ing fruitfulrelationships with authors,
teachers, librarians, book clubs, and
the readers of Fort Collins,” she said

in an email. “I'm blown away by the
caliber of authors who they host at
their store.”

For Wilmer, it’s a sign that those in
the industry are taking note. “Once
you get a reputation with the publish-
ers for having a community which
will come out and support authors,
thenyou getbetter authorsin, soitjust
keeps building,” she said.

Mother Nature has provided some
additional challenges in recent years,
specifically the High Park fire in the
summer of 2012, and the floods that
ravaged the Front Range in October
2013. “The flood had an impact just
because everyone thought we had
been affected like Boulder and Long-
mont even thoughwehadn’t,” Wilmer
said. “But the fire was really hard ...
we lost the tourist trade completely
thatyear.”

Natural disasters aside, however,
Old Firehouse Books is on a roll. The
business has grown to 11 employees
— four of those full-time — with rev-
enuesrunningabout 18 percentabove
lastyear. “We broke $700,000 grosslast
year, and we're probably going to scare
$800,000 this year,” Wilmer offered.

One last difficulty has been the
death of Sommerfeld this past sum-
mer. “He was our money man, he kept
track of the accounts,” Wilmer said.
“So I'm having to learn how to do that
...it’sall the things I should know and
kind of knew, but when you actually sit
down to do it, it’s its own challenge.”

When asked what lessons she’s
learned along the way, Wilmer laughs
before answering. “Be open to say
‘yes.” See how many times you can
say ‘yes’ to your customers, to your
employees, to new business ideas —
justbe prepared to make changes.”
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AstraZeneca pays $64.5M for Amgen'’s Longmont campus

What follows is a compilation of
recent news reported online by Biz-
West.com. Find the full stories using
the search window at the top of the
homepage.

LONGMONT — London-based
pharmaceutical giant AstraZen-
eca PLC, which last year bought
Amgen’s manufacturing facility in
Boulder, has closed on the $64.5
million purchase of Amgen’s Long-
mont plant. The most recent buy
includes 159 acres of vacant land
just to the west of Amgen’s campus.
AstraZeneca officials said in a news
release that the Longmont site will
be used to support the company’s
existing operations in Boulder. The
company added that the Longmont
facility “will be staffed over time
and according to business needs
as the company’s pipeline matures
and expansions are deemed neces-
sary.”

Posted Oct. 10.

Assoc. in Family Medicine,
UCHealth expand partnership
FORT COLLINS — UCHealth
and Associates in Family Medicine,
which previously have collaborated
on health-and-wellness programs
for employers, announced plans to

NEWS DIGEST

Miss this news?

BizWest works every day to bring you
the latest news as it happens. Sign up
for daily updates and the latest industry
e-newsletters at:

M bizwest.com/
subscribe-to-our-newsletters

strengthen their partnership later
thisyear, creating a wider and more
integrated network of health-care
services for patients in Northern
Colorado. UCHealth is not acquir-
ing AFM under the agreement —
expected to be finalized later this
year — but the two organizations
willhave amuch closer partnership.
Early next year, patients will begin
to see both Associates in Family
Medicine and UCHealth signage
on clinic locations, according to a
press release.
Posted Oct. 13.

Business leaders sign letter

backing minimum-wage hike
Nearly 200 business leaders

from around the state — including
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several from the Boulder Valley
and Northern Colorado — have
signed onto a joint statement in
support Amendment 70, which
would increase Colorado’s mini-
mum wage. The battle over Amend-
ment 70, to be decided by voters
next month, has been one of the
most hotly contested in the state
this election season, with the oppo-
sition arguing that the measure
would hurt small businesses and
cost the state jobs. Amendment 70
would raise Colorado’s minimum
wage — currently $8.31 per hour —
to$9.30onJan 1, and then step itup
gradually to $12 per hour by 2020.
Posted Oct. 6.

Boulder files amended app
to form electric utility
BOULDER — The city of Boul-
der filed an amended application
with the Colorado Public Utilities
Commission that includes more-
robust technical details about how
the city plans to separate its elec-
trical system from that of Xcel
Energy for the purpose of creat-
ing a municipal electric utility.
In addition to the materials made
public — including the 46-page
application, plus testimony and
exhibit documents — city officials

said the new submittal includes
some 1,200 pages of exhibits relat-
ed to the inner workings of Xcel’s
Boulder system that are consid-
ered highly confidential for secu-
rity reasons and can’t be released
due to federal law.

Posted Sept. 28.

UNC researchers
receive NSF grant

GREELEY — Researchers at
the University of Northern Colo-
radoin Greeleyreceived a $300,000
grant from the National Science
Foundation to create a pilot proj-
ect to improve the development
of elementary-school math teach-
ers. Math professor Jodie Novak
and assistant math professor
Frieda Parker will implement and
evaluate a two-tier teacher leader
development model, similar to the
approach used in management.
The project is intended to help
understand the key characteris-
tics of effective training. Novak
and Parker said the model has the
potential to be used across sci-
ence, technology and engineering
education, in addition to math. The
project began Oct. 1 and will end
Sept. 30, 2018.

Posted Sept. 28.

Rock Solid.

If you want a bank
you can count on,

come see Uus.

a far

Berthoud

ADAMS BANK & TRUST Firestone

) o - . 100™ ANNIVERSARY Fort Collins
S o Longmont
abtbank.com B ¢



http://www.orthohealth.com
http://www.abtbank.com
http://www.bizwest.com

6 ® BizWest | October 2016

Gl ESTES

PARKBI/Z

Birth near for Estes’
business incubator

By Dallas Heltzell
news@bizwestmedia.com

ESTES PARK — The tourist village
at the eastern gateway to Rocky Moun-
tain National Park may be embroiled
in conflicts over downtown traffic,
vacation-home rentals and a proposed
wellness center, but atleast businesses
and residents generally agree that the
town’s economy needs more diversity
and stability.

They hope a business incubator
set for full launch in a few months will
help.

Representatives of the Estes Park
Economic Development Corp. and
Innosphere, the Fort Collins-based
nonprofit that assists technology start-
ups, met Sept. 30 to finalize plans for
the incubator, which will be housed
in the EDC’s offices. But its mission
already is being carried out through
meetup groups, pitch events and even
afirststartup client.

“We've been laying the framework
for an active program in early 2017,
including plans for grant funding to
payaprogram director,” said Jon Nich-
olas, the EDC’s president and executive
director. “That dedicated staffer will
be focused on assisting startups and
business expansions for our targeted
industries — especially those who are
potential Innosphere clients.”

Those targeted industries include
segments determined to be compat-
ible with the village’s flavor, including
“madein Estes Park” craftgoods, brew-
eries, outdoor gear and apparel, and
professional services such as software
developmentand Internet technology-
related businesses.

Molding the incubator to the area
included noting the number of movers
and shakerswho haverelocated —sea-
sonally or permanently — to the Estes
Valley and the tested mentorship they
can offer to startups.

Estes Park has a “pretty significant
community of retired executive-level
folks,” said Innosphere director Mike
Freeman. “There’s a lot of experience,
a lot to give back. We're really excit-
ed about them as formal or informal
advisers.”

Recommendations gleaned from
public meetings and an outside con-
sultant advised targeting that strength
— providing programs and services,
rather than bereal-estate focused. The
incubator will make use of existing
office space, rather than provide office
space for new companies.

The EDC already had been work-
ing to lure new businesses to the Estes
Valley, but the partnership with Inno-
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Downtown Estes Park largely is devoted to seasonal tourism-related businesses. A new
business incubator is being designed to diversify the mountain town’s economy.
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Jon Nicholas, president and executive
director of the Estes Park Economic De-
velopment Corp., says the incubator will
be housed at the EDC’s offices in Stanley
Village.

sphere thatwas approved by both orga-
nizations’ boards last summer helps
expand it by giving startups access to
the incubator’s mentorship programs.
Nicholas cited Innosphere’s long exis-
tence, its statewide network and rela-
tionships with such entities as Colo-
rado State University and the National
Renewable Energy Laboratory.

“From our perspective, thisisa great
partnership because Innosphere is
the leading incubator in Colorado,”
Nicholas said. “In theory, we could do
all that on our own, but it would take
us a lot longer to emulate an 18-year
success story.

“We're already ID’ing and engaging
with people who can startbusinesses,”
Nicholas said.

Three Innosphere companies will
pitch to Estes Park-based angel inves-
tors atan Oct. 19 event, and two meet-
up groups — one for startups and one
for potential angel investors — already
are engaging with entrepreneurs. “The

angel group is an opportunity for us to
create another venture-capital source
for startups and expand that network
of mentors,” Nicholas said, “and people
atthestartup meetup already have met
with two newbreweries and adistillery
tohearaboutthe challenges of opening
anew business butalso why they chose
tobe in Estes Park.”

Freeman added that another event
in late October will center around out-
door-apparel businesses.

The first Estes Park-based client
recruited by the fledgling incubator
alreadyhasjoined the Innosphere men-
torship program, Freeman said. The
founder of the company, activacuity,
is an avid runner who has built a plat-
form to help elite athletes train through
coaching, videos and a software pro-
gram. “He’s right at that sweet spot
where he’s just introducing new prod-
ucts into the market,” Freeman said.

Job one for both entities, however, is
to land the grants to pay the program
director and run the office and pro-
grams. “We’ve kind of got a game plan
to get those under way, with the goal of
getting those completed by the end of
November,” Freeman said. “We’llknow
earlynextyearhowwestand on those.”

But Freeman emphasized that
the incubator will operate under the
umbrella of the Estes Park EDC.

“Innosphere will be kind of like
the ‘Intel inside’,” Freeman said, “but
we didn’t want the EDC to lose brand
value.”

Dallas Heltzell can be reached at
303-868-6631 or dheltzell@bizwest-
media.com. Follow him on Twitter at
@DallasHeltzell.
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Transit center parking
structure set to rise

Construction of a four-level, $4.02 mil-
lion parking structure at the Estes Park
Transit Facility Parking Structure is to
begin Monday, Oct. 17, at the Estes Park
Visitor Center parking lot south of the
Big Thompson River. General contractor
Heath Construction expects the project
to be complete by July, with the facility
opening as soon as possible for summer
use. The structure is hoped to increase
parking availability for downtown Estes
Park and reduce emissions by allowing
more people to park vehicles and quickly
access the shuttle systems available at
the Visitor Center. Shuttles run from there
through downtown and connect with
Rocky Mountain National Park’s free shut-
tle system. The construction will require
closure of the parking area until July, as
well as adjacent sections of sidewalk and
multiuse trail. The south parking lot at the
visitor center now provides 102 spaces,
while the new structure will provide an
additional 310 spaces. The Town Board
already had approved the first two levels,
and voted Oct. 12 to finance the upper
two. The town received $136,000 in grants
through the Congestion Mitigation and
Air Quality Improvement Program, admin-
istered by the Colorado Department of
Transportation and the Upper Front Range
Regional Planning Commission, to pay for
at least three permanent electronic mes-
saging signs on U.S. Highways 34 and 36
to encourage motorists to take advantage
of peripheral parking areas and shuttles
before continuing through downtown
Estes Park.

Medical center
appoints new CEO

Dr. Larry Leaming was named new chief
executive at Estes Park Medical Center by
the Park Hospital Board of Directors after
a nationwide search. Leaming previously
served as CEO of Roosevelt General Hos-
pital in Portales, N.M. He received a bach-
elor of arts degree in biology and chemis-
try from Augustana College in Sioux Falls,
S.D.; amaster of science in health admin-
istration from Central Michigan University
in Mount Pleasant, Mich.; and a doctorate
in health administration from the Medical
University of South Carolina in Charleston,
S.C. Leaming worked at Thayer County
Health Services in Hebron, Neb., and was
CEO for Banner Health facilities in Brush
and Sterling as well as at St. Vincent Hos-
pital in Leadville. Leaming succeeds Mark
Gregson, who served as interim CEO for
the past year.

Public urged to review
hydrology, floodplain map

The town of Estes Park and consultant
Wright Water Engineers on Oct. 26 will
present the results of a hydrology study of
the Big Thompson and Fall rivers, Black
Canyon Creek and Dry Gulch. The hear-
ing, to begin at 8 a.m. in the Town Board
room of Town Hall, 170 MacGregor Ave.,
also will cover preliminary map of new
floodplain boundaries in the downtown
area and how this study impacts flood-
plain management. The 2013 flood was a
stark reminder of flood risk, and the town
is taking action to better understand the
hazards Estes Park’s residents face. The
hydrology study results also may help the
town receive grants.
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Estes’ pursuit of broadband
supports business, quality of life

ike many native Coloradans,
I I've always had a soft spot for

Estes Park. I've been blessed
to serve as the town administrator in
Estes for the last five years, giving me
anew perspective on this national
gem. Estes has arich history as a des-
tination community, serving as the
gateway to Rocky Mountain National
Park, and with its quaint, eclectic and
somewhat funky downtown, and the
vast options for accommodations
from camping
to luxury rent-
als. Elk routinely
walk through the
center of town,
sometimes caus-
ing “elkjams” on
theroads. There {i
ESTES PARK VOICE

is nothing like it

anywhere else FRANK LANCASTER
in Colorado, and

that view you are

treated to as you crest the hill coming
into town on U.S. 36 or U.S. 34 still
takes my breath away.

As more people come to the Front
Range, and more people rediscover
Estes Park, our visitation numbers

the Estes Park Broadband Expansion
and Technical Assistance Strategy
Report completed in July 2015. The
feasibility study showed overwhelm-
ing community support for improved
broadband services for residents,
guest services and businesses.

In the fall of 2015, the Town con-
tracted with Dr. Jill Mosteller of the
Colorado State University Depart-
ment of Marketing to conduct a “Take
Rate Study” to determine what the
subscription rate and price sensitiv-
ity of the community would be for
broadband services. This was the
revenue side of the equation needed
to determine if enhanced broadband
in the Estes Valley is financially
viable.

In the latest phase of this project,
the town, with funding from a state
energy impact grant of more than $1
million, has recently contracted for
adetailed engineering design of the
broadband buildout for the entire
Estes Park Light and Power service
area (an area encompassing just over
300 square miles.) This study should
be completed by next summer.

This is a huge endeavor for a little

€O HONEN'
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are booming. town, but we are
In 2015, Rocky enthusiastically
Mountain . accepting the
National Park The exact model for challenge. The
was the third- broadband delivery is exact model
most visited . . for broadband
national parkin still to be determined, delivery is still to
thenation,with  but by summer of 2017, be determined,
more than 4.1 the town board will have but by summer
million visitors, . . of 2017, the town
exceeded only all the information they board will have
by Great Smoky need to decide how to all the informa-
National Park ’s tion they need
and the Grand move forward. to decide how to
Canyon. 2016 is move forward.
on track to exceed High-speed
thatrecord. Estes broadband is no
Parkis turning longer a luxury;

100 next year, and while we celebrate
our history, we're not resting on

any laurels. We are moving forward
embracing the future while pro-
tecting the special character of this
mountain village.

One area we are aggressively purs-
ingishigh-speed, reliable, affordable
and broadband service.

In early 2015, a public vote to opt
out of Colorado’s Senate Bill 152 was
conducted in the town of Estes Park,
and it passed with 92 percent sup-
port. This allows the town to reclaim
local authority to build telecommu-
nications infrastructure.

The town and the Estes Park Eco-
nomic Development Corp. jointly
applied for, and were awarded, an
economic-development planning
grant from the Federal Economic
Development Administration. One
segment of this grant was a broad-
band assessment. This resulted in

it is a basic necessity for economic
health. Even in our small mountain
village, we need broadband to serve
teleworkers who choose to live here
for the quality of life, guests who
demand high-speed Internet while
staying in our lodges and vacation
homes, conference and meeting
facilities, retail and service business-
es and residents. Broadband is neces-
sary to be economically competitive
and to support our high quality of
life.

While are well on our way to
becominga highly connected com-
munity, we are also a place where
you can walk out your back door and
completely unplug. It’s the best of
both worlds.

Frank Lancaster is town admin-
istrator for Estes Park. He can be
reached at 970-577-3705 or via email
at flancaster@estes.org.
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CSBDC

Small Business Development Center Network

November 3, 3016 | 7:30 AM-6 PM
Embassy Suites, Loveland

Join us for the Inaugural Northern
Colorado SBDC Women’s Small
Business Conference. Connect with
300+ like-minded entrepreneurs for
hands-on business training seminars,
free one-on-one consulting, exhibitor
tables featuring regional resources,
plenty of networking opportunities,
and morel!

Featuring Keynote
Speaker

S65/Attendee
S$250/Exhibitor

Includes breakfast,
lunch, and

networking reception

Use promo code
Bizwest for $5 off

REGISTER ONLINE AT

www.coloradosbdc.org/events

(&
&

Wynne Odell
Odell Brewing
Co-founder/CEO

Event Sponsors g

BOULDER VALLEY + NORTHERN COLORADO THERE'S ONLY ONE
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JONATHAN CASTNER FOR BIZWEST
Russell Lindemann, president
and CEO of Louisville-based
JustRight Surgical LLC, says
the company has had no
problem raising money, with

its focus on developing tiny
surgical devices for pediatric
surgery.

Tiny instruments mean big business for JustRight

By Luanne Kadlub
news@bizwestmedia.com

LOUISVILLE—Some mightsayit’s
an example of been there, done that,
but for the founders of JustRight Surgi-
cal LLC — a Louisville startup made
up of medical-device professionals
who have spent their careers concep-
tualizing, developing and introduc-
ing breakthrough technologies that
transform surgical procedures — it’s
the right thing to do. Period.

Two decades ago it was this very
team of professionals who engineered
and marketed the LigaSure vessel-
sealing technology — now used in
surgical suites just about everywhere
— while working at Valleylab in Boul-
der, a billion-dollar company now
doing business as Medtronic.

After many pursued other positions
and projects at different companies,
they got back together to form Jus-
tRight Surgical, which makes surgi-
cal instruments that are “just right”
for pint-sized patients — neonates to
adolescents.

This makes Dr. Steven Rothenberg,
chief of pediatric surgery at Rocky
Mountain Hospital for Children in
Denver and founder/medical adviser
with JustRight, a happy man.

The smaller instruments allow for

smaller incisions during laparoscopic
operations, resultingin reduced com-
plications and scarring, he explained.
Before, Rothenberg and pediatric
surgeons like him were reduced to
jerry-rigging adult-sized instruments
or not using them at all in delicate
operations.

Rothenberg said he presented his
case for pediatric-sized instruments
annually as amember of the Valleylab
advisory board. However, the small
pediatrics market wasn’t big enough
to be considered feasible for the bil-
lion-dollar company.

He had all but given up hope that
downsized laparoscopic instruments
would be a reality until six years ago,
when he was approached by former
Valleylab employees who were ready
to embark on a new business venture
— one that would make a difference.

Together, they met with 15 thought
leaders from a half dozen countries
attending a a major pediatrics meet-
ing and asked them for their list of the
top needs for the pediatric market.
The top two? A 5mm stapler and a
3mm vessel sealer, both of which are
now available, thanks to JustRight
Surgical.

But before that could happen, the
company had to get off the ground.
Rothenberg and the five other found-

JustRight Surgical LLC

357 S. McCaslin Blvd., Suite120
Louisville, CO 80027

Phone: 720-287-7130
wwwjustrightsurgical.com

Person in charge: Russ Lindemann,
president/CEOQ

ers — Russell Lindemann, president/
CEO; Dale Schmaltz, director of engi-
neering; Jennifer Kennedy, director of
research; Patti Hoag, director of mar-
keting; and Scott Drake, board mem-
ber — put up the initial seed money.

Since then, JustRight, recognized
as a Colorado Company to Watch in
2014, has raised more than $20 mil-
lion in financing, said Lindemann,
who added that the company doesn’t
have the normal fundraising chal-
lenges that many other companies
encounter.

“It has been surprisingly efficient
to get financing because of the story
of JustRight and what we’re doing and
the opportunity to change the face of
health care for these tiny patients,”
he said. “It’s a great mission that reso-
nates with the local community.”

The first year of the company’s
existence was spent proving feasibil-
ity, a rigorous engineering process,

said marketing director Hoag, fol-
lowed by the development process.
Tiny instruments require even tinier
parts, she said, and they found a local
machine shop that could make these
tiny parts, one the size of the dateon a
dime. Parts are then shipped to Mas-
sachusetts, where they are assembled
by a manufacturer with the required
cleanroom.

JustRight’s pediatric devices have
shipped to 100 of the 225 named chil-
dren’s hospitals in the United States,
alongwith hospitalsin the United King-
dom and select countries in Europe,
Lindemann said. The products have
Food and Drug Administration approv-
al for the U.S. and Ce Mark approval for
the U.K. and European markets. The
company is currently working on get-
tingits products into Canada.

The company, nowwith 23 employ-
ees, continues to work on that wish list
generated at the 2010 meeting with
pediatric surgeons from around the
world. “We are in the process of tack-
ling the next two products, and we
have three to fourin the hopper,” Hoag
said. Thefirstof theseis expected tobe
out by the end of this year.

And Lindemann noted thatsmaller
instruments could be a good thing for
adult surgeries requiring minimally
invasive techniques.
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Redevelopments abound
throughout Louisville

ouisville’s major annexa-
L tions are over, the final large

planned developments are
reaching their final phases, and little
undeveloped land remains in the
city. Asfew parcels remain in our
“Best Place to Live” Small City, we
look to the future, and redevelop-
ment projects are in our sights. Much
work has been done, and the city
continues to line up new and excit-
ing opportunities for Louisville to
remain a great
place to live, work,
play and do busi-
ness.

Back in 2006,
Louisville’s lead-
ers were focused
on creating new
opportunities for
its sleepy down-
town, aging South
Boulder Road and
underutilized areas along Colorado
Highway 42. They approved the
Highway 42 Urban Renewal Plan
to help address ills in each of these
areas and to facilitate desired proj-
ects, including the Regional Trans-

LOUISVILLE VOICE
AARON DEJONG

major affordable-housing devel-
opment called Kestrel, bringing
in more than 200 new affordable-
housing units for families and
seniors.

¢ The DELO redevelopment,
just starting construction, will add
24,000 square feet of retail, 30,000
square feet of office space, and 190
housing units in a mix of town-
homes and apartments. DELO will
be connected to downtown via a
new, sweet-looking, South Street
pedestrian Gateway under the BNSF
railroad.

* At South Boulder Road and
Highway 42, parcels behind Union
Jack Liquors and Louisville Car
Wash are approved to be redevel-
oped into Coal Creek Station, which
will have 20,000 square feet of retail
and office development, plus 51
housing units.

It's not just Highway 42 where
redevelopment is happening. The
McCaslin Boulevard corridor has
seen, and will continue to see, posi-
tive changes that enhance Louis-
ville’s business opportunities. The
McCaslin Marketplace on south-

portation Dis- east corner of
trict FasTracks McCaslin and
commuter rail “The McCaslin Dillon is now
station in down- complete, with a
town Louisville. ~ Marketplace on southeast 13,000-square-
However,'Just as corner of McCaslin and foot retail devel-
these projects opment welcom-
werestartingto  Dillon is now complete, ing Jimmy John’s,
become areal- . Mad Greens,
ity, the national with a 13’000'Square' Mod Pizza, and
recession took foot retail development Smashburger to
hold, financing . . town.
dried up, and Welcomlng ] immy ] ohn’s, King Soopers
RTD'’s financial Mad CGreens. Mod Pizza has also pro-
projections ’ ’ posedtobuilda
unraveled. That ~ and Smashburger to Marketplace at
put owners’ and ’y the former Sam’s
town.

developers’ proj-
ects on hold to

Club site. For that
project, we are

wait for a better
day.

Now in 2016,
that better day is here, and redevel-
opment projects — with the notable
exception of the FasTracks station —
are under construction. These proj-
ects leverage the great location and
access Louisville has to offer. They
also provide much-needed space for
businesses, which encourages eco-
nomic stability for our community.

Several projects have begun that
embody the vision along Highway 42
and South Boulder Road:

¢ Redevelopment of the former
Safeway on South Boulder Road was
completed in 2014, creating 30,000
square feet of retail space, including
Alfalfa’s, and 111 units in the Centre
Court Apartments.

* Boulder County Housing
Authority is midway through a

now negotiating

aredevelopment

agreement for
city council consideration. There
are several other great commercial
opportunities for existing and new
development in Louisville. Finally,
city council will soon consider a new
Small Area Plan for McCaslin, which
will clarify community expectations
for additional redevelopment and
start a 2017 transformation of this
mid-1990’s suburban corridor.

Stay tuned, Boulder County:
Louisville has always been known
as a great place, and that won’t be
changing any time soon. Come be a
partofit, it’s going to be awesome!

Aaron DeJong is Louisville’s eco-
nomic-development director. He can
be reached at 303-335-4531 or via
email at aarond@louisvilleco.gov.
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The Boulder Rotary Club
ROtaCI';g Foundation presents its

signature event

WINRRV

Fun filled annual
fundraiser for the good
works of the Boulder
Rotary Club.* Adult
costume contest,
dinner, live comedy,
music, dancing and

a silent auction.

October 29th
6pm - 11:30pm

Omni
Interlocken
Grand
Ballroom

costume,
costume,

$100 per person
Come enjoy a fantastic
evening of Halloween
entertainment geared
just for adults. Come in

don't come in
just come and

have wicked FUN!

TICKETS: wickedgoodtickets.com
INFORMATION: clubadmin@boulderrotary.org

*  *Boulder Rotary Club is involved in more than 30 projects on the local,
I national and global levels. Go to www.boulderrotary.org to learn more.

Banking
Made Simple.

Kim Martin
A.V.P. Mortgage Loans

NMLS Registry Number - #1019501
E-mail: kmartin@fmsbank.com
Office: 970-573-5420

Tracy Axton

V.P.

NMLS Registry Number - #460740
E-mail: taxton@fmsbank.com
Office: 970-673-4501

2425 35th Avenue | Greeley, CO 80634 | 970-673-4501 | www.fmsbank.com
520 Sherman St | Fort Morgan, CO 80701 | 970-867-3319

FMS Bank

Banking Made Simple.®
NMLS#409493

‘Mortgages Made Simple.

@ Member

{eNsER  FDIC
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By Christopher Wood
cwood@bizwestmedia.com

Stephan Weiler gets a Palo Alto,
Calif., vibe — circa late 1970s — when
he ponders the entrepreneurial and
innovation culture of the Boulder Val-
ley and Northern Colorado. He feels it
in the startups that emerge from the
universities and laboratories. He feels
it in the larger employers that locate in
theregion. Hefeelsitin the many events
and conferences that bring entrepre-
neurs together. And he feels it in the
brewpubs and coffee shops, where
entrepreneurs meet, mentor and learn.

“This place has sort of that feel to
it,” Weiler said, harkening back to a
younger, brasher Silicon Valley.

Weiler should knowabout the Silicon
Valley vibe. He grew up in Palo Alto,
graduating high school there in that
same, late-'70s era. He earned a Ph.D
from the University of California at
Berkeley and a master’s from Stanford
University.

Now, as the William E. Morgan
Endowed Chair and professor of eco-
nomics at Colorado State University in
Fort Collins, Weiler once againis amidst
whatcanonlybe called the “Innovation
Economy” of Colorado, which includes
the Boulder Valley and Northern Colo-
rado butwhichincreasingly stretches to
Denver and beyond.

Boulder, Fort Collins, Denver and
other Colorado communities originated
as frontier towns, of course, and Weiler
credits that history with perpetuating a
“pioneer, libertarian, try-some-things”
spirit.

He pointed to Denver, itself an up-
and-coming innovation hub, as an
example. A couple of decades of work
transforming Lower Downtown,
including conversion of warehouses
into lofts, addition of brewpubs, invest-
ment in the arts and culture, and other
factors, have helped build the city’s
entrepreneurial climate, he said.

“All of that speaks to an innovative,
frontier type of mentality, and I thinkit’s
underappreciated sometimes,” Weiler
said.

But the mentality is unmistakable.
From Boulder to Fort Collins, Longmont
to Loveland, Broomfield to Greeley, a
culture of innovation has taken hold,
and one can almost feel the momentum
build.

* Companies such as Otter Products
LLC — home-grown in Fort Collins
— have become global, billion-dollar
players. Some companies have sold,
bringing huge sums. SolidFire, a Boul-
der startup, sold last year for $870 mil-
lion. Boulder Brands sold to Pinnacle
Foods for $975 million. Greeley’s Ani-
mal Health International sold in 2015
for $1.1 billion. Such deals draw further
attention to local companies and their
innovations.

THE INNOVATION ECONOMY

It has that vibe

Innovation is permeating the
Boulder Valley and Northern
Colorado, with new startups,
discoveries and an entrepreneurial
culture that reminds some of a
younger Silicon Valley.

Advertising & Marketing ¢ Aerospace ¢ Agribusiness ¢ Cannabis/Cannabis Tech ¢ Clean Tech e
Climate Research ¢ Energy ° Life Sciences ¢ Natural/Organic ¢ Outdoor Industry ¢ Software

* Technology is spinning out of uni-
versities and federal laboratories. The
University of Northern Colorado in
Greeley is the latest to expand its tech-
transfer efforts, in 2015 launching the
Innovation Development and Enter-
prise Advancement program to help get
innovations to market.

e Startup Weeks and other entre-
preneurial and innovation events have
sprung up in city after city. Boulder
entrepreneur and visionary Andrew
Hyde started Boulder Startup Week in
2010. That model has now been carried
to Denver, Longmont and Fort Collins
(and many other cities).

e The Longmont Economic Devel-
opment Partnership earlier this year
rebranded and refocused, with foster-
ing innovation and entrepreneurship
akey goal.

e Incubators that once might have
focused only on technology now pro-
liferate throughout the region, incu-
bating companies in a wide variety of
industries, including cannabis, ag tech,
medical tech and others.

* Accelerators — think TechStars —
hasten the development of companies
and their entrepreneurs, focusing their
energies on the best, shiniest nugget
of an innovation. In some cases, com-
panies journey to the region from out
of state to join an accelerator program,
then wind up staying.

* New venture-capital funds are
emerging, though the region remains
far behind what’s available on the
coasts.

e Law firms and accounting firms
locate in the region and expand to
serve the technology, outdoor, natural/
organic, ag tech, clean-tech and other
markets.

Sometimes, it’s hard to keep up. But
the activity also draws attention.

John Tayer, president and CEO of the
Boulder Chamber, gets calls frequently
as national or global media “discover”
Boulder. Fast Company published a
piece back in 2010 on “Why You Should
Starta Companyin Boulder,” interview-
ing serial entrepreneur and venture
capitalist Brad Feld, one of the founders
of TechStars.

The New York Times followed suit
in 2012, with “How Boulder grew into a
hub for start-ups.”

Add in The Wall Street Journal,
Forbes, Business Insider — you name it
—andit’safairbetthatifanational pub
hasn’t written about the city recently, it
soon will.

“When I see one of those articles, 1
think, ‘yes, keep it coming,” Tayer said.
“We have to continue to feed this cul-
ture and keep it strong.”

Tayer said that even with such
national attention, Boulder isn’t as
prominent as it sometimes thinks.

“We sit here thinking, ‘everybody
must know about Boulder, because we
live it,” he said. But most people on the
coasts or Chicago probably view it as
a ski town, not as an entrepreneurial
hub, he said.

Thatcancreatedifficultiesinrecruit-
ing talented, experienced managers to
relocate to the area from the Silicon Val-
ley or other, larger communities. Filling
key positions can be a challenge for
any industry, especially with increas-
ing costs of living in Boulder. But other
communities, too, are beginningto face
that challenge, as unemployment hov-
ers in the 3 percent range regionwide,
and as housing prices soar.

CSU’s Weiler for several years pro-
duced “The State of Innovation in Colo-
rado,” a report last completed in 2014.
That report credited Colorado’s focus
oninnovation and entrepreneurship for
the state having pulled out of the Great
Recession earlier than other states.

“Skilled workers and access to capital
combined with the industriousness of
entrepreneurs can solidify Colorado’s
economic dynamism, creating the
potential forlong-term growth foryears
to come,” Weiler said in the report.

Despite challenges finding skilled
workers, momentum in the Innovation
Economy continues. Tayer said he often
receives inquiries from other commu-
nities around the country seeking to
understand the Boulder formula. Many
don’t hide the fact that they want to
become “the next Boulder.”

“Ithink thatBoulderhasbeenagreat
model forwhat’s happeningin commu-

www.bizwest.com

nities all around us,” Tayer said, credit-
ing the University of Colorado Boulder
and federal laboratories as key drivers
of the economy.

As Boulder gets national attention,
other communities in the region are
seeing equal or even greater momen-
tum in terms of startups and innova-
tion.

David May, president and CEO of
the Fort Collins Area Chamber of Com-
merce, said that, although the city’s
vaunted hardware sector still boasts
global companies such as HP, Broad-
com, Advanced Micro Devices, etc.,
tech-focused entrepreneurial activity
is concentrated in the software sector.

“Basically, the hardware and manu-
facturing side of the tech sector has
been contracting while growth in the
IT/software development side of things
has been explosive,” he said.

He pointed to numbers that show
job growth in the city’s software-devel-
opment and information-technology
sector increasing by 37.4 percent from
2010 to 2015, compared with 19.7 per-
cent nationwide.

May said that when it comes to high
tech, it’s hard to know where the indus-
try— or Fort Collins —is heading.

“We are a workbench for Silicon Val-
ley,” he said. “That ties us directly to
developments there, both in the indus-
tryand thebusiness climate andlivabil-
ityofthatarea. Weareagood alternative
tosome of the congestion and cost prob-
lems they face.”

But innovation in the Boulder Val-
ley and Northern Colorado extends far
beyond tech.

“It’s quite a bit broader than that,”
Weiler said, noting that even rural com-
munities are likely to have a brewery
these days, bringing innovation and
entrepreneurial growth.

As he looks at Denver, the Boulder
Valley and Northern Colorado, Wei-
ler sees communities that are prob-
ably viewed as “somewhat distinct” but
which increasingly are connected in
their industries, in their population, in
theiradvantages and in their challenges
—inshort, in the Innovation Economy.

“Denver, of course, is crucial,” he
said, adding that neither Boulder nor
Fort Collins would be where they are
without the Mile High City—withoutits
population, its economy or its airport,
with direct flights to both coasts and to
Europe and Asia.

“I'm not sure that Fort Collins or
Boulder would survive quite as well
without Denver,” he said.

These communities, Weiler added,
are drawing more closely together.

“They’ve been developing on their
own trajectories,” he said. “My sense is
that they started much more separate
but are unconsciously becoming much
more knit together.”

It’s just part of the same vibe.
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Business

From dealmaking |
to job interviews,
plenty is brewing

at coffee houses

BATING
m?ﬂll

DALLAS HELTZELL/FOR BIZWEST

Justin Hartman, founder and president of Ozo Coffee Co., stands in his fourth coffeehouse location in Longmont’s renovated Village at the Peaks.

By Dallas Heltzell
news@bizwestmedia.com

A television advertising campaign
inthe 1960s hailed coffee as “the think
drink.” Judging by the amount of net-
working, interviews and just plain
work being done at coffeehouses up
and down the Front Range, the moni-
ker still applies a half century later.

“Coffee is a cognitive stimulant,”
said Aaron Patterson, associate direc-
tor of the nonprofit Everyday Joe’s
coffee house along the Mason Street
corridor in downtown Fort Collins.
“It attracts people who are interested
in flavor palates that are going to help
them focus. That caffeine makes them
more likely to talk because they're
actually awake. The connectivity that
happens here is an intention, but cof-
fee is definitely a stimulant for that.”

Coffee houses always have been
conducive to thinking, Students
immersed in their studies are com-
mon sights at shops near the area’s
college campuses where the heady
brew is always perking, but the ven-
ues also are a welcoming gathering
place for business people. A decade

ago, entrepreneur Tom Chenault even
hosted a live “Business for Breakfast”
radio showata coffee house he owned
in Longmont.

“I'thinkaninviting, alive vibeis the
key to it, and people respond well to
it,” said Justin Hartman, who founded
0Ozo Coffee Co., in Boulderin 2007 and
now has three locations including a
roaster there and opened his fourth
shop on Aug. 3 at Village at the Peaks
in Longmont.

“We always seem to attract a lot
of great business networking, people
organizingtheirstartups, ‘thinktank’
kind of people,” Hartman said.

Although Ozo’s is open from dawn
until9 p.m., Hartmansaid the business
people “startcominginat8, 9, 10in the
morning,and thenafterlunchat2or3.”

Space and connectivity also help
make coffee shops conducive to busi-
ness meetings.

“We have a lot of space, and we
welcome people who want to come
in and make use of it,” Patterson said.
“They’ve got comfortable corners to
do interviews, have meetings. A rep
from Uber comes in here and does all
his training sessions.”

Hartman sees it as well.

“We have a little more table seat-
ing, so that makes it easier to plan a
meeting,” he said. “And they come. It
just started happening, and kind of
snowballed.”

Hartman believes the availabil-
ity of the rapid connection speeds
offered by NextLight, Longmont’s new
municipal broadband system, also
have helped his new business there.
“It’s stellar service and really fast,” he
said. “You'd better put your head back
or you'll get whiplash, it’s so fast.

Super-fast WiFi is pretty much a
necessity, especially if you want to
attract techie sort of people,” he said.
“Theywant to getinto their dropboxes,
onto the cloud, do their presentations.”

A coffee house that becomes a
gathering place for business people
also can stimulate business around it,
Hartman said.

There wasn’t much development
around Ozo’s original shop near 55th
Street and Arapahoe Road when it
opened nine years ago,” he said, “but
then east county kind of exploded. We
likle to think we helped east county
evolve into amuch more foody, flavory

kind of destination.”

Patterson echoed the “If you build
it, they will come” philosophy.

“We don’t really do anything spe-
cific” to stage business networking
events,” he said, “but startup busi-
nesses will rent out the space to work
on their new designs, plan fundrais-
ers, come up with new ideas.”

One of the ways Everyday Joe’s,
an offshoot of Fort Collins’ Timber-
line Church, leveraged the “think-
ing” aspect of coffee was with an Oct.
13 event called “Q Commons,” a live
learning experience that “challenges
attendees to stay curious, think well
and advance good in their communi-
ties,” according to the shop’s website.

It's a speaker series “about gather-
ingleaders or other prominent people
to talk about issues important to the
Christian community and the com-
munity at large,” Patterson said. “It’s
about thingslike engaging our divided
nation, underserved neighborhoods.”

“I think coffee just breeds creativ-
ity,” Hartman said.

Dallas Heltzell can be reached at
303-868-6631 or gdallas@aol.com.
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Advertising & Marketing

Tap Influence, Boulder

Tap Influence, co-founded by Holly
Hamann and Rustin Banks, andled by
chief executive Promise Phelon, has a
software-as-a-service platform that
helps marketers automate the process
of finding key online influencers and
connecting with them to create spon-
sored content featuring their brands.

In addition to making the connec-
tions and managing workflow, the
software provides analytics to mea-
sure the value each piece of content
created in terms of sales and leads.

Influencer marketing is a type of

marketing that focuses on using key
leaders to drive a brand’s message to
the larger market. Rather than mar-
keting directly to alarge group of con-
sumers, companies instead inspire,
hire and pay influencers to get out the
word for a product or service through
social media.

Many companies are making large
strides to provide better tools to man-
age social influencers and report on
measurable results.

TapInfluence, founded in 2009, has
raised $22.2 million in funding.

Aerospace

EnerSys Advanced Products/ABSL Space

Systems, Longmont

When NASA’s Orion spacecraft
heads for Mars in the coming years, it
will be powered in part by lithium-ion
batteries that are being made by an
aerospace company in Longmont.

NASA’s Journey to Mars initiative, in
theworks for the pastsixyears, took cen-
ter stage at the Plaza Convention Center
recently during an event hosted by Joe
Troutman, senior manager at EnerSys
Advanced Systems — ABSL Space Prod-
ucts, the company making the powerful
batteries.

The event, held under a banner that
read “The Road to Mars Goes Through
Longmont,” drew attention to Enersys’
work for NASA’s space program and the
hundreds of aerospace companies in
the state.

“Ourlithium-ion batteries will power
the Orion spacecraft not just to Mars,
but also the moon, asteroids and deep-
space planets to collect data, map the
solar system and take soil samples on

COURTESY NASA
EnergSys Advanced Systems in Long-
mont will produce lithium-ion batteries
that will power the Orion spacecraft to
Mars and other destinations.

planets,” Troutman said. It also could
beused toretrieve crew or supplies from
the International Space Station.

“Thiswillbe the most powerful rock-
et ever,” he said. “It will take years off
of trips that now would take a satellite
a decade. ... And it will be capable of
movingan asteroid off courseifitwould
collide with Earth.”

Agribusiness
Agrium Inc., Greeley

Canada-based Agrium Inc. is
researching and testing new fertilizer
products at its recently opened $10.5
million, 18,000-square-foot plant in
Greeley.

The Agrium Wholesale Lab and Pilot
Plant consists of a research laboratory
and a pilot-scale research facility and
is the company’s primary research lab
and testing facility. Researchers are
looking to develop new innovations
in crop inputs, for products such as
enhanced efficiencyfertilizerslike ESN,
or environmentally smart nitrogen.

Agrium developed a time-released
fertilizer that its granules are made up
of44 percentnitrogen encased in aflex-
ible polymer coating. The coating pro-
tects the nitrogren until itisreleased in
response to soil temperature.

The polymer membrane allows

moisture to diffuse into the granule,
creating a nitrogen solution. The solu-
tion moves out through the membrane
at a rate that is controlled by soil tem-
perature and matches the nitrogen
demand of the growing crop.

New analytical equipment in the
lab and testing facility gives Agrium
the tools it needs to better understand
how raw materials influence the per-
formance of its coated products so they
can be enhanced, and also to explore
emerging ideas to keep up with the
highly competitive agriculture indus-
try.

Through innovative manufactur-
ing modifications, often developed by
employees, the company is creating
products that increase production of
crops while reducing environmental
impacts.

www.bizwest.com

By Doug Storum
dstorum@bizwestmedia.com

COURTESY SURNA INC.
Surna Inc.’s light reflectors are part of a package of new technology that is improving
the yield of cannabis production while using less energy.

Cannabis/Cannabis Tech

Surna Inc., Boulder

Headquartered in Boulder, Surna
Inc’s engineering team has developed
the company’s signature water-cooled
climate control platform that is being
used by indoor cannabis growing
operations.

The system, that includes several
products developed by Surna includ-
ing chillers, lights, reflectors, dehu-
midifiers, air handlers and irrigation
systems that can control the growing
environment. For example,

The end result is more prolific crop
production and a reduction in energy
costs for growers. For example, the
Surna Reflector has a patent pend-
ing insulating tube around the light
bulb, allowing it to be cooled without
causing a shift in the light spectrum.
When combined with a Surna water-
cooled chiller system, Surna claims

the result is climate control for a grow
that requires 54 percent less than tra-
ditional HVAC systems.

Surna also has developed what
it calls a Hybrid Building design for
climate-controlled buildings as a mix
of an indoor-cultivation facility and
greenhouse. Surna worked closely
with the senior engineering team at
the University of Colorado in design-
ing features of the building including
the ceiling structure, which allows for
sunlight to reach a plant canopy, and
the sealed environment, which mini-
mizes the negative effects of outside
air contamination such as pests and
pathogens. The design uses the sun
as its primary light source and air-
sanitation technology for mold and
mildew risk mitigation.

Clean Tech

Waste Energy Partners, Boulder

Boulder-based clean-tech startup
Waste to Energy Partners has devel-
oped a process to recycle old tires and
produce Bolder Black, the company’s
flagship product that is a more envi-
ronmentally friendly repurposed alter-
native to carbon black, an oil-derived
component used in nearly all rubber
and black plastic products.

Carbon black is mainly used as a
reinforcing filler in tires and other rub-
ber products. In plastics, paints and
inks, carbon black is used as a color
pigment.

Waste to Energy Partners, led by
chief executive Tony Wibbeler, works
its magic at a waste-conversion facility
in Maryville Mo., where it converts old
tires to Bolder Black, recycled steel and
reclaimed oil.

Its proprietary process is more than
90 percent more efficient in terms of
water and electricity consumption and
generates significantly less greenhouse
gasemissions than alternatives, accord-
ingto the company.

WEP’s primary goal is to develop,
own and operate waste-conversion
facilities that divert solid waste from
traditional disposal methods and prof-

COURTESY WTEP
Tony Wibbeler, founder and CEO of
Waste to Energy Partners in Boulder is
converting used tires into more environ-
mentally friendly raw materials that can
be used for new products.

itably use the energy-rich materials
to create valuable byproducts such as
recycled carbon black, plus direct power
and liquid fuels.

The startup wants to work with any
facility that creates or accepts solid
waste and has adesire to conserveland,
produce renewable energy, and reduce
disposal and operational costs.
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Gijs de Boer, NOAA, Boulder

Gijs de Boer, an atmospheric scien-
tist at the National Oceanic and Atmo-
spheric Administration in Boulder, is
using drones to collect data on Arctic
clouds, anew method of collecting data
for NOAA’s Earth System Research Lab-
oratory. The method is providing new
information to better understand Arctic
cloud formation and how it affects cli-
mate change.

“One problem,” de Boer said, “is that
current climate models for the Arctic
don’tnecessarilydo verywell atsimulat-
ing clouds.” By using drones in clouds,
data can be collected that can be used
to develop more accurate models of
climate and sea ice trends in the Arctic,
whichinturnisa crucial component for
predicting global climate change.

He said clouds play a major role in
regulating air temperature and sea-ice
melt. They block solar radiation from
reaching Earth’s surface during the
day and warming the surface during
thelong polar night. Growing expanses
of open water in the Arctic change the
availability of water and heat to the
atmosphere, altering cloud formation
and potentially moderating the rate of
futureice melt.

Sea ice generally reflects sunlight,

COURTESY NOAA
Atmospheric scientist Gijs de Boer is
using drones to collect data on Arctic
clouds to advance the effort to better
understand climate change.

while darkopen oceanabsorbsthesun’s
energy, resulting in additional tem-
perature increases. De Boer’s work is
revealing complexities of Arctic cloud
behavior and cloud-climate feedback
mechanisms thatwill allowresearchers
to more accurately predict the speed of
global climate change.

Earlier this year, President Barack
Obama named de Boer, 36, as one of
105youngscientists toreceive the Presi-
dential Early Career Award for Scientists
and Engineers.

Energy

COURTESY AMPT LLC
Ampt LLC’s chief executive Levent Gun holds one of the Fort Collins-based company’s
DC power optimizers that reduces the cost of solar installations.

Ampt LLC, Fort Collins

The Ampt team in Fort Collins, led
by chief executive Levent Gun, has
been developing innovative power-
conversion technologies, software
solutions and all aspects of photo-
voltaic voltaic design and applica-
tions since 2007. It has a growing port-
folio of patents, possibly none more
innovative that its series of DC power
optimizers that reduce costs for solar-
power systems.

Ampt power optimizers are DC/
DC converters that lower the cost and
improve the performance of large-
commercial and utility-scale solar
plants. The company claims that its
patented technology lowers total sys-
tem costs by eliminating 50 percent of
the electrical combiner boxes, reduc-
ing the amount of wiring and associ-
ated labor as well as enabling lower
cost DC/AC power inverters. Ampt’s

patented technology puts voltage and
current limits on the output of each
optimizer to allow twice the number
of PV modules per string and elimi-
nates half of the combiner boxes and
associated cable and labor.

It also recovers energy that would
normally be lost due to electrical
imbalances and system degradation
that occur during the lifetime of a
photo-voltaic system.

According to research from Global
Market Insights, DC power optimizers
will continue to see rapid growth in
the solar market. While the use of DC
optimization started with the residen-
tial market at the module level, large
commercial and utility-scale power
plants are taking notice because they
can lower the total upfront cost of
systems while increasing energy gen-
eration.
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COURTESY HACH

Hach Co. is building a new 86,000-square-foot R&D facility in Loveland.

Life Sciences
Hach Co., Loveland

LOVELAND — Hach Co.’s website
lists a vast array of lab instruments,
meters, probes, analyzers, sensors, con-
trollers, software and other products
used to test the quality of water and
other liquids. Hach instruments are
used in a variety of industries, includ-
ing bottled water, municipal drink-
ing water, engineering, food, munic-
ipal wastewater, brewing, chemical,
hydraulic fracturing, offshore drilling
and other sectors.

The company was founded in Ames,
Iowa, in 1947 and moved its headquar-
tersto Lovelandin 1978. Today, Hachisa
subsidiary of Danaher Corp.in 1999 and
remains on an expansion mode.

Hach broke ground in June on an
86,000-square-footresearch-and-devel-
opment facility, just south of its existing
facility at 5600 Lindbergh Drive.

The new building will house work

spaces for Hach’s development teams,
with multiple testing and development
laboratories. All existing research labo-
ratories and facilities will move into
the new building, providing associates
with the most advanced equipment
and resources while creating room to
expand and add associate work spaces
in the existing buildings.

Hach’s existing Loveland facilities
include two buildings with more than
200,000 square feet that are currently
used for manufacturing, research and
development, marketing, technical sup-
port, customer service and other busi-
ness functions.

More than 750 associates work on
the Loveland campus and another 50
are working from leased office space in
Fort Collins. This expansion will offer
additional spacetosupport Hach’snear-
term and anticipated future growth.
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COURTESY WILD ZORA
FOODS LLC

Zora and Josh
Tabin cofounded
Wild Zora in 2014
and launched the
Loveland-based
company’s line
of meat-based
snacks last year.

Natural/Organic

Wild Zora Foods LLC, Loveland

Business has been so good at Love-
land-based Wild Zora Foods LLC that
the company recently purchased a
building to facilitate expansion. Wild
Zora, which produces a line of meat-
based snacks, paid $1.4 million to
acquire 325 and 333 E. Fourth St. in
downtown Loveland.

Wild Zora previously leased
1,400 square feet in the building but
eventually will occupy most of the
22,000-square-foot space. That expan-
sion became necessary as large gro-
cery chains increased their orders
for Wild Zora’s products, along with
expansion into REI stores.

“It just seemed that it would be
easier if we owned the building so we

could be master of our own destiny,”
cofounder Josh Tabin told BizWest
recently.

Wild Zora makes a line of meat-
based snacks that each incorporates a
full serving of certified organic fruits
and vegetables. Flavors include chili
beef with kale, apricot and cayenne
pepper, as well as Mediterranean
lamb with spinach and turmeric.

Foundedin 2014 andlaunched early
lastyear, Wild Zora gained a major vis-
ibility boostlast fall from winning the
Naturally Boulder Pitch Slam compe-
tition for new natural-foods startups.
Within a few months, Wild Zora went
from having shelf space in about 80
stores to nearly 400 today.

Please see Examples, page 25
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Law, accounting firms
proliferate in region
to serve startup sectors

By Paula Aven Gladych
news@bizwestmedia.com

A large support network of pro-
fessional-services companies has
grown up around Boulder, in large
partbecause the area is such a hotbed
of innovation. Entrepreneurs flock to
the area because they know there are
numerous resources available within
the community to support startup
companies.

Law firms and accounting firms
represent two professional-service
sectors that have gravitated to the
Boulder Valley and Northern Colorado
to serve the region’s growing base of
technology, natural/organic, energy
and outdoor companies.

A December 2015 forecast from the
Business Research Division at the Uni-
versity of Colorado Boulder’s Leeds
School of Business predicted 15,500
additional jobs in the professional
and business services sector state-
wide in 2016 — the highest predicted
growth ofany sectorin Colorado. “The
state’s concentration of professional,
scientific and technical services is 33
percent higher than the nation,” the
report noted.

Innovation drives professional services — and vice versa

JONATHAN CASTER/FOR BIZWEST

Chris Hazlitt, managing partner with Bryan Cave LLP in Boulder, meets with law clerk
Stephanie Drumm. Law firms and accounting firms are key elements in the region’s

Innovation Economy.

That concentration is particularly
true in Boulder, where law firms such
as Berg Hill Greenleaf & Ruscitti LLP,
Bryan Cave LLP, Faegre Baker Daniels
LLP and Holland & Hart LLP cater to
the startup market, as does Cooley
LLP in Broomfield. Add in accounting
firms such as EideBailley and EKS&H
— both with offices in Boulder and
Fort Collins — Anton Collins Mitch-
ell LLP, with offices in Boulder and
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Greeley, and KCOE Isom LLP in Love-
land, and theregion boasts awealth of
professional-services expertise, with
Boulder being a definite hub.

“I think Boulder just has this per-
fect mix: We have the university here,
and we have a lot of large companies
here that are spinning things off and,
obviously, we have the amazing set-
ting that makes it highly desirable for
peopletolive here,” said Matt Stamski,

www.bizwest.com

a partner at Faegre Baker Daniels LLP
in Boulder. The area attracts smart
and motivated people who want to
enjoy the great lifestyle available in
the area, he added.

“We love practicing in this space
because it is such a vibrant and excit-
ing area to work, and we love helping
entrepreneurs who are off trying to
change the world,” he said.

Faegre Baker Daniels is a large law
firmwith 750lawyers scattered across
the United States, China and the Unit-
ed Kingdom.

“We have an office in Boulder
primarily to support the innovation
economy here, and we have a team
here thatis dedicated to corporate liti-
gation and anything a company could
need,” Stamski said.

Chris Hazlitt, a partner with Bryan
Cave LLP in Boulder, came to the area
in 1988, when notalotwas happening.

“Things were kind of slow here. It
was pretty sleepy,” he said.

He joined a small law firm with
about a dozen lawyers who were
on the front edge of caring for the
entrepreneurial community. At that
time, “there just weren't a lot of legal
resources. People had to go to Denver
oragreater distance to find that cover-
age. We were doing it locally at a high
level for such a small group. We found
thatinthose days, entrepreneursreal-
ly were driven to go to Denver. They

Please see Services, page 32
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By Dallas Heltzell
news@bizwestmedia.com

Slow economy? What slow econ-
omy?

You'd neverknowitifyoujoined the
crowds at one of the growing number
of pitch slams, entrepreneurial chal-
lenges, startup weeks or other simi-
lar events in the Boulder Valley and
Northern Colorado. They're places
where youthful exuberance and opti-
mism flow faster than craft beer from
a tap, and dynamic presentations of
creative business ideas have become
a spectator sport.

Pitch slams “are becoming a lot
more popular, but in 2005 we really
had to explain to people what the
concept was,” said Aaron Mansika, a
board member of Naturally Boulder.
“That seems silly now. I think ‘Shark
Tank’ had alot to dowith bringingitto
the public as entertainment.”

In its fifth year, Denver Startup
Week drew 13,334 attendees, up from
10,875 1in 2015.

“These startup weeks are fantastic
because they bring tons of people and
resources together that serve entre-
preneurs,” said Toby Krout, executive
director of the Boomtown Accelerator,
familiar for its “Demo Day” expos at
the Boulder Theater.

Some events offer cash prizes for
the best new-business ideas, others
are designed to catch the attention of
investors, and still others simply focus
on offering advice from experts.

But why so many in recent years?
And why so many here?

“Whynot?It’sanideal placetolive,”
said David Thomas, an assistant pro-
fessor of management who directs the
Monfort College of Business Entrepre-
neurial Challenge at the University
of Northern Colorado in Greeley, an
event now entering its eighth year.
“We've got several universities in an
hour’s drive, a cluster of universities
that bring strong research. You have
all those universities working hard to
facilitate the transfer of technology
from classroom to scale, to operation-
alize that research. We continue to

@
Plt(:h perfECt Area’s allure spurs growing list of startup events

attract people who want to venture out
and see if their ideas are viable.”

And it’s not just technology. It’s the
Front Range lifestyle, and the con-
sciousness that comes with it,

“In the tech world, these events are
everywhere, but for natural foods and
products, Boulder’s pretty unique,”
said Bill Capsalis, like Mansika aboard
member of Naturally Boulder. “This is
a good place to start a food business
because you can get a lot of help.

“Boulder is a state of mind, and we
have attracted companies to start here
because of the like-minded support.
Pitch slams help that along,” he said.
“You're thinking, ‘Where should I relo-
cate?’ and you're in Brooklyn, Austin,
Chicago — and then you come to Boul-
der and bump into people at these pitch
slams and think, ‘This is where I want to
startabusiness. It'sattractingalotofnew
people to the state for both the schools
and the businesses that are here.”

Mansika added that “Boulder con-
tinues to be magnetic. New companies
are created here, but they’re also com-
ing here from other parts of the coun-
try to be part of this ecosystem. Inves-
tors are looking at companies here.
Now we have other national events
coming right to our town to capture
some of our attendees — FoodBytes!
in the same location as our Naturally
Boulder Pitch Slam the next day. That’s
one more feather in our cap.

“We are making the Boulder-Den-
ver corridor at the forefront of the
natural-products industry.”

Organizers agree that new-busi-
ness presentations have become much
more sophisticated.

People have gotten way more pre-
pared, more succinct,” Capsalis said.
“Ten years ago, they didn’t know what
to expect.”

Still, the key word of advice for
pitchers is the same word New York-
ers give to tourists when they ask how
to get to Carnegie Hall: Practice.

“Werecommend making hundreds
of slides and practices,” Krout said.
“Tailor your pitch to the audience.
Practice all those pitches hundreds of
times, not just a couple times. When

you're a startup founder, you may
think you are autonomous and your
own boss, but you're constantly sell-
ing people on whatyou're trying to do.
You'll always be pitching.”

“Make sure you cover all of the
salient points right up front, because
you only have about three minutes,”
Capsalissaid. “Be enthusiastic. Believe
in your product. Believe in yourself.

“When you see a compelling pitch,
youwant them to win, but they have to
have a compelling vision about where
they're headed with their product,
brand, company,” he said. “You can
talkagood game, but you have to back
itup with something.”

Naturally Boulder founding mem-
ber Joan Boykin came up with the
acronym USATCOM to guide new-
business pitchers, getting them to
focus onunmetneeds, solutions, audi-
ence, competition, team, objectives
and money.

The effort can pay off.

“Some really tremendous compa-
nies have sprung from us,” Mansika
said, pointing to Phil’s Fresh Foods,
which participated in Naturally Boul-
der’s pitch slam in 2006, changed its
name to Evol Foods “and now it’s a
household name, in every Target and
Costco in the country.”

Bamboobies pitched its nursing
pad “and nowthey’rein every CVSand
Babies R Us in the country — all that
notoriety from 60 seconds in 2011.”
Goddess Garden pitched in 2009 “and
now they’re the leading organic skin-
care sunscreen in the U.S.

“And now there’s acquisitions hap-
pening,” he added, pointing to the
recent acquisitions of 2013 pitch slam
winner CompoKeeper, the maker of
an odor-free kitchen compost bin
maker, and 2014 winner Appleooz, a
maker of fruit snacks, both of which
were gobbled up in by Boulder-based
investment group 1908 Brands.

“There’s so many products inkitch-
ens and pantries that are all from
Boulder,” Mansika said. “Ilove it!”

The Monfort Entrepreneurial Chal-
lenge offers time at its UNC BizHub
incubator as a prize, along with a

www.bizwest.com

Upcoming
Some events to attend in the Boulder
Valley and Northern Colorado:

Oct. 21, Nov. 18: MergeLane Active
Entrepreneur/Angel Investor Hike,
Chautauqua Park Ranger Cottage, 900
Baseline Road, Boulder

Oct. 24: MergeLane QuickPitch,
Galvanize, 1023 Walnut St., Boulder, or
online

Oct. 25: Esprit Entrepreneur, University
Memorial Center, University of Colorado
Boulder

Oct. 26: FoodBytes!, Byron R. White Club,
University of Colorado Boulder

Oct. 27: 12th annual Naturally Boulder
Pitch Slam and Autumn Awards, Glenn

Miller Ballroom, University of Colorado
Boulder

Oct. 28-30: Techstars Startup Weekend,
Halloween Happy Hour, Galvanize, 1023
Walnut St., Boulder

Nov. 5-6: Techstars Startup Weekend
Boulder Youth, Black Lab Sports, 3550
Frontier Ave., Unit D, Boulder

Nov. 11-13: Techstars Think BIG! Startup
Weekend, Idea Forge, 2445 Kittredge
Loop Drive, Fleming Building, University of
Colorado Boulder

Dec. 6: BizWest IQ Awards, Plaza
Conference Center, 1850 Industrial Circle,
Longmont

Dec. 6: Boomtown Demo Day, Boulder
Theater, Boulder

Jan. 31, March 30: Monfort College
of Business Entrepreneurial Challenge,
University of Northern Colorado, Greeley

Feb. 6-10: Fort Collins Startup Week
(Techstars)

May 15-19: Boulder Startup Week
(Techstars)

chance to win part of $50,000 in prize
money.

“It’s incredible to think this pro-
gram has provided prize money total-
ing $350,000 to local entrepreneurs
since its inception,” said Thomas. “It
helps Northern Colorado launch small
businesses, because they can use that
for seed money, including marketing,
staffing and legal costs.”

We’re not your typical
electric company, we're
a local, not-for-profit
electric cooperative. We
don’t have customers, we
have members. And since
electricity is an every day
thing, we make sure Power
is there to power your
business and your life.

WWW.pvrea.com
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Injecting funds into
a business takes
caution, diligence

By Dallas Heltzell
dheltzell@bizwestmedia.com

For entrepreneurs seeking to start
or expand a business, raising capital
involves entering a strange new world
of terms and trepidation.

No, an “angel” isn’t just a haloed,
winged harp player or a Los Angeles-
based baseball player, and “VC” doesn’t
just stand for videocassette or Viet
Cong. Learning about such funding
sources as angel investors and ven-
ture capital can make the difference
between the success and failure of a
startup, expansion or innovation.

“There is disproportionate access to
capital,” said Ari Newman, a partner in
Boulder-based Techstars, aglobal early-
stage investor and accelerator. “There’s
lots of angel capital to get ideas off the
ground, but less sources for the later
stage. The bar continues to go up.”

Getting started may be the biggest
obstacle to clear.

“When somebody comes to me and
wants to be an entrepreneur, the first
thing I try to do is talk them out of it,”
said DuWayne Peterson, vice president
of Fort Collins-based Colorado Angel
Investors. “It’s a tough grind, and fund-
ingis partofit.

“I ask them what is the purpose. Is
itjust Thate my boss’? I ask them, ‘Are
you married? If you are, that might not
lastlong, becauserunningabusinessis
a 24/7 thing. Things always go wrong,”
Peterson said.

“Every startup I've invested in is a
soap opera. You've got to have a strong
stomach for some of the things that go
on. Most of the reasons companies fail
are related to people — people who
have no concept of how to go out and
sell, how to hire people.

“If you can pull it off, though, it’s the
greatest thing you can do in your life,”
he said. “Once they pass my trying-to-
discourage-them test, we go to the next
step.”

The priority then, he said, is to deter-
mine whether the entrepreneur really
needs toraise capital “or can theyboot-
strap for awhile?” — through their own
money, credit cards, help from friends
or family members, or online crowd-
funding on sites such as Kickstarter or
Indiegogo “to sell your product, not for
equity.”

Crowdfunding “works for certain
products but not for everything,” New-
man said. “You collect the money, and
then you've got a bunch of people wait-
ing for money.”

Peterson warned that if a business
seeks investors too early, “they’re giv-
ing away too big a percentage in their
company.”

One option is grants, such as those
from the Small Business Innovation
Research program, designed by the U.S.
Small Business Administration to help
small businesses conductresearch and

Show me the money

Some ways to raise capital to help a
company grow:

FRIENDS AND FAMILY may offer
some financial help, but will it create
uncomfortable discord if the business
fails?

BANK LOANS may be secured with a
sound business plan, but often require
some sort of real collateral.

HOME EQUITY LOANS can be made
on the entrepreneur’s residence and are
a fast, easy source of money although it
puts his or her home at risk.

CREDIT CARDS may offer deferred-
payment options, but interest could be
high.

CROWDFUNDING includes online
sites such as Kickstarter and Indiegogo,
in which regular citizens can help a
business raise money in exchange for
the product or something else.

GRANTS including the Small Business
Innovation Research (SBIR) program can
help businesses conduct research and
development.

ANGEL INVESTORS are high-net-
worth people who typically invest from
$25,000 to $100,000 of their own
money in an early-stage business.

VENTURE CAPITALISTS are generally
formed as limited partnerships that
invest in a fund that in turn is used to
invest in later-stage companies. Their
money will help a company grow until
it's ready to go public or be acquired,

so the dollars they invest will be
increasingly larger as the funding rounds
progress.

REGULATION D lets companies raise
capital through the sale of private or
public stock shares without having to
register the securities. Companies file
a disclosure with the Securities and
Exchange Commission.

INITIAL PUBLIC OFFERING of shares of
the company in such markets as Nasdaq
and New York Stock Exchange means
shareholders control part of a company,
whose management and board have a
fiduciary responsibility to return profits
to them as dividends.

development, or those from the state
Office of Economic Development and
International Trade.

“Once you get your act together,
explore SBIR funding and any grants
you can get,” Peterson said. “That’s not
equity. It’s not giving away any part of
your business.

“The only trouble with grants is that
they’re often restricted to certain kinds
of things you can use your money for.
They don’t allow you to spend your
money on commercialization, only on
building and testing the product. But
therearealot of grantsjustfor commer-
cialization,” he said. “You don’t have to
payitback. It'snotaloan. It’s a grant.”

But eventually the time will come
for capital.

“A ‘funding round’ is a financing
event for a company where you are
selling equity or borrowing in the form

Please see Funding, page 18

2016 Winner of Partners in Philanthropy,
Boulder County Rotary Clubs, receive the
award from Premier Members Credit Union
staff and BizWest.

PARTNERS IN
PHILANTHROPY

ATTENTION BOULDER
VALLEY NONPROFITS

Win a FREE marketing campaign
to use for funding efforts

and volunteer recruitment

For the third year BizZWest has teamed with Premier Members
Credit Union on Partners in Philanthropy, a program which
benefits the Boulder Valley’s nonprofit community.

One nonprofit will be selected to receive a FREE 2017 marketing
campaign in BizWest print, online and event offerings, valued up
to $20,000. Finalists are chosen by the public via the BizWest
Facebook page.

Did You Know?

e Over 58% of BizWest readers donate

more than $2,500 to Nonprofits each year

Over 56% of BizWest readers annual income
is more than $100,000

Key rules:

*  Nominees must be based in, or have significant operations in, Boulder or
Broomfield counties.

*  Nominees must demonstrate a need for marketing assistance.

*  Any current advertiser selected could add the complimentary marketing
package to their paid campaign.

*  Nominees must work directly with a population in need.

Deadline for nominations:
Finalist determination: November 3, 2016
Facebook voting: November 4 — 28

Winner determined and contacted: December |, 2016
Presentation to selected non-profit to occur shortly thereafter.

Winner announced to public: December 11, 2016

To nominate go to:
bizwest.com/events/974/partners-in-philanthropy/
For more information call or email
Sandy Powell, 303-630-1954, spowell@bizwest.com

BizWest

BOULDER VALLEY + NORTHERN COLORAD(»

r» PREMIER
MEMBERS

CREDIT UNION
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Choose Businesses
Invested in the Children of
Our Community

Realities For Children provides for the unmet needs of
children who have been abused,
neglected or are at-risk.

Whenever you shop, dine or hire a
Realities For Children Business Member,
you become part of the solution to child abuse
in our community.

We Welcome These New Business Members!

r 3 r DE & R
7y ';- "I L l‘ CA o\‘J EJ
EVENTS CENTER PLAYCAFE

. FoCo HOME SERVICES
FROM “BROOM CLEAN" TS “WHITE GLOVE™

CLEANING & HANDYMAN SURVICLS
Y SANDY & WYLE VILLERS

o))
ONSiGHT

AUTO GLASS

L,

::\-\ )

Payroll + HR + Retirement + Insurance

\."PU_REhaven

N LU OV L

— HEIDI —

@ vineyard church
of the rockies

We will provide you
with comprehensive
marketing benefits
AND you will be
giving back to the
most vulnerable
members of

our community.

Your membership
fee is a tax
deductible business
marketing expense
that allows the
charity to maintain
100% distribution
of donations.

{No Child Forgotter,

For more information on becoming a Business Member

or for a listing of all Business Members, please call 970.484.9090
or visit www.RealitiesForChildren.com.
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of a debt instrument, capital that lets
you operate the business for a period
of time. All of the money is coming into
the company at once,” Newman said.
“Some will raise money from friends
and family and then spend it; that’s not
afunding round. A real funding round
should be enough to let a company hit
aset of milestones.”

“Onceyou've exhausted your friends
and family they’re not going to talk to
you anymore,” Peterson said. “Now,
you have to go into that big, bad world
of people that don’t know you. How do
you know which ones you should talk
to? Networking! Ventures clubs, incu-
bators. angels groups.”

Angelinvestors could bean acquain-
tance, your banker or attorney, like-
minded people in your industry or
anyone who looks for opportunities to
invest in return for equity ownership.
They’ll offer guidance on running a
businessinhopes of getting thatreturn.

“Angels never take more than 50
percent, ever,” Peterson said. “We want
these companies to grow and stay
around here.”

Peterson traced the angel-investor
movement to the founding of “A Band
of Angels” in San Franciscoin 1994 dur-
ingthe dot-comboom. Helaunched the
Pasadena Angels in 2000, then founded
Colorado Angel Investors, part of the
Rockies Venture Club, in 2010.

“Angels tend to be the seed round
— trying to grow this thing out of the
ground, see how much is needed to
create more and more value,” he said —
“and then the money gets to the point
where the venture capitalists come in.”

Areport issued in February by City-
Lab ranked Boulder fifth in the nation
for per-capita attraction of venture
capital. Venture capitalists can provide
funds to companies that can prove they
have a solid track record and a good
chance for a return on the capitalist’s
investment.

“At that point, your company is rais-
ing money at higher and higher value,
and you're not giving away as much
of your company in higher and higher
fundingrounds.”

Venture capitalist David Gold, man-
aging director of Access Venture Part-
ners, noted that “VC generally is only
a fit for a very small portion of busi-
nesses. VC funds companies looking to
be game changing and disruptive, in a
market that will be very big.”

Newman noted that angels almost
always invest out of their own bank
accounts, whereas venture capital-
ists primarily invest “other people’s
money.” And Peterson noted a funding
gap between angels and VC.

“Angels get tired of putting money
in two, three, four times,” he said, “and
sometimesit takes two or three times to
raise $2 million or $3 million. Venture
capitalists don’t want to waste money
on companies that small. They're
looking or $5 (million), $10 (million)
or $20 million. They want big returns.
It almost takes as much work to work
with a company that wants to raise $3
million as $30 million.

“When your company gets acquired
or goes public, that’s when we get our
money back.”

www.bizwest.com

If you go

What: “Lending Panel: Show Me the
Money!”

A collaboration between Innosphere
and the Larimer County Small Business
Development Center to bring together
several types of funding sources so that
entrepreneurs and business owners can
get their questions answered.

When: 4 to 6 p.m. Wednesday, Oct. 26

Where: Innosphere, 320 E.Vine Drive,
Suite 303, Fort Collins

Cost: Free, but registration is required at
LarimerSBDC.org

Going public—with aninitial public
offering of shares of stock on the Nas-
daq or New York stock exchanges —is a
much bigger step.

“There’snohard and fastruleforsize
of a company to do an IPO,” Gold said.
“Ingeneral, ithas tobe prettylarge. The
penny-stock days have mostly passed.
You've got to be a pretty darned sizable
company to thinkabout anIPO.”

The primary benefit of such equi-
ty capital is that the company isn’t
required to repay shareholders’ invest-
ment. The disadvantage is loss of total
control, because each shareholder
owns part of the company.

The Regulation D program, created
under the Securities Act of 1933, lets
companies raise capital without hav-
ing to register the securities and pro-
vides information to investors.When
businesses offer equity or securities to
raise capital, they must file a notice on
Form D with the federal Securities and
Exchange Commission within 15 days
after thefirstsale. These “Reg D” filings
notify federal and state authorities of
the amount and nature of the offer-
ing. Even if a company sells securities
in a way that’s not subject to specific
disclosure requirements, all such sales
are subject to the antifraud provisions
of the securities laws and false or mis-
leading statements are illegal.

Reg D filings are common for com-
panies seeking to raise money but not
ready for or interested in an IPO, and
providing an alternative to venture
capital.

Whether it’s angel, venture capital,
crowdfunding, a public offering or a
private offering, such as a Reg D filing,
raising funds will consume a lot of an
entrepreneur’s time.

“Fundraising is time-consuming
and painful,” Newman said. “If you're
the founder of a startup, you have to
acknowledge that raising money is
something you do every day, as part
of your job. Communicate with your
investors, keeping them updated, so
when you're ready for more capital
you're not starting from scratch. It’s
ongoing relationship management.

“Otherwise, you'relike the grandkid
who wants the check from the grand-
parents on his birthday but never
spends any time with them.”

Dallas Heltzell can be reached at 303-
868-6631 or dheltzell@bizwestmedia.
com. Follow him on Twitter at @Dal-
lasHeltzell.
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Universities, labs take innovations to market

By Paula Aven Gladych
news@bizwestmedia.com

With three major research uni-
versities along the Front Range and
numerous federal laboratories call-
ing Colorado home, it should be no
surprise that a lot of innovation and
new technologies come out of these
organizations every year.

To handle the inventions, each orga-
nizationhasatechnology-transfer office
that takes a hard look at every new idea
that crosses their paths and determines
ifitis something that deserves a patent
or could be licensed to a commercial
organization thatalready specializesin
similar technology.

Technology transfer has come of
ageinthelastdecade, said Todd Head-
ley, president of CSU Ventures, the
tech-transfer arm serving Colorado
State University. To put it in perspec-
tive, Headley said that CSU has about
300 active license agreements and 620
active patent and patent applications.

During the past decade CSU has
seen 1,064 invention disclosures, 1,381
patentapplications, 218 issued patents,
369 license agreements and 49 startup
companies, Headley said.

“In the last 10 years, since the cre-
ation of CSU Ventures, there have been
more license agreements, more start-
ups, more patent applications, more
inventions and more revenue than in
the past 40 years,” he said.

CSU has been in a major growth
mode the past decade because of
increased research expenditures and a
heightened focus on technology trans-
fer, he said. The next 10 years probably
won'tlook anythinglike the last 10.

Most technology-transfer offices
operate the same way. What makes
CSU Ventures stand outis thatitis part
of the CSU Research Foundation and
istherefore a501(c)3 separate fromthe
university.

“It’s not uncommon throughout
the country, but in Colorado we are
the only one set up that way,” Headley
said. “Fundamentally, it allows us to
act like a small business in that we
have 12 to 13 people.”

It also allows the organization to
move with more agility.

The organization has people dedi-
cated to licensing, patent manage-
ment, creating and starting new com-
panies. It sees about 100 new ideas
coming from the university every year,
anditisup to CSU Ventures to evaluate
and look at the potential commercial
outcomes of every one of them.

All tech-transfer offices look at the
patentability ofanidea and the market
for an invention.

“Simply getting a patent on it
doesn’t mean commercial success,”
Headley said. CSU Ventures markets
different ideas to companies that are
in the space and potential licensees.

“We want to get feedback from the
market about what people think of the
idea,” he said.

Most ideas developedinalaborata

Students work in the lab at University of Northern Colorado in this 2013 photo.

university need to be scaled up for com-
mercial use, and that’s not their forte.
That’s why they partner with industry
on their ideas to bring them to market.
Not every idea is a hit. Some ideas that
the technology-transfer office believes
will be successful get panned by those
already in the business.

The National Renewable Energy
Laboratory in Golden saw about 172
innovations last year.

“Part of our goal with the Depart-
ment of Energy is to get renewable-
energy technology out to the mar-
ketplace. That is a strategic goal the
DOE has for NREL, so it is a natural
fit for technology transfer to be part
of that,” said Kristin Gray, director of
technology transfer at NREL. The one
thing that makes NRELs tech-transfer
program unique is that it combines
its own technology licensing with its
sponsored research group.

Many companies come in and
sponsor research. Inreturn, they hope
to get first crack at any innovations
that come out of the joint research
with NREL. But NREL researchers
are also coming up with their own
intellectual property, and itis the tech
transfer office’s job to find markets for
those innovations as well.

Gray'’s office looks at the market-
ability, commercial viability and pat-
entability of all innovations that come
out of the lab.

Bryn Rees, director of technology
transfer for the University of Colo-
rado’s Boulder and Colorado Springs
campuses, said that technology trans-
feris always evolving. He believes that
atechnology-transfer office in Boulder
should not operate in the same way as
a tech-transfer office in California.

Boulder is a very entrepreneurial
community with a large number of
business-accelerator programs and
numerous individuals looking to cre-
ate new ventures, Rees said.

“I think it is no secret that Boulder
is one of the top places in the country
to start a business. Our technology
transfer has to be in alignment with
that,” he said.

CU, CSU post
similar patent,
license numbers

Colorado State University and the University of
Colorado Boulder both have around 300 active
license agreements and 600 patents or patent

applications.
Colorado | University
State of Colorado
University Boulder
Current no. of 300 290
active license
agreements
Current no. of 620 608
active patents
and patent
applications
Past decade no. 1,064 1,163
COURTESY UNIVERSITY NORTHERN COLORADO . .
of invention
disclosures
Past decade 1,381 1,703
Inthe past, technology transfer was no. of patent
. , . applications
more transactional. Here’s an inven-
tion; geta patent on it; and find a com- Past decade no. 2k 209
. of issued patents
pany to license that patent.
“I think that model maybe worked Past decade 369 25
wellin the ‘90s, but I think it has had its no. of license
. , . agreements
time, and what we're looking at more
nowisrather than doing asset transac- rI:ZStO?::r(:ﬁp - >
tions or intellectual-property transac- co;npanies

tions, we are really looking at develop-
ment of our faculty and their research

Please see Market, page 21 Source: CSU Ventures, University of Colorado Boulder
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programsand engaging with the entire
communitynetworkasawaytobringa
project forward,” Rees said.

The old way of doing things neglect-
ed the tremendous amount of work
that goes into an invention before it is
ready to be presented to the market-
place for investment.

“We really need to have a pipeline
of resources that are both at the uni-
versity and also in the community to
develop the technology,” he said.

The faculty themselves are a huge
asset when trying to reach potential
markets with an invention. They are
always speaking at conferences and
makingindustry connections through
their research, he said. Many times,
they know which companies will be
interested in their innovations.

CU has two tech-transfer offices.
The second one serves the University
of Colorado Denver Anschutz Medi-
cal Campus. Together, the offices see
about 250 inventions a year.

Paul Zielinski, director of the
technology partnerships office for
the National Institute of Standards
and Technology, handles technology
transfer in both Boulder and Gaithers-
burg, Md. NIST is under the umbrel-
la of the Department of Commerce,
along with NOAA and NTIA. The DOC
is also responsible for coordinating
technology-transfer activities across
federal agencies by coordinating the
Interagency Workgroup for Tech-
nology Transfer. NIST also hosts the
Federal Laboratory Consortium for
Technology Transfer, which provides a
forum for federal labs to develop strat-
egies and opportunities for linking
technologies and expertise with the
marketplace, according to the latest
DOC annual report.

NIST’s mission is not to generate
dollars, Zielinski said.

“We are part of the government.
Our mission is to help promote eco-
nomic growth, the diffusion of inno-
vation and measurement science. We
want to get people to use technology.
That’s the real goal, to get technology
out of the labs and into the hands of
someone who can use those technolo-
gies and make them available to the
public,” he said.

NIST doesn’tjustlook at traditional
ways to transfer technology. It publish-
es papers. It transfers information. It
hasstandard reference material. Italso
has cooperative research agreements
and hosts conferences and workshops
where people come for training.

NISTisinvolvedin everything from
natural disasters and high-end physics
to nanotechnology, communications
supporting technology, cybersecurity
and advanced manufacturing.

The National Center for Atmo-
spheric Research, whichis operated by
the University Corporation for Atmo-
spheric Research in Boulder, has spent
the past 30 years developing applica-
tions and transferring that technology
to whoever is sponsoring the develop-
ment of that work, said Bill Mahoney,
deputy director of the Research Appli-
cations Laboratory at NCAR.

The organization, which is a not-for-
profit thatis funded by the federal gov-

THE INNOVATION ECONOMY

ernment, will license or patent infor-
mation it wants to continue to have
access to in the future, but typically
it makes its research available free
to the public. In the past, there were
organizations that took advantage of
NCAR’s research being in the public
domain to get patents on it and block
the agency from using the technology
in the future.

To protect against that, NCAR has
become more savvy.

Evenifother groups contribute fund-
ing to the research, NCAR owns the
intellectual property, Mahoney said.

“We can build technologies tomor-
row from what we learned today and
yesterday. We can’t do work for hire,”
hesaid.

While federal laboratories and uni-

versities such as CSU and CU focus
on STEM discoveries, the University
of Northern Colorado in Greeley has
launched a new technology-transfer
program aimed not only at STEM but
also at other types of innovations.

UNC offers robust programs in
education, business, nursing, music
and other disciplines. The university
last year launched IDEA — Innova-
tion Development and Enterprise
Advancement —a program aimed at
“turning creative ideas into market-
able products or services.”

IDEA is headed by director Kristin
Rencher, who is helping develop the
program first launched in 2015. She
said thefactthat UNCisnotaresearch-
intensive university doesn’'t mean that
marketable innovations don’t exist.
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“We really don't have a large research
engine from the standpoint of federal
funds,” shesaid,addingthat UNCisinthe
“missing middle” among universities in
the United States, with manyinnovations
thatare “just completely untapped.”

Examples of innovations include
software and app development of edu-
cational tools. A biology professor is
working on novel ways to reform biol-
ogy curriculum. A chemistry professor
— who also is a brewer — has devel-
oped a device to improve the brewing
process, an inline brewing sensor.

Many of those innovations can gen-
eraterevenue faster than other types of
discoveries, she said.

Christopher Wood contributed to
this report.

Choose better.
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David Brown moved to Boulder
in 1994 to an entrepreneurial land-
scape quite different from the one that
thrives today. He and David Cohen
had justlaunched Pinpoint Technolo-
gies a year earlier and, as the com-
pany grew, he admits they didn’treally
know what they were doing as new
growing pains arose.

“It still felt very much like a silo,”
Brownrecalled recently. “Youwere on
your own. Youweresstill condemned to
commit the same mistakes as every-
body else simply because you didn’t
know any better.”

Fast forward to the mid-2000s, and
the eventual Techstars co-founders
— a group that wound up including
Brad Feld and Jared Polis as well —had
found success and were doing some
angel investing of their own in bud-
ding companies. But the angel model
at the time — including the aspect of
entrepreneurs having to subscribe to
an angel group or pay to get in front
of those investors — wasn’t appealing
to them, Brown said. And it became
the spark for the quartet to launch
Techstars in 2006 and run their first
accelerator cohort in Boulder in 2007.
At the time, Y Combinator existed in
Boston, but the idea of accelerators
was for the most part a new one.

Another decade down, and going
through an accelerator has become
a sort of entrepreneurial right of pas-
sage for many top startups, offeringan
intense three months of mentorship
from entrepreneurs who have already
walked the path, with theidea that the
companies that graduate are ready
to land venture funding and quickly
scale their businesses. The Techstars
model — which includes startups
receiving $20,000 in seed money in
exchange for a 6 percent equity stake
— is one that’s been often imitated,
and Techstars itself has ballooned to
22 programs worldwide.

The drive to turn ideas into fund-
able startups is a major piece of the
equation. Some 70 percent or more
of Techstars grads go on to attract
outside funding. But Brown said the
bigger contribution by accelerators
to the local innovation economy has
no doubt been surrounding entrepre-
neurs with mentors.

“That’s sort of the magic that has
allowed Techstars to happen,” Brown
said. “That’s the Techstars model
today, and that’s what was lacking
when we started.”

Accelerator expansion

There are no fewer than eightaccel-
erators of one form or anotherin Boul-
der County now. That’s not to men-
tion others in Denver and Northern
Colorado, aswell asincubators, which
provide another model for startups
seeking out mentorship and other
services. The proliferation not only
is benefiting local entrepreneurs but

To accelerate, or to incubate®
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Steve Malers and Kristin Swaim, Open Water Foundation work in their space at Fort Collins’ Innosphere incubator.

also attracting more and more tal-
ented entrepreneurs to the state who
initially come for the programs but
wind up setting up shop in Colorado.

Mergelane and Canopy Boulder are
two of Boulder’s newer accelerators
that have fashioned themselves in the
Techstars mold, albeit with their own
distinct focuses. Mergelane seeks out
and invests in women-led startups
with the aims of not only increasing
the number of women in leadership
positions in the startup world but also
of promoting theidea thatinvestingin
women is a smart business decision,
not just the right thing to do. Canopy,
meanwhile, is focused on startups in
the budding legal cannabis industry,
helping them not only with growth
objectives butalso with navigating the
complex regulatory landscape they
must deal with.

Sue Heilbronner — who led mul-
tiple startups before cofounding
Mergelane with Elizabeth Kraus in
2014 — echoes Brown in asserting the
value of the mentorship that top accel-
erators provide client startups.

“You're immediately given access
to between 50 and 80 fantastic, really
engaged mentors basically in a day,”
Heilbronner said. “That’s a network
thatmayhave taken you years to grow,
and you may never have gotten to that
quality.”

In an ever-growing sea of accel-
erators, Mergelane — which also has
an investment fund — is taking its
model of mentorship beyond just the
startup programming. The company
in November will host its first Mergel-
ane Women’s Leadership Camp, a
three-day program geared toward
helping senior leaders at all types of
companies enhance their capabilities
and become more innovative in their
leadership styles. A second session will
be held in March.

“In order for our brand to both
be sustainable and have a broader
impact, we want to reach more peo-
ple,” Heilbronner said. “This is a great
way to do that and enhance the vis-

ibility of the accelerator.”

Canopy’s sustainability right now
lies in the deep industry expertise
and knowledge its founders aim to
provide startups in a new frontier of
sorts. For one, companies entering the
legal cannabis fray are participatingin
the conversion of a black market to a
legal market. Secondly, the regulatory
frameworks vary state by state and
even county by county. So Canopy
works hard to find not only mentors
with expertise in the cannabis indus-
try but also those who have expertise
in marketing and advertising in other
sectors such as alcohol, which is also
regulated differently in each state.

Like Mergelane, Canopy has its
own investment fund in addition to
the accelerator. In that way, cofounder
Micah Tapman said, Canopy’s fund
can act as sort of a screening process
for investors who might be nervous
aboutgettinginto the cannabisindus-
try. As those investors learn about
the industry, Tapman said, they often
get more comfortable about making
individual investments directly in
cannabis-related startups.

Tapman said Canopy has worked
hard to be transparent about the
investors and companies involved
with the program to help build trust
in a sort of Wild West business land-
scape.

“The (cannabis) industry is rife
with fraud and scammers on both the
entrepreneur and investor side,” Tap-
man said. “So I think the accelerator
has been one of the foundational ele-
ments of trust in the industry. Every-
body’s scared about getting ripped off
on both sides of the table.”

The incubator route

If accelerators are suited to help
startups that are primed for scalabil-
ity — such as software companies
— rapidly grow and earn returns for
investors, incubators often provide
a solution for companies that are
more science-, engineering- or even
hardware-based that aren’t necessar-

ily accelerator-friendly because their
paths to product development and
raising capital are inherently longer-
term.

Such is the case with Fort Collins-
based Innosphere, which also has an
office in Denver. Rather than taking
an equity stake, Innosphere operates
on a fee-for-service model in which
companies pay about $7,000 per year.
Companies generally join Innosphere
for two years, with graduation defined
by a set list of business milestones
each aims to achieve, whether those
include going to market with a prod-
uct, raising outside capital or getting
acquired. In the last six years, Inno-
sphere has graduated 52 client com-
panies thathave gone on toraise some
$220 million and create roughly 1,400
jobs.

The accelerator and incubator
models, Innosphere CEO Mike Free-
man said, aren’t mutually exclusive,
and Innosphere has had client compa-
nies that have gone through accelera-
tors as well.

“Thekey question for any company
looking for help is what'’s the nature of
the help they’re looking for,” Freeman
said.

The next generation

Despite the value of the mentor-
ship and resources provided by accel-
erators and incubators, many in the
industry, particularly on the accelera-
tor side, believe an oversupply of such
programs could soon occur if it’s not
happening already.

But Brown, the Techstars cofound-
er, said there are still new angles for
accelerators to pursue. While most
have been focused primarily on the
seed stage and gettingideaslaunched,
growingstartups and companies need
help all along their life cycle.

“Startups have this sort of long
journey from innovation to (initial
public offering),” Brown said. “We
want to help them at every stage of the
journey, andIthink there’smore there
we haven't explored yet.”


http://www.bizwest.com
mailto:jlindenstein@bizwestmedia.com

www.bizwest.com

ELIST

THE INNOVATION ECONOMY

Accelerators & Incubators

Ranked Alphabetically.

# of client/

Accelerator / alumni

Person in Charge

BizWest | October 2016 ® 23

Name Incubator companies Description Contact Information Measuring success
Black Lab Sports o Accelerator N/A A sports-tech accelerator coupled with an JP O’Brien, CEO/managing director Began operating in 2015
integrated sports performance laboratory, BlackLabSports.com
blaclkdabsports distribution center and creative co-op.
Boomtown MUM Accelerator 60 Startup accelerator investing in ad-tech, Internet of ~ Toby Krout, managing director Graduates so far have a 92
Things, software and health-tech companies. 2060 Broadway St., B1, Boulder, CO 80302 percent survival rate, with
BoomtownAccelerator.com an average post-Boomtown
S woot@boomtownboulder.com funding raise of $872,000.
Catalyze CU Accelerator 22 Catalyze CU is a startup accelerator for the most Rebecca Komarek, managing director Approximately 60% of our
o promising ideas and technologies affiliated with the ~ University of Colorado Boulder, Idea Forge, companies are still active.
University of Colorado Boulder 2445 Kittredge Loop Dr., Boulder, CO 80309 Four have received significant
@]‘ Can= T As www.catalyzecu.com investment: Mallinda, Shinesty,
303-492-0301 Lawbooth, and Kitables.
Canopy Boulder canopy W Accelerator 38 Canopy is a seed-stage cannabis investment fund  Patrick Rea, CEO Canopy has had only three
- and business accelerator serving the marijuana CanopyBoulder.com companies close out of 38
industry since 2014. info@canopyboulder.com total investments over the last
2 years.
CSU Venture Accelerator 60 The CSU Venture Accelerator Program provides Mark Kent, director 22 out of 48 companies from
Accelerator hands-on entrepreneurship training, advising, and 1201 Campus Delivery, Fort Collins, CO 80523 first four cohorts still active;
Program mentoring for student-run ventures as well as www.biz.colostate.edu/IE client companies have raised
connections to resources, events, and potential 970-491-2737 more than $2 million in capital.
funding opportunities with the goal of creating jessica.rawley@coloradostate.edu,
revenue-generating, investment-ready ventures. ieinfo@business.colostate.edu
Good Life WELCOME Incubator 4 Good Life, Colorado helps groups to develop Patrick 0’'Malley, CEO Began operating in 2015
Colorado consumer-facing branded marijuana products, or to PO Box 2163, Longmont, CO 80502
i develop improved manufacturing technologies for  Good-Life-Colorado.com
use in the marijuana industry. 720-210-7786
patrick.0.malley@gmail.com
Ignyte Partners Incubator 10 Veteran entrepreneurs operating alongside Ryan J. Ferrero, CEO/founder Program is four years old.
seasoned CEOs in stages of scalability, strategic www.ignytepartners.com
Ignyte growth and modern financing for technology and 970-214-4433
natural/organic foods sectors. ryan@ignytepartners.com
Innosphere Incubator 91 Colorado’s leading technology incubator Mike Freeman, CEO Since 2009, Innosphere
accelerating the success of high-impact science 320 E. Vine Drive, Fort Collins, CO 80524 companies have raised
and technology startups. Innosphere.org $220M, generated $63M in
970-221-1301 revenues, and created over
info@innosphere.org 1400 jobs.
Innovation Center 2 »riovion canre Incubator 110 The Innovation Center of the Rockies (ICR) is a Eric Gricus, executive director Since 2006, these efforts have
of the Rockies e non-profit, virtual incubator that concentrates on InnovationCenteroftheRockies.com resulted in the creation of 623
supporting high growth start-ups, new company 303-444-2111 jobs and Innovation Center
creation and commercialization strategies for info@innovationcenteroftherockies.com of the Rockies Clients have
technology generated from University Research. attracted $100+ million in new
capital.
Mergelane MERGE Accelerator 18 MergeLane discovers, accelerates and invests in Sue Heilbronner, Co-founder/CEO MergelLane’s accelerator
exceptional women and the companies they run. Mergelane.com cohorts have raised $20.2
hannah@mergelane.com million in funding and created
231 jobs, including 38
leadership roles for women.
Techstars > Accelerator 878 Techstars exists to empower the world’s most David Brown and David Cohen, co-founders and co- 91 percent of companies
A N promising entrepreneurs throughout their lifelong CEOs remain active or have been
techstars journey by providing them with a global ecosystem 1050 Walnut St., Boulder, CO 80302 acquired, with alumni raising
of founders, mentors, investors, and corporate Techstars.com more than $2.6 billion to date.
partners wherever they choose to build their 303-593-1826
business.
The Warehouse Accelerator 7 The vision is to help second-phase companies, Kelly Jones, executive director Client companies have created
. high-tech firms that have an international market Warehouselnnovation.com 44 jobs and raised $2.9
and good team, become stable and scale. 970-593-2328 million in funding.
kelly.jones@warehouseinnovation.com
UNC BizHub une Incubator 21 Provides virtual incubator services to small Richard Pickett, director Started in Jan. 2015
Collaborative l‘!QIZl;ll.lB businesses focusing on Oil and Gas, Agriculture 807 17th St., Suite D, Greeley, CO 80631,
T and Agritourism, Health and Wellness, and EastColoradoSBDC.com/UNC-BizHub-Collaborative
Manufacturing in conjunction with the East 970-351-4274
Colorado Small Business Development Center. venessa.foster@eastcoloradosbdc.com
Unreasonable D unreasonable Accelerator 277 Unreasonable Institute is a mentorship and training ~ Teju Ravilochan, co-founder/CEO The first 148 graduate
Institute W institute program for entrepreneurs tackling social and Unreasonablelnstitute.org companies have a 92 percent
environmental problems, with 37 programs running survival rate and have raised
in over 26 countries. $155 million.
Upramp Accelerator 5 UpRamp accelerates later-stage startups in to Scott Brown, executive director Every graduate is guaranteed
the world’s most powerful network in the global Upramp.com deals with one or more of the
UpRamp broadband industry. 55 global broadband operators
that sponsor the program.
Watson University Incubator 67 Watson University is an incubator leading to a Eric Glustrom, president 67 alumni from 30 countries
degree for the world's most promising next- 1877 Broadway, Suite 100, Boulder, CO 80302 have raised more than $12.5
watson generation changemakers and social entrepreneurs. WatsonUniversity.org million.

info@watsonuniversity.org
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FUTURE TRENDS
WHAT TO EXPECT IN 2017,
Nov. 15,2016 = 9am to 4 pm Dy

Doors open at 8 am

Stadium Club at Folsom Field
University of Colorado Boulder
2400 Colorado Avenue Boulder, Colorado

Register by November 10: $59
FALLREALESTATECONFERENCE.com
At the door price: $69
Breakfast & Lunch included

9:00 to 10:15 a.m. - MAIN STAGE

Residential Forecast: \What do the latest

numbers tell us about the residential market in

R egl ster for 6 the Boulder Valley? We'll examine sales numbers,
. listings, average and median prices and much more. the latest vacancy and leasing statistics.

VanEd credits D.B. Wilson, Re/Max of Boulder Lynda Gibbons, Gibbons-White Inc.

Commercial Forecast: Office, retail and industrial
space is filing up throughout the Boulder Valley. We'll
take a look at major developments and sales, as well as

Va

Van Education Center

10:30 to 11:30 a.m. - LEFT STAGE - Residential i 10:30 to 11:30 a.m. - MAIN STAGE - Commercial
Defective Defects Law: : Icons of Real Estate: 5
BACK BY POPULAR

Builders say that Colorado’s
construction-defects law is
making it very difficutt for
builders of condos and single-

DEMAND! Development,
investment and ownership
of commercial real estate

]
®
S
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°
o
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Moderator

Bruce Dierking, ~ Chuck Bellock, Tim Wiens,

family homes to bring product require knowledge, instinct

to the market without fear of $§B ' Eg::g%mg?rg xzéoation ﬁ%dc{osrggt;%mty : and strategic thinking. Packard and Community Wiens Real Estate
lawsuits. Numerous attempts of Metro Denver Enterprises : So how do the region’s Dierking LLC Development Group  Ventures LLC

to reform the law have failed : commercial experts do what

— including in 2016. What they do? Ask questions of

the Boulder Valley's top real
estate developers, investors
and owners in this second
annual panel of leaders in

Dave Scott, Giovanni Ruscitti, commerdial real estate. Tim Downey, Bill Reynolds, Jim Loftus,
Colorado Landmark Reaftors  Berg, Hill, Greenleaf & Ruscitti LLP Southern Land Co.  WW. Reynolds Cos.  Loftus Developments Inc.

effect is current law actually
having on the housing market,
and what are the prospects for
reformin 20177

11:45 a.am. to | p.m. - MAIN STAGE - Keynote addresses

Real Estate Trends: \What are national and local trends for commercial real estate? What

role will decisions by the Federal Reserve have on commercial real estate development?

We'll explore trends in office, industrial, retail and investment properties.

Tom Thibodeau is the Global Real Estate Capital Markets Professor and the Academic Director of the
University of Colorado Real Estate Center in the Leeds School of Business at the University of Colorado- John Covert, regional director, Colorado/New Mexico
Boulder and the Academic Director of the University of Colorado’s Real Estate Center (CUREC) Metrostudy

I:15 to 2:30 p.m. MAIN STAGE - Commercial

Breaking Ground: Communities throughout the Boulder Valley are
seeing a wave of new commerdial construction, with some projects in
the planning stage and others already emerging from the ground. Our

The Big Shift: A dramatic shift is occurring in the region's new-
housing market, with supplies of developed lots dwindling in larger
communities, but with smaller towns poised for dramatic growth. We'll
hear the latest numbers and trends from an expert in the industry.

panel of development directors will provide a complete rundown of ] - " ) e
o i ) ) ; Roger Caruso, Aaron Dejong, Charles Ferro, Clint Folsom, Paula Mehle, Dave Shinneman,  David Starnes,
the region's top projects. This panel is a huge it year after year! City of Lafayette City of Louisvile  City of Boulder ~ Town of Superior  Town of Erie Cityand County ~ City of Longmont
of Broomfield

I:15 to 2:30 p.m. - LEFT STAGE: Residential

Are We in a Bubble?: Soaring housing prices, low inventory, rapid appreciation —
it all looks good for the Boulder Valley housing market, but all good things must come
to an end, don't they?

Mike Malec, Rick Miller, Kelly Moye, Dallice Tylee, Lou Barnes,
Re/Max of Boulder Land Title Guarantee Co.  Re/Max Alliance Silver Fern Homes Premier Mortgage Group

2:45 to 3:45 p.m. - MAIN STAGE

Affordable Housing: Commercial developments now play a huge role in
Boulder’s efforts to create more affordable housing, with new “linkage” fees being
implemented by the city. What effect will these fees have on creation of additional

affordable units, and what effect will they have on commercial development? Chris Wood, Lou Dellacava, Andy Allison, Leslie Durgin, Andrea Meneghal,
publisher & editor, BizWest  LJD Enterprises Allison Management LLC  Boulder Housing Partners  Boulder Chamber

—
7/ ELEVATIONS RE/MH(’&?\ (//7

CREDIT UNION of Boulder ..
* GIBBONSWHITE 1+TBANK

Moderator

Pa EERG HILL
BRI GREENLEAF RUSCITTlw

|
- e} _AWN_
@FIDELITY \GTC " W28 Summir

c...u.us.u |..w it

For information about sponsorships please contact: Sandy Powell 303.630.1954 spowell@bizwestmedia.com FALLREALESTATECONFERENCE.COM
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Stryd Inc.’s president and co-founder Li Shang.

Outdoor Industry

Stryd Inc., Boulder

Boulder-based Stryd Inc., a tech
company focused on helping runners
track and improve their performance,
has a product that can measure the
power and efficiency of a runner’s
stride.

The product, dubbed simply Stryd,
measures the coefficient of stiffness of
arunner’s leg spring, a metric closely
correlated with efficiency. In essence,
the higher the coefficient of stiffness,
the more economically a runner is
running

The Stryd device, which connects
torunners’ shoes, will syncwith sports
watches and mobile devices, as well
as other training software. Initially,
Stryd will help runners understand
how changes they make to their form

impact their efficiency. Eventually,
the idea is for a smartphone or smart-
watch to be able to communicate tips
during a workout based on real-time
data from Stryd.

The device was used by American
triathlete Ben Kanute at the Rio 2016
Summer Olympics. The company is
in the process of working with Kanute
and his coaches now to gather insights
on the data gathered.

Stryd, launched in 2012 by a
group of several founders, follow-
ing the games, beat out seven other
finalists to take home the 100,000
Euro — roughly $112,000 — top
prize at the Hype Foundation’s
Global Innovation in Sports Com-
petition.

Software

Remote GeoSystems Inc., Fort Collins

Jeff Dahlke, cofounder of Remote
GeoSystems Inc., says his company
is “blazing a trail.” If so, it’s an aerial
trail.

Remote Geo, founded in 2011, origi-
nally focused on taking video imag-
ery from cameras mounted on both
aircraft and automobiles and syncing
the video with a map to add geospa-
tial and time components. But the
company has branched out into the
burgeoning field of unmanned aerial
vehicles.

The company has added a line of
software that can process and map the
video being captured by DJI Inspire 1
drones— one of the biggest consumer
and pro inspection lines. The plan
is to keep updating the software to
add compatibility with any number
of drone brands to expand the com-
pany’s reach not only among indus-
trial users but also, eventually, week-
end users who, say, want to map their
backcountry ski trip.

In large part, the company’s hard-
ware and software are used in indus-
tries that have long sets of linear

COURTESY REMOTE GEOSYSTEMS, INC
Jeff Dahlke, cofounder of Remote Geo-
Systems Inc.

aspects that need regular inspection,
such as pipelines, power lines, roads,
bridges and even wildlife. The only
problemis there’s alimited number of
aircraft flying around.

Adding drone compatibility “expo-
nentially expands our opportunity
to sell more, whether that’s cloud or
software,” Dahlke told BizWest last
fall. “We’re kind of blazing a trail with
what’s possible with video.”

_FortCollins BizWest

Larimer County

Nearly 200 workforce
Thought Leaders gathered at the
Lincoln Center in Fort Collins
on September 30 for a day of
networking, best practices
and personal professional
development.

Special Thanks to our Featured Speakers:
e Laura Williams of LinkedIn
e Tom Stellman of TIP Strategies
e More than 25 experts in their field

¢ And our partners in workforce
progress, The Workforce
Development Board

Join us next September for
Workforce Symposium 2017!

Workforce Symposium 2016 was Presented by

LARIMER COUNTY " AT
1'r'r" ORKEFORCE
g‘- EoE DN &m

—

The Business Journal of the
Boulder Valley and Northern Colorado

Colorado Workforce
V. Development Council
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CYBERSECURITY °

Protecting Your Business While Building Trust With Your Customers

TUESDAY, NOVEMBER 1 REGISTER TODAY

7:30- 11:00 AM bit.ly/wynco-cyber
EMBASSY SUITES, LOVELAND 970-488-2045

INDIVIDUAL TICKETS: $40
Includes Breakfast

FEATURING KEYNOTE SPEAKER: JOHN SILEO
The Art of Human Hacking: Social Engineering Self Defense

This symposium is intended for business owners, company

PANEL PRESENTATION FEATURING: management, employees who are responsible for billing and

. finances and students who will soon enter the workforce.
Ryan Bergsmker Attendees will learn about the ways cyber hacking happens and
of Counse/, how you can engage your employees to be your strongest

defense in the fight against cyber crime.

KEY TOPIC AREAS INCLUDE

Bill Fanelli e The legal and ethical obligations of truth and transparency with
Chief Secur/ty Officer your customers in the event of a cyber attack or data breach.

Council of Better Business Bureaus e How complying with privacy laws builds trust with your
customers and stakeholders.

Gibson, Dunn & Crutcher

Dr. Stephen C. Hayne e How ethical hacking is used to identify potential threats within
Professor Computer Information Systems organizations.
Colorado State University e Resources and tools available to help you assess the assets that

need protected and how you can become more resilient in the
fight against cyber crime.

PRESENTED BY:

INSTITUTE for
a MARKETPLACE ETHICS INITIATIVE  ETHICS INITIATIVE ~ ETHICS INITIATIVE
ollege ine onfort College of Business College of Busine
B-E-B T R U STTM Colgmltliog s::‘:f ﬁn;v:iﬁ,y Un?:ersityl;% ,\If:ngth(t:rrln3 Colorado Univers%lyoof Vu\;;'on:isng

COMMUNITY PARTNERS:
BizWest

Fort Collins Area Chamber of Commerce
Greater Cheyenne Chamber of Commerce
Greeley Chamber of Commerce
Laramie Chamber Business Alliance
Loveland Chamber of Commerce
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By Jeff Thomas
news@bizwestmedia.com

The state of Colorado haslongbeen
high on helping sponsor one of the
country’s mostinnovative economies,
but the executive director of the Col-
orado Innovation Network (COIN)
believes that will soon be more of a
two-way street.

“Obviously, our priority has been
innovation within the private sec-
tor, but we're also seeing significant
marketing innovation permeating the
walls of federal, state and local govern-
ments,” said Anna Ewing, who splits
her time as the executive director of
COIN and chief operating officer of Col-
orado’s Office of Economic Develop-
ment & International Trade (OEDIT).
COIN is starting a pilot program to
encourage more innovation in public
agencies, with a specific announce-
ment due in the next several weeks.

“We are exploringinnovationin the
public sector on several fronts and will
soon be announcing our next related
program initiative,” said Ewing, who
grew up in Loveland and spent most
ofher careerin private industry before
coming to OEDIT about 18 months
ago. At least one piece of the coming
announcement will probably be a
second open innovation challenge,
based on innovation within govern-

COIN promotes private-sector, public innovation

ment agencies.

COIN, which was established by
Gov. John Hickenlooperin 2011, offers
leaders in the Colorado innovation
economy a chance to come together to
discuss challenges from awide variety
ofindustries. Essentially, the program
creates a physical and virtual network
formore than 2,000innovationleaders
involved in the innovation ecosystem.

“It’s really a platform where we
connectand convene innovation lead-
ers,” Ewing said. “We pull together
experts from a variety of industries,
exploring challenges to that ecosys-
tem to the benefit of innovation and
economic development.

“Most notably we are probably
known for the COIN Summit,” said
Ewing, noting there have been four
such summits held to date. “The sum-
mits are where these global leaders in
innovation actually gather to explore a
variety of issues involved in the inno-
vation economy.”

Perhaps where the mission of COIN
is most easily seen is their annual
report on the innovation economy,
known as The State of the Innovation
Economy. The first of those innovation
reports, in 2012, focused on defining
the metrics that could reveal prog-
ress, or problems, in reaching goals of
the innovation economy; subsequent
reports included “Accelerating Colo-

rado’s Entrepreneurial Momentum”
in 2013, and the 2014 report that iden-
tified the key metrics as being “Talent,
Capital, Ideas and Entrepreneurship.”

The 2015 report focused on one of
those pillars, “Talent.” Some elements
identified included educating the
workforce, identifying the strengths
and weakness of the workforce in a
time of increased immigration to the
state, and “Fostering Critical Think-
ing,” including the ability ofincoming
management to properly use big-data
analytics.

“Acrosstheboard, leaders say there
isadisconnectbetween the education
community, the employer commu-
nity, and the training community —
and more collaboration is needed to
bridge those gaps,” the report stated.
“In the next five to seven years, Col-
orado needs to invest in workforce
planning and development to ensure
that we aren’t disadvantaged because
of competencies, technologies, or skill
sets thatwe don’thave within ourlocal
talent pool.”

Industry leaders were also out-
spoken on the topic, including Scott
Sternberg, president of Vaisala Inc.

“If we are going to command a
premium in the marketplace, then
we need people who have the abil-
ity to deliver premium quality, reso-
nate with our values, and support our

DONATED BLOOD SAVES LIVES.
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thought leadership position,” Stern-
bergsaid, in the executive summary.

Ewing said that much of the sup-
port for specific businesses comes
through the Colorado’s Office of Eco-
nomic Development & International
Trade’s job-growth incentives. The
board met in Greeley in late Septem-
ber and awarded more than $12 mil-
lion of these incentives for six differ-
ent companies, but the state is being
aggressive on other fronts, as well.

One of the Colorado Department
of Transportation’s most innova-
tive programs, which may help both
local businesses and governments, is
known as RoadX. The program, which
teams experts from the National
Renewable Energy Laboratory, seeks
to use connected, and automated,
vehicle information to reduce traffic
accidents, improve mobility (includ-
ing freight), and reduce emissions.

“Again, this involves a lot of inter-
change between the state agencies
and their public, as well as private,
partners,” Ewing said. “I think that
holds great promise and is certainly
a very technical solution adding to
infrastructure and mobility.”

The state, as well as COIN, has also
been aggressive in supporting key
industries, as noted by the creation
of the Colorado Outdoor Recreation
industry Office.

DONATE TODAY.

HELP MAKE THE BLOOD
BANK MORE MOBILE.

Our community blood bank, The Garth Englund
Blood Donor Center, needs new mobile blood
buses — the single bus we have must be
replaced. Thanks to a generous lead gift and
lots of excitement, we're well on our way. Your
donation can provide life-saving blood products
to patients in our community when they need

them most.

Learn more at supportinghealth.org

Y PVH and MCR

114
FOUNDATION

2315 E. Harmony Road, Ste. 200, Fort Collins, CO 80528
970.237.7400
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LIST Co-working Spaces
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Name

Address; Phone

Website Description Membership Amenities

Boulder Digital Arts Resource organization, $600-$800 Free parking; 24-hour keycode access; mail delivery; custom network support; gallery space to show off work; high-speed wired and

1600 Range St., Suite 100 offering coworking space and wireless Internet; A/V-equipped conference room and small meeting room; free coffee, tea, sodas and filtered water; kitchen with

Boul co - 1. 4647 training. full-size refrigerator, dishwasher, microwave and toaster; lounges with couches, small tables and chairs; outdoor patio; full bathrooms,
oulder, 89?{0 ; 303-800-46 including showers. Can take two free BDA workshops per month.

www.boulderdigitalarts.com

Cohere LLC Coworking space near transit, |From $29/month to $279/ | High-speed WiFi, free coffee, occasional snacks, variety of seating options.

418 S. Howes St. dining and retail. month.

Fort Collins, CO 80521; 970-682-4979

www.coherecommunity.com

Confluence Small Business Collective | Workplace for independent Starts at $250/month. Month-to-month membership, including a dedicated desk, Internet, conference room, 24-hour access. Unassigned desks available on

102 E. Cleveland St., Suite 100
Lafayette, CO 80026; 720-484-6095
www.confluencesbc.com

professionals and small teams.

a drop-in basis.

CoSolve

350 Terry St., Suite300

Longmont, CO 80503; 720-340-1780
WWW.C0solve.co

Located on the top floor of the
former Times-Call building.

$25/day, $100/month for
five days, $300 month 24/7,
$2,500 for nine months.

Event/meeting rooms, complimentary beverages, NextLighthigh-speed Internet, lockers.

Digital Workshop Center

324 Remington St., Suite 130

Fort Collins, CO 80524; 970-980-8091
www.digitalworkshopcenter.com

Private occupational school
and Adobe Authorized Training
Center, offering coworking,
share office space and private
offices.

$55/month to $229/month.

24-hour access, high-speed Internet, unlimited coffee and snacks, discounts on Digital Workshop Center classes, meeting spaces,
community networking and social events, on-site and neighborhood parking.

Fort Collins Creator Hub Maker space. $25/month to $75/month | Maker space.

1304 Duff Drive, Unit 15

Fort Collins, CO 80524; 970-591-3224

www.fortcollinscreatorhub.org

Fuse at the Riverside Coworking space, event N/A Daytime café for chef-made breakfast and lunch; full espresso bar; tea; daily pastries; wines; happy hour; dine on Boulder Creek;

1724 Broadway
Boulder, CO 80302; 720-443-2322
www.boulderriverside.com

space and café located along
Boulder Creek.

computer monitors; adaptors; chargers; keyboards; paper cutting; staplers; glueing; PA system and digital-mixing console; projectors;
and screens.

Galvanize

1023 Walnut St.

Boulder, CO 80302; 303-749-0038
www.galvanize.com

Space for entrepreneurs,
skilled programmers, data
scientists and others.

$375 (seat); $549 (desk);
$2,500+ (suite)

24-hour access, diverse community of students & entrepreneurs, access to Galvanize campuses nationwide, high-speed WiFi,
phone booths, conference rooms, event space discounted for members, secure mail collection and distribution, unlimited print/scan/
copy, secure bike storage, community kitchen, free coffee & tea, fruits and light snacks, workshops and signature entrepreneurial
programming, mentorship from local business leaders, tech events and meetups, netowrking events, digital and interior signage for
suites, locking cabinets/drawers for reserved desks, rooftop patio.

Galvanize

242 Linden St.

Fort Collins, CO 80524; 970-592-0075
www.galvanize.com

Space for entrepreneurs,
skilled programmers, data
scientists and others.

$349 (seat); $449 (desk);
$479/person (suite)

24-hour access; high-speed WiFi; unlimited printing and copying; phone booths and huddle rooms; conference rooms; event space;
reception and postal service; coffee & tea; fruits & light snacks; access to Galvanize campuses nationwide; no security deposit;
community of mentors and entrepreneurs; weekly meetups and networking; brand exposure throughout building; mentor office hours;
community kitchen; cafe in atrium.

Goosetail Spaces

197 S. 104th St., Suite C

Louisville, CO 80027; 720-593-9050
www.goosetailspaces.com

Supportive community for
small businesses, startups and
entrepreneurs.

$20/day, $250 to $600/
month

Open floor plan offering private offices and open seating; high-speed WiFi, kitchen, free parking, event space, printing and office
supplies, free coffee and snacks.

Impact Hub Boulder

1877 Broadway, Suite 100

Boulder, CO 80302; 303-629-2899
www.impacthubboulder.com

Coworking space and event
venue.

Numerous levels, ranging
from $30 to $450/month.

Up to 24-hour access; free or discounted events; 50 percent off One Boulder Fitness membership; free espresso; coffee and tea;
EcoPass included; permananet desks available; locking file cabinets available.

Inkpad

236 Linden St.

Fort Collins, CO 80524; 970-420-2653
www.inkpadspace.com

Coworking space in Old Town
Fort Collins.

$350 month to month.

Desk, shared access to phone booth, conference room, coffee, high-speed Internet, no long-term commitments, 24-hour access,
keyless entry.

Office Evolution

4845 Pearl East Circle, Suite 101
Boulder, CO 80301; 877-475-6300
www.officeevolution.com

Flexible office space and
business services.

Pay per use starting at $20/
hour; virtual office starting at
$79/month, executive suites
starting at $500/month.

Fully furnished office space; 100 minutes of live phone answering; 1-12-month agreements; $60 month of meeting room time; 50%
discount on additional meeting-room usage; 24-hour access; unlimited domestic long-distance calls; business-center manager to greet
guests; free WiFi & cable Internet on private network; copier, printer, digital fax; complimentary tea, coffee and water; kitchen; business
mail address.

Office Evolution
11001 W. 120th Ave., Suite 400

Flexible office space and
business services.

Pay per use starting at $20/
hour; virtual office starting at
$79/month, executive suites

Fully furnished office space; 100 minutes of live phone answering; 1-12-month agreements; $60 month of meeting room time; 50%
discount on additional meeting-room usage; 24-hour access; unlimited domestic long-distance calls; business-center manager to greet
guests; free WiFi & cable Internet on private network; copier, printer, digital fax; complimentary tea, coffee and water; kitchen; business

Broomfie_:ld, co 80021; 720-897-1296 starting at $625/month. mail address.
www.officeevolution.com
Office Evolution Flexible office space and N/A Fully furnished office space; 100 minutes of live phone answering; 1-12-month agreements; $60 month of meeting room time; 50%

2580 E. Harmony Road, Suite 201
Fort Collins, CO 80528; 970-212-3300
www.officeevolution.com

business services.

discount on additional meeting-room usage; 24-hour access; unlimited domestic long-distance calls; business-center manager to greet
guests; free WiFi & cable Internet on private network; copier, printer, digital fax; complimentary tea, coffee and water; kitchen; business
mail address.

Office Evolution
357 S. McCaslin Blvd., Suite 200

Flexible office space and
business services.

Pay per use starting at $20/
hour; virtual office starting at
$79/month, executive suites

Fully furnished office space; 100 minutes of live phone answering; 1-12-month agreements; $60 month of meeting room time; 50%
discount on additional meeting-room usage; 24-hour access; unlimited domestic long-distance calls; business-center manager to greet
guests; free WiFi & cable Internet on private network; copier, printer, digital fax; complimentary tea, coffee and water; kitchen; business

LOUiSVi”?v co 800275 877-475-6300 starting at $615/month. mail address.

www.officeevolution.com

Regus Coworking and business N/A Fully equipped business center, with space available on five-day, 10-day or unlimited use per month. 24-hour access, meeting rooms,

1434 Spruce St., Suite 100 center in downtown Boulder. videoconferencing studio, high-speed Internet.

Boulder, CO 80302; 720-726-8000

www.regus.com

Regus Coworking space and N/A Fully equipped business center, with space available on five-day, 10-day or unlimited use per month. 24-hour access, meeting rooms,
i business center in the Denver- videoconferencing studio, high-speed Internet.

gsii)on?f@ﬁogov\é%/021 ; 855-400-3575 | Bovlder corridor

WWW.regus.com

Regus Coworking space and N/A Fully equipped business center, with space available on five-day, 10-day or unlimited use per month. 24-hour access, meeting rooms,

i business center in the Denver- videoconferencing studio, high-speed Internet.
www.regus.com
Regus Coworking space near N/A Fully equipped business center, with space available on five-day, 10-day or unlimited use per month. 24-hour access, meeting rooms,

4770 Baseline Road, Suite 200
Boulder, CO 80303; 855-400-3575
WWW.regus.com

Foothills Parkway.

videoconferencing studio, high-speed Internet.

Socius

4627 W. 20th St. Road, Suite B
Greeley, CO 80634; 970-381-1910
www.360s0cius.com

Coworking shared office space
for individuals and businesses.

High-speed Internet; fully furnished locking offices, including desk, chair, filing cabinet and whiteboard; telephone and voicemail;
conference room; coffee, refrigerator; company logo and name on building; utilities.

Spark Boulder

1310 College Ave.
Boulder, CO 80302
www.sparkboulder.com

Coworking space fostering
collaboration between
University of Colorado Boulder
student entrepreneurs and the
community.

$259.99/month (professional
team w/desk); $159.99/
month (professional/teams);
$5/month (students/aspiring
entrepreneurs)

Personal desk and filing, conference room, 24-hour access, kitchen & amenities, ultra-high-speed WiFi, free coffee & tea, developer
tools, guest passes, mail service, free printing, intern matching, mentorships.

The Armory

411 N. Railroad Ave.

Loveland, CO 80537; 970-290-9120
www.thearmoryworkspace.com

Focused on Web developers,
graphic designers, nonprofits,
video-game designers, writers,
video producers, remote
workers and entrepreneurs.
Located in historic depot
building.

$15/day, $45 to $215/month

The Studio Boulder
3550 Frontier Ave., Unit A2
Boulder, CO 80301
www.thestudioboulder.com

Collection of private
workshops, offices and desks
contained within a larger
collaborative, shared space.

N/A

Private workshops, offices and desks, lounge, community kitchen, conference rooms.
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CREATIVE COWORKING
COMING SOON TO
DOWNTOWN LOVELAND

desk chair workspace is coming soon to Loveland at 201 E. 4th St., right in the
heart of downtown. This creative cluster is a coworking space built to host over
200 individual professionals. The 24,000 square-foot building offers a variety of
membership options to cater to each individual’s needs.

Imagine riding a bike through the quiet streets of downtown Loveland and arriving
at the doorstep of an old, historical, marble-corniced bank building. The smell of
fragrant coffee and hot breakfast waft through the open door. Just on the other side
of the historical walls is a bustling community of some of the most hardworking,
creative professionals around. Drop the bike off in the indoor bike storage locker,
grab a hot coffee and do your best work.

Sometimes, coworking isn’t about the work. That is why desk chair workspace
offers a variety of places to get away from the grind. Check out the fitness center,
rooftop zen garden, a variety of onsite classes, chill by the coffee bar or head to
the café for a refreshment.

desk chair workspace is your workspace, inspired.

RESOURCES FOR
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The varieties of memberships include:

SOCIAL: connect with a community of
professionals online and come in for a visit
every few weeks

HOT DESK: enjoy the atmosphere of desk
chair workspace every week day from 8 to
5, choose any chair in the hot desk area
DEDICATED DESK: come back to your own
sweet spot every day

SUITE: need more privacy? Enjoy the quiet
serenity of a private suite, or open up the
door to enjoy a little creative genius wafting
through the halls

GROUNDWORKS: the basement is filled
with work bays for clean, light manufacturing

www.deskchairworkspace.com

Space for Lease

One Bulldmg

ool

BUSINESSES.

At Farmers Bank, deposits stay
here to support your customers,
your neighbors and your friends.

/-‘\M\

Farmers
EANIK
713 S. Lemay Ave. ¢ Ft. Collins
970-221-2020
19 First St. « Ault
970-834-2121 « 800-241-4440
www.farmersbank-weld.com

1790 30th Street | Suite 300 | Boulder

Sussex One is located across the street Available: Suite 300, 2,543 SF
from the 29th _Street Mall ar!d the Lease Rate: $18.00 Gross
29th Street’s signature movie theater.

Term: Negotiable

Zoning: BR-1

Amenities: Utilities & 5 Nights/
Week Janitorial

This building is a great deal at low full
service gross (FSG) lease rates given
the nearby amenities including a central |
location, good traffic, great visibility and
ample parking. i

You're our type of customer!

Call 307 687 9933
Visit www.vcn.com

Colorado

VISIONARY

Business Class Internet
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ADDRESS, CITY, STATE, ZIP CODE

PHONE
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CORPORATE WEBSITE

4 Rivers Equipment

125 John Deere Drive; Fort Collins, CO 80524

970-482-7154

www.4RiversEquipment.com

4 Rivers Equipment

240 Fifth St.; Greeley, CO 8063 |

970-356-3666

www.4RiversEquipment.com

All Purpose Rentals & Sales Inc.

2406 W. 10th St.; Greeley, CO 8063 |

970-353-1540

www.allpurposerental.com

B & G Equipment Inc.

301 E. Eighth St.; Greeley, CO 8063 |

970-352-2288

www.bgequipment.com

Ben's Diesel Service

2201 Airway Ave.; Fort Collins, CO 80524

970-493-3797

none

Best Rental Inc.

| 540 Riverside Ave.; Fort Collins, CO 80524

970-282-0700

www.BestRentalinc.com

Bill's Volume Sales West

1201 Hope Ave.; Pierce, CO 80650

970-834-1120

www.billsvolume.com

Bobcat of the Rockies

1015 Champion Drive; Windsor, CO 80550

970-356-8800

www.bobcatoftherockies.com

Brighton Crane Rental

PO. Box 383; Brighton, CO 8060 |

303-659-5737

Colorado Equipment LLC

125 John Deere Drive; Fort Collins, CO 80524

970-482-0400

www.bi-statemachinery.com

Colorado Tractor Corp.

3573 E. State Highway 56; Berthoud, CO 80513

970-344-2500

www.coloradotractor.com

D & D Ag Repair

20476 Weld County Road 29; Platteville, CO 8065 |

970-737-0107

Diesel Services of Northern Colorado

1828 E. Mulberry St.; Fort Collins, CO 80521

970-221-9280

www.dsnc.biz

Diesel Services of Northern Colorado

4738 Market Place Dr.; Johnstown, CO 80534

970-278-4500

www.dsnc.biz

Essex Crane Rental Corp.

4133 Weld County Road 9 1/2; Longmont, CO 80504-9667

970-535-4422

WWw.essexcrane.com

Forney Industries Inc.

1830 Laporte Ave.; Fort Collins, CO 80521

970-482-727 |

www.forneyind.com

Greeley Truck Parts

2308 First Avenue Court, No. 3; Greeley, CO 8063 |

303-466-0989

www.greeleytruckpartsandaccessories.lbu.com

Highland Crane Co.

8127 W. 1-25 Frontage Road; Erie, CO 80516

303-825-0404

Interstate Rental & Sales Inc.

8127 W. 1-25 Frontage Road; Frederick, CO 80516

303-485-5600

www.interstaterental.net

Mac Equipment Inc.

2116 W. First St.; Loveland, CO 80537

~Weld County Garage
*Fleet & Com

970-593-942 |

www.maceq.com

mercial

Serv ng Northern Colorado For Over 100 Years_'

877.315.6731

www.weldcountygarage. com
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CORPORATE WEBSITE

Maxey Cos. Inc.

2101 Airway Ave.; Fort Collins, CO 80524

970-484-8660

WWW.maxeyco.com

Merritt Equipment

9339 Highway 85; Henderson, CO 80640

303-289-2286

www.merrittequipment.com

MGS Inc.

2101 Airway Ave.; Fort Collins, CO 80524

970-484-8660

WWW.Mmaxeyco.com

Overland Tractor and Supply LLC

12823 Weld County Road 24; Fort Lupton, CO 8062 |

303-857-9405

www.overlandtractor.com

Ritchie Bros. Auctioneers

4444 Ritchie Drive; Longmont, CO 80504

970-535-6700

www.rbauction.com

Rob'’s Repair Inc.

22755 Weld County Road 35; LaSalle, CO 80645

970-284-6180

Rocky Mountain Diesel Injection

50 E. 18th St.; Greeley, CO 8063 |

970-356-2672

www.gotdieselpower.com

Ron’s Equipment Co. Inc. 906 N. U.S. Highway 287; Fort Collins, CO 80524 970-221-5296 Www.ronsequipment.com

Rush Peterbilt Truck Center 26956 Weld County Road 47; Greeley, CO 8063 | 970-353-7919 www.rushtruckcenters.com
Scott Murdock Trailer Sales 3550 S. Larimer County Road 5; Loveland, CO 80537 970-663-1100 www.murdocktrailers.com

Shupe’s Truck Service |15 E. Fourth Street Road; Greeley, CO 8063 | 970-352-0133

Stephen Equipment Company

7460 E. Highway 86; Franktown, CO 801 16

(303) 688-315]

Stroh's Repair

19463 Weld County Road |9; Johnstown, CO 80534

970-587-2716

Sunstate Equipment Co. LLC

4228 E. Mulberry St.; Fort Collins, CO 80524

970-484-4499

www.sunstateequip.com

Tri-City Truck & Equipment

29774 Colorado Highway 257; Windsor, CO 80550

970-686-2110

www.tricityequipco.com

Tri-County Equipment

12706 Weld County Road 4; Brighton, CO 80603

303-659-9690

www.tcparts.net

United Rentals

1926 S.E. Frontage Road; Fort Collins, CO 80525

970-482-8800

www.unitedrentals.com

Vanworks Inc.

900 E. Lincoln Ave.; Fort Collins, CO 80524-2508

970-224-4479

www.vanworks.com

Wagner Equipment Co.

7260 E. Crossroads Blvd.; Windsor, CO 80550

970-278-1750

www.wagnerequipment.com

Western Equipment & Truck Inc.

2055 First Ave.; Greeley, CO 8063 |

970-353-6682

www.wetrucks.com

RESPONSIVE SERVICE & REPAIR FOR YOUR FLEET

IDIESEL SERVICES

OF NORTHERN COLORADO

A Division of Northern Colorado Diesel, LLC

A

CAN’T AFFORD DOWNTIME? CALL US!
NOW WITH _ZJ LOCATIONS TO SERVE YOU

_J Largest Independent Truck Shop in Northern Colorado
_J Fastest Turn-Around Time to Keep Your Trucks on The Road
__J 4 Service Consultants for Personalized Service

FORT COLLINS JOHNSON’S CORNER _J 10 Technicians
1828 E. Mulberry Street JOHNSTOWN __J) 4Drivers for Parts A.S.A.P.
970-221-9280 4738 Marketplace Drive ) .
2 blodks act of th 970-278-4500 _) Work Performed Only With Approval of Estimates
ocks east of the

Exit 254, south of RV America near
Candlelight Dinner Theater

_J) 3Mobile Service Trucks

CharcoBroiler, behind Kubota

www.dsnc.biz
* Locally Owned and Operated
» Certified Crane Inspections

Dot \l Accreomeo

Inspections oW BUSINESS
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Boulder Chrysler Dodge Ram

3200 28th St.; Boulder, CO 80301

303-442-1687

www.boulderdodge.com

Centennial Leasing & Sales Inc.

4730 S. College, Suite 102; Fort Collins, CO 80525

970-225-2205

www.centennialleasing.com

Century Chevrolet

6105 W. 120th Ave.; Broomfield, CO 80020

303-469-3355

www.centurychevy.com

Davidson-Gebhardt Chevrolet Subaru of Loveland

3880 Test Circle; Loveland, CO 80538

970-667-3950

www.lovelandchevy.com

Dellenbach Motors

3111 S. College Ave. Fort Collins, CO 80525

970-226-2438

www.dellenbach.com

Ehrlich Dealerships

4627 W. 20th Street Road, Suite A; Greeley, CO 80634

970-573-5000

www.ehrlichmotors.com

Fort Collins Dodge Chrysler Jeep

3835 S. College Ave.; Fort Collins, CO 80525

970-226-5340

www.fortcollinsdodgechryslerjeep.com

Ghent Motor Co.

2715 35th Ave.; Greeley, CO 80634

970-339-2438

www.ghentmotors.com

Greeley Nissan

2625 35th Ave.; Greeley, CO 80634

970-373-3850

Interstate Ford LLC

800 Bryan Court; Dacono, CO 80514

303-833-6700

www.i25ford.com

King Buick GMC

4175 Byrd Drive; Loveland, CO 80538

970-667-8905

www.kinggm.com

King Chevrolet Buick GMC

1415 Vista View Drive; Longmont, CO 80504

303-776-2650

www.kinggm.com

Longmont Ford

235 Alpine St.; Longmont, CO 80502

303-776-3600

www.longmontford.com

Loveland Ford Lincoln

999 E. Eisenhower Blvd.; Loveland, CO 80537

970-667-2220

www.loveford.com

Markley Motors Inc.

3401 S. College Ave.; Fort Collins, CO 80525

888-500-4584

www.markleymotors.com

McCaddon Cadillac Buick GMC

2460 48th St. Boulder, CO 80306

303-442-3160

www.mccaddon.com

McCarty Motors

1331 Main St.; Longmont, CO 80501

303-772-6803

www.coloradotrucks.com

Prestige Chrysler Dodge Jeep Inc. 200 Alpine St.; Longmont, CO 8050 303-651-3000 www.prestigedodge.com
Purifoy Chevrolet Co. 601 Denver Ave.; Fort Lupton, CO 80621 303-659-831 | www.purifoychevrolet.com
Sill-TerHar Motors Inc. 150 Alter St.; Broomfield, CO 80020 303-469-1801 www.sthmotors.com

Spradley/Barr Ford

4809 S. College Ave.; Fort Collins, CO 80525

970-226-3673

www.spradleybarrford.com

Spradley/Barr Ford

4901 29th St.; Greeley, CO 80634

970-506-3600

www.spradleybarrford.com

Tynan'’s Fort Collins Nissan

5811 S. College Ave.; Fort Collins, CO 80525

970-282-1400

Www.tynans.com

Valley Nissan-Subaru LLC

1005 Ken Pratt Blvd.; Longmont, CO 80501

303-443-5009

www.valleysubaru.com

Weld County Garage

2699 47th Ave.; Greeley, CO 80634

970-352-1313

www.weldcountygarage.com

Services, from 14

just didn’t believe the resource base
existed here,” he said.

He and his company wanted to
change that.

“I won't say we singlehand-
edly changed it, but it certainly has
changed. The number of nation-
al resources here now was pretty
unimaginable back then,” he said.

His current employer, Bryan Cave,
has 1,000 lawyers around the world.

Hazlitt likens the Boulder entre-
preneurial market to a vibrant garden
thatneeds alot of caretakers to thrive.

“I'think there are plenty of commu-
nities with smart people but very few
communities with the vibrancy of our
market,” he said. “And because welive
inabeautiful place, with averyattrac-
tive lifestyle and environment that
draws alot of super smart people here,
aslongastheyhave theresources they
need, they can do very well here.”

Firms such as Bryan Cave try to

make it easy on their clients.

“My job is to make our clients suc-
cessful or to help them be successful.
They could certainly do that without
local service resources, but it would
be harder and we try to make it easy,”
Hazlitt added.

Because Bryan Cave is a global
law firm, it knows what is trending
in the market. Clients can be assured
that what the company’s lawyers in
Boulder are serving up is going to
work with companies they deal with
elsewhere.

“We do deals around the world,
and we see how other people oper-
ate, and we know their expectations,
and we can deal effectively with
them rather than if you picture a
very small-town law firm or account-
ing firm that’s very parochial or very
cloistered in an environment and
they don’t see what happens outside
theirregion. We don’t suffer from that
limitation,” Hazlitt said. “We know

what’s going on in markets around
the world.”

Bryan Cave focuses mainly on the
technology and consumer products
markets in Boulder, in particular soft-
ware, hardware, active-lifestyle and
food and beverage industries.

Hazlittadmits these are very broad
categories but “they capture a large
partofthatentrepreneurial spirit here.
We think that’s where most of the
action is,” he said.

Bryan Cave helps entrepreneurs
with everything from starting their
company and theinitial capitalization
to contracts, data security, privacy,
real estate, taxes and litigation sup-
port. The Boulder office is known as
the emerging markets experts in its
firm, so the lawyers in Boulder will
help others with private equity financ-
ings and structuring deals for venture
capital.

“Most of our clients are building
something to sell. They are not build-

ing a lifestyle company. They are not
building a family legacy. They are
building something to ultimately sell
it within a fairly defined horizon,”
Hazlitt said. Most expect to sell in less
than 10 years.

Stamski loves working with entre-
preneurs. He doesn’t care what indus-
try they arein.

“We get to see them, help them and
be part of the team that helps them
make their visions a reality. That’s the
rewarding aspect of our work,” he said.

Faegre Baker Daniels represents
everyone from Fortune 100 compa-
nies to two guys in a garage.

“Welike to be supportive of anyone
who is out there willing to step off the
edge there and go forit,” Stamski said.
“It is not an easy thing to do to be an
entrepreneur. It is a challenging and
rewarding and, at times, frustrating
and exciting process. But we love to
help people who are willing to take
those risks.”
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Politicians talk
about jobs.

You create them.

Business grows at . FTBANC

efirstbank.com/business
877.249.9980
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i ThoughtLeaders

BUSINESS ANSWERS TO PRESSING B2B MATTERS

ACCOUNTING HEALTH CARE AW

Real Estate Considerations

Whether you are a homeowner or a real estate investor,
there are things you should be aware
of in our hot real estate market.

Primary Residence Exclusion
Homeowners who have resided
in their residence for at least two of
the last five years may be eligible
to exclude a portion or all of their
gain under IRC Section 121. Single
taxpayers are entitled to a $250,000
exclusion and married taxpayers
filing jointly are entitled to a $500,000
exclusion. If the gain amount is over these limits, it would
be subject to capital gains rates. This exclusion can be used
multiple times.

Ryan Sanger, CPA
Tax Director
Anton Collins Mitchell LLP

Investor Considerations

- Consider having the real estate owned in an LLC for
limited liability protection

« If you are looking to sell investment property and use the
proceeds to invest in new investment property, you may be
able to defer the taxation of the gain by doing a IRC Section
1031 exchange

« Seek advice from a qualified professional. | would be
happy to assist you.

AACM

Anton Collins Mitchell LLP
Accountants & Consultants

AACM

Anton Collins Mitchell LLP

Accountants & Consultants

Ryan Sanger, CPA
Tax Director
rsanger@acmllp.com
970.352.1700

Westwood patio homes:
what is all the fuss?

Are you 55+, looking to downsize from
your home, live a maintenance- free
lifestyle, and have fun? If so, Westwood is
the perfect place for you!

Our leased, mid-century modern patio
homes provide open floor plans with an
emphasis on natural light. Our 5 different
models include; Belair, Fairlane, Galaxy,
Riviera, and Shelby. The 3 color schemes
Bronze, Chrome, and Nickle make you feel
right at home. Prices are from $2,400 to
$2,900 per month.

Ashlee J. Clay,
Community Liaison
Westwood Patio Homes

Conveniently located off of Main and 14th street in Windsor, our
completely walkable community is within walking distance from
grocery stores, pharmacies, and doctor’s offices. The universal
design features, 34 homes in a neighborhood setting, and
accessibility additions make Westwood the most unique patio
homes in Northern Colorado.

Stop by for a tour or call to schedule a personalized tour. Please
visit our website www.westwoodpatiohomes.com or call (970)
460-5000.

Ashlee J. Clay
Community Liaison
Westwood Patio Homes
301 14th Street
Windsor, CO 80550
970-460-5000

FAX: 970-482-9148

Copyrights in the tech industry

With more people becoming tech-saavy, employers and
entrepreneurs face possible litigation
over ownership of everything from
computer programs to manufacturing
prints.

When a company hires a software
developer, for example, the
developer’s employment contract — or
the clients’ contracts or both — may

Shannan de Jesus
address issues of who owns the Otis, Bedingfield
related object code and source code. &Peters, LLC

That work may be copyrightable, at
least in part, but who owns it? Who has the right to create
new versions of the program? Similarly, manufacturing prints
may be controlled by a work-for-hire agreement, which
means the designer is turning ownership over to his or her
employer. But if building the product happens elsewhere, it
is important to further ensure that protections are in place
to prevent infringement of the copyright owner’s rights.
Employment agreements and intellectual property licenses
are a good measure in these cases and can help protect both
employers and their creative employees.

Shannan de Jesus

Otis, Bedingfield & Peters, LLC
970-663-7300
sdejesus@nocoattorneys.com
www.nocoattorneys.com

L R~
OTIS, BEDINGFIELD & PETERS, LLC

ATTORNEYS AT LAW

Innovative. Solution Oriented.
Accounting for how you do Business.

T

(T AN INDEPENDENT MEMBER OF

T

S i i . - > : L WS
303.830.1120 - www.acmllp.com IBDO
Boulder - Denver - Northern Colorado - Laramie

ALLIANCE USA
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Now, it's as easy as swiping your Pink Ribbon

debit card. With every purchase, we'll make a
contribution to Breast Cancer Recovery. Fight back
against breast cancer. Call today to get your Pink
Ribbon debit card.
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For locations and hours please visit:
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Commercial market stable — but some tremors felt

Vacancies low,
lease rates climb,
but problems exist

By Jeff Thomas
news@bizwestmedia.com

There was a time that real-estate
agents, particularly in commercial
properties, never mentioned Boul-
der, Broomfield, Larimer and Weld
counties in the same breath. Twenty
years ago, Boulder/Broomfield and
Larimer/Weld were so far divergentin
location, economic factors and the job
talent pool that to factor them together
would be utter nonsense.

Apparently, that is no longer the
case.

“The Larimer
and Weld coun-
ties influence over
what happens in
Boulder County
has increased,”
said Steve Kawu-
lok, managing
director for SVN /
Denver Commercial LLC. “I think
we're maturing into a more nation-
ally known marketplace. It’s more the
macro environment that’s doing the
driving.”

Part of that is that overall com-
mercial markets are tightening across
Northern Colorado, though there are
a few odd quirks in the picture. Even
in Weld County, where commercial
rates are challenged by a weak energy
market, aspects of the commercial
real estate markets have reached new
records.

While commercial brokers typi-
cally track lease and vacancy rates by
sector — i.e, office, retail, industrial,
etc.—what do the markets look like if
you blend those rates together?

Over the last five years, Boulder

STEVE KAWULOK

County commercial lease rates —
office, retail, industrial and research
and development flex — have
increased from approximately $10.50
per square foot five years ago to a
little over $14 today, according to SVN
data. Vacancyhas droppedin Boulder
County from 10.5 percent to 6.5 per-
cent over the last five years.

Larimer County is not far behind,
Kawulok said, with that blended lease
rate increasing from $10 per square
foot to about $12 per square foot.
Vacancy dropped during this same
time from around 9.5 percent to 6
percent, he said.

While Weld County rates have
always been a bit cheaper, leasing
rates have also increased, despite the
downturn in the energy sector, jump-
ing from $8 per square foot to about
$9.50.

“Vacancy dropped during this five-
year period from about 10 percent to
just about 4 percent,” Kawulok said.
“Weld has the lowest vacancy rate,
though negative energy industry
impacts are starting to be felt, and the
vacancy rate will probably trend up a
few points this quarter.”

Julius Tabert, a
vice president with
CBRE in Fort Col-
lins, agreed that
the Northern Col-
orado market has
grown more inter-
connected, but the
commercial mar-
ket expert did not
believe that the energy market was
having a profound effect on the Weld
County industrial market. CBRE data
had the Fort Collins industrial vacan-
cyrate at 2.6 percent, Loveland at 13.1
percent and Greeley at 4.5 percent.

“Incredibly, the oil and gas indus-
try didn’t vacate, they just did not
continue to move into the market,”

JULIUS TABERT

OLSSON e

ASSOCIATES

| CELEBRATING (10) YEARS

Tabert said. He said there has been
one significant tenant loss, an oil-
and-gas piping company that left a
160,000-square-foot building in John-
stown, though the area may have lost
afew small contractors.

“Generally, you can see it’s tight
all around, especially in Fort Collins
just because we don’t have as much
product available,” Tabert said. “New
construction production is slowing
down, because if you build it today,
you are basically required to ask for a
$12 lease rate.

“Considering a few years back we
were at $6 per square foot lease rate,
it’s taking quite a bit of time to fill up
those buildings. It is overall quite a
jump, and I think that drives people
to be more efficient with their space.”

Northern Colorado’s office mar-
ket, including both Larimer and
Weld counties, was incredibly strong,
according to CBRE data.

Northern Colorado’s office market
continued to show notable strength
through the first six months of 2016,”
notes a CBRE report. “Positive net
absorption of 155,055 sq. ft. pushed
vacancy to 4.8% as of Q2 2016, an all-
time low.”

Boulder’s ‘

perennially strong
downtown office
has continued to
see problems due
to the loss of some
large technol- rv
ogy companies, JASON KRUSE
including Send-
Grid. While all of Boulder still showed
astrongb5.7 percentvacancyrate at the
end of the second quarter, looming
subleases have started to bring down
office-space pricing, said Jason Kruse,
managing broker for The Colorado
Group

“That’s still an issue. I just know
that the attitude of the landlords has

changed,” Kruse said. “They’ve gone
from naming their price, to getting
things done.”

Across Boulder County, the indus-
trial markethasremained strong, with
a direct vacancy rate of 3.3 percent
and an availability rate of 4.2 per-
cent, according to CBRE data. Broom-
field-only data was unavailable, but
the northwest Denver metropolitan
market was running about 10 percent
directvacancy forindustrial property,
officeabout 11 percentandretailat 3.3
percent.

“The commercial real estate mar-
ket is stable right now, but there are
tremors — the economy and the elec-
tion, Kruse said. “It’s not like we'’re
going off a cliff, or up aladder.”

Kruse also agreed that the North-
ern Colorado market is more inte-
grated, though he believes companies
are still hesitant, for instance, to move
from Boulder to Fort Collins.

“Really, I think they might look 20
to 30 miles away, and maybe more
like 10 to 20,” Kruse said. “But there is
definitely alack of supply in properties
for sale, but I think that’s true in the
whole state.”

Kawulokwas slightly more enthusi-
astic, especially about the Fort Collins
area.

“Our technology side is getting
stronger, partly because we have the
talent pool to support it,” he said.
“Companies are more inclined to
include usin their (national) searches.

The talent pool, quality of life and
Colorado State University, which has
now broken into the top 150 research
institutions in the nation, have all
contributed to the rise of Northern
Colorado, Kawulok said. He believes
thisis not going to stop any time soon.

“If you only have local capital, you
have to cap off at some point,” he said.
“When capital comes in from around
the nation, thatis no longer the case.”

Proudly serving
THE NORTHERN COLORADO REGION

by providing creative solutions to challenging
public infrastructure, land development and energy projects.

5285 McWhinney Blvd, Suite 160

Loveland, CO 80538

300 E. 16th St.
Greeley, CO 80631

970.461 77%

olssonassociates.com

fi @
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Aging population requires
housing solutions — from you

ur country is in the midst of
an unprecedented demo-
graphic shift, often referred

to as the “Age Wave” or “Graying of
America.” Between 2000 and 2030,
the number of people in the United
States over age 60 is expected to more
than double. Currently, one-third
of the U.S. population is 50 or over.
In Boulder County as of 2012, older
adults accounted for about 15 per-
cent of the total population. By 2030,
that figure is pro-
jected toincrease
to 25 percent.
Many older
Boulder County
residents say that
they want to stay
in the county in
the years to come
(90 percent of
survey respon-
dents), but at the
same time, they report feeling less
connected to the community than
before.! Nonprofits such as Boulder
County CareConnect are doing great
things to help residents age in place,

) . §)
RESIDENTIAL
REAL ESTATE
JAY KALINSKI

Suitable housing stock

In addition to affordability issues,
older residents are learning that
there are currently not many homes
in Boulder Valley that have the
features they need, such as wider
hallways, fewer stairs, main-floor
master bedrooms, smaller yards, etc.
Additional well-designed attached
homes (condos, townhomes, etc.)
could go along way toward address-
ing these needs, but until Colorado’s
onerous construction-defects law is
amended, most builders will not take
the risk of almost certainly being
sued. Ten years ago, 25 percent of
housing starts in metro Denver were
condos, but now, under the rubric of
the construction-defects law, only 3.4
percent of housing starts are condos.?

Transportation

As our population ages, more and
better multi-modal transportation
options will only gain in importance.
Fortunately, the Boulder Valley is
blessed with an active populace, but
this means that our transportation
solutions for seniors cannot simply

but stayingin be mass-transit
placeisnota focused, but
viable or desir- “In Boulder County instead need to
ableoptionforall overall, the average include pedes-
oldzr residents. sin gl e-family home is trian an'd cycling
s our popula- alternatives. Non-
tion ages in the more than $650,000’ ’ profits such as
Boulder Valley, Viaand Commu-
there are anum- nity Cycles work
ber of housing toward providing
and lifestyle- solutions and

related issues that will only increase
inimportance and immediacy,
including affordability, suitable
housing stock, and transportation.
Part of the solution will be to make
Boulder Valley cities into more “liv-
able” communities, with mixed-use
neighborhoods, higher-density
development, increased connections,
shared community spaces and more
human-scale design.

We will look briefly at these issues
and let you know how you can get
involved to shape the future.

Affordability

This issue of housing afford-
ability is well known in the Boulder
Valley. The fact that the price of the
average single-family home in the
city of Boulder has surpassed $1 mil-
lion only underscores this point. In
Boulder County overall, the average
single-family home is more than
$650,000. Very few older county resi-
dents (13 percent) feel there is excel-
lent or good availability of affordable
quality housing, and only one-third
gave positive ratings for the variety
of housing options.? Without signifi-
cant zoning and land-use changes,
there is no hope of making home
prices more affordable in the Boulder
Valley.

advocacy, but cannot do it alone.

What do all of these issues have
in common? None of them will be
solved without input from citizens
with a stake in Boulder Valley’s
future.

Here are several ways to get
involved to help shape the future:

* Tell your state representatives to
fix the onerous construction-defects
law. Visit leg.colorado.gov/find-my-
legislator to find whom to contact.

* Voice your opinions regarding
the Boulder Valley Comprehensive
Plan. Visit bouldercolorado.gov/bvcp
to find opportunities to provide input
to the city of Boulder.

If you plan to live here in the
future, you owe it to yourself to get
involved.

Jay Kalinski is broker/owner of Re/
Max of Boulder. He can be reached at
303-415-2268.

! See the 2014 Boulder County Com-
munity Assessment Survey for Older
Adults (CASOA), available at http://
www.bouldercounty.org/doc/cs/boul-
dercountycasoareport2014-final.pdf

2 Boulder County CASOA, pg. 7.

3 Denver Post article, “Colorado’s
condo problem: Local construction-
defects laws complicate statewide
reform effort”, January 11, 2016.
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Local Construction

Financing fo

r Builders

and Homeowners.

\Whether you build homes for a living or are g

etting ready to build

your dream home, First FarmBank is here to help. With local experts in

construction financing and a proven commitment to our community, First FarmBank

has the expertise to see your construction project through from start to finish. Give us a call
today or come by one of our four branch locations to see what First FarmBank can do for you!

FIRST

FARMBank

Hometown values.
Hometown strong.

www.firstfarmbank.com

2939 65th Avenue / Greeley, CO 80634 / 970-346-7900

127 22nd Street, just off Hwy. 85 / Greeley, CO 80631/ 970-346-7900
501 East 8th Avenue / Yuma, CO 80759 / 970-848-2779

931 West Main Street / Sterling, CO 80751/ 970-522-2444

B Member

UeigeR FDIC NMLS ID# 441953

Join Us for a T|1an|z579i.\:ing Tradition!

s
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[lovember 24 «&:30 a.m.

THANKSGIVING MORNING

MCKEE MED

ICAL CENTER

\ 2000 N. Boise Ave. Loveland, CO 80538

All Proceeds Benefit

The McKee Heart Lab

Registration Information or Questions?

£ Call 970-820-4001 or visit www.mckeefoundationevents.com
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Gunbarrel industrial

buildings

Denver firm pays $10 million
for Bl Inc. building

CHRIS WOOD / BIZWEST
Bow River Capital purchased Bl Inc.’s building at 6265 Gun-
barrel Ave. The building encompasses 152,000 square feet.

By Doug Storum
dstorum@bizwestmedia.com

BOULDER — A Denver real-estate investment firm has
bought the industrial/flex building in Gunbarrel where BI
Inc. moved its local operations last year.

Bow River Capital paid $10 million for 6265 Gunbarrel
Ave., which once housed a division of contract manufac-
turer HEI Inc. Nick Koncilja, vice president of real estate
for Bow River, said the deal was a complex transaction
because the building had gone through foreclosure. Bow
River ultimately bought the property from CW Capital, a
financial services firm in Maryland.

The building includes 152,000 square feet of office and
manufacturing space situated on 12.3 acres at the corner
of 63rd Street and Gunbarrel Avenue.

BI — which designs and manufactures monitoring
technology such as GPS ankle bracelets and alcohol-
monitoring devices for law-enforcement agencies — is
the only tenant in the building currently. Bl leases 78,000
square feet in the building and is negotiating to expand
into roughly 12,000 more, Koncilja said.

“Now that we've got it under control, we're pretty con-
fident that ... we’ll be able to get it leased up very quickly,”
said Koncilja, who said his firm is planning some “modest
renovations.”

BI — a division of The Geo Group Inc. since being
acquired in 2011 — has been moved around various loca-
tionsin Gunbarrel sinceits foundingin 1978. The company
lastyearleftits facility on Lookout Road, where ithad oper-
ated since 1990, to expand into the Gunbarrel Avenue space
—receiving $35,000 in tax- and fee-rebate incentives from
the city of Boulder toremain in town. Bl employs about 270
people at its Boulder site.

sold

Texas investors turn quick $5M
profit on Lockheed building

CHRIS WOOD / BIZWEST

Macfarlan Capital Partners closed on the sale of the property
at 6304 Spine Road at the end of last month for $18.45 mil-
lion, a 38 percent profit from when it purchased the property
in 2014.

By Doug Storum
dstorum@bizwestmedia.com

BOULDER -A Dallas investment firm recently chalked
up a 38 percent return on its 2014 purchase of a building
aerospace giant Lockheed Martin leases in Gunbarrel.

Macfarlan Capital Partners closed on the sale of the
property at 6304 Spine Road at the end of last month for
$18.45 million. The buyer was a New York-based entity
called Maia Boulder LLC.

Macfarlan bought the office building in July 2014 for
$13.4 million.

Bethesda, Md.-based Lockheed Martin (NYSE: LMT)
leases the entire 171,000-square-foot building, where the
company employs roughly 450 people who support Lock-
heed’s Space Systems business.

Lockheed recently had signed a five-year lease exten-
sion with Macfarlan prior to the building sale.

Maia Boulder LLC, according to Colorado Secretary of
Staterecords, shows a primaryaddress that corresponds to
New York investment firm Empire Square Group, though
officials for the company could not be reached for com-
ment.

www.bizwest.com
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Brinkman Construction goes 100
percent employee-owned

FORT COLLINS — Brinkman Construc-
tion announced Oct. 6 that the company
has become 100 percent employee-
owned through creation of an Employee
Stock Ownership Plan, or ESOP.

Cofounders Kevin and Paul Brinkman
and company president Jim Ciesla sold
100 percent of their ownership to the plan.

Paul Brinkman, the company’s CEO,
said he couldn’t disclose the amount the
ESOP paid or specific details of the way
the ESOP will work. But the company’s
core leadership will stay in place.

ESOPs can vary in structure. But essen-
tially, the ESOP owns the company, and
employees are allocated a certain number
of shares each year based on the value of
the company and employees’ individual
salaries. The shares are redeemable when
employees leave the firm.

ESOPs are often seen as a way to
increase employee engagement, and
they’ve been popular locally of late in the
craft-beer industry, with New Belgium
Brewing and Odell Brewing in Fort Collins
and Left Hand Brewing in Longmont all
going the ESOP route in recent years. “It’s
really a great attraction and retention tool,”
Paul Brinkman said. “If we can get top tal-
ent, we can provide a high level of service
to our clients and continue to innovate.”

Coffee-system maker leases
Centerra space in Loveland

LOVELAND — Fort Collins-based Toddy
LLC, makers of the Toddy Cold Brew Cof-
fee system, has leased 42,000 square feet
of industrial space in Loveland.

Toddy LLC, founded by Todd Simp-
son, becomes the first tenant at Centerra
Industrial Park, at 5195 E. 37th St., a
new development by Loveland-based
McWhinney Real Estate Services Inc.

The development is part of the 3,000-
acre Centerra master-planned community,
which is home to more than 7,500 employ-
ees, 1.5 million square feet of retail includ-
ing more 30 restaurants, three hotels, a
health club, K-8 STEAM school and miles
of trails and open space with views of the
Front Range.

Toddy LLC, currently at Red Cedar
Circle in Fort Collins, is expected to move
in at the start of 2017.

Union Station developers
tackling Broomfield Civic Center

BROOMFIELD — Denver-based devel-
opers Urban Neighborhoods Inc. and City
Street Investors LLC have signed a memo-
randum of understanding to take the first
steps in developing Broomfield’s Civic
Center project.

The Broomfield City Council voted 9-0
recently to work with Urban Neighbor-
hoods, led by Dana Crawford, and City
Street Investors, led by Joe Vostrejs, on
the public-private project that was first
envisioned in 2008.

Crawford and Vostrejs were part of a
development group that recently revital-
ized Denver’s Union Station.

Broomfield’s project area consists of 61
acres at the northeast corner of Main Street
and First Avenue that includes several city
and county buildings, such as the library
and police station, situated around a com-
munity park. There is a 9.8-acre undevel-
oped piece of land purchased by the city in
1999 that the city is hoping to see used, with
amix of uses to help tie the area together
as a walkable, central gathering place that
would include small, locally owned busi-
nesses and shops, and some housing.


http://www.bizwest.com
mailto:dstorum@bizwestmedia.com
mailto:dstorum@bizwestmedia.com

www.bizwest.com

Averag e NoCo sales prlce This chart compares how average sale prices

surged 12 percent
in past year

have changed in each local submarket between
September 2015 and September 2016.

Avg. Price - Avg. Price - %

Submarket September 2015  September 2016 Change
FC/Timnath/Wellington $332,820 $380,938 14.4
Greeley/Evans $234,105 $243,273 3.9
Loveland/Berthoud $321,030 $350,610 9.2
Windsor/Severance $393,876 $354,898 99
Estes Park $383,934 $398,317 3.7
Ault/Eaton/Johnstown/ $292,193 $326,549 1.7
Kersey/LaSalle/Mead/Milliken

Longmont (Weld and Boulder) ~ $337,711 $415,941 232
Total $312,381 $350,068 12.1

Source: IRES, Group Research

Local housing market
tells two sides of story

the Northern Colorado real estate

market to a teeter-totter. Perched
high on one side is the average price.
Weighing down the other side is the
lack of housing inventory.

Three months later, these two

market factors seem to be holding
their position. We

In Julyin this column, we likened

justhaven'tseen

much movement A
in the teeter-totter B 2
market. September e F
sales data showed - ‘
thatregional hous- A
inginventory was ‘
down20percent  prqneNTiAL
compared with REAL ESTATE
September 2015. LARRY KENDALL
On the other side,

average home prices in September
were up 12.1 percent from last year.

With these figures in mind, it'sa
good opportunity to explore some of
the dimensions of home prices for our
area.

¢ First, keep in mind that real estate
markets arelocal, and shifts in average
prices can vary widely. For example,
September prices were up 14.4 per-
cent in the Fort Collins-Wellington-
Timnath market, while they dropped
9.9 percent in the Windsor-Severance
market.

* Also, be mindful of the difference
between average sales prices and
appreciation. Average prices, particu-
larly in a smaller sample size, is pushed
up when buyers are closing on expen-
sive homes in a given month, or down
when less-expensive homes get sold.

* A more accurate way to track how
prices are trending is through the
Repeat Sale Index that’s conducted
quarterly by the Federal Housing
Finance Authority. The index com-
pares sale prices on each home as it
sells, and calculates the increase in
value on that home. From the data
amassed on all repeat sales, the FHFA
then produces a price-appreciation
index for each metropolitan area in the
United States.

The latest index, which covers the
one-year period between June 2015

and June 2016, tells us that Colorado
ranked No. 3 among the states, with a
10.21 percent average appreciation (the
national average was 5.61 percent); and
that four Colorado cities were among
the top 10 in appreciation out of 259
metro areas:

1. Boulder - 14.72 percent.

6. Greeley—12.39 percent.

7.Denver —12.23 percent.

10. Fort Collins-Loveland - 11.67
percent.

When looking atlocal markets
with higher average prices, another
factor to consider is the volume of
new-home construction in that area.
New home prices are generally higher
thenresale. Thanks to the latest report
from Metrostudy, we can take a closer
look at what that means in Northern
Colorado.

In Larimer County, the average
price for anew home this year through
August was $438,514. Asyou'll see
in the accompanying chart, that’sa
substantial difference from the overall
average price for the region — $350,068
in September. Metrostudy’s data tells
us that with a 2,502-square-foot home,
you're spending $176.30 per square
foot. By comparison, new condomini-
ums in Larimer County are fetching
an average price of $293,236. For a
1,335-square-foot condo, that’s $226.20
per square foot.

In Weld County, the average new
home price this yearis $354,119. For a
2,227-square-foot home, that’s $161.10
per square foot. The average new
condo sales brought $212,184. This
buys you a 1,407-square-foothome at
$143.90 per square foot.

One more note on new homes:
Through August, 868 single-family
homes and 32 condominiums were
sold in Larimer County. Weld County
was more active, with 1,164 new single-
family homes sold and 28 new condo-
miniums.

Larry Kendall co-founded associate-
owned The Group Inc. Real Estate in
1976 and is creator of Ninja Selling. Con-
tact him at 970-229-0700 or via www.
thegroupinc.com.
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CHASE §

We've added a Mortgage Banker
to serve you in Boulder

ch to meet

Micah Page, Mortgage Banker
T:303-449-3562

C: 970-720-0289

micah . paged@chase.com

hitpe/ /homeloanchase.com/micah page
NMLS ID: 420649
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\/

T=T Alihome lendng products are subject o crect and property approval. Rates, progeam terms and condiions ase subject 1o change without notice. Mot al produects are avalable in al sttes or for
sin all amounts. Other restrictions and limitatons apey ©2015 JPMorgan Chase & Co, T8200F-0815

CEO

Roundtable
Healthcare CEOs shared concerns
about overbuilding and costs

Participants in September’s CEO Roundtable on healthcare issues included:
Back row, from left, Jared Crain, Berg, Hill, Greenleaf & Ruscitti; Peter
Powers, vice president, operations, Longmont United Hospital; Clint
Flanagan, founder/CEQ, Nextera Healthcare; Giovanni Ruscitti, Berg, Hill,
Greenleaf & Ruscitti; Patrick Menzies, CEO, Boulder Medical Center PC;
Judy Ladd, executive director, Boulder County Medical Society; Ryan Self,
EKS&H. Front row, from left, Andy Neary, benefit consultant, VolkBell; Kat
Nichols, Berg, Hill, Greenleaf & Ruscitti; Craig Beyer, CEQ, BoulderEyes/
Beyer LASIK; Ann Kessel, business manager, BoulderEyes/Beyer LASIK;
Catherine Higgins, CEQ, BoulderCentre for Orthopedics; Susan Buchanan,
executive director, Women's Health; Brian Wilson, owner, FirstLight

HomeCare.

Sponsored by accounting firm EKS&H LLLP and the law firm of
Berg Hill Greenleaf & Ruscitti LLP.
Go to www.bizwest.com/ceo-roundtable for details.

EKS

AUDIT | TAX | CONSULTING

BizWest

BOULDER VALLEY + NORTHERN COLORADO

BERG HILL
BHGR GREENLEAF RUSCITTI..

For more information about the CEO Roundtable contact
Sandy Powell at 303-630-1954 or spowell@bizwestmedia.com
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GREEN
SUMMIT

October 18, 2016
ROI: Economics ¢ the Environment

The Colorado Green Summit 2016 program for Boulder Valley and Northern Colorado will
focus on the economics of environmental policies and sustainability initiatives, including
areas of conflict and consensus between the business community and environmentalists.

KEYNOTE ADDRESS
Jenn Vervier, Sustainability Director, New Belgium Brewing Co.

CLEAN-TECH REALITY CHECK

How does Colorado’s clean-tech sector stack up against Silicon Valley, Boston and others areas?
What infrastructure exists at the state and local levels to promote the clean-tech sector? What
return are investors requiring before they’re willing to sign a check? What can companies do to
speed up the adoption rate of new technologies?

TRANSIT FAST LANE

From FasTracks to bus rapid transit, from Bustang to Flex, new regional systems are providing
additional options for commuters to travel between the Boulder Valley, Northern Colorado and
Denver. How have these systems alleviated congestion on the region’s roads, and are they paying
for themselves? What additional transit options will be required in the coming decades to accom-
modate growth?

LIFE LESSONS OF A B CORP

Entrepreneurs who have achieved B Corp status for their business share their stories, includ-
ing what that status has meant for their businesses, employees and customers, and what lessons
they’ve learned.

RENEWABLE RENEWAL

Congress has extended federal renewable-energy tax credits, but what happens when those pro-
grams expire or are reduced? How can the wind and solar markets adapt and grow with reduced
or no subsidies, especially when they must compete with cheap oil and natural gas?

KEYNOTE ADDRESS:

ECONOMIC IMPACT OF CLIMATE CHANGE IN COLORADO
Bill Ritter, former Colorado governor and director of the Center for
the New Energy Economy at Colorado State University

LAND USE: WHERE DO WE GO FROM HERE?

Boulder voters defeated two controversial land-use proposals in November, but the battle isn’t
over yet. How can Boulder move beyond such debates, and what role do other communities in
Boulder and Broomfield counties play in providing space for companies, and workers, even as
Boulder remains the region’s innovation hub?

ZERO ENERGY, ZERO WASTE: HOW SMART CITIES INNOVATE

Cities in Colorado and beyond are attacking climate change and waste reduction head-on, pro-
posing ambitious programs to achieve net-zero status. What are some of the innovative practices
in place along the Front Range and beyond?

The Plaza Convention Center, Longmont, Colorado

1850 Industrial Cir® 7:30 a.m. - Doors Open for Registration « Breakfast and
Lunch Included « Early Bird Tickets through 10/12/16 - $49 « After 10/12/16 - $59 « At the Door - $69
Register at: events.bizwest.com

Is Your Back Office full of Hard to Recycle Electronics?
Don‘t know what to do with them? L
Eco-Cycle will be at the Green Summit to take those unwanted items.

CPUs, laptops and tables - FREE
Monitors - $.43 per pound
Other Electronics - $.37 per pound

Sponsored by:

For information regarding sponsorships contact:
Sandy Powell, spowell @ bizwestmedia.com or 970-232-3144

Solutions
Unlimited

T e reryy fficient Lighting

eco-cycle

Building Zero Waste Communities

BOULDER COUNTY
PUBLIC HEALTH

’_l ’ ,(- Energy

O

newresourcebank

PLAZA HOTEL
LONGMONT
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Understanding types of leases
critical for tenants, landlords

here are several types of
T commercial Leases that

you may encounter when
you finally come to terms with your

prospective landlord. In Boulder
County, triple-net (NNN) leases are

COMMERCIAL REAL ESTATE
JIM DITZEL AND TIM CONARRO

the most common. You may also see
a “gross” lease or a “modified gross”
lease. These leases are somewhat
similar to residential leases in that
they can be pretty simple docu-
ments, although that’s not always in
the best interests of the parties to the
lease (often what looks be “easy” at
the start becomes more challenging
later on).

Retail leases sometimes have
additional lease provisions for “per-

Area Maintenance) charges. It’s
always important to find out what
are included in a building’s nets and
how they manage their CAM charges.
Which utilities are included in the
nets? Isjanitorial a part of the CAM?
These are questions your agent will
help you with in your space search.

Triple-net leases are popular
with building owners because of the
overall management and accounting
of the property as a financial asset.
It’'simportant to recognize that
commercial real estate is primarily
afinancial consideration for inves-
tors. With triple-net leases, each
and every expense of that building
is passed along to the tenants of the
building, and they are accounted
for accordingly. This is, in essence,
good for both the ownership of the
building and the tenants that occupy
it. Everyone involved can use the
accounting statements provided to
maximize their business tax deduc-
tions and keep clean records for their
businesses.

Gross leases or modified gross
leases are less popular due primar-

centage rent.” ily to the lower
Thisisalease e levels of account-
whose rental is Trlple'net leases are ing efficiencies.
based on a per- popular with building They may be less
centage of the owners because of the complicated, but
monthly or more they often leave
oftentheannual ~ Overall management the door wide
grosssalesmade  gnd accounting of the open for lawsuits
on the premises, . . from any num-
by the tenant. property as a financial ber of potential
Percentageleases asset. It's important victims. Gross
are most often : leases are some-
done with large to recogn?ze that times referred to
retail stores,usu- ~ comimercial real estate as “full-service
ally in shopping is primarﬂy a financial gross leases”
centers. Anyone . . if they include
trying to put consideration for all the utilities
together a lease investors.” charges. Modi-
with a percentage fied gross leases
rent provision are often just sin-
should be work- gle or double net
ingwith alocal leases, with either

agent to navigate your way through
it.

Afinal type of lease we’ll discuss
in the next article is one that uses a
“base period” or a “base year.” This
lease type is more common in Den-
ver than Boulder, which again, is pre-
dominately a triple-net lease town.

The “nets” in a triple-net lease are
essentially property-management
accounting practices for the costs
associated with keeping a building
operating. A simple way to think of
the nets is that they are the expenses
that are not included in the base rent;
call them the “nots.” The three most
commonly referred to “nots” are: 1)
building insurance, 2) building prop-
erty taxes and 3) the CAM (Common

the property taxes and/or building
insurance left out of the tenant’s rent.
Landlords will have their own man-
agement styles for the buildings they
run, and they sometimes mix up the
rents simply for marketing as much
as anythingelse. Again, it’s most
important to find out exactly what is
included in each of these lease types.
Every building will be different, and
itwill be up to you with the help of
your agent to find out what the deal is
with the one you want.

Jim Ditzel and Tim Conarro are
brokers with Summit Commercial
Brokers. They can be reached at
Jjim@summitcbr.com and
timconarro@gmail.com.
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m LIST Office Furniture & Design Companies

Ranked by number of employees

No. of Local
Employees Phone/Fax Person in Charge
No. of Local Brands of Office Furniture E-mail Title
Rank Company Locations Sold Services and Specialties Website Year founded
American Furniture Warehouse 303-799-9044/N/A e JEbE
Co. 350 Whalen, Flexsteel, Aspen Home, . - . ; . i
’ Furniture retail with delivery. cshaulis@afwonline.com president//CEQ
8820 American Way 2 Magnussen. e Sy—— 1975
Englewood, CO 80112 ' '
. . New and used office furniture; relocation; workplace )
Workspace Innovations Knoll, HON, AIS, SitOnit, Enwork, . o X 970-568-5210/N/A Mistene Nugent
. 40 planning; change management; installation and ; : ) ) C
4414 E. Harmony Road, Suite 100 ] Neocase, HAT, ESI, and more. Used reconfiguration. Flooring; architectural products (DIRTT); info@workspaceinnovations.com managing principal
Fort Collins, CO 80528 furniture. sound masking and AV solutions. www.workspaceinnovations.com 2008
OfficeScapes 30 Steelcase, Turnstone, Details, Office; health care and education furnishings, workplace ~ 877-369-3060/970-223-5858 Sharie Grant
3 4950 S. College Ave., Suite A 1 Coalesse, Global, National, Gunlocke, consulting and planning, installation; moves and sgrant@officescapes.com president, northern division
Fort Collins, CO 80525 OFS, Paoli and more. reconfigurations, cabling, flooring, audio visual. www.officescapes.com 1969
BCinteriors ' s . Office desks, chairs and cubicle systems. workplace 303-443-3666/303-443-0406 Christopher Mabbitt
4 3550 Frontier Ave., Suite C2 13 Eme?a”l’vlg?]n'uéae deUBr?%,[’uF:gM Seating, planning, reconfiguration consulting delivery and installation. sales@bcinteriors.com president
Boulder, CO 80301 y ' ' Buy, lease or rent. www.bcinteriors.com 1979
BKI Woodworks o _ Local manufacturer of custom cabinetry and woodwork for  303-440-7199/303-440-7074 Bruce Kranzberg
5 4840 Sterling Drive, Unit D ? a}gd\g/?r?%zlrg;g%? b5 ey commercial and residential interiors. Cabinetry solutions for - callbki@bkiwoodworks.com President
Boulder, CO 80301 Y. all your design needs. www.bkiwoodworks.com 1979
. . ) Office furniture both new and used, space planning, and o
Commercial Interiors by JOF Artopex, OfficeMaster, AMQ, Scale ' ' ) ' . : 970-493-9039/970-624-6602 Alexa Hepler; Mike Helper
. 7 ) office reconfiguration. Wide selection of ergonomic products o X
6002 Byrd Drive y 1:1, Humanscale, 9to5, Compel, OCI, including heiaht adiustable solutions. Furniture for health alexa@commercialinteriorsbyjof.com owners
Loveland, CO 80538 Performance, Global, Stance g heignt ac ' www.commercialinteriorsbyjof.com 1979
care and education.
Danish Furniture of Colorado
7 Inc. 4 Jesper Ekomes. Uniaue Sell contemporary furniture, deliver, assemble. Offer ‘;’Sﬁ’(;gﬁ;égég%%ﬁ78'1459 1972
1448 Nelson Road Longmont (1) per; »unig designer services. e 60m
Longmont, CO 80501 ' '
GlassMat 3 303-516-4014/303-530-0276 Marsha van Dongeren
8 411 Bonanza Drive 5 Glassmat. Office-chair mats in any shape or size. glassmat@yahoo.com owner
Erie, CO 80516 www.glassmat.net 2000
Regions surveyed include Boulder, Broomfield, Larimer and Weld counties Researched by Chris Wood

1 Includes Fort Collins and Firestone locations.

A Comfortable Worker is a
Productive Worker

Because of discomfort at work:

37/% 38% -Keyboard Trays
g Al e -Monitor Arms
-Height Adjustable Desks

-Multi Functional Chairs
o) o)
5w4A) 58@3 -Ergonomic Evaluations

to do their job at least when they don't
once a month feel comfortable

Comfort = Production

Leading Northern Colorado in Ergonomic Solutions

Commercial 6002 Byrd Drive Loveland, CO 80533

Monday - Friday 9:00 to 5:00
?ﬂof commercialinteriorsbyjof.com
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Architecture Firms

Ranked by number of licensed architects

www.bizwest.com

No. of licensed Phone
architects Firm services Website Person in charge,
Rank Firm No. of employees  Notable projects Year founded Title
Boulder Associates Architects o5 303-499-7795
1 1426 Pearl St., Suite 300 Architecture, interior design and graphic design for health-care and senior-living facilities. www.boulderassociates.com Nick Rehnberg, president
66
Boulder, CO 80302 1983
Animal Arts Design Studios 12 303-444-4413
2 4520 Broadway, Suite E o4 Architectural design. www.animalarts.com Tony Cochrane, president
Boulder, CO 80304 1979
RB+B Architects Inc. 19 970-484-0117
3 315 E. Mountain Ave., Suite 100 18 Architecture, interiors, planning and sustainable design. www.rbbarchitects.com Quinton Bradley, principal
Fort Collins, CO 80524 1953
The Neenan Co. ' e e ! . 1970-493-8747
4 3325 S. Timberline Road 125 Ejﬁgirr?tzd design-build firm specializing in education, health-care, government and commem'alwww.neenan.com David Shigekane, president
Fort Collins, CO 80525-4427 05 1966
Arch 11 Inc. . o N - . 303-546-6868
5 . 7 Commercial hospitality projects incorporating high-tech alternative energy systems and LEED I
3100 Carbon Place, Suite 100 X . ! www.arch11.com James Trewitt, principal
Boulder, CO 80301 20 approved technologies. Heirloom quality modern homes. 1993
Vaught Frye Larson Architects , Smlf;fép%?;i r(]:i(r)]rg;mermal and residential architecture, historical preservation, interior design and 970-224-1191
6 é;g g;%(;nyc%ug%gg? 18 Summit Entertainment Center Aims Recreation Center Scott Ave Student Housing Canyon Oﬁicezvgvgvévﬂa.com Robin Pelkey, CFO
' Renovation Elite Medical Center
0Z Architecture Architecture, interior design, planning and urban design. 303-861-5704 .
7 2206 Pearl St. 175 30th and Pearl, Boulder; McMurdo Aims Design Support, Antarctica; Cityway Phase Il, www.ozarch.com Eﬂﬁiirdgl llanes, president/
Boulder, CO 80302 Indianapolis; Aspen Club, Aspen, CO; 1964 princip
Sopher Sparn Architects LLC , FuII—sery|ce ar:phltgcts slpegallzmg in remdent:q}!, Ioflts,htownhomles, smgle—fam;ly h(?mesl,| 303-449-4499 Stephen Spam, managing
8 1731 15th St Suite 250 renpvahons, istoric, mixed-use prOJeqts, multifamily housing plus commercial an retail. WWW.SOphersparm. com member: Adrian Sopher
Boulder. CO 86302 15 Dairy ARTS Center - Boulder Community Arts S*Park - Urban Community Wonderland Creek 1978 ' membery '
' Townhomes Arapahoe 370 Townhomes
alm2s ! n - NP ! o ] 970-223-1820
9 712 Whalers Way, Suite B-100 171 ?&ggtiﬁgtt;:;eaen;?srt]er planning, facility space planning, interior design, historic preservation, i, Sy David Lingle, principal
Fort Collins, CO 80525 an- 1986
Surround Architecture Inc. . . - . . T 303-440-8089
1 0 1727 15th St., Suite 200 ?1 ﬁ}rt(ér;iléercég;?l r(]iZsr:gr][é;eaé:il?:::t);gyedmCé)anEDTUEil studies, planning, contract administration, www.surroundarchitecture.com  Dale Hubbard, principal
Boulder, CO 80302 g P ' 2005
Community driven eco-architecture and resort design, specializing in cohousing, affordable
Caddis PC housing, homes, home renovations, net-zero energy homes, innovative commercial, mixed use, 303-443-3629 )
1 1 1510 Zamia Ave., Suite 103 g passive solar www.caddispc.com B%i? E(I)\;Vrir;{itgacl?ss Cerny,
Boulder, CO 80304 Project Renovate-Boulder Housing Partners-Boulder, CO Park Avenue Affordable Housing-Park 2002 RLICD
City, UT
DTJ Design Inc. 5 Architecture, planning and landscape architecture for residential, resort and mixed-use 303-443-7533 William (Bill) Campie,
3101 Iris Ave., Suite 130 50 communities www.dtjdesign.com resident
Boulder, CO 80301 : 1988 p
Bray Architecture Inc. ] n et ] ] ] 303-444-1598
1 3 1300 Yellow Pine Ave., Unit C g I{:};enr:](l)rr] ;rchltecture, historic renovation and preservation, retail, restaurant and master www.brayarchitecture.net Jim Bray, president

building our community

commercial | medical | multi-family

DOHN CONSTRUCTION, INC.

Boulder, CO 80304

quality construction management
you can tfrust.

X

ar a fime

Fort Collins, CO 80525

www.dohnconstruction.com

2005

ENGAGED
EXPERIENCED
FLOORING
PARTNERS

BWG Architects: CSU Medical Center- Health and Wellness
Market Success: Proven Process

Discovery and Solution Review
Budget and Design Support

Thoughtful Execution

FLOORZE

9900 East 51st Avenue, Denver CO 80238
419 W Pikes Peak Ave, Colorado Springs CO 80905
4050 S College Ave, Unit A, Fort Collins CO 80525

2642 Midpoint Drive

970-490-1855

www.floorz.com

Add Value: Experience & Knowledge BWG ArcmeL: Rgisé.ﬂ'are_ 01

Kate Saer

Fort Collins

E: ksaer@floorz.com
P: 970.556.9104
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m Ll ST Architecture Firms
Ranked by number of licensed architects

No. of licensed Phone
architects Firm services Website Person in charge,
Rank Firm No. of employees  Notable projects Year founded Title
. VB, Jeffrey Fossum, principal/
Z Deslgn Group LI‘.c 4 . - ) . 303-449 4831 general manager; Michael
1877 Broadway, Suite 200 Design for golf clubs, resorts, hospitality, recreation and lifestyle. www.zdesigngroup.net T
141 Olson; David Rounds,
Boulder, CO 80302 1978 >
principals
. . Full-service architecture firm specializing in the health-care, multifamily, senior care, —
Infusion Architects 4 commercial office and industrial. 970-775-2925 Randell Johnson; Randell

15 i25eFitnst )

Loveland, CO 80537

Architecture Plus PC 4
16 sisc oast .

Fort Collins, CO 80524

Barrett Studio Architects 4
17 19sa20mst :

Boulder, CO 80302

Gettliffe Architecture 4
1 8 3014 Bluff St., Unit 101 6

Boulder, CO 80301

KGA Studio Architects, PC 3
1 9 950 Spruce St., Suite 2D 19

Louisville, CO 80027

Studio NYL Structural Engineers Inc.
20 2995 Baseline Road, Suite 314 17

Boulder, CO 80303

F&D International LLC 3
21 5723 Arapahoe Ave., Suite 1B 14

Boulder, CO 80303

PEH Architects Inc. 3
22 1319 Spruce St., Suite 207 8

Boulder, CO 80302
Mosaic Architects + Interiors

23 1701 50t °

Boulder, CO 80302

Fanas Architecture 3
24 1320 Pearl St., Suite 103
Boulder, CO 80302

Hauser Architects PC 5
25  5780E. 150 St, Suite 201
Loveland, CO 80538

www.infusionarchitects.com

2014 Johnson, principals

McWhinney Van de Water retail, Meyer Natural Foods corporate headquarters, Hartford Homes
offices, Windsor Public Works, OCR Surgery & Recovery Center

Architecture and sustainable design, planning-facility condition assessments.Restaurants-Retail 970-493-1220

and Tenant Improvements-K/12 & Higher Ed.-Feasibility Studies-Cost Estimates-BOMA www.aplusarch.com Tom Kalert, architect
Surveys- BIM Services. 1970

303-449-1141
www.barrettstudio.com
1977

303-449-9155
www.gettliffe.com

David Barrett, owner/
design principal

Sustainable master planning, architectural and interior design.
Kestrel Affordable Housing Development, Louisville, CO

Sustainable architecture, motivated by people and the planet, for Boulder, Colorado and Dominique Gettliffe,

beyond. 1984 principal
Residential architectural services. 303-442-5882 Paul Mahony. resident/
Green Gables Reserve - a new community in Lakewood offering a mix of single family and www.kgarch.com senior part né}p
paired housing, which will open in Summer 2016. 1977 P
Structural design of building structures including educational, institutional, commercial, 303-558-3145 Julian Lineham;
residential, historic and structural glass. Design of facade systems including thermal and www.studionyl.com Christopher OHara,
moisture analyses. 2004 principals
. . . o . ' . 4 303-652-3200
Full range of architectural services, planning, design, interior design, graphic design, facilities - - :
assessments and project management. g(\;v(\)l:'fdl oeem fer Fiken presiden
. . . ) . . - . 303-442-0408
Full-service architectural and planning practice. Emphasis on recycling existing buildings and . . -
designing for aesthetics, budget and schedule. \1/\’5\’;;’3 PERAITHTHE S 3310 T, AT
) . L o o ) . 303-247-1100
Boutique architecture and interior-design firm that specializes in creating customized homes, ) . i
estates, and interior design. Www.mosaicarchitects.com Jane Snyder, principal
2003
303-444-5380 . )
Client inclusive design, specializing in custom homes, remodels and commercial. www.boulderarchitects.com DaIeISm|th, sl
2001 architect

970-669-8220
www.hauserarchitectspc.com Alan Hauser, president
2003

Architecture and planning, commercial/residential.
PDC Energy Building, Pediatric Urgent Care, Bank of Colorado

Region surveyed includes Boulder, Broomfield, Larimer and Weld counties and the city of Brighton. Researched by Chad Collins

1 Did not respond, 2015 information.

BOULDEROPOLIS cou

START. INNOVATE. SOAR

find an angel.

Funding | Lifestyle |
Recreation | Jobs Board
(® @boulderopolis
0 /boulderopolis
@/groups/BouIderopoIis-6655564/about

Second ranking criteria is number of employees.

AT VERUS BANK
YOUR BUSINESS LOAN
IS NEVER TOOQO BIG
OR
TOO SMALL

A
VERUS Bank of Commerce

3700 S. College Ave. Unit 102
Fort Collins, CO 80525

www.verusboc.com

Member @
FDIC
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Property-Management Firms

Ranked by total square feet managed.

No. of commercial
properties managed

www.bizwest.com

Total sq ft managed No. of apartment No. of Phone/Fax Person in charge,
Commercial sq ft managed units managed employees - Email Title
Rank  Company Residential sq ft managed No. of houses managed Local Website Year founded
W.W. Reynolds Cos. 3,500,000 0 303-442-8687/303-442-8757 -
1 1375 wanutst, suite 10 3,500,000 0 28 info@wwreynolds.com R S B T
Boulder, CO 80302 0 0 www.wwreynolds.com
The Colorado Group Inc. 1,851,966 91 303-449-2131/303-449-8250 Scott Reichenberg,
2 3434 47th St., Suite 220 1,851,966 0 7 marketing@coloradogroup.com President
Boulder, CO 80301 0 0 www.coloradogroup.com 1984
Henderson Management & Real Estate 1,725,153 5 970-663-6311/970-484-8246 Jason Henson,
3 5202 Granitest 90,659 668 48 N/A i el
Loveland, CO 80538 1,634,494 665 www.hmre.net 1994 ’
Keys Commercial Real Estate 1,450,000 22 303-447-2700/303-447-1150 .
4 1048 peari st, Suite 440 11450000 0 10 keys@Keys-commercial com Socitrey Keys, President
Boulder, CO 80302 0 0 www.keys-commercial.com
Gibbons-White Inc. 1,367,850 46 303-442-1040/303-449-4009 agg%g}igmﬁ'a -
B 2305 Canyon Bivd., Suite 200 1,367,850 0 10 info@gibbonswhite.com Al i
Boulder, CO 80302 0 0 www.gibbonswhite.com 1986
All Property Services Inc. 1,000,000 20 970-224-4446/970-224-4488 Paul Lillie. broker
6 1630 S. College Ave. 100,000 150 27 info@allpropertyservices.com 1985 ’
Fort Collins, CO 80525 900,000 300 www.allpropertyservices.com
All Property Services Inc. 1,000,000 20 970-613-4446/970-613-4488 Paul Lillie
7 1113 N. Cleveland Ave. 100,000 150 27 info@allpropertyservices.com 1985
Loveland, CO 80537 900,000 300 www.allpropertyservices.com
Dean Callan & Co. Property Management Inc. 800,000 31 303-945-2022/303-440-6621 G:g:idcjr:'f,yb:igﬁ
8 1510 28th St., Suite 200 800,000 0 8 gcalley@deancallan.com gamble P’reside)rllt
Boulder, CO 80303 0 0 www.deancallanpm.com 1963 '
My House 651,100 1 970-689-8803/970-224-2835
9 1302 S. Shields St., A 1-4 1,100 150 17 myhouse@myfortcollinshome.com 2004
Fort Collins, CO 80521 650,000 230 www.myfortcollinshome.com

Regions surveyed include Boulder, Broomfield, Larimer and Weld counties

ParMEr PropeRTY MANAGEMENT

COLORADO’S LEADING SIGN MANUFACTURER

- DAVINC

Extraordinary Belongs To Those Who Create It!

CREATING OPPORTUNITIES
ACHIEVING RESULTS

COMMERCIAL REAL ESTATE SERVICES

Full range of commercial property
management services

Monthly and annual
financial reporting

Capital improvement planning
Managing day-to-day operations

Coordinating maintenance
and vendors

PICTURED: {LEFT TO RIGHT)

CASEY EASTON DANIELLE LLEWELLYN JOSH ELLIOT
DESIGNER SALES OWNER

DAVINCI SIGN SYSTEMS INC. DAVINCI SIGN SYSTEMS INC. AUTOPLEX

970-203-9292

4496 BENTS DRIVE, WINDSOR, CO 80550

SERVING NORTHERN COLORADO
FOR OVER 30 Years

Rob Hoffmann ¢ rhoffmann@palmerpropertiesco.com
970-204-4000
www.PalmerPropertiesCo.com
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AN ADVERTISING FEATURE OF BIZWEST

i ThoughtLeaders

BUSINESS ANSWERS TO PRESSING B2B MATTERS

How to Set-up a Successful Showcase your industry expertise with Small Business Insurance — why investing
Loyalty Program Thought Leaders monthly feature in commercial insurance is essential.
Are you looking for a way to grow Here's How It Works Whether you are a startup or
your business, build your base, and +You choose a question that is an established business, you face
generate repeat sales? Follow these pertinent to BizWest readers potential risks everyday. These risks
simple steps to set-up a successful «You answer the question in the form differ greatly from one industry
loyalty program. of a column to another and can often change
—a «Your photo, logo and contact due to revised regulations. It is
1. Decide on a loyalty program. P\ information appears in the ad 4 important to ensure your business o
Decide from punch card programs, Ken Salazar « Limit of six advertisers (two pages Sandy Powell is properly protected when and if Jamie N. May
cash-back programs, or points President & CEO running in different issues each BizWest disaster strikes. Smatllesiizss Qi
i il . Advisor
programs. Determine what would SilverEdge month) Insurance can be complicated.
work for your business based on Over 72% of our readers are in top To make the insurance buying
ticket size, volume, and number of customers. management positions and make corporate decisions process easier, partner with a local
using BizWest special supplements and directories to make insurance broker or agent who specializes in commercial
2. Manage your program. The easiest way to manage a those decisions. Your advertising message will be seen by insurance. This should be a longer-term relationship with
loyalty program is to set it up through an automated system. hundreds of potential customers, all of whom have the an insurance professional who you trust as your partner
The right point of sale system should have the ability to influence to use your products or services. and advisor.
integrate a loyalty program. Make sure to train your staff on Your investment with an annual agreement also gets you When partnering with an insurance broker or agent,
the new addition as well. TWO FREE Half-page ads with color that will appear on the the following insurance coverages are recommended to
bottom half of the page. In addition your message will be be included in your discussion:
3. Market your program. Post signage in your store, featured in a text box ad twice in a two week period in a + General Liability Insurance
promote on social media, utilize email marketing, and have Business Report Daily e-newsletter. Over 10,000 readers « Property Insurance
your staff mention it to every customer. subscribe to the Business Report Daily. Users will click on the » Workers’ Compensation Insurance
headline and go to a landing page that shows the entire full - Errors and Omissions Insurance
Implement a loyalty program and see 20% increase in . page ad.Then they can click « Automobile Insurance
monthly visitors. [ ) b on your website address and - Directors and Officers Insurance
' __ /. V V.31 itlinks them to your web site. « Employment Practices Liability Insurance (EPLI)
. Kgn Salazar BOULIER VALLEY » I]]{THJ-’,HN 'UIJUI{_\[JI - Disability and Health Insurance
President and CEOQ, SilverEdge
) . 1550 E. Harmony Road, 2nd floor Jamie N. Ma
\ 4065 Saint Cloud Drive, Loveland 1790 30th St, Suite 300 Fort Collins, CO 80527 o ess Cli i
% 970-685-3175 Boulder CO 50301 97(3-232-3144 Small Business Client Advisor
= y ksalazar@gosilveredge.com ! . . 970-266-8710
S ILVE RE DGE www.GoSilverEdge.com 303-440-4950 spowell@bizwestmedia.com JMay@floodpeterson.com

MAKING BUSINESS RICHER

® More than 74%
of our readers are in
4 = Upper management
The Business Journal of the W Almost 22% of our r eaders
Boulder Valley and Northern Colorado have annual individual
YOUR PARTNER IN GROWING YOUR BUSINESS Incomes of over §150,000
YOUR AD MESSAGE NOW GOES FARTHER! mM
Reach business leaders and decision makers in the North Front Range with BizWest. 'ore than 4,700 attend
Generate more sales B Increase market share B Build your customer list BizWest events each year
EVENTS | ONLINE | PRINT = 70,000 unique visitors
With more than 100 years of combined marketing experience 10 our websites each month
the BizWest team can help you plan your marketing strategy.

Ken Amundson Julie Constance Rachel Finley Michelle Turley Sandy Powell

kamundson@bizwest.com jconstance@bizwest.com rfinley@bizwest.com mturley@bizwestmedia.com spowell@bizwest.com
303-630-1952 303-630-1958 303-630-1955 720-398-0591 303-630-1954
970-232-3142 970-232-3148 970-232-3136 970-237-6338 970-232-3144

Boulder Valley m 1790 30th St., Suite 300, Boulder, CO 80301  Northern Colorado m 1550 E. Harmony Road, Fort Collins, CO 80525
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Residential Real Estate Brokerages

Ranked by dollar volume of local sales

Www.bizwest.com

Dollar volume of sales 2015 Phone
Dollar volume of sales 2014 Number of locations in region Website Person in charge
Rank  Company Number of sales closed 2015 Average price of homes sold Year founded Title
Re/Max Alliance $2,129,704,892 10 303-499-9880 Greq Smith
1 5440 Ward Road, #230 $1,715,454,726 $361,000 www.homesincolorado.com mar?a ing broker
Arvada, CO 80002 5,898 ' 1984 ging
The Group Inc. Real Estate $1,565,114,896 6 970-223-0700 Susie Ewin
2 375 E. Horsetooth Road $1,436,717,158 $328,088 www.thegroupinc.com resident 9
Fort Collins, CO 80525 5,075 ' 1976 P
3 Re/Max of Boulder Inc. $1,143,839,660 5 303-449-7000 DB Wilson
2425 Canyon Blvd., Suite 110 $926,530,040 www.boulderco.com )
Boulder, CO 80302 2153 BagyE 1977 UEEY 0
WK Real Estate (Wright Kingdom Real $456,079,655 303-443-2240 ‘
4 Estate) $430,295,166 2 WwWw.wkre.com Dan K".‘gdom
4875 Pearl East Circle, Suite 100 997 B $457,452 1976 ' Managing Broker
Boulder, CO 80301
Sears Real Estate $363,984,151 970-330-7700 . -
5 2021 Clubhouse Drive $334,997,149 é238 500 www.searsrealestate.com %Zﬂgﬁnspgpogggl/%m
Greeley, CO 80634 1,400 ' 1972 ging
C3 Real Estate Solutions $323,006,903 970-225-5152 .
) et 5 John Simmons
2720 Council Tree Ave. Ste. 178 $71,172,737 www.mycolohome.com .
6 Fort Collins, CO 80525 1,096 $305,978 2012 Owner/Employing Broker
8z Real Estate $296,181,233 6 303-543-3083 / 800-231-9153 Lane Hornun
7 4041 Hanover Ave., Suite 200 $277,889,000 $388.179 www.8z.com / www.COhomefinder.com CEO/founderg
Boulder, CO 80305 763 ’ 2010
Region surveyed includes Boulder, Broomfield, Larimer and Weld counties and the city of Brighton. Researched by Chris Wood

VIDEQ VIDEQ VIDEO

ISN'T THAT WHAT EVERYONE'S TALKING ABOUT?

ARE YOU READY TO BUILD SALES & GENERATE LEADS USING 21ST CENTURY
MARKETING TECHNIQUES FOR A BRIGHTER AND MORE PROFITABLE FUTURE?

Dyt

V3 MEDIA MARK

TING

Producing Videos. Producing Sales. Producing Results.

CALL NOW FOR A FREE CONSULTATION ABOUT THE POWER OF VIDEO

(888) 989-V3MM [8366] | WWWVIMM.COM | ACTION@V3IMM.COM
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Commercial Real Estate Brokerages

Ranked by total square footage brokered
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Multi-family/
Total sq. ft. apartment sq. ft.
brokered 2015  Total sq. ft.  Land acreage leased Office sq. ft.  Retail sq. ft. Warehouse
Total dollar leased 2015 leased Multi-family/ leased leased sq. ft. leased Phone
volume brokered Total sq.ft. Land acreage apartment sq. ft. Office sq. ft. Retail sq. ft. Warehouse Website Person in charge,
Rank Company 2015 sold 2015 sold sold sold sold sq. ft. sold  Year founded Title

1 Custinan & V“\;:;“’Sf:]‘l’t'g o 2224917 877,443 1 0 382,031 205,981 289,431 A . Greg Morris,

Fort Collins, CO 80525 $209,823,420 1,347,474 1,842 132 230,792 530,823 448,876 1780 managing principal
The Colorado Group Inc. 303-449-2131 '
) 1,968,782 1,188,350 0 0 580,577 68,369 539,404 Scott Reichenberg

2 3434 47th St., Suite 220 oo < DN A ' ' ' www.coloradogroup.com . '
Boulder, CO 80301 $202,862,028 780,432 733,135 2 379,353 18,496 245,084 1984 President
Gibbons-White Inc. 303-442-1040 Lynda Gibbons

. 929,020 541,895 0 0 325,500 94,080 122,315 X . ; -

3 2305 Canyon Blvd., Suite 200 y ! ' ’ : www.gibbonswhite.com President/Managing
Boulder, CO 80302 $126,208,225 387,125 268 17 141,160 154,470 75,900 1986 .

Newmark Grubb Knight Frank '
Kevin McCabe,

4 and ARA, a Newmark 758,275 534,625 0 0 343,104 39,432 15089 SSB9LTITI Execuive Vice

ompany . $674,629,117 223,650 168 2,750 16,000 10,115 197,535 NgKl- President/Regional
1800 Larimer St., Suite 1700 1888 M ina Direct
Denver, CO 80202 anaging Lirector
Dean Callan & Co. Property ViR g :

Fy Management nc 695,000 511,000 0 0 322,000 10,000 179,000 mv%‘g nzcgﬁgn o G:gg(?:rilteyB\ggE
1510 28th St., Suite 200 $0 184,000 28,000 0 157,000 16,000 11,000 ' pm. P p EEE
Boulder. CO 80303 1963 Gamble, President
W.W. Reynolds Cos. 303-442-8687 -

6 1375 Walnut St., Suite 10 g?gg;g 540 802'612 8 8 861 /967 80’261 880’784 www.wwreynolds.com mg:;ﬂ Reynolds,
Boulder, CO 80302 e 1965
Keys Commercial Real Estate 303-447-2700

7 ) 560,000 360,000 0 0 330,000 20,000 0 . Geoffrey Keys,
1048 Pearl St., Suite 440 www.keys-commercial.com "

Boulder, CO 80302 $85,000,000 200,000 0 0 200,000 20,000 0 1083 President
W.W. Reynolds Cos. 970-482-4800 William Reynolds,

8 1600 Specht Point Road, Suite 178,883 178,883 0 0 121,661 2,602 54,620 W wwrevnolds.com owner; Terri Hanna,
123 $9,426,775 0 0 0 0 0 0 1QSd y ' Fort Collins manager/
Fort Collins, CO 80525 leasing agent
Verus Commercial Inc. 303-665-6500/970-586-2448

9 P.0. Box 2128 ggggg 000 g;ggo g 8 8 2288 8 www.veruscommercial.com
Estes Park, CO 80517 B ' ' 1993
Brown & Associates Ltd. 303-938-9946

1 0 7687 \W. 88th Ave gO 80’300 8 8 8 80’300 8 www.brown-associates.com

Arvada, CO 80005

Region surveyed includes Boulder, Broomfield, Larimer and Weld counties and the city of Brighton.
Total square footage brokered does not include land.

BOULOER
LOmmons

1969

Researched by Chris Wood

UNCOMMON

INSPIRATION
AT THE

INTERSECTION
OF WORK & SPACE

Deliver in Summer 2017

Boulder's First Net Zero
Energy Use Building*

Class AA

located 120 steps from new

RTD Station

5,000 SF - 30,000 SF

available

CBRE

Erik.Abrahamson
Erik. Abrahamson@cbre.com

Jeremy Kroner
Jeremy.Kroner@cbre.com

Lindsey McCabe
Lindsey.McCabe@cbre.com

303.264.1900

*in office space
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BRIEFCGASE

CONTRACTS

ASD Inc., a Boulder company that's been making
analytical devices for a variety of industries and ap-
plications for 26 years, now has a role in the fight
against the Zika virus. Researchers at the QIMR
Berghofer Medical Research Institute in Brisbane,
Australia, are using ASD’s LabSpec device in their
quest to develop a tactic to reduce the number of
mosquitoes carrying both the Zika and Dengue vi-
ruses.

Students who complete the High School for Busi-
ness curriculum offered through 82 high schools in
15 states can enroll in the University of Northern
Colorado’s Monfort School of Business with three
hours of college credits under their belts. Monfort
and MBA Research and Curriculum, which devel-
oped High School for Business, signed an affiliation
agreement that allows participating students the
chance to get a head start on accumulating college
credits.

DEADLINES

Applications will open Nov. 1 and run through Dec.
1 for a new scholarship aimed at helping Fort Collins
residents gain new technology skills. The city of Fort
Collins’ Economic Health Office and Digital Work-
shop Center, a private occupational school and
coworking hub, each are kicking in $5,000 toward
the program. Award amounts will range from $250
to $1,000 per individual. Those interested in apply-
ing can do so online at DigitalWorkshopCenter.com/
scholarship.

EARNINGS

Vail Resorts Inc. (NYSE: MTN) announced net in-
come of $149.8 million for its fiscal year that ended
July 31, up from $114.8 million the year before. The
yearly figure for the Broomfield-based operator of ski
resorts was tempered by a $65.3 million loss for the
fourth quarter that fell short of analyst expectations.
The fiscal-year profit amounted to $4.01 per share,
up from $3.07 per share the year before. It came on
revenue of $1.6 billion, an increase from $1.4 billion.

The quarterly loss amounted to $1.80 per share and
was compared with a loss of $70.1 million, or $1.92
per share, a year earlier. Quarterly revenue came in
at $179.9 million.

KUDOS

Craft breweries from the Boulder Valley and North-
ern Colorado took home 15 medals from the Great
American Beer Festival. Echo Brewing, which has
locations in Frederick and Erie, and Niwot-based
Bootstrap Brewing won two medals each to pace
the locals on craft beer’s biggest stage. Medals were
awarded in 96 categories in a ceremony at the Colo-
rado Convention Center in Denver. Echo grabbed
a pair of golds, while Bootstrap won a gold and a
bronze. Other area gold-medal winners included 4
Noses Brewing Co. in Broomfield, Grimm Brothers
Brewhouse in Loveland and The Post Brewing Co.
in Lafayette. Winners of silver medals included Front
Range Brewing Co. of Lafayette, Upslope Brewing
Co. of Boulder, Black Bottle Brewery of Fort Collins
and Left Hand Brewing Co. of Longmont. Winners
of bronze medals included BJ’s Restaurant and
Brewery of Boulder, Verboten Brewing of Loveland,
CooperSmith’s Pub & Brewing of Fort Collins and
12Degree Brewing of Louisville.

Antonio “Tony” J. Busalacchi, president of the
University Corporation for Atmospheric Research in
Boulder, was inducted into the National Academy of
Engineering during an Oct. 9 ceremony in Washing-
ton, D.C.

Longmont United Hospital, an affiliate of the Cen-
tura Health system, received certification for its hip,
knee and shoulder replacement procedures from the
Joint Commission, an independent, nonprofit that
accredits and certifies U.S. health-care organizations
and programs.

DaVinci Sign Systems of Boulder received a first-
place award in the “freestanding sign” category and
a best-in-show award at the 2016 World Sign Asso-
ciation competition. The winning displays were de-
signed and built to mark the corners of Pearl Street
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MERGERS & ACQUISITIONS

Vail Resorts Inc.’s $1.1 billion acquisition of the
largest ski resort in North America, Whistler Black-
comb, is slated to close Monday, Oct. 17. Share-
holders of Whistler Blackcomb Holdings Inc. (TSX:
WB) approved the deal Oct. 5. The transaction now
remains subject only to closing conditions, including
approval by the Supreme Court of British Columbia,
but all other regulatory approvals have been at-
tained. Broomfield-based Vail Resorts (NYSE: MTN)
— which owns Colorado resorts Vail, Breckenridge,
Keystone and Beaver Creek — announced the deal
to buy Whistler Blackcomb, north of Viancouver, Brit-
ish Columbia, in August. Vail is slated to pay $513
million in cash, and shareholders of Whistler Black-
comb Holdings are to receive $543 million in Vail
Resorts stock.

Denver-based WhiteWave Foods Co. (NYSE:
WWAV), which bases its Americas Food and Bever-
age segment in Broomfield, moved one step closer
toward being acquired by French dairy giant Danone
SA. In a special meeting, WhiteWave stockholders
approved the roughly $10 billion deal that will see
those stockholders paid $56.25 per share in cash.
Officials for both companies said they continue to
expect the deal, which has faced opposition from
industry watchdog groups, to close by the end of
the year. WhiteWave was founded in Boulder in 1977
by Steve Demos, who sold the company to Dean
Foods in 2004. But Dean Foods spun WhiteWave off
into a publicly traded company in 2013.

Boulder-based private-equity firm Grey Mountain
Partners acquired Kronos Foods Inc., a four-de-
cade-old manufacturer of Mediterranean-inspired
foods. Terms of the deal were not disclosed, and offi-
cials for neither company could be reached for com-
ment. Kronos, based in Glendale Heights, Ill., touts
itself as a leader in the Mediterranean food-service
market, selling gyro meat, pita, flatbread, hummus
and other products in the United States and Canada.
Grey Mountain Partners, which manages roughly
$700 million in assets, invests in “smaller middle
market companies” across a wide range of indus-
tries to help them accelerate their growth.

Boulder-based public relations and marketing firm
Meld Strategy + Communications is merging with
Echos Brand Communications, a similar but larger
company with offices in San Francisco and Portland,
Ore. The move gives Echos, which specializes in
the technology, cycling and outdoors/active lifestyle
sectors, a presence in downtown Boulder that is ex-
pected to grow over the next six months.

NAME CHANGES

Metzger Albee Public Relations, a Boulder firm
founded a quarter century ago by John Metzger,
rebranded as MAPR and forged a new partnership
with Miami-based Links WorldGroup that the local
company hopes will help it tap into new markets not
only nationally but also abroad.

OPENINGS

Brisbane, Australia-based Simpro Software, which
has had a small executive office in Boulder for about
a year, has raised a $30.54 million round of funding
as it gets set to open a U.S. headquarters in Broom-
field that could employ up to 100 people within two
to three years. The office will be at 329 Interlocken

www.bizwest.com

Parkway in space formerly occupied by McKesson
Health Solutions.

Fort Collins-based Bank of Colorado has been on a
branch-opening spree, with new sites in Greeley and
Longmont among the latest to open for business.
Bank of Colorado conducted a soft opening Sept.
22 at its new branch at 7017 10th St. in Greeley, with
a grand opening slated for Nov. 16. The Longmont
branch at 636 Coffman St., meanwhile, opened in
late September and held a grand opening Oct. 4.
Along with a branch opening in Colorado Springs,
the new locations give Bank of Colorado 40 branch-
es statewide, including a re-opening of a branch in a
new building in Glenwood Springs.

Blue Federal Credit Union celebrated the open-
ing of its newest branch in downtown Fort Collins
on Oct. 8. The Old Town branch is located at 136
W. Mountain Ave. Blue also operates a branch at
18 Boardwalk Drive in Fort Collins, with plans for a
third branch on East Drake Road. Blue was formed
in April through the merger of Cheyenne, Wyo.-
based Warren Federal Credit Union and Broomfield-
based Community Financial Credit Union. Blue has
more than $800 million in total assets and serves
nearly 70,000 members at its full-service branches
in Broomfield, Boulder, Fort Collins, Wellington and
Wyoming.

Nonprofit health plan Kaiser Permanente Colorado
will open a second medical office in Fort Collins on
Jan. 9. The new 3,000-square-foot Spring Creek of-
fice will be located at 1136 E. Stuart St., Suite 200,
and offer primary care, laboratory and pharmacy ser-
vices. The office will be Kaiser’s fourth in Northern
Colorado, joining offices in Fort Collins, Loveland
and Greeley.

DD’s Discounts, a department store chain and a di-
vision of Dublin, Calif.-based Ross Stores Inc. (Nas-
dag: ROST), opened its first store in Colorado. The
20,000-square-foot store is at 2630 11th Ave. in the
University Square Plaza in Greeley.

David Kendall, a founding partner of Boulder-based
law firm Kendall, Koenig & Oelsner PC, launched
a new law firm, Bold Legal LLC, which will have
offices in Denver and Boulder and focus on trans-
actional and business law for entrepreneurs. Kendall
will leave KK&O, which he founded in 2002. The of-
fice in Boulder is at 4845 Pearl East Circle, Suite 101.
The office in Denver is at 1624 Market St., Suite 202.

Centura Health and Longmont United Hospital
held a ribbon-cutting ceremony for their new Centu-
ra Health Firestone Neighborhood Health Center
at 6600 Firestone Trail in Firestone.

Conor O’Neill’s Traditional Irish Pub & Restaurant
returned after the downtown Boulder watering hole
appeared to be closed forever. Conor O’Neill's, 1922
13th St., which held a closing bash, reopened Oct.
7 after working out a new deal with landlord W.W.
Reynolds Cos. on rent. Owner Colm O’Neill had
closed the bar for good after a major construction
project next door led to months of slow sales and a
tough recovery for the establishment.

Helles Good Marketing, a public relations and mar-
keting communications firm serving the craft bever-
age and related markets, opened in Boulder.

NONPROFIT NETWORK

FUNDRAISERS

October is Breast Cancer Awareness month, and
C.B. & Potts Restaurant and Brewery locations are
touting an Eat and Drink Pink Menu. One dollar from
each Pink Drink purchased will be donated to the
American Cancer Society’s local programs to help
the fight to end breast cancer. The restaurants also
are serving pink tortilla chips in pink nachos. With ev-

ery order of the chips, a percentage will be donated
back to breast-cancer awareness programs.

In support of Breast Cancer Awareness Month,
Panera Bread is rolling out Pink Ribbon bagels. Its
Colorado bakery-cafes will donate 25 cents from
each sale to Rocky Mountain Cancer Assistance
throughout October.
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TIME OUT

COURTESY GREELEY CHAMBER OF COMMERCE COURTESY GREELEY CHAMBER OF COMMERCE
Seth Bright of Neighbors Health, left, meets Christina Wilkenning of Pathways Hos- Ambassadors Jared Shamburger of U S Bank and Kersten Tennessen of Cornerstone
pice at a Sept. 22 Business After Hours event hosted by Ghent Chevrolet Cadillac in Home Lending/The Beck Team, members of the 2016-17 Leadership Weld County
Greeley. class, attend a Sept. 14 Business Before Hours event hosted by Greeley Guest House.

COURTESY SUPERIOR CHAMBER OF COMMERCE COURTESY SUPERIOR CHAMBER OF COMMERCE
Dr. Amber Thompson wields the official ribbon-cutting scissors at her new offices of Chamber of Commerce members from Louisville and Superior join Steven Lembke for
Well Spine Family Chiropractic, 2995 Baseline Road, Suite 100, in Boulder. a ribbon-cutting ceremony at Sweet Spot Café at Coal Creek Golf Course in Louisville.

LONGMONT NOVEMBER 16%

ECONOMIC - T
R oM, 7:30am - 9:30am
mmmm PARTNERSHIP
PLAZA CONVENTION CENTER
The Longmont Economic Development Partnership Invites 1850 Industrial Circle
All Current and Prospective Partners to the 2016 Longmont, CO 80501

PARTNER MEET & GREET P b il
CULTURE EATS STRATEGY FOR LUNCH: " Breckfostwill be included. ™%
CREATING CULTURE AS YOUR COMPETITIVE ADVANTAGE REGISTER TODAY'

Featuring Internationally Renowned Keynote Speaker www.longmontedp.org/events
CURT C OFFMAN, MBA QUESTIONS2 CONTACT DANA SCHNIEBER
Senior Partner, Chief Science Officer of Coffman Organization 303-651-0128 | dana@longmont.org

WHEN YOU CHANGE THE WAY YOU LOOK AT THINGS, THE THINGS YOU LOOK AT CHANGE.

An internafional figure in the world of management and engagement, Curt Coffman is a
New York Times Bestselling Author, researcher, business scientist, consultant to Fortune 100 and
500 organizations, and Executive Fellow af the Daniels School of Business at the University of Denver.

Mr. Coffman has invested 30+ years in the science of high performance cultures and virtually created
the engagement movement. He is currently changing the way organizations think about their culture,
their managers and their business results.

His mission is to help organizations, their leaders, managers, and associates to create more engaging
and productive workplaces to secure the loyalty and growth of their customers and business.
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LONGMONT ECONOMIC DEVELOPMENT PARTNERSHIP | 303-651-0128 | LONGMONTEDP@LONGMONT.ORG | WWW.LONGMONT.ORG
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Preventative Technologies
heads to finals of
Prime Health Challenge

By Joshua Lindenstein
Jlindenstein@bizwestmedia.com

LOVELAND — A former University
of Northern Colorado professor and
one of her former students are hoping
a trip to the Prime Health Challenge
finals in Denver this month will give
their startup the exposure it needs to
keep growing — regardless of wheth-
er they take home
any of the $150,000
in prize money.

Preventative
Technology Solu-
tions — founded
last year by Lisa
Rue and Kate Lus- |
czakoski — makes | sa RUE
an Android app
called Options that
helps doctors con-
duct risk assess-
ment for sexually
transmitted dis-
eases on patients
15to 24 yearsold so
thatthe doctor can
spend more time KATE LUSCZAKOSKI
duringan appoint-
ment counseling patients rather than
asking questions.

The app is aimed at the age demo-
graphic that it is, Rue said in a recent
interview, because young people up
to 24 years of age are most impacted
by STDs. The 20-to-24 age group, she
added, has one of the highest rates of
unplanned pregnancies.

Options presents patients with a
series of questions that they fill out on
atabletbefore meeting with their doc-
tor. Based on the research conducted
by Rue, the former UNC professor, and
Lusczakoski, the app provides doc-
tors with an instant report of demo-
graphic information, patients’ sexual
risk level based on their behaviors,
and strategies the doctors can use for
communicating about the risks with
their patients.

“The doctor’s empowered with alot
of information to maximize that time
theyhave with the (patient),” Rue said.

Rue met Lusczakoskiin 2006, when
the latter was a student in UNC'’s
applied statistics and research meth-
ods program. Rue said the two often
butted heads around how to best pre-
vent sexually transmitted diseases,
but she said she felt those differences
in opinion made them a good match

BIZWEST FILE PHOTO

Preventative Technology Solutions will be pitching their Options app to the Prime Health
Challenage finals on Oct. 19. The Denver-based competition began with 30 companies,
and Preventative Technology Solutions was one of six to move on from a 14-team semi-

final round on Sept. 19.

Preventative
Technology Solutions

Founders: Lisa Rue and Kate Lusczakoski

Product: Makes an Android app called
Options that helps doctors conduct risk as-
sessment for sexually transmitted diseases on
patients 15 to 24 years old so that the doctor
can spend more time during an appoint-
ment counseling patients rather than asking
questions.

for research she’d won a grant to con-
duct.

The pair began field-testing soft-
ware based on their research in 2013
and cofounded Preventative Technol-
ogy Solutions last year.

While Preventative Technology
Solutions is registered with the state
with a Loveland address, the pairruns
the company virtually at this point.
Rue, a former Berthoud resident, now
lives in Carbondale, while Luscza-
koskilives in Loveland.

Options is being piloted at

UCHealth and Banner Health clinics,
mostly in Northern Colorado.

Rue and Lusczakoski have boot-
strapped the company to this point,
but recently secured $35,000 from an
investor to help build out a 3.0 version
of the app for both iOS and Android.

There’s a chance for more cash on
the horizon, with the Prime Health
Challenge finals in Denver on Oct. 19.
The pitch competition began with 30
companies, and Preventative Tech-
nology Solutions was one of six to
move on from a 14-team semifinal
round on Sept. 19.

But more than the cash, Rue
said, the big upside of moving on in
the challenge is the possibility that
Options might catch the eye of repre-
sentatives of other clinics and health
systems in the audience interested in
piloting the app.

“Whether we get the top spot or
not, we're getting exposure to the right
potential customers and investors for
our app,” Rue said.
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lllinois tech startup wins
Innovate FoCo challenge

Atech startup based in Berwyn, Ill., has
won the first Innovate Fort Collins competi-
tion, earning the opportunity to test and
demonstrate its electric-car charging tech-
nology within Fort Collins Utilities’ electric-
grid. Qmulus, headed by Matt Raymond,
has an adapter that connects electric-vehi-
cle supply equipment with a plug-in electric
vehicle that collects data about charging
habits. Utilities can also use the adapter for
load control and metering, Raymond said.
The competition, organized by the city of
Fort Collins, Colorado State University and
Innosphere, a Fort Collins-based technol-
ogy incubator, was focused on solving
electric-vehicle charging challenges.

2 Longmont businesses
score startup grants

The Longmont Economic Development
Partnership and the city of Longmont have
awarded two small businesses startup
grants of $2,000 each. Lost Marbles Toy
Store at 435 Main St., and Long Mont
Velo at 1111 Francis St., Unit B, received
the grants that are part of the Advance
Longmont Small Business Grant program.
Husband-and-wife team Darren and
Lilianna Moon opened Lost Marbles Toy
Store Aug. 26, and husband-and-wife
team Paul and Trudee Andersen opened
Long Mont Velo July 1.

FoodBytes pitch competition
to feature several area firms

BOULDER — Several food and ag
startup companies based in the Boulder
Valley and Northern Colorado will par-
ticipate in New York-based Rabobank’s
FoodBytes Boulder!, a pitch competition
and networking event that will be held
Oct.26 in Boulder next month. Ten finalist
companies, including The Food Corridor in
Fort Collins and Mad Agriculture in Boulder,
will give five-minute pitches to a panel of
expert judges, followed by a question-and-
answer session with the audience. The
winning company will be invited to attend
Rabobank’s Client Appreciation Events in
December in New York City, which attracts
C-suite representation from more than 300
of North America’s leading food, beverage
and agribusiness companies. Ten more
companies, including Boulder-based firms
FrostD, Good Spread and Alpine Start
Foods, will give 60-second pitches to kick
off the program that will be held at the Uni-
versity of Colorado’s Byron R. White Club.

Boulder, Larimer counties’
Jobless rate dips t0 2.9%

The unemployment rate in Boulder and
Larimer counties dipped below 3 percent
in August, according to the monthly jobs
report released by the Colorado Department
of Labor and Employment. The 2.9 percent
rate for both counties was lower than the
rate in July of 3 percent for both counties.
The unemployment rate in Broomfield
County for August was 3.1 percent, down
from 3.3 percent in July, and it was 3.5 per-
cent in Weld County, down from 3.7 percent.
For August, there were 175,145 workers and
5,159 looking for work in Boulder County. In
Larimer County, 180,737 were employed,
with 5,438 seeking jobs. In Broomfield
County, 34,698 people were employed, with
1,104 seeking jobs, and in Weld County,
146,676 people had jobs, while 5,266 were
looking for work, according to the state’s not
seasonally adjusted labor force report.
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Being first to market not always the wisest course

hen driving in what is
called rush hour traffic
on Interstate 25, sitting

in stop-and-go traffic with enough
time during stops to check my
emails and respond to text messages
(but not enough time to write this
column), I am reminded of the two-
second rule of
driving, “Always
adjust the posi-
tion of your car so
thatitis atleast
two seconds travel
time behind the
car ahead of you.”

[If you have
not heard of this
rule, itis a simple
and safer way
to determine how close to follow a
car. Watch the car ahead of you pass
an object along the road and count
slowly to two — one thousand one,
one thousand two. Ifyou are fol-
lowing a safe distance you will pass
the same object when or after you
complete this count. If everyone fol-
lowed this rule, there would be fewer
accidents and less stop and go traf-
fic, so I am offering this safety tip in
my own self-interest.]

As Iwork in multiple projects that
are leaders from a thought, techni-
cal or marketing perspective, I am
reminded of an old adage, “When on
the bleeding edge of innovation, it
is better to be just behind the edge,
thanin front of it.” In certain mar-
kets, it seems like there is only room
for one person and the ‘first to mar-
ket’ will be the winner. However,
too often, the first-to-market advan-
tage is so costly that all competitors
reach the market at a fraction of the
investment.

While driving (sitting still in traf-
fic) I was thinking about what is
the appropriate distance to follow
abusiness leader when setting the
strategy for one of my businesses.
Should I run side by side, trail the
leader or pass them by? Whatis a
safe distance to follow? What would
be the equivalent of a ‘two-second
rule’ in a business marketplace?

In watching the Olympics, I
watched leaders in the bicycling
marathons get beat at the end of
the race by competitors who col-
laborated with each other. Each
competitor took turns leading with
the others drafting behind — using
less energy. This enabled each of the
competitors to have some energy in
reserve to pass by the leader for the
ultimate prize. This speaks highly
to the advantages of collaboration —
even amongst competitors. Italso
represents a precise understanding
of one’s own resources and capabili-
ties.

There are times where being the
leader will gain press and atten-
tion. Thisis very attractive. To be
first and get the free press that com-
monly follows leaders seems like
an opportunity not to be refused.

ENTREPRENEURS
KARL DAKIN

However, one has to be careful that
this does not become simply an ego
booster without much of anything
else.

My experience has been that
every opportunity and every market
is different. Each project or busi-
ness faces a different combination of
challenges which may recommend
toward or away from a leadership
position.

Like driving down the highway,
in business I find it is good to pick
out objects or milestones along the
way. When I get to each milestone,
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I need to measure my progress and
pick another milestone. This allows
me to adjust my speed and possibly
make alane change to assure thatI
get to my destination — not simply
gain the reward of being first.

All of which reminds me of
instructions I once received on rock
climbing. Each “hold” represented
ashifting of my weight from one
stable point to another. This action
has to be completed carefully and
precisely so that I would not find
myself dangling from my safety
rope. I see entrepreneurs needing

4747 Marketp!
_\ohnstown,

to progress in this same fashion —a
series of defined steps leading to

a goal. The difference between a
good leader and a risk-averse fol-
lower may be no more than how
fast one goes from point to point —
safely. Iseeleading entrepreneurs
running from point to point —
quickly identifying the opportuni-
ties and addressing the challenges
along the way.

Contact Karl Dakin of Dakin Capi-
tal Services LLC at 720-296-0372 or
kdakin@dakincapital.com.

Wednesday,
Nov. 2, 2016

Check-in & networking begins at 5 p.m.
Program 5:30-7:30 p.m.

CANDLELIGHT

ace Drive
CO 80534

Recognizing the emerging young
professionals who are shaping the future of
Northern Colorado.

Announcing the
Honorees of 2016

Come meet and celebrate the

2016 Top Forty Young Professionals in Northern Colorado!

Nick Armstrong, Geek-in-Chief, WTF Marketing
Jake Atchison, VP of business development,
Workspace Innovations
Mary Baird, campaign director,

United Way of Larimer County
Josh Billiard, senior manager, EKS&H
Jennifer Bray, loan production partner,
Cornerstone Home Lending
Audra Brickner, VP of advancement, Semester at Sea
Katherine Brooks, associate general counsel, UCHealth
Tobias D. Clary, partner, Soukup, Bush & Associates, PC.

Greta Cornett, marketing/talent buyer,
Bohemian Foundation

Stephanie Davis, founder, Albarello LLC

Blas Estrada, broker associate/partner, The Group Inc.
Lindsay Ex, environmental program manager,
ity of Fort Collins
Neil Fisher, cofounder/head brewer, WeldWerks Brewing Co.

Levi Gain, co-owner, Doug’s Carpet & Upholstery Care

Stephanie Gausch, director of development,
Weld Food Bank

Logan Hale, creative director, V3 Media Marketing
Robert ). Herrera, senior business litigation attorney,
Coan, Payton & Payne LLC
Landon Hoover, land development & construction,
Hartford Homes
Brady Hull, sales/operations manager, KFKA AM (310

Miles Kailburn, founder/director of technology,
0Id Town Media
Todd Karl, VP/commercial banking relationship manager,
USS. Bank
Amanda King, communications and public involvement
director, City of Fort Collins
Stacey McBride, director of marketing and sales, New
Century Software
Dan Murphy, Northern Colorado Local Director, Concerned
Veterans for America
Joshua Olhava, senior planner, Town of Windsor
Jonathan O’Neil, owner/partner, Encompass Technologies
Jeremy Podany, executive director, career center and
Ascend, Colorado State University

Sarah Rice, community relations coordinator,
Kaiser Permanente
Nick Roe, commercial insurance and risk management
advisor, Flood and Peterson
Ryan Rohman, chief nursing officer,
Medical Center of the Rockies
Lindsey Rohrbaugh, group & international sales,
Visit Fort Collins
Andrew Schneider, president, Create Places
Michael Shirazi, advisor, Shirazi Benefits

Nathan A. Sloan, financial associate, Thrivent Financial

Tyler Smith, chief sales and marketing officer,
Otter Products

Kate Spruiell, director of community relations,
Ability Home Health Care
Ashley Stiles, VP of development, McWhinney
McShan Walker, co-owner, Elkins Distilling Co.
Ralph M. Will, broker, Cushman & Wakefield
Erin Zimmermann, community impact director, United
Way of Larimer County

Reserve your ticket now: EVENTS.BIZWEST.COM

October 27 - 31: $59 per person online

Early bird - $49 per person;

Supporting Sponsors

EKS&H

AUDIT | TAX | CONSULTING

Community Foundation

Daviner

Associate Sponsors

S

.
miramont BEB

RAPALMER

lsurveygizmo

Flood and Peterson

CANDLELIGHT

For information about sponsorships and corporate tables contact Sandy Powell, 970-232-3 1 44, or spowell@bizwestmedia.com
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Local economies post solid GDP growth

Larimer, Weld
finish in top 20
nationwide

By Christopher Wood
cwood@bizwestmedia.com

Two local metropolitan statistical
areas placed in the top 20 in terms
of growth in gross domestic product
nationwide, but growth in GDP in
the Greeley MSA — comprising Weld
County — cooled from the sizzling
pace of recent years.

That’s according to the latest data
published by the U.S. Bureau of Eco-
nomic Analysis.

Greeley’s economy grew by 5.3
percent in 2015, dropping the MSA
to No. 19 in the country in terms of
GDP growth. The Greeley MSA’s GDP
growth ranked No. 4 nationwide in
2014 and No. 2in 2013.

The Greeley MSA recorded real
GDP of $9.53 billion in 2015, up from
$9.01 billion in 2014 and $8.2 bil-

Fort Collins MSA posts highest regional

GDP growth

Both the Fort Collins and Greeley MSAs ranked in the top 20 nationally for GDP growth in
2015. GDP numbers are in millions of chained 2009 dollars.

National rank (by

Real GDP, | Real GDP, percentage GDP
Region 2014 2015 % growth growth)
Boulder MSA $20,792 $21,538 3.6 68
Denver/Aurora/ $171,639 $178,428 4 51
Lakewood MSA
Fort Collins MSA $13,319 $14,057 5.5 15
Greeley MSA $9,047 $9,529 5.3 19
Colorado $278,825 $288,810 3.6 4

Note: 2014 GDP numbers have been revised.

lion in 2013. Estimates of GDP by
metropolitan statistical areas are
measured in chained (2009) dollars,
aninflation-adjusted measure.
Among key industries, only con-
struction declined in the Greeley
MSA —down only slightly. Although
the energy sector has struggled with

How specific industries fared

Specific industries varied widely in how they fared in specific MSAs along the Front Range.

Source: U.S. Bureau of Economic Analysis

low oil and gas prices, the natu-
ral resources and mining sector,
which includes energy extraction,
still contributed positively to the
Weld County economy, accounting
for 1.25 percent of the GDP growth.
The Fort Collins-Loveland MSA
— comprising Larimer County —

grew by 5.5 percent in 2015, placing
it at No. 15 nationwide in terms of
growth. The MSA recorded real GDP
of $14.01 billion, up from $13.32 bil-
lion in 2014 and $12.75 billion in
2013.

The greatest contributors to the
Larimer County economy were
durable-goods manufacturing,
accounting for 1.01 percent of GDP
growth, and insurance, real estate,
rental and leasing, accounting for
1.37 percent. Only transportation
and utilities declined.

The Boulder MSA — encompass-
ing Boulder County — grew by 3.6
percent, ranked No. 68 nationwide.
The Boulder economy recorded real
GDP of $21.54 billion, up from $20.8
billion in 2014 and $20.25 in 2013.

Durable-goods manufacturing
accounted for 1.01 percent of Boulder
County’s growth rate, the highest-
contributing sector.

The Denver-Aurora-Lakewood
MSA, which includes Broomfield
County, grew by 4 percent in 2015,
ranking No. 51 nationwide.

Denver/ Denver/
Aurora/ Auroral
Boulder | Lakewood | Fort Collins [ Greeley Boulder | Lakewood | Fort Collins [ Greeley
0, 0, 0, 0, 0,
Industry % change | % change | % change | % change | % change Industry % change | % change | % change | % change | % change
Al 36 4 55 53 36 Management of_compa- 79 8.6 9.7 11.6 8.9
nies and enterprises
Private industries 3.9 43 6.5 5.8 4 Administrative and 53 D) 23 99 46
Agriculture, forestry, fish- 17.6 -0.9 11.5 9.7 6.9 WasFe—management
ing and hunting services
Mining 21.7 10.6 75 46 6.6 Educational services, 4.8 55 8 6.8 5.7
health care and social
Utilities 2 (D) -22.9 -5.9 -6 assistance
Construction 6 6.3 2.1 -4.9 39 Educational services 0.7 -0.6 33 222 0.8
Manufacturing 4.6 22 8.4 8.8 3 Health care and social 5.3 6.4 85 6.3 6.6
ist
Durable goods manu- 89 (D) 8.8 7 45 gsrance
facturing Arts, entertainment, 3 (D) 3.7 73 35
recreation, accommoda-
Nondurable goods -74 (D) 75 10.6 0.7 tion and food services
manufacturing
Arts, entertainment and 5.1 (D) -0.9 14 43
Wholesale trade 4.1 (D) 1.9 14.8 44 recreation
Retail trade 5.7 5 5 5.7 4.7 Accommodation and 23 (D) 4.7 6.3 32
Transportation and 33 =341 6.1 2.2 food services
warehousing Other services, except 1.2 (D) 29 83 25
Information 62 0.7 155 126 19 government
: : Government 0.8 0.7 0.9 1 0.7
Finance, insurance, real 1 54 8.2 7.2 4.6
estate, rental and leasing Natural resources and 215 104 9.5 6.2 6.7
mining
Finance and insurance -104 (D) 15 -0.7 4.1
Trade 49 (D) 7.5 10.2 46
Real estate and rental 44 (D) 9.7 121 4.8 Transportation and 11 D) 93 35 34
and leasing utilities
Professional and busi- 32 5.7 45 25 3 Private goods-producing 5.4 6.2 6.9 46 45
ness services industries
Professional, scientific 2.8 (D) 45 1M1 4.1 Private services-providing 35 39 6.4 6.9 3.8
and technical services industries

(D) Not shown to avoid disclosure of confidential information, but the estimates for this item are included in the totals.

Note: Broomfield is part of the Denver-Aurora-Lakewood MSA.

Source: U.S. Bureau of Economic Analysis
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Qualify — and disqualify — sales leads early in process

sasales leader, have you ever
A had a pipeline-review meet-

ing with a salesperson and
had the same open proposal come up
week after week with the salesperson
promising, “I'm going to close this
one ... next week.” In defense of the
salesperson, oftentimes their sales
opportunities do
look legitimate on
the front end. The
prospect calls or
reaches out with
an inbound lead.
The salesperson
does their job and
follows up with
aphone call or
meeting. Howev-
er, upon closer examination, we find
some real problems that could have
saved the salesperson a lot of time
and energy on the front end.

Want to shorten your sales cycle?
Learn how to qualify and disqualify
leads early on in the process. Stop
chasingleads that aren’t going any-
where. Many salespeople spend an
unfathomable amount of time chas-
ingleads who aren’t going to do busi-
ness with them. People will often get
along-awaited appointment with
aprospect, do awell-prepared pre-
sentation, and then realize that they
weren't a good fit after all.

If you don’t have enough time to
prospect, it may be because you're
spending time on leads who aren’t
going to do business with you. You
may be in a field where you can’t really
avoid at least some proposals, bids,
or presentations. But I would encour-
age you to disqualify leads as early
asyou can in the process. That way;,
you aren’t wasting time you could be
devoting to building new prospect
relationships.

Ifyou're in an industry where
prospects often inquire just for your
pricing, quotes or proposals and then
compare those numbers to your com-
petition or their current vendor, here’s
one way you can cut to the chase
and avoid being used for expertise,
information and pricing (we call this
unpaid consulting, and it’s killing
companies in America).

If you've been selling for some
time, you probably get a sense of when
aprospective customer or client is
price shopping. Hopefully you'll run
them through a quick pain funnel to
seeif therereally is any point in con-
tinuing the conversation. Using that
technique is a pretty sure way to see
if you have areal prospect in front of
you, or just a prospect with the lowest
possible buying motivation: “inter-
est.”

The salesperson with a relatively
high need for approval (a greater
need to be liked by prospects than to
make a sale), may have a tough time
using this technique at first. However,
over time, they will putitin their
own words and find success with it.

It might go something like this: “Mr.

L

SALES SMARTS
BOB BOLAK

customer, this might seem like a crazy
question, but I'm getting the feeling
that you maybe just want me to give
you a quote/make a proposal to take
back to your current supplier to nego-
tiate with them. That’s not happening
hereisit?”

It goes without saying that the
salesperson will have had to build
some trust to be in a place to use a
technique like that one. If they have,
they are much more likely to have an
honest conversation with the prospect
about what will happen next if the
salesperson does, in fact, decide to
share the quote or proposal.

One such outcome is that the pros-
pecthonestly shares that, yes, there
boss has charged them with shopping
for a better price. Or, the prospect
might share that they haven’t come
to any conclusion about who they’re
going to do business with yet. When
you've brought them through the
pain funnel and asked them about
their intention, then you're able to
have areal conversation with them,
in which case the salesperson can
decide whether they want to proceed.
Wouldn't you want to know that
before you spend time on a proposal?

Atthe end of the day, we as sales-

HERE,

people often spend an inordinate
amount of time chasing prospects
who will never buy and then suffering
through time-management challeng-
es when it comes to prospecting new
opportunities. For some, chasingis a
more palatable behavior than hunt-
ing. However, the salesperson who is
hunting puts themselves in a much
stronger position of control when it
comes to building and closing what’s
in their pipeline.

Bob Bolak is president of Sandler
Training. He can be reached at 303-
579-1939 or bbolak @sandler.com.
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By COMMENTARY

Colorado’s constitution

should be harder to amend,

but 71 just goes too far

olorado’s constitution should be a foun-

dational document, one that provides

stable governance while preserving the
ability of citizens to revise it as needs — and times
— change.

The constitution should define the principles
of how our state is governed. It should provide the
framework for our laws and reveal who we are as
Coloradans — but it should also be amendable by
vote of the citizens.

Unfortunately, over the past 140 years, the
Colorado constitution has been too easy to amend.
Citizens have amended the document a total of 155
times, compared with 27 for the U.S. Constitution.

Some of Colorado’s amendments have had noth-
ing to do with principles of government, writing
provisions into the constitution that would, per-
haps, have been better left to legislators or statutory
ballot measures, rather than constitutional amend-
ments.

The initiative process has also brought great dan-
ger to the state, as witnessed by two failed amend-
ments in 2015 that would have decimated the Colo-
rado economy by attacking the energy industry.

Amendments passed decades ago also demon-
strate the dangers of an amendment process that is
too easy. The TABOR and Gallagher amendments
are often cited as examples of a failed amendment
process because of the unforeseen ways in which
theyinteract.

We support making it more difficult to amend
the Colorado constitution. But we believe that
Amendment 71, a Nov. 8 ballot proposal that will
change requirements for amending the constitu-
tion, goes too far.

Amendment 71 requires that any amendment
receive 55 percent of the vote, rather than the cur-
rent threshold of a simple majority. We favor that
element as a reasonably higher bar, one thatin
itselfwould prevent many measures from being
approved. (The 1992 TABOR amendment received
only 53.68 percent of the vote and would have failed
under the proposed requirement. The 1982 Gallagh-
er amendment passed with 65.5 percent of the vote.)

But Amendment 71 also requires backers of any
future amendment to collect signatures from 2
percent of registered voters in each of Colorado’s 35
Senate districts. That provision will set the bar too
high, making it virtually impossible for proposed
amendments to make the ballot.

Had this percentage requirement been lower,
backers could have achieved their stated desire: a
requirement for geographic diversity, coupled with
a higher percentage vote requirement — 55 percent.

Make the constitution harder to amend. But
don’t make itimpossible.
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Women supporting women:
Execs mentor small-biz owners

-suite women executives in Boulder

came together recently for the second

in aseries of discus-
sions designed to support the
advancement of female small-
business owners. The event
gave local entrepreneurs an
opportunity to tap the experi-
ence of established business
leaders and learn strategies to

help accelerate toplinerevenue  WOMEN IN
growth. BUSINESS
GRETCHEN WAHL

Today, women own 36
percent of all businesses and
are attending college — and graduating— at rates
surpassing men. Although women may be leveling
the playing field in terms of education, it’s clear that
work remains on the business front. Companies
have yet to recruit, engage and promote women on
par with men, as is evidenced by reduced aspira-
tions. After at least two years at a job, women’s aspi-
ration to achieve a C-suite position drops 60 percent,
and confidence in getting there falls 50 percent,
compared with a 10 percent decline for men.

For women who decide to go into business for
themselves, barriers remain. One of the biggest hur-
dlesis access to capital, especially equity. Compared
to men, female entrepreneurs start up with 50 per-
centless capital. Other challenges are perhaps less
concrete, but no less critical. Whether real or per-
ceived, some personality traits commonly ascribed
to women — such as being pleasers, perfectionists
or conflict-adverse— maylead to treatment dif-
ferent from what their male counterparts receive.
Women must be able to recognize such preconcep-
tions to navigate them successfully.

Although all businesses experience unique
opportunities and challenges, Boulder’s women
C-suite executives had a number of pointers specifi-
cally targeted to local women seeking to take their
businesses to the next level. The recent discussion
and mentoring session with Jodi Feinhor-Dennis of
MissyJ’s Snacks + Treats and Lisa Wolff of Mame’s
Crafted Gourmet revealed tips and strategies that
can be applied in various situations.

1. Don’t take no for answer. Women tend to be
more conflict-averse than their male counterparts,
and that trait can contribute to giving way in nego-
tiations too easily. To hold their own, women must
come to the table well-prepared and focused on
the end business goal. To achieve the desired out-
come, women may consider practicing negotiations
through roll play with a trusted mentor or colleague.
Rehearsing multiple scenarios can help a business
owner prepare responses to various proposals, but
also develop different avenues to keep negotiations
on track.

2. Get comfortable with the uncomfortable.

In general, women are perfectionists in business.
Research shows that women apply for ajob if they
believe they have 100 percent of the qualifications,
while men will apply when fulfilling only 60 per-
cent of the qualifications. Waiting for perfection
—whether it’s a job description, business strategy
or investor — can blind a professional to other
opportunities that may very well advance a career or
business. It's not necessary to knowitall, and learn-
ingon thejobis part of professional growth and
development.

3. Be present and participate. In male-domi-
nated industries particularly, such as technology,
women need to make an effort to be present and
participate. It may be something as simple as taking
partin casual Monday-morning football conversa-
tions around the water cooler. Being open to discus-
sion and engaging with teams, peers and partners
helps build trust and respect. More importantly, it
helps to break down the silos women often experi-
ence as part of aleadership team.

4. Always sell yourself and your brand. Women
business owners must embrace the idea of self-
promotion. A brand can be very personal as a reflec-
tion of the founder. It should be a source of pride
and shared with confidence to inspire confidence in
return. For instance, Nicole DeBoom of Skirt Sports
attended the C-suite executive discussion wearing
herline of athletic clothing, exposing a captive audi-
ence to the style and quality of her brand.

5. Investin relationships. Advancing a company
or career isn’'t a solitary exercise —it’s ajourney that
relies on trusted relationships. The more personal
the relationships in business, the more successful
women tend to be. Steps such as carving out time
each week to meet with contacts or attend lunches
or networking events provides opportunity to learn
from others. As women grow in knowledge, it’s
imperative to reach down the ladder and pay it for-
ward by making introductions and connections.

6. Accept that failure is not an option. Busi-
ness plans may change with market forces, and it’s
perfectly acceptable to change with them. In entre-
preneurialism, optimism and persistence —not to
mention hard work and some luck— are qualities
that contribute to success. Through sheer will,
determination and creativity, women can push past
most challenges.

Working together, women can support each
other in their business endeavors. Through mentor-
ship and networking opportunities, female entre-
preneurs can gather the input and insights they
need to refine their business plans and achieve their
goals.

Gretchen Wahl is senior vice president with First
National Denver. She can be reached at 720-565-6347
or viaemail at gwahl@firstnationaldenver.com.
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Council term limits a
positive step for Boulder

hat a difference a
day makes, or ayear
makes, looking at

our local election coming up in
November. Comparing the city
ballot issues from 2015 to this
year, well, it has to put a smile on
your face.
Especially
ifyour mug
has been
the victim
of Sugary
Drink cavi-
ties!
__
Thank- ey savine

fully, noone  GeoFrREY KEYS
has even

brought

up the term “right sizing” this
year. The war on the automobile
seems to have subsided momen-
tarily, and in contrast to 2015, we
aren’tlooking at conflicts created
by potentially onerous zoning
changes. Also worth noting, it
seems as if viewership of city
council meetings on Channel 8
has gone back to its former audi-
ence level of, well, not very many
people.

Flash forward to 2016, and this
year we have the red hot issue
of Sugary Drinks on the ballot.
Now if that doesn’t get you going,
I'don’t know what will. The fact
that we haven’t all perished
from this crisis of sugar is quite
remarkable, and shows the resil-
iency of the average Boulderite.
But finally here is an initiative
that will protect us from the
sticky demon lurking in vending
machines everywhere. It’s prob-
ably inevitable that the anti-sugar
movement begins to head our
way. After all, ice cream sales at
local swimming pools barely sur-
vived the summer of 2016 without
being eradicated for good. We
should all be cognizant of the
hidden dangers that ice cream
presents, and frankly, it’s almost
as bad as the horror of the out-
door ping pong table! It makes
you wonder, what’s next on the
chopping block? Hamburgers,
pizza, anything not made of
hemp? Scary stuff.

One other issue that made it on
the local ballot this year is Ques-
tion 302. That proposal would
limit the terms of our elected city
council members to three terms
in the person’s lifetime. Interest-
ingly enough, this was created
and brought to the electorate by
Open Boulder. Relatively new to
the scene here, Open Boulder is
well organized, well thought out,

and is giving the “old guard” (that
would be Plan Boulder) a run for
their money.

I'm kind of surprised that our
current council members didn’t
come up with this ballot initia-
tive themselves. Question 302 for
council members is kind of like
looking forward to a martini post
work. They could take comfort
in knowing that their Tuesday
evenings three years from now
could be alittle less stressful.
Now, if they could just limit the
amount of time meetings are
allowed to run, things would start
to make sense. Not to say that
current council hasn’t done a fine
job, butI thinkit’s time that we
bring some fresh faces, imagi-
nation, alittle innovation and
open the council race to those
who wouldn’t necessarily have a
chance against the legacy incum-
bents.

It seems to me that Ques-
tion 302 is a natural first step in
shaking up a well-intentioned
but archaic system of city gov-
ernment in dire need of a tune
up. Hopefully, the next move
after 302, will be an initiative to
amend the City Charter to cre-
ate a ward or districting system
for the election of city council
members. Voting “where you
live” would be a positive move
and a good way for a lot more of
the community to get involved
in the local government pro-
cess.

The other issue, which is really
ano brainer, is County Issue 1A,
the Road and Bridge Mill Levy
Increase. Also known as “let’s fix
the roads, streets and bridges.” Is
there anyone out there who sup-
ports bad roads and pot holes?
Although it’s essentially a prop-
erty-taxincrease, I don’t know
how you couldn’t get behind it. If
you don’t support this one, your
car, bike or skateboard may never
come out of the other side of that
pothole on a county road next
spring.

Allin all, this seems like a
pretty mellow election year. But,
just to be on the safe side, and in
case the Sugary Drinks initiative
passes, I have started hoarding
Dr. Pepper and Mountain Dew.

I may be selling it on the black
market here shortly. I'lllet you
know what the pricing looks like
in my next column.

Geoffrey Keys is president of
Keys Commercial Real Estate in
Boulder.
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Boulder Chamber takes
positions on ballot measures

he list of issues on the election
Tballot this yearis about aslong

as my typical BizWest column,
though not nearly as interesting (eye roll
permissible). As we will soon receive
our 2016 election bal-
lots in the mail, I offer
some perspective from
the Boulder Chamber
on a few most broadly
impactful initiatives.
This perspectiveisn’t
justmy own—it'sa
synthesis of insights
from meetings with
ballot-initiative propo-
nents and opponents,
along with serious consideration by both
our public policy committee and board
of directors.

I open by noting that Boulder busi-
ness leaders tend to reflect the broad
spectrum of interests across our commu-
nity. That’s not so surprising, as we live
here, too, and share an appreciation for
the balance of assets —social, environ-
mental and economic — that makes this
such a special place to live and build a
business. Further, while generally being
fiscally conservative, we also know it
sometimes takes an investment of hard-
earned capital to build a stronger founda-
tion for future success.

BOULDER'S
BUSINESS CENTER
JOHN TAYER

Boulder Valley School District
mill-levy increase

Take the Boulder Valley School Dis-
trict’s request for a mill levy increase, for
example. Theinitial ask is for $10 million
to help cover the cost of certain infra-
structure expenses that otherwise take
dollars from the classroom. The actual
ballotlanguage gives the school board
authorization to increase the mill levy to
arate that could add up to $26 million to
District coffers. That’s really what we’re
voting on.

Still, the Boulder Chamber’s policy
leaders unanimously support Ballot
Measure 3A. One of the bestinvest-
ments we can make in our economy is
the strength of our education system. It
helps prepare our future workforce and
attracts top outside talent and businesses
to our community. Thisisnotanarea
to skimp. At the same time, we appeal
to the Boulder Valley School Board to be
judicious — consulting with the com-
munity — before taking aim at the future
authorized revenue over the initial $10
million balance.

Boulder County open space and
sustainability taxes
Ifyou don't appreciate the benefits

that open-space investments create for
our community, then stop reading this
paragraph and spend alittle more time
outside the office. In short, one of Boul-
der County’s open-space taxes is set to

expire, and the county commissioners
have determined that they can meet
future protection and maintenance goals
athalfthe current taxrate. Such fiscal
restraintis refreshing, and thatis why
the Boulder Chamber gives strong sup-
port for Ballot Question 1B, sustaininga
lower-level investment in this valuable
community asset.

Conversely, the Boulder Chamber is
taking a neutral position on the proposal
in Ballot Question 1C to use the other half
of the expiring open-space tax for sus-
tainability programming. We certainly
recognize the value of programs that will
make our county more resilientin the
face of environmental threats. Italsois
clear that Investments in clean energy
and efficiency can offer significant busi-
ness savings. Inline with our generally
fiscal conservative principles, though,
we would have preferred more specificity
in the planned allocation of the Sustain-
ability Tax resources as assurance that
they will be used effectively. In the face
of these competing values, the Boulder
Chamber encourages voters to make
their own call on this sales-tax extension.

Statewide minimum-wage
increase

Finally, there’s the very hot potato
of Amendment 70 and the proposed
minimum-wage increase. I'll start by
noting that many of my business col-
leagues either have a strong principled
argument against government interfer-
ence in setting employment wages or
are legitimately concerned about direct
negative impacts to their operations
and the economy. Further, let’s notkid
ourselves —raising the minimum wage
from $8.31 to $12 over the next four years
will not make it that much easier for our
service workforce to live in Boulder.

That said, growing income inequal-
ity and the challenge of keeping working
citizens out of poverty are both social
and economic issues of great concern.
Federal Reserve system president Janet
Yellen went as far as to declare it appro-
priate to askif the widening inequality
trend “is compatible with values rooted
in our nation’s history, among them the
high value Americans have traditionally
placed on equality of opportunity.” The
minimum wage is one mechanism for
addressing these issues, which is why, in
aclose call for our organization, the Boul-
der Chamber stands in support of the
proposed statewide increase.

So that’s where the Boulder Chamber
landed, but regardless of where you stand
on these and other 2017 ballotissues ...
please vote by Nov. 8.

John Tayer is president and CEO of the
Boulder Chamber. He can be reached at
303-442-1058 or via email at john.tayer@
boulderchamber.com.
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