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Cities take aim at oil industry requlations

BY STEVE LYNN
slynn@ncbr.com

The cities of Fort Collins and Love-
land are exploring how they might
more strictly regulate oil and gas
development, with new rules possible

In their sights: traffic, noise, appearance

in areas overlooked by state laws.
Limits on oil-company traffic,
noise, the distance between oil opera-
tions and schools and even rules that
require the companies to do a better

job of hiding their tanks are all pos-
sible.

Just what comes out of these delib-
erations is still taking shape, but offi-
cials in both cities say they are being

The new owners of Interstate Honda are putting the dealership back on track, thanks to a couple of bank loans.

JONATHAN CASTNER

BY MOLLY ARMBRISTER
marmbrister@ncbr.com

Northern Colorado’s banks.

Lending has been making a comeback among

According to new Federal Deposit Insurance

Sign of recovery: The return of bank lending

Corp. statistics for the 13 community banks that
do business in Northern Colorado, lending as of
March 31 shot up to $14.7 billion, $1 billion better

» See Lending, 18A

project and Dr. Jennifer Markley (right) used bank loans to

Watch the

VIDEO

at NCBR.com

careful to move forward with regu-
lations that won't conflict with the
state.

Regulatory authority of oil and gas
development generally rests with the
state, not municipal governments,

» See Oil, 20A

Unexpected
worker
shortage in
construction

BY MOLLY ARMBRISTER
marmbrister@ncbr.com

After years of bleeding jobs in the
recession, the construction industry
suddenly has a new problem to worry
about: too much work and not enough
workers.

Subcontractors across Northern
Colorado say they are having a difficult
time finding workers to fill openings at
their companies now that construction
activity is picking back up.

The problem is expected to
worsen once homeowners who lost
their residences in the High Park Fire
begin rebuilding.

» See Construction, 21A
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Hewlett-Packard may cut 9,000 U.S. jobs

The following is a wrap-up of breaking local busi-
ness stories published daily on the Northen
Colorado Business Report’s website. Sign up for
our free Daily E-Newsletter, an all-local business
news report sent to your email each weekday.
Just click on “Register” at www.ncbr.com.

Hewlett-Packard could layoff
about 9,000 U.S. workers as part of its
plan to slash 27,000 jobs by the end of
its fiscal year in 2014.

HP said in May that it was trimming
its workforce by 8 percent.

How many of those jobs HP will
cut in Fort Collins remained unclear,
though the reduction was expected to
affect almost every business and region.

The company has not released its
Fort Collins employment numbers,
though it is estimated to employ 1,200
to 1,500 people here, according to the
Northern Colorado Economic Devel-
opment Corp.

HP’s restructuring will lead to as
much as $3.5 billion in savings by the
end of its 2014 fiscal year, according to
the company.

CSU Ventures revenues
on the rise
CSU Ventures finished the last fiscal
year with nearly $158,000 on hand, a
significant improvement from the prior
fiscal year, when the nonprofit finished
more than $66,000 in the red.
Colorado State University’s tech-

nology-transfer organization reported
more than $3.3 million in revenue in
fiscal 2011, according to its recently
released Internal Revenue Service doc-
uments. Revenue for the 2011 fiscal
year was $400,000 more than the prior
fiscal year.

DAILY
IN REVIEW

Contributions and grants to the
organization amounted to almost $1.8
million, down from the more than
$2.1 million the nonprofit received the
previous fiscal year.

However, program service revenues
nearly doubled to more than $1.5 mil-
lion, lifting the organization’s total reve-
nue past that of the previous fiscal year.

Investment income last fiscal year
remained flat at $4,300.

Total expenses were nearly $3.2 mil-
lion vs. almost $3 million the previous
fiscal year.

At more than $1.8 million, salaries
and other compensation represented
the organization’s greatest expenses.
Compensation saw a $49,000 decrease
from the year before.

Report: NoCo economy

among strongest in state
Larimer and Weld counties” econo-

mies have outperformed others’ in the

state and have continued their healthy
growth rate through the first quarter,
the latest state figures show.

Consumer spending and residential
construction activity rose in both coun-
ties and especially in Weld, according
to a report released by the Governor’s
Office of State Planning and Budgeting.

The regional labor market remains
positive for Larimer, while vigorous oil
and gas activity continues to fuel Weld’s
economy, according to the report.

Retail trade sales surged more than
26 percent in Weld last year while sales
in Larimer increased 7.9 percent vs.
sales in 2010. Sales in both counties are
tracking above statewide levels, with
Weld sales rising markedly in the latter
half of last year.

Housing permits were up 37.2 per-
cent in the Fort Collins and Loveland
area during the first four months of
the year vs. the same period last year.
Single-family permits increased more
than 59 percent.

In the Greeley area, overall per-
mits soared more than 79 percent and
single-family permits increased nearly
76 percent.

$5M to fund Poudre River
Trail construction

Several local governments will
receive more than $5 million in lot-
tery funds to help pay for the Poudre
River trail project.

The cities of Fort Collins and
Greeley as well as the towns of
Timnath and Windsor will receive
nearly $5.1 million for trail con-
struction and land acquisitions,
Larimer County said in a state-
ment.

The project is one of eight devel-
oped by Great Outdoors Colorado
to foster outdoor recreation and
preserve land along the state’s rivers.
The state organization is governed
by a 17-member board of directors
appointed by the governor.

Land preservation and trail con-
struction efforts along the Poudre
River have persisted for more than a
decade, but significant gaps remain.

“The public has been anxiously
waiting to see the Poudre River Trail
finished for nearly three decades,”
said Gary Buffington, director of
Larimer County Natural Resources.
“This partnership links Larimer and
Weld counties together in so many
wonderful ways.”

The money will fund the acqui-
sition of 23 acres of open space in
Larimer County and 967 acres in
Weld County along the river.

After the project is completed,
less than five miles of construc-
tion will remain to finish a 45-mile
paved trail for recreation and com-
muting along the river from Bellvue
to Island Grove Park in Greeley.

EMPOWERING

SEMPLOYEE ¢

POTENTIAL

Your business’s most valuable asset is the people that drive it.
Their potential is creative, dynamic and boundless. Kennedy
and Coe LLC offers People Growth Strategists to help grow your
employee investment, and therefore your results, to the fullest
capability. An arsenal of consulting tools and proven growth
strategies including executive coaching, incentive compensation
plans, performance management and talent recruitment means
no employee’s potential will remain unrealized on our watch.

Inspire greatness at www.kcoe.com or call 800.303.3241.

KENNEDY AND COE, LLC

CERTIFIED PUBLIC ACCOUNTANTS AND CONSULTANTS
Genuine People. Creative Ideas. Valuable Results.
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Old Town North woes leave trail of debt

The developer’s
liabilities amount

to nearly $5M

BY MOLLY ARMBRISTER
marmbrister@ncbr.com

FORT COLLINS -- The list of
creditors owed money in the nearly
$5 million bankruptcy of the Old
Town North mixed-use project rang-
es from landscapers to law firms.

The largest secured creditor, Pub-
lic Service Credit Union, is owed
$2.6 million on a $4.4 million deed

of trust. Farmers Bank is also owed
$1.9 million for a deed on the same
amount, with $67,725 listed as unse-
cured.

The company behind the project,
a limited liability corporation called
Old Town North, filed for Chapter 7
bankruptcy May 29.

According to its bankruptcy court
filing, Old Town North'’s assets were
about $4.97 million and its debts
came to $4.92 million.

The bankruptcy filing also shows
that Old Town North owes the IRS
$5,856 in taxes.

Unsecured creditors are owed
amounts varying between $1,431
and $67,976 for services rendered by

legal professionals, accountants and
landscape architects, among others.

The City of Fort Collins is also
listed as an unsecured creditor for an
unknown amount owed for “off-site
street fees.”

At least some of the creditors listed
in the filings said they were unaware
of the status of the proceedings, or the
project itself. One landscaper listed
in the filing, Zak George, said that
he has not heard from the company
in more than a year. George is owed
$2,694 for work done last fall.

The phone number listed on Old
Town North'’s website hasbeen discon-
nected, as was the number for an asso-
ciated company, Palladian Homes Inc.

Chemist Will Buchanan helps the company conduct hundreds of tests a month.

JONATHAN CASTNER

BY STEVE LYNN
slynn@ncbr.com

LOVELAND — Front Range
Laboratories is doing more than test-
ing drug compounds with its expen-
sive machines and shelves full of test
tubes and beakers.

It’s also been cooking up some
growth.

The company, which tests com-
pounds for pharmacies, employed six
people in 2010. Today, it has eight
people on staff, including a chemist,
chemical engineer, amicrobiologist and
compounding technician.

Front Range Labs operates in a fair-
ly specialized niche. It has no competi-

Front Range Labs finds profits in
helping to keep compounds safe

tors regionally and says it competes
with only four other companies of its
size in the nation.

It also claims an advantage over

SMALL BUSINESS
ENTERPRISE

the few competitors that do play in
its space.

“When you look at what our com-
petitors are doing, they aren’t making
the commitment to some of the pieces
of equipment we have here,” Front
Range Labs CEO Michael Travis said.

Front Range is still very much a
small company, but that “commit-

ment” has paid off. The company saw
nearly 50 percent growth last year
when revenues climbed to $970,000
compared to $652,000 the year before.

The company’s relatively expen-
sive technology — one machine costs
$90,000 — has helped it decrease the
amount of time it takes to test drugs.
The equipment also has helped Front
Range Labs expand its testing services.

The company now tests 300 to
400 compounds every month.

A graduate of South Dakota
State University with a microbiol-
ogy degree, Travis got his start in
the industry when his father, a com-
pounding pharmacist, asked him

» See Front Range Labs, 4A
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Both companies are owned by Monica
Sweere, according to documents filed
with the Colorado Secretary of State.

» See Old Town North, 21A

Avago looks
for millions
in tax breaks

BY STEVE LYNN
slynn@ncbr.com

FORT COLLINS — Avago Tech-
nologies may expand its manufactur-
ing operations in Fort Collins this year
instead of overseas if elected leaders
sign off on a tax-incentive package.

“I think, if the request is granted,
that we're leaning toward keeping
things in Colorado as opposed to
offshore,” said Steve Sharp, Avago’s
manager of corporate marketing and
communications.

Avago, a spinoff of Agilent Tech-
nologies headquartered in San Jose,
maintains a semiconductor manufac-
turing facility on 4380 Ziegler Road

» See Avago, 17A

Is fracking
really causing
earthquakes?

he question has been raised
| again and again: Does hydrau-
lic fracturing really cause the
earth to shake, rattle and roll?
Well, apparently the answer is

now “yes,” though only a “very small
fraction” of fracturing activities have

NCBREYE

led to earthquakes noticeable to the

public, says a new report from the

National Research Council, which

advises the government on these

kinds of matters.

Since the 1920s, a range of

human activities have contributed

» See Eye, 19A
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Together is how
my business
keeps going.

Public Service Credit Union was
able to step up and give us the loan
we needed to keep going through a
difficult growth period.

We were able to keep
manufacturing and filling
our orders. That allowed us

to better service our customers
at a crucial time.

@ e
Our business operates ®
successfully thanks to =
Public Service Credit Union. i
e

Come, tap into
the power of small
business loans.

@ Shannon Gray
Member

(970) 416-5000 | pscu.org
Federally Insured by NCUA

2~ Public Service
=Y 4 Credit Union

It’s not foo early 1o be thinking about
Christmas lights, if you're @
business owner or property manager.

ACCREDITED

USiESs ) 970.221.1287 / MySwingle.com

Swingle’s affordable,
award-winning, custom
Christmas holiday decor
services will help your business:

* Create a more memorable
experience for your customers

« Increase foot-traffic

* Increase visibility

* Generate word-of-mouth buzz

SSWINGLE

(MG R0 LAACRCHORAC M RACe00 Gl ALt
LAWN, TREE & LANDSCAPE CARE

™
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FRONT RANGE LABS from 3a

how he could test the safety of com-
pounds that were coming under regula-
tory scrutiny.

“We started to put together some
methods on how to test the products,”
he said. “That’s how this entire com-
pany started.”

Travis established the company,
then called Heartland Labs, in 1997
in Shenandoah, Iowa. He moved it to
Loveland in 2003 and incorporated it
as Front Range Laboratories. His wife,
Jennifer, joined the company in 2010.

Michael Travis says Northern Colo-
rado offers a larger pool of employees
with experience in the pharmaceutical
industry vs. the slim offerings of rural
lowa.

Another advantage of moving to Love-
land was its proximity to equipment sup-
pliers like Agilent Technologies.

Today, Front Range Labs operates in
a 4,500-square-foot building on Fifth
Street in downtown Loveland.

Donning white lab coats and safety
glasses, its employees perform a variety
of tests on all sorts of compounds includ-
ing hormone replacement therapies and
those used for pain management.

Front Range Labs serves more than
100 customers in more than 30 states.
The Travises won't name their cus-
tomers, but examples of compound-
ing pharmacies in Northern Colorado
include Columbine Drug and Good
Day Pharmacy.

Not surprisingly, Front Range Labs
has grown along with the compound-
ing pharmacy industry. Loveland-based
Good Day Pharmacy, for example, saw
17-percent revenue growth to $28 mil-
lion last year.

The International Academy of Com-
pounding Pharmacists estimates that
the industry now accounts for as much
as 3 percent of all prescribed drugs, or
$300 billion in sales annually.

Compounding pharmacies serve
a range of patients, from menopausal

JONATHAN CASTNER
The company’s customers can be
found in more than 30 states.

women receiving progesterone injec-
tions and men undergoing testosterone
treatment to those sick with cancer.

“When a doctor working with a
patient sees that they need a better
quality of life relative to their therapy,
that’s really where compounding phar-
macy stepsin,” said Jennifer Travis, who
holds the dual title of CFO and COO.

The safety of compounds is, of
course, top of mind for those in the
industry.

State pharmacy boards strictly
regulate compounding pharmacies,
and they follow standards set by the
nonprofit organization United States
Pharmacopeia.

The Food and Drug Administration
does not directly regulate compounding
pharmacies.

The federal agency’s expensive drug
approval process takes years, so requiring
extensive testing for individually per-
sonalized medications that fulfill a doc-
tor’s prescription would be impractical,
according to the International Academy
of Compounding Pharmacists.

The FDA does, however, play a role
in ensuring the safety of ingredients
used in compounding.

All of this explains why the com-
pany invests in more expensive testing
equipment.

The company is eyeing even greater
growth in the future. The Travises even-
tually hope to test drugs for mid-sized
drug makers, hospitals and researchers.

CORRECTIONS

The engineering firms list in the June 15-28 issue omitted Lamp, Rynearson & Associates. The firm
would have ranked 19th with four engineers, two interns and 12 full-time employees. The corrected
list will run in our 2013 Book of Lists and can be downloaded from our website.

The Business Report will correct any errors that appear in its pages. To suggest a correction or
clarification, please contact editor Allen Greenberg at 970-232-3142, or email him at agreenberg@

ncbr.com.
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Fort Collins firm develops improved GPS tracking device

ocky Mountain Tracking Presi-

Rgent Brad Borst believes his lat-
st Global Positioning Systems

tracker is his company’s best product
yet.
Borst’s Fort Collins company
released its Smart Tracker Plus this
month, an improved version of its
popular Smart Tracker.

Companies can affix the new
tracker to their equipment, such as
valuable heavy machinery used in
construction. If a generator, backhoe
or tractor goes missing, owners use
Rocky Mountain Tracking software to
activate their device and quickly pin-
point its location.

The new product also features
waterproof casing, a longer-lasting
battery and the ability to be remotely
activated.

A former LaSalle police officer,
Borst established Rocky Mountain
Tracker in 2003 in Fort Collins after
using GPS for surveillance in law
enforcement.

“I realized that I was more of an
entrepreneur than [ was interested in
law enforcement,” he said.

Borst now sells his made-in-Cali-
fornia trackers throughout the nation.
It’s a useful product for custom-

ers who fear they could fall victim to
equipment theft. There’s a lot of that
everywhere: There were more than
13,300 reports of heavy-equipment
theft in 2010, according to the Nation-

al Equipment Register.

Every day, Borst ships at least 10 of
his devices throughout the country.
The Smart Tracker Plus costs $249
while the Smart Tracker costs $175.
The company also offers other GPS
products for less.

Borst has sold
the older model
for years to car
dealerships that
use the devices
to track financed
vehicles in case a
buyer defaults on
their loan.

With the new
device, owners
can set up an alert system that shows
whether their equipment has left the
area.

The new product’s battery lasts as
many as 18 months. Its back-up bat-
tery lasts three weeks.

Owners also can use the tracker to
interrupt a vehicle’s starter, and it even
has the capability to stall a moving
vehicle.

& (h : ;J
TECHNOLOGY
Steve Lynn

CSU, Cleantech Fellows Insti-
tute to spur job creation
Colorado’s public universities, includ-

ing Colorado State University, will join
the Colorado Cleantech Industry Asso-
ciation to offer training for experienced
entrepreneurs who want to get into the
clean technology industry.

Addressing the lack of seasoned
executives in the industry, the pro-
gram, the Cleantech Fellows Insti-
tute, will help experienced execu-
tives and entrepreneurs accelerate
their transition into the clean-tech
sector. The program, which begins in
September, is aimed at stimulating
new-venture formation, job-creation
and the proliferation of the industry.

“CSU is working to ensure that
our most significant innovations are
getting out into the marketplace to
the people who need them,” said
Bill Farland, CSU'’s vice president of
research. “Our partnership with the
Fellows Institute supports that mis-
sion.”

The National Renewable Energy
Laboratory and national business
organization Advanced Energy
Economy support the program. It
combines lectures, seminars, lab visits
and business planning projects within
university settings at CSU, University
of Colorado and Colorado School of
Mines.

The institute is targeting execu-
tives who have built successful
companies in sectors such as life sci-
ences, aerospace and technology. Par-
ticipants will develop a deep under-
standing of the technologies being
developed at each institution and
select a technology to plan a project
that they will present on in January.

The institute will accept applica-

tions through July 27. Candidates
interested in applying can visit Clean-
techFellows.com.

CID4 backs Fort Collins’
KromaTiD

The Colorado Institute for Drug,
Device and Diagnostic Development
(CIDA4) plans to provide life-sciences
company KromaTiD Inc. with invest-
ment and operational support services.

CID4, a nonprofit that aids the
state’s bioscience industry, said it will
help the company develop and bring
to market next-generation tools for
finding disease-causing mutations.

KromaTiD uses proprietary tech-
nology to enable imaging of individual
stands within a chromosome. That
gives researchers and geneticists the
ability to detect inverted chromo-
somes, which are genetic abnormali-
ties associated with cancers and devel-
opmental disorders.

“KromaTiD’s novel technology pro-
vides an exciting and important new
tool to researchers and clinicians to
detect unique changes in DNA, allow-
ing them to detect various diseases
quickly and accurately,” said Lauren
Costantini, vice president of therapeu-
tics and device development at CID4.

Steve Lynn covers technology for the
Northern Colorado Business Report. He
can be contacted at slynn@ncbr.com or
970-232-3147.

BUSINESS SERVICES THAT DRIVE
SUCCESS

— designed to fit your unique business needs. So, whether you run a ranch or a legal practice, we're ready to
help you bring your big ideas to life. It's what inspires us. And it’s the way banking should be.

VISIT YOUR BRANCH TO SPEAK WITH A BUSINESS EXPERT TODAY

f EQUAL
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At Bank of Colorado, we respect the dedication behind your business.
@ That's why we offer products and services — like cash management solutions

<% Bank of Colorado

THE WAY BANKING SHOULD BE
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SKILLED NURSING

HEALTH SERVICES

Call today to learn more about
our health care continuum

970-488-3777

One Day — Four Sessions

PRESENTATION

-

TIM TEBOW PATRICK LENCIONI MARCUS BUCKINGHAM

JOHN MAXWELL ANGELA AHRENDTS ROLAND FYER

URBAN MEYER SHEENA [YENGAR

The CHOICES you make determine the LEADER you become.

ANDY STANLEY

Monday, July 9th
Rialto Theatre — Loveland, CO 8:00 am - 4:00 pm

Just $35 for all four sessions!
$5.00 from each ticket to benefit \

For ticket information email: steve.h@porterclean.com

PORTER

Where clean meets green.

Sponsored by
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Advantage Bank improving,
other banks looking up in Q1

fter a long and tortured road,
Advantage Bank is showing
igns of recovery.

Northern Colorado’s last “trou-
bled” bank is raising capital and get-
ting healthier quarter-by-quarter.

A branch sale in April and a capital
campaign launched in November
have both boosted some of the most
important indicators of a bank’s
health.

The sale of the Boulder branch
of Advantage
to Citywide
Banks closed in
April, accord-
ing to Advan-
tage CEO Tom
Chinnock.

The sale
reduced the
bank’s asset
base by approx-
imately $50
million, but
trimming operations was a better
tactic than holding onto the branch
since its sale brought money in.

Loveland-based Advantage now
has three branches, all located in
Northern Colorado.

The capital campaign, mean-
while, raised $3.5 million through
March 31, and Chinnock said he
believes that even more will be
brought in as the year progresses.

“The campaign is ongoing and |
am optimistic that additional capi-
tal will be raised this quarter and
next,” he said.

The campaign involves a stock
offering to shareholders of the
bank’s holding company, Advan-
tage Bancorp Inc. Terms of the
stock offering were not disclosed
because the company is privately
held.

Financial services veteran and
Northern Colorado native Bud
Noffsinger was brought on board at
Advantage as a senior officer at the
same time the stock offering was
made, investing personally in the
bank and working to entice others
to do the same.

While the bank’s capital ratios
are still down from the same
period last year, Advantage showed
a quarterly increase in all three
ratios watched closest by regula-
tors.

According to the bank’s call
report, its Tier 1 leverage capital
was 5.04 percent, Tier 1 risk-based
capital was 6.96 percent, and total
risk-based capital was 8.23 percent.
All of these numbers surpass what
regulators consider “adequate,” and
two of the three meet the standard
for “well” capitalized.

Given the branch sale and its
other issues, lending is not surpris-
ingly down at the bank, from $255
million in the first quarter of 2011
to $230 million in the same period

BANKING
Molly Armbrister

of 2012. Loan dollars decreased

in three of the four major types of
loans, with a 43-percent increase in
agricultural lending year-over-year.

In total, the bank shows assets of
$340 million.

Advantage, like so many other
Northern Colorado banks, was a
victim of the recession, with an
abundance of commercial real
estate loans on its books when
the market declined. In the fall of
2009, commercial real estate loans
accounted for 70 percent of Advan-
tage’s loan portfolio.

Advantage was placed under
a consent decree by the FDIC
in October of that year and was
directed to improve its capital
ratios. Since then, the folks at
Advantage have been working to
do just that. And little by little, it
seems to be working.

In addition to the efforts it has
made, Advantage is being helped
along by a relatively friendlier bank-
ing economy in general.

It has been more than a year
since the last time a Northern Colo-
rado bank was placed under a con-
sent order by regulators, and nearly
a year has passed since the last time
a Northern Colorado bank has been
closed by regulators and sold to
another institution.

The last time this occurred was
the acquisition of Bank of Choice in
July 2011 by National Bank Hold-
ings Corp. after Bank of Choice was
declared insolvent by regulators.

Banks that do business in North-
ern Colorado are looking better as
a group, at least according to their
Tier 1 leverage capital ratios.

Nine of 14 banks analyzed saw
increases in their ratios year-over-
year, and those that decreased did
so by less than a full percentage
point.

Nationwide, the outlook is
improving for banks, however slow-
ly. The number of “problem” insti-
tutions declined from 813 to 772,
the smallest number of problem
banks since year-end 20009.

Nationally, 16 insured institu-
tions failed during the first quarter,
the smallest number of failures in a
quarter since the fourth quarter of
2008, when there were 12.

As a result of fewer banks failing,
the FDIC’s insurance fund is also
looking better. The deposit insur-
ance fund balance rose to $15.3
billion as of March 31 compared to
$11.8 billion at the end of 2011.

And as the situation improves,
local banks are beginning to lend
again. (See story on our cover for
proof.)

Molly Armbrister covers banking for the
Northern Colorado Business Report.
She can be reached at marmbrister@
ncbr.com or 970-232-313.
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In training: Rebecca Cochran (left) and Ashley Larson go over the bandaging of a thigh laceration on a dummy.

JONATHAN CASTNER

UNC nursing school aims for top of its class

Expanded program helps university respond to cuts in education spending by the state

On the rise

Undergraduate tuition at UNC for
a full-time Colorado resident rose
13 percent last year and climbed
again this year, though by just 3
percent.

2012-
13

2011-
12

2010-
11

School Year

2009-
10

2008-
09

Tuition

Source: UNC

BY DAN COOK
news@nchr.com

Kathy LaSala is worried. The director
of the University of Northern Colorado’s
School of Nursing sees the shortage of
nurses only getting worse in the decade
ahead.

“Unless some major changes take
place, [ don’t know if we can fill the need
in Colorado for nurses,” she says.

Not that she’s waiting for a magic
bullet.

LaSala and the management team at
UNC have been exploring every possible
way to recruit and train the nurses of
tomorrow, from expanded partnerships
with health care providers to adding new
degree programs to offering courses to
upgrade the skills of working nurses.

The effort has earned UNC'’s School
of Nursing a reputation for responsiveness
and innovative thinking.

The school’s focus on results mirrors
UNC'’s overall strategy.

Rather than pursuing a massive 5- to
10-year strategic plan, UNC sets objec-
tives and timelines for each of its many
parts, says Charles Leonhardst, vice presi-
dent, university relations.

This alternative to the typical strategic
plan, which offers the flexibility to adapt
rapidly to difficult times, emerged from
months of “where
do we want to go?”
discussions at the
highestlevels of the
university in 20009.

“We take a
nontraditional
approach to plan-
ning,” he says.
“Ours is not
defined in years.
There are time-
frames for each of the portions of the
plan. It's a multi-year approach, ongoing
and integrated.

“We are in a new environment and

LaSala

we need to be innovative and more self-
reliant.”

UNC, like most state universities, suf-
fered from severe revenue shortfalls dur-
ing the recession. The decision was made
to concentrate on the university’s core
strengths. “We asked ourselves, “‘Where
do we excel? Let’s build on programs
where we excel and expand programs that
fittightly in our mission,” Leonhardt says.

Since then, resources have been pri-
marily committed to four core areas:

® Teaching.

® Health sciences.

® Performing and visual arts.

® Business.

The approach appears to be paying off
for UNC.

Like the School of Nursing, UNC's
Health Sciences program is having an
impact far beyond the Greeley campus.

Its initiatives are often launched
through federal grants and other non-

» See Education, 16A
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Largest Colleges and Universities

Ranked by no. of students enrolled

No. Undergraduates
2011
No. Undergraduates
2010 Percent Students in Operating
No. Students No. Graduate Students State Full-Time Budget 2012
Fall 2011 2011 Percent Students Teaching Staff Operating President or
No. Students No. Graduate Students Receiving Financial Part-Time Budget 2011 E-mail Chancellor

RANK | School Fall 2010 2010 Aid Teaching Staff Endowment Website Year Founded

COLORADO STATE UNIVERSITY 26,735 22,300 79% 924 $866,693,196 admissions@colostate.edu Dr. Tony Frank
1 1062 Campus Delivery 25,413 21,953 74% 37 $861,027,945 www.colostate.edu 1870

Fort Collins, C0 80523 4,435 $221,231,179

970-491-1101/N/A 4,403

UNIVERSITY OF NORTHERN COLORADO 13,038 10,414 87% 492 $191,772,797 admissions.help@unco.edu Kay Norton
2 50120th St. 13,030 10,464 74% 191 $182,078,797 www.unco.edu 1889

Greeley, 0 80639 2,624 $65,173,727

970-351-1890/970-351-1110 2,566

REGIS UNIVERSITY 11,253 5,601 71% N/A N/A info@regis.edu Fr. John Fitzgibbons
3 1605 Foxtrail Drive 10,874 5,594 N/A N/A $142,110,820 www.regis.edu 1877

Loveland, C0 80538 5,652 N/A

970-472-2202 /970-472-2201 5475

FRONT RANGE COMMUNITY COLLEGE - LARIMER 6,437 6,437 93% 109 $20,232,475 N/A Andrew Dorsey
4 CAMPUS 6,673 N/A 44% 400 $17,343,545 www.frontrange.edu 1968

4616 S. Shields St. N/A N/A

Fort Collins, CO 80526 N/A

970-226-2500/970-204-8484

AIMS COMMUNITY COLLEGE 5,290 N/A N/A 9 $51,374,703 info@aims.edu Marsi Liddell
5 5401 W. 20th St. 5,340 5,276 49% 265 $47,609,290 www.aims.edu 1967

Greeley, (0 80632 N/A N/A

970-330-8008/970-506-6981 N/A

INSTITUTE OF BUSINESS & MEDICAL CAREERS 1,000 1,000 N/A N/A N/A info@ibmc.edu Richard Laub, CEO, Steven
6 INC. (IBMC) 627 754 N/A N/A N/A www.ibmc.edu Steele, President

3842 S. Mason St. N/A N/A 1987

Fort Collins, CO 80525 N/A

970-223-2669/970-223-2796

Region surveyed is Larimer and Weld counties and the city of Brighton.
N/A-Not Available.
Colorado Christian University did not respond in time to be included on this list.

Researched by Mariah Gant

Source: Business Report Survey

imateWise Business Partners

Make a Difference.

Join us in thanking ClimateWise Gold partners who continue to make
Fort Collins a better place to work and live.

Each year, Gold partners

Wty + implement numerous exemplary projects and programs
- to increase operational efficiency

+ serve as role models, mentors and advisors to the
business community

Thank you 2011 Gold Partners.

« Fort Collins Veterinary
Emergency Hospital
- Green Events, LLC

+ Advanced Energy
+ BHA Design, Inc.
+ Cambon Studios

» Poudre River Public Library District
» Poudre Valley Hospital
* Primal Echo, LLC

* The Cupboard » Hot Corner Concepts + Public Service Credit Union

» Downtown Business Association (DBA) » Houska Automotive Services - Sign-A-Rama Fort Collins

» Drahota * In-Situ, Inc. » Toolbox Creative

+ ExperiencePlus! Bicycle Tours * Mountain Whitewater Descents + USDA Agricultural Research Service
* The Feet * The Neenan Company - USDA Natural Resources

* Fort Collins Coloradoan
+ Fort Collins Food Co-Op

» North Front Range MPO
+ Odell Brewing Company

Research Center, Bldg A
» Water Pik, Inc.

LJ Houska, Houska Automotive Services,
Gold Partner,
Photo by Cambon Studios

Join ClimateWise. A free, voluntary City of Fort Collins program
dedicated to helping local business and the environment.

(970) 221-6700 - fcgov.com/climatewise

City of,

Business S it

& 5 F .
ClimateWise /MS
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End times for Facehook? Not a chance

acebook’s IPO has been in the
Fnews a lot lately with no short-

age of analysts and Wall Street
suits taking positions on both sides
of the question of whether the social
media giant’s initial offering was an
enormous failure.

No matter how you choose to
answer this question, one thing
seems to be very clear: Facebook
Ads aren’t performing, at least not
the way many businesses expect
them to. Just days before Facebook’s
public offering on May 18, General
Motors announced it would be dis-
continuing its online ads because of
the ads’ ineffectiveness in driving
sales.

The questions about the IPO and
Facebook ads leave many wondering
about the future of the world’s larg-
est online community.

Wider doubts about social media
as an effective marketing tool are
even beginning to crop up.

But could poor ad results and
Wall Street woes spell the beginning
of the end for Facebook?

To put it simply, my answer is

NORTHERN COLORADO BUSINESS REPORT
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“not likely.”

With more than 900 million
active users, Facebook’s influence
in social media is undeniably vast.
Because so many people use the
platform and so
often — typically
logging mul-
tiple interactions
every day —a
growing percent-
age of the total
expression of
each individual
user’s identity
is beginning to
take place exclu-
sively online.

Our generation is moving in a
direction where a significant part of
what makes us individuals exists in
passive interaction with our public
profiles, active engagement with
other users, and automated response
vectors within the social media
space.

As the online community contin-
ues to grow, so too does the depth
of an average user’s online identity —

SOCIAL MEDIA
Caroline Veldman

what makes you.

You online is a process of self-
actualization through definition-by-
association. Essentially, our online
identities are Avatars: constructed
layers of meaning defined by our
demographics and history of online
activity. These identities constitute
a story of sorts that users tell about
themselves, which in turn guides
how other users will interact with
them, and affects which businesses
will attempt to engage them in their
customer lifecycle.

Herein lies the true value of
social media. It provides a space for
individuals to further express them-
selves online. Brands that tap into
this space by generating interactions
and encouraging participation are
most successful at creating advocacy

for their business.

What Facebook'’s recent troubles
tell us is that it isn't enough to just
be where your customers are. Rath-
er, businesses must find new ways
to continue building their presence
online so that their brand promise
offers a two-way exchange. Interac-
tions must be mutually beneficial to
be effective. If users aren’t clicking
on ads, then the ads either don’t
offer an incentive strong enough to
warrant an interaction, or the mes-
sage fundamentally misses the point
of why users are on the platform in
the first place. Social media refuses
to become just another avenue for
pushing brand messages.

Facebook is experiencing a rocky
time after its initial offering, and the
message is clear that its advertising
strategy needs to be revised. But to
conclude that the platform’s future
is destined to head the way of the
square wheel is to make a fatally
flawed assumption.

Advertisements don’t drive sales

» See Media, 10A

and be taken to your website?

employees.

These advances in technology are great.
But they also should have you thinking
about managing the readily available infor-
mation about you, your business and your

You need to be sure you really understand

KEEP IT LEGAL
Alan F. Blakley

the legal implications of
what you are saying about
yourself and that it’s
accurate.

Everyone knows that
statements like, “Piggly
Wiggly ketchup tastes
best,” or “Cats prefer
Salmon Pops” are market-
ing puffery and not likely
to get you into trouble.
But what about state-
ments that could be taken as guarantees by
someone who doesn’t know better?

Love the technology, hate the potential for legal issues

hink back 10 years ago. Did you ever
I imagine that you would own a phone
that would help you find the best price
of gasoline, weather information, baseball
scores or just surfing the Internet?

Or, that people would point that same
phone at a little square on an advertisement

One of the bigger landmines: “Money
back if you're not satisfied.”

Web designers don’t want you to clut-
ter your page (and especially your mobile
version) with all the disclaimers — returned
item must be in like-new condition, with
original receipt, within 10 days, for store
credit only, etc.

What about what you post on social net-
working sites like Facebook or LinkedIn?

Do you make promises there that you
think are not promises, but someone else
might take to be guarantees.

» See Legal, 11A

Sales BEvent

2012 Audi A4 2.0T
$399mo Premium

Package
36 month lease plus tax

2012 Audi A6 3.0T
$687m0 Premium

quattro
42 month lease plus tax

2012 Audi A5 Cabriolet
$6 1 5mo Premium Plus

quattro
42 month lease plus tax

Truth in EngineéArliJr?g: @0&080@

2012 Audi A8 L
51235me

42 month lease plus tax

quattro

$1999 cash or trade down plus $679 first payment & Audi
loyalty cash of $1000, must qualify, own a of 2001 Audi
or newer. MSP $56,570, 10k miles per year. Stk#40085.
Security deposit waived by AFS w.a.c. exp 6-30-2012

$3000 cash or trade down plus first payment due at lease
signing, plus $1500 Audi loyalty cash, must qualify, owner
of a 2001 or newer Audi. MSRP $91,525, 10k miles/
year. Security deposit waived by A.F.S. w.a.c. Stk#39849
exp 6-30-2012

$2000 cash down, or trade plus first payment & Audi
loyalty cash of $750, must qualify, own a 2001 or newer
Audi. Based on MSRP of $37,550, 10k miles/year.
Stk#40134. Security deposit waived by AFS w.a.c. exp
6-30-2012

_-——"m .. l :

£ l C Since 1967 QQ

$1999 cash or trade down plus first payment due at lease
signing & Audi loyalty of $750, must qualify, owner of a
2001 or newer Audi. MSRP $52,355, 10k miles/year,
security deposit waived by A.F.S. w.a.c. Stk#39811 exp
6-30-2012

&
s

(970) 226-3000
www.audi.usa.com/ed-carroll
3003 SOUTH COLLEGE AVE. FT. COLLINS, CO
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Ready for a partner? Best to keep it simple and focused

mart businesses are always trying taking on someone as co-owner of your  they tap into the growing “buy local” of a referral from a partner who likes
to build partnerships. Their goal business, that’s going to deeply affect sentiment, they can grow its visibility what you do, can connect you with the
might be to extend their market almost every decision you make until beyond just a simple coupon-giving right people, and has an incentive to
visibility, or deliver a broader set of prod-  you exit. activity. help you out. Ifit helps to have money
ucts and services, or to spread out risk. That's a huge decision, a future- The risk in this is pretty low; there change hands, fine, but that doesn’t buy
In its simplest form, a partner is altering commitment. Fortunately, it’s are no monetary commitments, and peoples’ loyalty. After all, your part-
someone who is actively helping you not often necessary. either partner can exit for any reason. __ ner’s own busi-
achieve your goals, while you're help- A simpler and more focused Despite this, I rarely see this being o ness will always
ing them. Even your suppliers could be partnership is to work with another done effectively. More often, a shop matter more to
considered partners, because they're business to extend your visibility in owner will have a board full of flyers them than yours
providing your products and you're the market. A coffee shop might give and business cards, with no power- will.
supplying their revenue. But usually out coupons for the gift store down ful recommendation for any of them. Another
we’d reserve the term for relationships the street, while the gift store hands That’s much different than giving a kind of partner
that are based on more than just a out coupons for the coffee shop. This customer a coupon with his change, is someone who
transfer of money. can be wonderfully effective, because and saying, “You might want to check helps supply
People often get scared by part- they're targeting roughly the same cus- these folks out.” SMALL products and
nering, because they think of it as an tomers — window shoppers — while not The true power from this kind of BUSINESS services that your
all-or-nothing commitment. If you're damaging their own business. When partnership comes from the strength ADVISER customers appre-
Carl Dierschow ciate. When done

well, together
you'll provide a much more complete
customer solution than either of you
can do alone.

Suppose you have an oil change

business. Customers’ cars might come
e e rO in with all kinds of issues, but it’s never
going to be cost-effective to stock all

YK the parts they might need. You'll have
‘ I t I eS wipers, perhaps, but not headlights or
touch-up paint. The inventory costs
would destroy you.
2 01 2 A powerful way to fix this limita-

tion is to partner with the closest
auto-parts store. They'll appreciate the

Creating the Path Forward steady stream of customers that you
might send their way. They’ll be glad
to send maintenance services to you,

October 1 _6’ 17, 18, 2012 because it’s not a part of what they can
The Hilton Hotel provide themselves.
Fort Collins, Colorado Salvage yards developed a great

solution to this decades ago. They have
a powerful network which lets them
search for parts all over the country. It's
self-sustaining enterprise because each
participant gets to expand their inven-

T h e WOo¥r I d ne ed S yO U. tory by orders of magnitude, to reach

potential customers everywhere, with-

Join fellow community members, businesses, government and political out having to invest in a lot of marketing.
leaders across Colorado and the globe to learn, share, and advance Partnerships aren’t just about sell-
real-world paths that organizations, communities, and countries can take ing, either. [ see many creative models
to attain net-zero energy, carbon and waste communities world-wide. emerging where it’s more about sharing

expertise. A great example is the Open
Source movement in computer soft-

Agenda Current Speakers ware. People contribute their designs
Day 1. Transportation International: ;
Policy and Cultural Value Jorgen Abildgaard, Copenhagen, Denmark and SO&Ware toa larger Commumt.y’
Technologies and Innovations Dept. of Energy and Environment, Sao Paulo, Brazil who all agree to work together onits
Real World Applications Dr. Kazuyuki Toji, Tohoko University, Japan advancement. For free.
Community Engagement and Education National:
Day 2. Energy Dr. Prasad Ram, Founder and CEO of Gooru . . . .
Policy and Cultural Value Lee Slezak, U.S. Department of Energy Carl Dierschow is a Small Fish Business
Technologies and Innovations Dr. Wallace J. Nichols, The Blue Marble Project Coach based in Fort Collins. His website
Real World Applications Bret A. Lessman, United Launch Alliance . ll ]’L
Community Engagement and Education Regional: IS www.sma ﬁS -Us.
Day 3. Education and Technology Tour Dr. Bryan Willson, Engines and Energy Conversion Lab, CSU
(sponsors only) Dr. Gary Caille, Mechanical Engineering, CSU
Colorado State University Former Governor Bill Ritter, Center for the MEDIA from 9A
Roc!(y Mountain Innosphere ) New Energy Economy, CSU . . .
Engines and Energy Conversion Lab Bruce Hendee, Chief Sustainability Officer, City of Fort Collins simply because they are in the right
Integrid Laboratory : :
and other sites involved in the FortZed initiative place at the rlght time anym(?re' The
rules for how to conduct business
will always continue to change with
P ted by: . . .
resented by - the introduction of new ideas and
Y (] - . .
,:' "',-; = .:€ CSUVENTURES new technologies. This latest hurdle
NorthemCObTaEdOSS Fg?totoll'ns 008® I for Facebook represents a need for
I i . . . .
N onetribe KENNEDY AND COE, LLC further innovation in marketing and
creative DAVINCI communications, not a sign for the
J SIGN SYSTEMS, INC. brand’s Armageddon.

Caroline Veldman is the owner of

A . - For more information and to learn about sponsorship . . . . .
&@/ . Poudrew ‘4' & and exhibitor opportunities contact. Social Media Pilots in Fort Co’llms.
7 Lot | BBB Valley ~. De Dahigren, NCBR Marketing and Event Director She can be reached at caroline@

ddaigren@ncbr.com socialmediapilots.com.
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TIME OUT

*

DIANA WOOD

Carol Vanetti, Tom Boudreau, Char Sheneman and Jim Ferando from Team Banner Health
Western Region gather to celebrate the 30th anniversary of the North Colorado Med Evac
helicopter program. The NCMC Foundation hosted its annual golf tournament June 11 at
the Greeley Country Club. More than 230 golfers, sponsors and volunteers participated and
more than $39,000 was raised to purchase essential medical flight equipment.

PROFESSIONAL FINANCE SOLUTIONSI

The “winner” of Professional Finance Co.’s head-shaving contest, Ken McCoy, director
of IT, receives his prize from Scott Turner, network administrator. The contest was just
one of several ways PFC chose to raise money for Relay for Life, an event held June 2-3
to benefit the American Cancer Society. PFC raised more than $5,000 for the cause from

several different fundraising activities.

Email your event photos to Maggie Shafer, mshafer@ncbr.com. Include

complete identification of individuals.

LEGAL fom 9A

Also, people routinely “pad” their
resumes. If one of your key employees
adds inaccurate qualifications to a pro-
file on LinkedIn and someone relies on
those qualifications to use your com-
pany, you may be opening yourselves to
a lawsuit for fraud.

Thanks to all of this new technology,
it has never been easier to find out what
your competitors are doing and to gain
an advantage over them.

Smart business owners visit their
competitions’ websites frequently to
find out what they are saying and doing.
You can make changes in your own
business to be more competitive.

But here’s the point: be careful not to
steal copyrighted material. Of course,
careful monitoring will help you find
out if the competition is using your
own copyrighted sales material or sell-
ing items that infringe your intellectual
property rights.

If there is infringement, you can
compel your rivals to stop selling the
product in question, or you can sell
them a license to the intellectual prop-
erty and increase your value.

The benefits of a web presence as
well as a presence on the multitude of
social networking sites can be a boon
to business, but requires active man-
agement of risks.

So much information is available

that it can be overwhelming. Seem-
ingly innocuous comments can come
back to haunt a company years later.
The web is permanent; old versions
of websites are easily found using

an archiving site like The Wayback
Machine. Courts can order older ver-
sions of Facebook or other pages to be
produced.

Lawsuits frequently take full advan-
tage of statements made on social media
sites. (And, there are services available
to gather the information for your oppo-
nent’s use.)

Jokes, pictures, statements about
employers or employees can be the basis
for an employment suit. Even some-
thing as innocent-sounding as a picture
of a company-sponsored Christmas
party where drinks are served can trig-
ger a personal injury suit from someone
later injured by an attendee.

You can'’t avoid all potential liabil-
ity. But, you can frequently remind
employees and marketing depart-
ments to think before they post.
What may seem funny, innocuous,
or cute today may not seem so if they
wait a day to think about. And, of
course, follow the same rules yourself.

Alan F. Blakley is a lawyer with CR
MILES PC in Fort Collins. He can be
reached at afblakley@crmiles.com.

ZEBRAJELLYFISH.COMI

Lindsey Deringer receives the Linda Nerger Youth Volunteer Excellence Award at United
Way of Larimer County’s State of the Community event June 14. Adam Molzer (left),
Volunteer Center director at United Way and Gordan Thibedeau, president and CEQ,

distributed the awards.

North Colorado Medical Center Foundation

would like to thank the following for their support of the Annual
NCMC Foundation Golf Tournament to benefit North Colorado Med Evac

SPECIALTY SPONSORS

American Eagle Distributing Co.

Bouchard-Bates-Ripsam-Boxleitner Wealth
Management Group of Wells Fargo Advisors

Brandes Investments Partners

Colorado Financial Management

Congress Asset Management Company

Crothall Healthcare

Delaware Investments

EagleMed LLC

Hensel Phelps Construction Co.

Med-Trans Corp.

NCMC, Inc.

North Colorado Medical Center

Northern Colorado Business Report

Northern Colorado Paper

Pepsi Bottling Group

Professional Finance Company

RWNS3, LLC

Shirazi Benefits

Spradley Barr Ford Lincoln Mercury

UBS

Weld County Garage Buick GMC

GREEN & TEE SPONSORS

AP Healthcare / Adolfson & Peterson Construction

BBVA Compass

Bell Helicopter

Boulder Associates

Bucklen Equipment Company, Inc.

Cache Bank & Trust

Cementer’s Well Service Foundation

CMS Mechanical Services, Inc.

Connecting Point

Dollarhide Property Management

Fagerberg Produce / Quality Well & Pump

Flood & Peterson Insurance, Inc.

Fuji Medical Systems / Barco, Inc.

Honda and Hyundai of Greeley

Horizon Health Services

JE Dunn Construction Company

Magna Energy Services

McKee Medical Center

North Colorado Medical Center Department of
Anesthesiology

North Colorado Medical Center Security Services

Rocky Mountain Inspection Services, Inc.

Joel and Joyce Rothman

Todd Family Foundation

TEAM SPONSORS

American Eagle Distributing Co.

Banner Health — Western Region

Banner Medical Group — Western Region
Thrivent Financial for Lutherans

FAIRWAY SPONSORS
Diversified Radiology of Colorado, P.C.
Innovest Portfolio Solutions LLC
McAlister’s Deli

AUCTION, COURSE & RAFFLE PRIZES
Accessories with a Flair!...and Hair
Allnutt Funeral Services

American Eagle Distributing Co.

Cache Bank & Trust

Colorado Rockies Baseball Club
Creation Photography

Eaton Country Club

Eyeline Golf

Flood & Peterson Insurance, Inc.
Gonyon Cosmetic & Plastic Surgery, PC
Greeley Country Club

Honda and Hyundai of Greeley

James SalonSpa LLC

JBS Lamb

Kroenke Sports Enterprises

Med-Trans Corp.

Pelican Lakes Golf and Country Club
Professional Finance Company
Roche Constructors, Inc.

Spradley Barr Ford Lincoln Mercury
Thrivent Financial for Lutherans
Weld County Garage Buick GMC

DOOR PRIZES

Alberto’s

Applebee’s

Bittersweet Liquors

Carino’s Italian Grill

Christine’s Hair Salon

Cinemark

Culvers

Dick’s Sporting Goods

Digi Graphics Professional Imaging Services
D.P. Dough

Dunraven Inn

Eileen’s Colossal Cookies

Fat Albert's

Garretson’s Sports Center
GOJO Sports, Inc.

Golden Corral

Old Chicago

Olive Garden

Randy’s All American Girill

Rio Grande Mexican Restaurant
Rock Bottom Brewery

Roosters Men’s Grooming Center
Sprout's Farmers Market
Starbucks

Texas Roadhouse

The Human Bean

The New Plantation

Westlake Wine & Spirits

OTHER CONTRIBUTIONS
Allnutt Funeral Services

Cables Pub & Grill

First National Bank

HALO

Magna Energy Services

Medline Industries, Inc.

North Colorado Med Evac
OfficeScapes, Sharie Grant

Pepsi Bottling Group

Rocky Mountain Health Plans

Rocky Mountain Inspection Services, Inc.
Roosters Men’s Grooming Center
Spradley Barr Ford Lincoln Mercury
The Buzz Coffee & Gelato

Trevor Stewart Burton & Jacobsen Inc.
Viegut Funeral Home

TOURNAMENT COMMITTEE
Jennifer Mollandor-Owens, Tournament Chairman
Danny Beckle

Tim Brynteson

Dan Dennie

John Dollarhide

Paul C. Edens, IlI

Ryan D. Hicks

Jeff Johnson

Jennifer Losh

Rich Mollandor

Leiton Powell

Dr. Marcus Reinhardt

Pam Rice

Joel Rothman

Masoud Shirazi

Angela Solomonson

Tim Thissen

Diana Wood, Tournament Director
Warren Yoder

A special thanks to all the volunteers who help make this event such a great success!
™74 NORTH COLORADO MEDICAL CENTER

N F O U N

D A T I O N

1801 16th Street « Greeley, Colorado 80631 « 970-356-9020 « www.ncmcfoundation.org
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Northern Colorado sees another strong quarter of growth

Growth Index
Moderating soon?
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Growth in the region
Showing signs of a true recovery.
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Cheyenne LEADS

The Cheyenne-Laramie Gounty Corporation for Economic Development

M i i
- 45 ]
e

The nation’s top '™

companies choose Cheyenne

What do businesses like
Microsoft, National Center
for Atmospheric Research,
Walmart and Echostar
Broadcasting see in the
Cheyenne, Wyoming area?

They see a
thriving future.

Your business can have one
here too. Contact our economic
development corporation,

he Northern Colorado economy is still
I growing strongly on a year-over-year basis.
But our strong growth will soon moder-
ate. Growth began in the
second half of 2011 so year-
over-year comparisons have
been strong compared to
the second half of 2010 and
the first half of 2011. As we
begin to compare annual
growth with the stronger
second half of 2011, our
growth rate will moder-

vill mod INDEX OF
ate.'Ijm sure it W.IH still be LEADING
positive but not in the 25- to ECONOMIC
35-percent range. I think it
will come in somewhere in IN:ICATORS
the 5- to 15-percent range. fh ’I;W' Green,

The Index of Economic
Growth in Northern Colorado bottomed out at
about 200, double the 1991 base level for the
Index. We had 15 years of strongly expanding
economic growth and five years of economic
contraction. Hopefully, our economy will double
over the next 20 years without a 5-year down-
turn. The Index would then be 400 in 2030. The
Index was at the 400 level in 2005 but we lost
half of our growth momentum between 2005
and 2010. If we follow the same growth/contrac-
tion cycle, our economy might explode to an
Index value of 800 in the early 2020s. That, how-
ever, is unlikely given resource limitations.

The U.S. economy continues to expand but
much more slowly than the Northern Colorado
economy. Preliminary, GDP growth estimates for

CHEYERNE

the first quarter of 2012 were recently reduced
to 1.9 percent from 2.2 percent. The European
crisis is a drag on the U.S. economy although it
has very little effect on the Northern Colorado
economy. Capital is no longer limiting growth in
the U.S. as corporations and banks, thanks to the
Fed, have plenty of monetary resources. Demand,
however, is limiting business willingness to invest
in supply expansion. Demand will not fully
recover until the consumer wealth crisis caused
by falling property and equity values reaches

a new, lower equilibrium. Some investment is
occurring as a result of high energy prices, but

not enough to pull U.S. GDP growth up to the 3
percent needed to quickly reduce unemployment.
Employment by place of residence underwent
its annual
revision
e ECONOMIC
past five
ears. The

vere e INDICATORS
Northern
Colorado was to pull the level of employment
up, i.e., there were more jobs and less unemploy-
ment in Northern Colorado than was previously
estimated. At the worst point, about 20,000
Northern Colorado workers lost their jobs. About
half of those jobs have already been recovered
and we should be back to 2008 employment
levels by late 2013 or early 2014. Unemployment
should fall below 7 percent, which is good news
for workers who reside in Northern Colorado and
the retailers who provide them with goods and

» See Indicators, 13A

show or both.

Cheyenne LEADS, today to
find out how.

800-255-0742

www.cheyenneleads.org

You provide the group...

We Provipe THe Fun!
July 20-29, 2012
This summer—bring your group or

business of 15 or more to Cheyenne
Frontier Days— take in a rodeo, night

GROUP BENEFITS

FRONTIER DAYS" O

World’s Largest Outdoor Rodeo & Western Celebration

Presented by

BANK-%WEST 8.

Zac Brown Band with special guests
Marshall Tucker Band, Sonia Leigh
and Nic Cowan July 20

Brad Paisley with special guest
The Band Perry July 21

Merle Haggard with special guest
Chancey Williams and the Younger
Brothers Band July 22

CBR World Championship
“The Road to Cheyenne” July 23 & 24

REBA with special guests
Rodney Atkins and Hunter Hayes
July 25

Journey with special guests
Pat Benatar & Neil Giraldo and

« Discount of $3 to $5 per ticket

* Best available tickets at time of purchase
* Welcome announcement during rodeo

+ Coupons for food discount

* Assistance for those with special needs

Call us to plan your group event

Loverboy July 26

Hank Williams Jr.
Taking Back the Country Tour
with special guest Chris Young July 27

Blake Shelton with special guest
David Nail July 28

PRCA Rodeo
July 21 - 29

800.227.6336 » WWW.CFDRODEO.COM ¢ TicketslWVest
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services.

Total value of construction put in place was
strong in March and April and indications are
that it will continue strong into the summer. We
are back to the $100 million per month level,

a solid contribution to Gross Regional Product.
The weakest month at the end of 2010 added less
than $25 million. The construction index bot-
tomed out at about 200, double its 1991 level,
and reached 600 in March. The construction sec-
tor is recovering very rapidly.

The number of single-family detached hous-
ing permits being issued in Northern Colorado is
recovering strongly. The number was over 200 in
April; double the less than 100 as recently as last
November. Realtors are relating buying competi-
tion for the dwindling inventory of homes on the
market, and rents are increasing. Mortgage inter-
est rates are historically low, setting up prime
buying conditions for persons looking to become
homeowners. This demand will further increase
the number of permits being pulled for new con-
struction. Another solid contribution to Gross
Regional Product.

THE NORTHERN

COLORADO ECONOMY

is growing very strongly. ...

The only potential negative on the
horizon is job cuts resulting from
reduced levels of government

spending.

Motor vehicle registrations continue to
increase, although not as fast as in 2011. It is
quite likely that the expansion of oil and gas
drilling in Weld County has contributed signifi-
cantly to the increased number of vehicles being
put on Northern Colorado streets and highways.
The index is well above 200, indicating traffic is
more than double its 1991 level.

The recovery in the retail sales sector contin-
ues to amaze me. The trend line is back to its
1990-2007 rate of increase and has been even
steeper in 2011-2012 than it was in the earlier
years. Northern Colorado consumers appear to
have completely forgotten about the Great Reces-
sion. Another solid plus for economic growth in
Northern Colorado.

Bankruptcies continue to drop, although a
bottom may be forming. This is positive for the
health of the economy. While the number of
bankruptcies being declared is double the 1991
level, on a per capita basis the number is only
slightly higher than it was in 1991.

In sum, the Northern Colorado economy
is growing very strongly from contraction as
recently as early 2011. Growth will moderate
as we begin comparing current growth with the
stronger growth rates of mid- to late-2011. But
the trajectory of growth is firmly established and
should continue into 2013. The only potential
negative on the horizon is job cuts resulting from
reduced levels of government spending, which
would probably drop the national economy back
into recession.

John W. Green is a regional economist who compiles
the Northern Colorado Business Report’s Index of
Leading Economic Indicators. He can be reached at
jwgreen@frii.com.

KEY

These economic indicators are
provided by NCBR economist
John Green.

Sl s

Historic Forecast Trend

Employment by residence
Revised and improved.
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LLURA

skin, laser &
wellness clinic

Whole-body Wellness for Men

« Natural, hassle-free bio-identical
hormone therapy

« Increase your energy and sex drive

« Improve memory, focus, and
concentration

« Curb mood swings

« Decrease body fat and increase
lean body mass

« Increase overall sense of

well-being
FOR MEN

AlluraClinic.com ¢ g70-223-0193
2032 Lowe St., Ste 103, Fort Collins

4450 Union St., Ste 201, Johnstown (1 mile east of I-25 & Hwy 34)

PIXSUREPERFECT
PHOTOGRAPHY, LLC.

» EVENTS * PORTRAITURE

COMMERCIAL PHOTOG
VIRTUAL

JACK@PIXSUREPERFECT.COM
(970) 481-6295

SEE ALL 2012 EVENT PHOTOS AT:
RFor _f FACEBOOK.COM/PIXSURES

Every day is someone’s special occasion.

Send flowers.

EPALMEII

FLOWERS
www.palmerflowers.com
3710 Mitchell Drive
226-0200

Family owned since 1912

100%
GUARANTEED
Satisfaction

OURGOAL ¢
YOUR CONTROL

NEED BETTER BLADDER CONTROL?

We offer a non-surgical way to help treat incontinence in a private, comfortable setting.

Call Today and Gain Gontrol!
continencehealth

We accept most major
medical insurances

1721 W. Harmony Road, Suite 102 e Fort Colling, CO 80526
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ON THE JOB

ACADEMICS

Members of the Academy of Business Edu-
cation  unanimously
elected UNC’s Mon-
fort College of Busi-
ness Assistant Dean
for  Undergraduate
Programs  Sharon
Clinebell president-
elect of the national
organization. Cline-
bell is also a profes-
sor of management
at the college. She
will serve as presi-
dent of the organization over the 2013-14 aca-
demic year.

ACCOUNTING

B2B CFO an-
nounced the addition
of Jonathan Schul-
theiss, CPA, as a
partner. Schultheiss
services Fort Collins
and the surrounding
areas. He has a mas-
ter’s in healthcare fis-
cal management.

Scott E. Bush CPA,
CVA, shareholder of
Soukup, Bush & As-
sociates, CPAs PC.
and member of Colo-
rado Society of Certi-
fied Public Accoun-
tants for more than
20 years, has been
named chair of the
Board of Directors of
the COCPA. Bush—
who practices in Fort
Collins—began  his
one-year term in May. COCPA is the statewide,
not-for-profit, profes-
sional association of
CPAs.

Bush

Anderson & Whit-
ney PC. announced
that Jean Morlang,
a staff accountant,
has passed the Uni-
form Certified Public
Account Exam and
obtained her CPA
license from the Col-
orado Board of Ac-
countancy this May.
Morlang  performs
audit and tax ser-
vices for Anderson &
Whitney clients. The
company also an-
nounced that Devin
Conroy, a 2004
Summa Cum Laude
graduate of Metro
State College of Den-
ver, has joined its tax staff. Conroy comes to
the firm with four years of public accounting
experience and has also worked as a legisla-
tive auditor with the State of Colorado.

Conroy

FINANCE

AJ Macdonald, fi-
nancial  consultant
and owner of Mac-
donald Financial
Services in Loveland,
was recently hon-
ored as one of the
top LPL insurance
associates in the
nation. The LPL In-
surance Champions
program is an annual
reward program for the top 40 LPL insurance
associates producers. Macdonald is affiliated
with LPL Financial and provides access to in-

Macdonald

dependent financial planning services, invest-
ment advice and asset management services.

Matt Vesgaard has joined Verus Bank of
Commerce (with branches in Fort Collins and
Loveland) as a vice president and senior credit
administrator. Vesgaard, who began his bank-
ing career with Wells Fargo in 2000 and has
been involved in Northern Colorado commu-
nity banking since, will be focused primarily on
credit administration
efforts for the bank.

Christina Kraft has
joined Wells Fargo’s
Larimer County Busi-
ness Banking team
as vice president and
senior business re-
lationship  manager.
Kraft is an eight-year
financial services vet-
eran with experience
in commercial and
consumer lending. She graduated from the
University of Colorado Leeds School of Busi-
ness in 2004 and began her financial services
career in Alaska. Kraft has been a manage-
ment associate and lending officer, and recent-
ly returned to Colorado to continue her career.

Kraft

Cornerstone  Mort-
gage Company re-
cently announced
the addition of two
new members to its
Fort Collins office.
Amy Bibbey joined
as a loan officer. Bib-
bey has spent 16
years in the insur-
ance industry and
nine years in edu-
cation. She earned
a B.S. in finance and real estate from CSU.
Stephen Depperschmidt has been hired as
a client services coordinator. Depperschmidt
recently graduated from the University of
Colorado in Boulder with a degree in business
marketing and a minor in economics. He also
completed the real estate certificate program
at the Leeds School of Business.

Bibbey

Cobalt  Mortgage
recently announced
the addition of Kar-
en Davidson to the
Fort Collins branch
office. Davidson,
a Fort Collins High
School  graduate,
has worked in resi-
dential  mortgage
more than two de-
cades, and uses her
knowledge and ex-
pertise to direct clients through the mortgage
process.

Great Western Bank announced Heather
West has joined its ranks as a mortgage loan
officer serving the Fort Collins, Loveland and
Longmont markets. West has worked as a
mortgage professional in Northern Colorado
for 10 years, attended CSU and has lived in
the Fort Collins area for 22 years.

GOVERNMENT

At the Colorado Counties Inc. conference
in June, Larimer County Commission Chair
Lew Gaiter lll became the vice president for
the Front Range District for CCl. The Front
Range District includes Larimer, Weld, Boul-
der, Broomfield, Adams, Arapahoe, Denver,
Jefferson, Douglas and El Paso counties.

If you have an item to share about a promo-
tion, job change or career news of note, e-mail
it to Maggie Shafer at mshafer@ncbr.com, or
mail it to On The Job at NCBR, 1550 E. Har-
mony Road, Fort Collins, CO 80525.
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ANNIVERSARIES

North Colorado Med Evac is celebrating 30
years and more than 20,000 successful flights
serving communities in northeastern Colorado,
Wyoming and Nebraska. The company has
planned a celebration event that is open to
the public from 10 a.m. to 1 p.m. on Saturday,
June 30, at the Greeley Central High School
field, 1515 14" Ave. in Greeley. Activities in-
clude a Med Evac helicopter display, SWAT
team exhibit and more.

KUDOS

Greeley’s Professional Finance Company
Inc. raised more than $5,000 for the Weld
County Relay For Life in June. The event took
place at Island Grove Park and was held to
raise funds and awareness for the American
Cancer Society.

HIGH PARK FIRE

The Orthopaedic & Spine Center of the Rock-
ies made a donation of $10,000 to help relief ef-
forts for local residents affected by the High Park
Fire. The donation was made to the Northern
Colorado Chapter of the American Red Cross to
support its initiatives on behalf of residents who
live in the fire area west of Fort Collins.

The Rio Grande Mexican restaurant assisted in
the High Park Fire relief efforts by sending bur-
ritos to firefighters, donating food to Cache La
Poudre School for families that have been evacu-
ated or affected by the fire and collecting items
from amongst the staff of all six Rio locations to
donate to the Red Cross.

Doctors and nurses from Colorado Health
Medical Group, part of University of Colorado
Health, are partnering with other local provid-
ers to offer free medical care for High Park Fire
evacuees and responders. The free mobile clinic
is located outside the main entrance of the evac-
uation center at the 4-H building at the Ranch.
Hours of operation are daily from 2 to 6 p.m. Mo-
bile clinic patients can receive basic medical care
for minor conditions. The Ranch Events Complex
is located at 5280 Arena Circle in Loveland.

MISCELLANEOUS

LoCo Food Distribution has announced that
this produce season, it will be working with the
following farms: Flourish Farms, Full Circle
Farms, Grant Family Farms, Kiowa Valley
Organics, Leffler Family Farms, On the Vine
at Richmond Farms, Petrocco Farms, Qua-
trix Aquaponics, Raspberry Hill Farm and
Wise Acres Greenhouse.

The Front Range Community College Foun-
dation in Fort Collins raised more than $60,000
for scholarships for FRCC students at its 28"
annual Create a Future Golf Tournament in
June at the Omni Interlocken Resort Golf Club.
More than 1,800 students applied for FRCC
scholarships this year, and the success of this
tournament will translate to more funds for the
2012-2013 school year.

Volunteers are needed for the 2012 Old Fash-
ioned Corn Roast Festival. The festival is
slated for Aug. 24-25 at Fairgrounds Park in
downtown Loveland, and is one of the largest
community festivals held in the city. Selected
volunteers will have the opportunity to choose
the event and time of their volunteer hours on
a first-come, first-serve basis. Volunteer appli-
cation forms are available at the official Corn
Roast Festival website, www.loveland.org/
TheCornRoastFestival.

NEW LOCATION

Alphagraphics, a print visual communications
and marketing services company based in Fort
Collins, opened a second location in June. Al-
phagraphics’ new location is in Greeley at 4320
Ninth St. Road, Unit 1, across from the Greeley
Country Club.

Sweetwood Cattle Co. has opened its Fort
Collins office in the Cafe Vino Building at 1200
S. College Ave. The company sells all-natural

beef steaks, homemade sausage, craft jerky,
original rub recipes and ranch-wear.

NEW PRODUCTS AND SERVICES
Advanced Energy Industries Inc. of Fort Col-
lins presented the new Ascent AMS DC power
solution at the 9th International Conference
on Coatings and Glass in June in Breda, The
Netherlands. The ICCG conference focuses on
large-area coatings used in the manufacture of
glass and plastics, and brings together leading
scientists and industry experts to examine pro-
cess challenges and technical trends. The As-
cent platform enables unique plasma stability
for high-quality coatings in industrial process-
es, such as automobile component coatings.

DaVinci Sign Systems Inc. of Windsor re-
cently changed its metal spray finishing pro-
cess to use ultra-low VOC paint products by
Matthews. The new coatings do not contain
any heavy metals and also provide the same

benefits as the other Matthews’ paint line,
such as corrosion resistance and limitless color
matching. In addition to being an environmen-
tally friendly product, the paint provides greater
durability, gloss retention and hiding than stan-
dard acrylic polyurethane paints.

NONPROFIT NOTES

The Larimer County’s Youth Conservation
Corps announced it has been selected to re-
ceive a $1,000 grant as part of the inaugural
Restaurant Community Grant Program from
the Darden Foundation, the charitable arm of
Darden Restaurants Inc. The grant program is
intended to help support nonprofit organiza-
tions in the hundreds of communities where
Darden restaurants are located. The donation
will enable Larimer County’s Youth Conserva-
tion Corps project to involve 14-16 year olds in
agricultural projects for service learning.

United Way of Larimer County held its 10th

annual State of the Community event at Em-
bassy Suites in mid-June. The event focused
on the importance of early childhood educa-
tion as a long-term solution to poverty in our
community. Top community members were
also honored for their volunteerism and collab-
orations at the event. Those recognized includ-
ed: Lisbeth Sethre, Loveland-Senior Volunteer
Excellence Award; Greg Ketchum, Fort Collins
Volunteer Excellence Award; Houska Automo-
tive, Fort Collins-Outstanding Volunteer Group
Award; Lindsey Deringer, Fort Collins-Linda
Nerger Youth Volunteer Excellence Award; and
Louise Olson, Estes Park-Community Collab-
orator of the Year Award.

If you have an item to share about name
changes, new products or business news of
note, e-mail it to Maggie Shafer at mshafer@
ncbr.com, or mail it to Briefcase at NCBR,
1550 E. Harmony Road, Fort Collins, CO
80525.

Centennial
Celebration

We’re turning 100 and throwing a party!

Join us in marking a century of
advancing trust in the marketplace!

11 a.m. to 1 p.m. Friday, Aug. 17
Drake Centre, Fort Collins

802 West Drake Road

$45 individual tickets/$400 corporate tables
Information and Registration:
wynco.bbb.org/centennial or call 970-488-2037

Featuring:

Stephen M. R. Covey, best-selling author of
“Smart Trust” and “The Speed of Trust”

Recognition of companies
doing business for 100 or more years

g BBB

Advancing Trust Together_,

Keynote Sponsor:

Corporate Sponsor:

Bl DANIELS FUND I PINNACOL

ETHICS INITIATIVE ASSURANCE

T COLEGEOFBUSINESS

Centennial Celebration Sponsors: o Media Sponsors:
<

GUARANTY BANK
AND TRUST COMPANY*

Member FOIC

Poudre Valley Hospital

UNIVERSITY OF COLORADO HEALTH

Northern Colorada WyoMmG
BUSINESS  BUSINESS
REPORT"  REPORT

The Centennial Celebration, a program of the BBB Foundation, is in
conjunction with A Matter of Trust: Business Ethics for Contemporary Leaders,
a two-day symposium at the CSU College of Business.

Visit csubz.us/trust for more information.
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university sources of funding that the
school has attracted. Examples:

® The National Science Foundation
awarded a grant totaling nearly $350,000
(including university dollars) to support
research at UNC's Sport and Exercise Sci-
ence department to study movement in
amputees fitted with prosthetics, a study
aimed at developing better prosthetics
design and rehabilitation programs.

® The National Science Foundation
awarded $750,000 to the university’s
Biological Sciences faculty to recruit,
retain and promote the graduation of
undergraduate students majoring in the
biological sciences.

e The National Institutes of Health
funded research on schizophrenia by
Associate Professor Mark Thomas to the

tune of $349,406.

® The American Cancer Society com-
mitted $421,000 over three years to a
team of researchers to study strategies
for minimizing the side effects of che-
motherapy.

* Deanna Meinke, associate professor
of Audiology and Speech-Language Sci-
ences, is in the final year of a three-year,
$435,161 grant funded by the Office of
Naval Research with colleagues at Dart-
mouth to study the early detection and
prevention of noise-induced hearing loss.

The increasing influx of outside dol-
lars to support “core competencies” plays
directly into the university’s drive to
become less dependent upon increasingly
scarce state dollars to fund its develop-
mental aspirations.

LOCAL BUSINESS.
LOCAL EMPLOYEES.
FIRST-CLASS HEALTH PLAN.

We're expanding our commitment in Colorado. New medical offices are opening soon in

While seeking new sources of sup-
port, the university also has thoroughly
reviewed its financial situation. It scoured
its nearly $200 million annual budget to
rein in costs; in 2010 and 2011, a total
of $6.5 million was trimmed from its
budget.

This focus on fiscal accountability bore
fruit in two key areas: student recruit-
ment and employee retention. Tuition
increases have been kept low (3 percent
next year), the university’s financial aid
pool has been beefed up, and employees
received raises this year for the first time
in four years.

To see where the university’s leaders
are steering UNC'’s curriculum, though,
one need only look through the lens of the
School of Nursing.

Loveland and Fort Collins, and another is planned for Greeley in 2014. With integrated

technologies and dedicated doctors and staff, we've made an investment in quality care

that's hard to match. We've also partnered locally with Banner Health for a complete

care experience. The result is better overall health for our members — and a healthier,

more productive workforce for your company. Visit go.kp.org/colorado/business

KAISER PERMANENTE. thrlve

When LaSala became director in
2009, she outlined an aggressive set of
objectives she believed would not only
add to the school’s national reputation for
excellence, but would serve the state of
Colorado well. She wanted to add more
advanced training components to the
school’s curriculum.

She knew she had to attract more
teachers, since the demand for spaces in
nursing schools nationwide is outstripping
the ability of most faculties to handle the
load. She wanted to find more health care
partnersin the region to increase the num-
ber of real-world-experience positions for
her students. And she wanted her student
body to be more integrated into the com-
munity in general.

It was a big order. She still wrings
her hands about meeting the demand
for nurses that the aging population,
expanded health coverage and the aging
of the current crop of practicing nurses
will create. Yet she can cite many achieve-
mentsin her three years that demonstrate
innovative responses to challenging times.

The Doctor of Nursing Practice
(DNP) degree is a good example of the
university’s response to the profession’s
evolution. Nurses with advanced training
known asnurse practitioners are gradually
assuming many of the clinical roles once
performed only by MDs. In response, in
2010, the school offered its first Doctor
of Nursing Practice degree. UNC also
created an advanced degree track for fam-
ily nurse practitioners. The coursework
began with a post-master's DNP in the
fall of 2010, the post-baccalaureate DNP
was added this year.

Programs like these are “not just a mat-
ter of adding degrees. The world has gotten
more complicated, and those going into
nursing today need to be trained in much
broader terms, advancing their knowledge
beyond the medical-care level in order to
succeed,” LaSala says. “Implementation of
the DNP program ensures our competi-
tiveness in nursing education.”

The school is also home to the
National Institute for Nursing Edu-
cation and Scholarship, established
in 2008 through a $429,000 federal
grant. This program addresses both
the nursing faculty shortage and best-
practice research in nursing education
and underscores the school’s com-
mitment to continue to seek out top
educators to train the next generation
of nurses.

The school constantly seeks new
health care partners, particularly those
located in Northern Colorado. It has
relationships with 75 agencies, large and
small, throughout the region. Partners
Poudre Valley Health System and Banner
Health not only provide training opportu-
nities, but scholarships, faculty members,
endowed fellowships, donated equipment
and advisory board members.

LaSala acknowledges she has asked
much of UNC to ensure the quality
of the School of Nursing’s educational
experience.

“The university has learned that we
need to be nimble and quick to react to
community and educational needs,” she
says. “They have been exceptionally sup-
portive of the nursing program since ['ve
been there.”
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AVAGO from 3A

and is considering the expansion in
unused space within the facility. The
city of Fort Collins will offer Avago
approximately $4.9 million in tax
breaks, and it’s suggesting Larimer
County offer a separate $1 million tax
break to entice the company.

The expansion would add anoth-
er 136 jobs on top of the nearly 700
employees already here. That would
make the Fort Collins site the largest of
the company’s four locations in terms of
headcount.

Its Fort Collins site already is the larg-
est site in terms of square footage. Avago
also operates in Singapore and Malaysia.

The new jobs would include every-
thing from senior-level engineering to
mid-level technicians, not to mention
the construction jobs that the expansion
would create.

The publicly traded company hopes
to decide how to proceed this sum-
mer after local governments choose
whether to grant the company the tax
breaks. The Fort Collins City Council is
expected to consider the tax breaks at its
meeting July 17.

Avago would like to keep its manu-
facturing operations Fort Collins, where
it employs a great deal of its engineers,
Sharp said. But the company would save
on manufacturing costs by expanding
overseas.

Avago’s planned expansion comes
as the company saw 26 percent growth
year over year in its wireless communica-
tions business, which accounted for 44
percent of its net revenue in the second
quarter.

Avago posted net income of $134
million during the second quarter, up
from $125 million the same quarter
last year.

The company approached the city
seeking incentives after it received cash
offers from Singapore and Taiwan, said
Josh Birks, economic health director for
the city of Fort Collins.

Birks has proposed the city rebate
to Avago two kinds of taxes: a use tax
on manufacturing equipment bought
outside the city but used here, and a per-
sonal property tax on that equipment,
which has a steep depreciation curve.

If Avago buys $130 million in manu-
facturing equipment, that will generate
$3.9 million in use tax revenue, which
the city would rebate to Avago. The
purchase also would generate about $2
million in personal property tax revenue
over 10 years, on which the city would
rebate about $1 million.

Manufacturers pay a 3 percent tax on
equipment they buy for use in Fort Col-
lins, but companies can apply for a 1.5
percent tax rebate, which Avago already
receives. The proposed deal would waive
the entire 3-percent tax on Avago.

Hewlett-Packard received the same
deal when it added an engineering labo-
ratory aimed at developing energy-effi-
cient data centers, Birks said.

“This is a pretty common economic
development tool for us to use,” he said.

“Theoretically, there’s no limitation
on how many of these we would do,”
he said. “I think practically, we're going
to do those that make sense that are
in industries that help to perpetuate

the strengths and unique assets of Fort
Collins.”

Birs is suggesting the county offer
only a personal property tax rebate
over five years because the county does
not collect use taxes on manufacturing
equipment.

Despite losses in equipment tax rev-
enue, the city estimates it would see a
net gain in revenue from other taxes on
Avago throughout the decade.

The package is also performance-
based. For the company to receive its
annual tax rebate, Avago must hire the
jobs it promised and maintain its manu-
facturing operation.

The deal would not require that new
Avago employees live in Northern Colo-

Greeley Chamber of Commerce N
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rado, but Birks said that the city may
consider those kinds of stipulations for
other companies in the future.

Regardless, Sharp said Avago would
rather hire people locally to avoid paying
relocation costs.

“In today’s market, relocation
is becoming less common,” he said.
“You're naturally always going to end up
tending to draw on the local talent base.”

City and county leaders support the
incentives package.

Larimer County Commissioner
Lew Gaiter said the commission would
rather help an existing company than
spend money recruiting an outside
company.

Gaiter is not concerned that the
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county will lose out on tax revenue.

“I'd rather have 50 percent of some-
thing than 100 percent of nothing,” he
said. “If we don’t work with them, we
might not get anything at all.”

Mayor Karen Weitkunat considers
the company a key part of the city’s
technology manufacturing sector, and
she said she would welcome the new
jobs.

Other companies could apply for
the same kind of incentives package,
she said.

“Everybody has that opportunity,”
she said. “I think if you bring forward
some 200 jobs and several million in
revenue, certainly you have the same
fairness at the table.”
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than the like quarter in the previ-
ous year.

Loans are being made to a
variety of businesses, allowing
them to move forward in a way
that was impossible during the
credit crunch caused by the Great
Recession.

Here’s a look at what three of
these borrowers are doing with
their money:

Northern Colorado loan
dollar volume
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Source: Federal Deposit Insurance Corp.

Interstate Honda

he Interstate Honda all-terrain

I vehicle and motorcycle dealer-

ship at 858 Southeast Frontage

Road in Fort Collins closed its doors

in 2010, but thanks to a loan and

a line of credit from Capital West

National Bank, Fred MacDonald is

working to put the dealership back
on track.

MacDonald had been looking to
buy a dealership for several years
when Interstate Honda became avail-
able, and at he felt was a good price.
MacDonald and his wife also own and
operate USAirport Parking at Denver
International Airport.

The MacDonalds paid cash for the
dealership itself. Late last year, they
obtained a $750,000 loan to purchase
the building and in January were
extended a $125,000 line of credit.

Capital West held the original lease
on the building and rented it to Mac-
Donald at a “very reasonable rate,”
before approving the loan to buy the
facility. After showing profitability

Mason Street Flats

rinkman Partners has been
B obtaining loans and construct-

ing buildings in Northern Colo-
rado for years, but two loans totaling
$5 million from FirstBank enabled
the company to construct the first
phase of its Mason Street Flats project
— in spite of a fire last October — and
plan a second phase of the project.

A loan for the first phase closed in
April 2011 and construction began
the following July.

That phase is well-known: a four-
story, 30-unit mixed-use project at
the northwest intersection of Maple
and Mason Streets in Fort Collins.
The project was meant to be ready to
rent by April 2012, but an October
2011 fire destroyed the structure and

Pedzamc Associates of Northern

set development back six month:s.

Phase one of Mason Street Flats
will now be finished on Sept. 1,
according to Brinkman principal
Kevin Brinkman.

A loan on the second phase of the
project is set to close in late July or
early August, Brinkman said, and
will allow crews to break ground on
a four-story, 21-unit development
around the same time. Brinkman
expects that phase to be finished in
the second quarter of 2013.

Also expected to close in July is
a $3.2 million loan that will finance
Brinkman’s next student housing
project, the renovation of a frater-
nity house on West Elizabeth Street
that will eventually house 51 CSU

MOLLY ARMBRISTER

Physician and businesswoman Jennifer Markley.

for nine months, the line of credit was
approved.

Since reopening the dealership in
April 2011, business has boomed.

Between April and December
2011, the dealership, which employs
13, sold 304 units. Through May, 197
units have been sold, and the dealer-
ship is on pace to sell more than 500
units by the end of the year.

MacDonald wants to open another
dealership within the next two years
and said he will turn to Capital West
for a loan then as well. Ultimately, he
wants to leave one dealership to each
of his two teenage sons.

After visiting four banks, two of
which were large national banks,
MacDonald settled with Capital
West because they “did everything
they said they’d do,” and provided a
level of service similar to that which
MacDonald provides at his own com-
pany.

MacDonald and his wife also have
their home financed through Capital

JONATHAN CASTNER
Fred MacDonald, in his dealership.

West, and MacDonald believes that
using the same bank is a time-saver
because the lenders and borrowers
are already familiar with each other
and the financial elements involved.

COURTESY BRINKMAN PARTNERS
Phase one of the project is scheduled to wrap up in September.

students.

FirstBank and Brinkman Partners
are hardly strangers, which is some-
thing that Brinkman thinks works to

erus Bank, the No. 1 Small
Business Administration
lender in Larimer County,

helped Jennifer Markley purchase a
pediatric practice that has been a part
of Fort Collins for decades.

Pediatric Associates of Fort Collins
began more than 30 years ago and has
operated on the west side of Fort Collins
since then, but will open at its new loca-
tion at 1330 Oakridge Drive on July 2.

Markley worked for the practice for
12 years before purchasing it from Rich-
ard Booth, who founded Pediatric Asso-
ciates in 1976.

The new location is part of an invest-
ment purchase by an investor group that
includes Markley and her husband Eric
Markley, who is also Pediatric Associ-
ates’ practice manager.

An SBA loan from Verus provided
funds for both the purchase of the prac-
tice and the purchase of the Markleys’

their advantage when getting deals
done.

“We all know each other, so that
learning curve isn’t there,” he said.

Colorado

portion of the building, along with the
cost of renovating the building. The loan
closed earlier this spring.

“This wouldn’t have been possible
without Verus,” Eric Markley said.

The space is 50 percent larger than
the facility the practice inhabits and
every room includes a personal touch
of Jennifer Markley’s creativity. In addi-
tion to her role as a pediatrician, Mark-
ley is also an artist who painted designs
on the walls throughout the practice.

The space also has areas that are
available for rent, according to Eric
Markley. In total, Pediatric Associ-
ates of Northern Colorado will take
up about 6,000 square feet in the
21,000-square-foot building.

The practice employs 15 and just
hired an additional doctor to help keep
up with the extra patients Pediatric
Associates will be able to take on as a
result of the increased space.
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BANKRUPTCIES
Applications for bankruptcy
protection are filed with the
U.S. Bankruptcy Court in
Denver. Chapter 7 denotes
filings made for liquidation.
Chapter 11 indicates filings
for reorganization. Chap-
ter 13 indicates filings that
enable petitioners to pay off
their creditors over three to
five years.

FORECLOSURES
Includes notices of election
and demand filed by credi-
tors alleging default on a
debt. Foreclosures are not
final until a Public Trustee’s
Deed has been issued.

STATE TAX LIENS
Judgments filed against
assets of individuals or
businesses with delinquent
taxes.

This information is obtained from SKLD Information Services.

JUDGMENTS
Judgments constitute deci-
sions by a court of law
against an individual or
corporation for payment of
monetary damages.

WARRANTY DEEDS
Transfers property while
guaranteeing a clear title
free of any encumbrances
that are not listed on the
deed.

BANKRUPTCIES

Larimer County
Chapter 7

JOHN W MOATS, 1155 S ST VRAIN
AVE APT A7, ESTES PARK; CASE
#2012-21829, DATE FILED: 6/5/2012.

MICHAEL STEPHEN THOMP-
SON, PO BOX 3653, ESTES PARK;
CASE #2012-21831, DATE FILED:
6/5/2012.

DAVID WAYNE CLARKE, PO BOX
1296, ESTES PARK; CASE #2012-
21832, DATE FILED: 6/5/2012.

KARL JAMES MOBLEY, 4470
SOUTH LEMAY AVE #108, FORT
COLLINS; CASE #2012-21898, DATE
FILED: 6/6/2012.

SUSANNE E KIND, 213 COLT
DRIVE, LOVELAND; CASE #2012-
21919, DATE FILED: 6/6/2012.

MARILYN PEREZ, 1166 NORTH
MADISON #200, LOVELAND; CASE
#2012-21920, DATE FILED: 6/6/2012.

ELDORA K EISENBEISZ, 1638
CHEYENNE AVENUE, LOVELAND;
CASE #2012-21930, DATE FILED:
6/6/2012.

SEAN N PALLOTTO, 7556 TRI-
ANGLE DR, FORT COLLINS; CASE
#2012-21951, DATE FILED: 6/7/2012.

CIRO ADAME, PO BOX 1142, BER-
THOUD; CASE #2012-21958, DATE
FILED: 6/7/2012.

JEANNE MAUGHAN, 2433 OLEAN-
DER CT, LOVELAND; CASE #2012-
21974, DATE FILED: 6/7/2012.

STEVEN WEIDE, 2001 ROLLING-
WOOD DRIVE, FORT COLLINS; CASE
#2012-22019, DATE FILED: 6/7/2012.

SAMANTHA RAE ODELL, 6675 S
LEMAY AVE APT 14, FORT COLLINS;
CASE #2012-22025, DATE FILED:
6/7/2012.

CYNTHIA K WENGER, 1094 LYNX
AVE, LOVELAND; CASE #2012-
22098, DATE FILED: 6/8/2012.

JACQUELINE K PARKER, 4699
SUNVALLEY DRIVE, LOVELAND;
CASE #2012-22100, DATE FILED:
6/8/2012.

DAVID GERARD JOSTES, 4884
GLEN ISLE DR, LOVELAND; CASE
#2012-22101, DATE FILED: 6/8/2012.

TRACY L WILSON, 351 E 41ST
COURT, LOVELAND; CASE #2012-
22102, DATE FILED: 6/8/2012.

MICHELLE L TAAFFE, 1650 BOX
PRAIRIE CIRCLE, LOVELAND; CASE
#2012-22106, DATE FILED: 6/8/2012.

VICTOR JAN SANCHEZ, 1413
E 4TH STREET, LOVELAND; CASE
#2012-22141, DATE FILED: 6/8/2012.

JEFFREY MICHAEL LARSON,
717 5TH STREET, BERTHOUD; CASE
#2012-22162, DATE FILED: 6/8/2012.

PATRICIA JUNE RUTH OLTERS-
DORF, 1601 N COLLEGE AVE #333,
FORT COLLINS; CASE #2012-22176,
DATE FILED: 6/8/2012.

JENNIFER LEEANN BAY, PO BOX
1452, WELLINGTON; CASE #2012-
22265, DATE FILED: 6/11/2012.

RICHARD L LEWIS, 4036 ROCK-
VALE DR, LOVELAND; CASE #2012-
22320, DATE FILED: 6/12/2012.

PRISCILLA LYNN ERBEN, 1502
S DOUTY DRIVE #2, LOVELAND;
CASE #2012-22327, DATE FILED:
6/12/2012.

ELLEN GAY ROSE, 1124 EAST
EISENHOWER, LOVELAND;
CASE #2012-22337, DATE FILED:
6/12/2012.

ALLEN LEE WOOD, 11032 N CR 5,
WELLINGTON; CASE #2012-22349,
DATE FILED: 6/12/2012.

DEBRA LYNN DINKEL, 3119
SUMAC ST, FORT COLLINS;
CASE #2012-22358, DATE FILED:
6/12/2012.

BARBARA A BOONE, 1371 TAFT
CT, LOVELAND; CASE #2012-22421,
DATE FILED: 6/13/2012.

PEPITA MARIE STAORO, 1020
ROLLAND MOORE DR, FORT COL-
LINS; CASE #2012-22437, DATE
FILED: 6/13/2012.

KAROLYN KATHLEEN DAWSON,
1322 E 16TH ST APT A, LOVELAND;
CASE #2012-22440, DATE FILED:
6/13/2012.

BARBARA ELLEN BRUMIT, 4213

FALL RIVER DR, FORT COLLINS;
CASE #2012-22453, DATE FILED:
6/13/2012.

PHILLIP H BATTE, 916 JAMES
COURT APT 1, FORT COLLINS;
CASE #2012-22463, DATE FILED:
6/13/2012.

SHAWN MICHAEL DANIELSON,
2212 SHEFFIELD DRIVE, FORT COL-
LINS; CASE #2012-22471, DATE
FILED: 6/13/2012.

Chapter 11

BIG THOMPSON LLC, 1650 BIG
THOMPSON AVE, ESTES PARK;
CASE #2012-22455, DATE FILED:
6/13/2012.

Chapter 13

JUAN JAQUEZ ARENIVAS, 420
E 57TH STREET, LOVELAND; CASE
#2012-21915, DATE FILED: 6/6/2012.

JOHN A LEBSACK, 504 E 50TH
ST, LOVELAND; CASE #2012-22017,
DATE FILED: 6/7/2012.

DAMOND R DOTSON, 1640 KIRK-
WOOD DRIVE, FORT COLLINS; CASE
#2012-22134, DATE FILED: 6/8/2012.

CRAIG FABER LUYMES, 1118
STRATBOROUGH LANE, FORT
COLLINS; CASE #2012-22185, DATE
FILED: 6/9/2012.

FREDERICK MICHAEL GILE, 2756
OUTRIGGER WAY, FORT COLLINS;
CASE #2012-22288, DATE FILED:
6/12/2012.

CHERI GAIL BENGFORD, 1931
OVERLOOK DRIVE, FORT COLLINS;
CASE #2012-22322, DATE FILED:
6/12/2012.

Weld County

Chapter 7

LAURA ELAINE GONZALEZ, 1409
4TH STREET, FORT LUPTON; CASE
#2012-21788, DATE FILED: 6/5/2012.

SYLVIA SONIA CHAVEZ, PO BOX
456, KERSEY; CASE #2012-21800,
DATE FILED: 6/5/2012.

GABRIELLA ROSANNA MALNAR,
1720 RAILROAD DIAGONAL, EVANS;
CASE #2012-21801, DATE FILED:
6/5/2012.

MICHAEL ANTHONY GONZALEZ,
2635 52ND AVENUE, GREELEY;
CASE #2012-21847, DATE FILED:

6/5/2012.

RUTH MENDOZANUNEZ, 1216
MACLAUGULIN CT, DACONO; CASE
#2012-21861, DATE FILED: 6/5/2012.

ROBIN NICOLE JACKSON, 1709
31ST STREET ROAD #49, GREELEY;
CASE #2012-21880, DATE FILED:
6/5/2012.

RANDOLPH SCOTT WEEDMAN,
1217 26TH AVE APT 208, GREELEY;
CASE #2012-21885, DATE FILED:
6/6/2012.

RUDY MICHAEL PINO, 6720 E
120TH DR, BRIGHTON; CASE #2012-
21886, DATE FILED: 6/5/2012.

JOHN ERIC FLTECHER, 6108
GARDEN ST, FREDERICK; CASE
#2012-21888, DATE FILED: 6/6/2012.

KULLI RAE MARKUSSEN, 2341
W 8TH STREET, GREELEY; CASE
#2012-21890, DATE FILED: 6/6/2012.

MISAEL TAPIA, 2609 DOCK DR,
EVANS; CASE #2012-21896, DATE
FILED: 6/6/2012.

LORENZO F BORREGO SAENZ,
2413 BEARWOOD AVE, GREELEY;
CASE #2012-21924, DATE FILED:
6/6/2012.

TAMMY L TRUJILLO, 2916 56TH
AVE, GREELEY; CASE #2012-21957,
DATE FILED: 6/7/2012.

JUSTIN JAMES STADLER, 213
VIALPANDO STREET, BRIGHTON;
CASE #2012-21963, DATE FILED:
6/7/2012.

STEPHEN PAUL FROWNFELTER,
314 JACKIE ANN STREET, AULT;
CASE #2012-21995, DATE FILED:
6/7/2012.

DAWN KRISTIN WALLACE, 7803
WINDSONG RD, WINDSOR; CASE
#2012-22012, DATE FILED: 6/7/2012.

TERRY G CANCHOLA, 13350
ABILENE ST, BRIGHTON; CASE
#2012-22030, DATE FILED: 6/7/2012.

ARTHUR RUSSELL SCHLABACH,
2151 E BRIDGE ST APT J2, BRIGH-
TON; CASE #2012-22069, DATE
FILED: 6/7/2012.

CHERI NICHOLE CERVANTES,
2407 W B STREET, GREELEY; CASE
#2012-22109, DATE FILED: 6/8/2012.

RICHARD LEE JONES, 612 PARK
AVE, FORT LUPTON; CASE #2012-
22139, DATE FILED: 6/8/2012.

CHERRI DAWN ROTH, 5065 PELI-
CAN STREET, BRIGHTON; CASE
#2012-22163, DATE FILED: 6/8/2012.

MELVIN D WINTER, 2200 37TH
STREET #114, EVANS; CASE #2012-
22175, DATE FILED: 6/8/2012.

WILLIAM EUGENE BURNS, 12105
NEWPORT DRIVE, BRIGHTON; CASE
#2012-22187, DATE FILED: 6/9/2012.

MELISSA J BRENNAN, 169 BLUE
BONNET DRIVE, BRIGHTON; CASE
#2012-22190, DATE FILED: 6/9/2012.

MICHELLE DIANNE SWANSON,

1308 LANCASTER AVENUE, FORT
LUPTON; CASE #2012-22218, DATE
FILED: 6/11/2012.

LUKE D HINRICHS, 1021 VALLEY
DR, WINDSOR; CASE #2012-22257,
DATE FILED: 6/11/2012.

PATRICK J MADISON, 5 CYPRUS
CT, WINDSOR; CASE #2012-22258,
DATE FILED: 6/11/2012.

FLAVIO CARLOS TELLEZ, 8101 W
125 FRONTAGE RD #2, FREDERICK;
CASE #2012-22347, DATE FILED:
6/12/2012.

STEFFANY COOPER, 3060 E
BRIDGE ST LOT 76, BRIGHTON;
CASE #2012-22354, DATE FILED:
6/12/2012.

RAYMONTE HURLBURT, PO 1089,
FIRESTONE; CASE #2012-22357,
DATE FILED: 6/12/2012.

SHELBY DEAN AULDRIDGE, 1910
GREENBRIOR CT, JOHNSTOWN;
CASE #2012-22359, DATE FILED:
6/12/2012.

THOMAS EDWARD CASADAY,
2720 CRESCENT COVE DR APT 206,
EVANS; CASE #2012-22387, DATE
FILED: 6/12/2012.

MARIO CHAVEZ, 267 BIRCH AVE,
BRIGHTON; CASE #2012-22399,
DATE FILED: 6/13/2012.

HUMBERTO TORRES, 3477 W
2ND ST, GREELEY; CASE #2012-
22402, DATE FILED: 6/13/2012.

STEPHANIE M NEALY, 2179
CAPE HATTERAS DR #5, WINDSOR,;
CASE #2012-22404, DATE FILED:
6/13/2012.

KELVIN LOUIS STECKLEIN,
1365 SETTLERS DRIVE, EATON;
CASE #2012-22405, DATE FILED:
6/13/2012.

ROGER DALE MESSICK, 3905
BELMONT AVE, EVANS; CASE #2012-
22413, DATE FILED: 6/13/2012.

JONNIE BLAZEK, 12229 N IVY
WAY, BRIGHTON; CASE #2012-
22426, DATE FILED: 6/13/2012.

JOSE RODOLFO SERRANO,
1047 FAIRFIELD AVE, WINDSOR;
CASE #2012-22443, DATE FILED:
6/13/2012.

JEANNIE DURR, 2532 15TH AVE
CT, GREELEY; CASE #2012-22468,
DATE FILED: 6/13/2012.

WENDY MICHELLE SHINKLE,
11725 FRASER ST, BRIGHTON;
CASE #2012-22469, DATE FILED:
6/13/2012.

DAVID LEE GILBERT, C/O GEN-
ERAL DELIVERY, BRIGHTON;
CASE #2012-22480, DATE FILED:
6/13/2012.

JOHN LAWRENCE NEWTON, 212
6TH ST, FORT LUPTON; CASE #2012-
22566, DATE FILED: 6/14/2012.

SERGIO ROGELIO LECHUGA, 808
MOCKINGBIRD LANE, BRIGHTON;
CASE #2012-22576, DATE FILED:
6/14/2012.

Chapter 13

LARRY WILLIAM HAAS, 545 HAY-
LOFT WAY, BRIGHTON; CASE #2012-
21819, DATE FILED: 6/5/2012.

RONALD ANDRE SR WATTERS,
5598 GOLDFINCH STREET, BRIGH-
TON; CASE #2012-21830, DATE
FILED: 6/5/2012.

MARK ANTHONY RIOUX, 3663
CLAYCOMB LN, JOHNSTOWN;
CASE #2012-21870, DATE FILED:
6/5/2012.

BETTY JO BEACH, 2130 28TH
AVE APT 5, GREELEY; CASE #2012-
22023, DATE FILED: 6/7/2012.

LANCE LYDELL LATOSKI, 5889
WOOD DUCK COURT, FREDERICK;
CASE #2012-22067, DATE FILED:
6/7/2012.

MATTHEW JACOB HERNANDEZ,
432 WIND RIVER DRIVE, WINDSOR;
CASE #2012-22246, DATE FILED:
6/11/2012.

CHRISTOPHER MICHAEL WOER-
PEL, 814 S 4TH AVE, BRIGHTON;
CASE #2012-22259, DATE FILED:
6/11/2012.

HEATHER WREN BUTLER, 826
E 21ST ST, GREELEY; CASE #2012-
22267, DATE FILED: 6/11/2012.

WENDY LEE DALTON, 14783 VER-
BENA CT, BRIGHTON; CASE #2012-
22489, DATE FILED: 6/14/2012.

MICHELLE C HERDT, 16013 E
124TH AVENUE, BRIGHTON;
CASE #2012-22523, DATE FILED:
6/14/2012.

FORECLOSURES

Larimer County
BORROWER: JASON W ELSTON,
342 SNOWTOP DR, DRAKE. LEND-
ER: ONEWEST BANK FSB, AMOUNT
DUE: $154341. CASE #33307.
5/22/2012

BORROWER: DANIEL C SMITH,
2586 W 44TH ST, LOVELAND. LEND-
ER: HSBC BANK USA, AMOUNT
DUE: $145106. CASE #33308.
5/22/2012

BORROWER: CHARLES HENRY
JR SCHMIDT, 609 MCKINLEY AVE,
LOVELAND. LENDER: JPMORGAN
CHASE BANK, AMOUNT DUE:
$67775. CASE #33309. 5/22/2012

BORROWER: WESLEY & CRYS-
TAL ROSE RIDINGER, 1008 E 2ND
ST, LOVELAND. LENDER: JPMOR-
GAN CHASE BANK, AMOUNT DUE:
$145410. CASE #33310. 5/22/2012

BORROWER: DILLYNM&LAVETAG
ELDER, 1513 E LAKE ST, FORT COL-
LINS. LENDER: US BANK, AMOUNT
DUE: $313933. CASE #33311.
5/22/2012

BORROWER: MONTY ALLEN
MARTIN, 5600 ROOSEVELT AVE,
LOVELAND. LENDER: BANK AMER-
ICA, AMOUNT DUE: $156049. CASE
#33312. 5/22/2012

EYE from 3A

to earthquakes, including explosions
related to mining or construction,
underground nuclear tests and con-
fining reservoirs behind dams.

Sen. Jeff Bingaman, D-New
Mexico, requested that the coun-
cil study the matter following
concern about reports of earth-
quakes in multiple states, includ-
ing Colorado, being caused by
fracturing. A group of geologists
and engineers, many from Colo-
rado, conducted the 239-page
study.

The findings aren’t likely to
cause much of a shake-up.

Among the study’s key conclu-
sions:

1) Hydraulic fracturing does
not pose a high risk for causing
earthquakes that people can feel;

2) Disposal of fracturing waste-
water deep into the ground poses
some risk for increased earthquake
activity, but very few have been
recorded over the past several
decades.

The researchers recommended
further research be done to better
understand and address the poten-
tial risks associated with human-
caused earthquakes.

Seek volunteers

Embrace Northern Colorado, a
nonprofit focused on the future of
Northern Colorado, is in search of
volunteers to staff some of its initia-
tives in the coming months.

Embrace is in need of support
for both its board of directors
and marketing efforts, as well as
development project management.
Volunteer opportunities also exist
for writers who would like to put
their skills to work contributing to
Embrace’s monthly newsletter.

The nonprofit is also in the hunt
for new office space, having inhab-

ited a suite at 760 Whalers Way for
the last three years. Embrace has
outgrown its current office space and
is on the lookout for a building that
can house volunteers and provide
meeting space for the board.

Embrace works to accomplish
three goals: Identifying a common
framework for the future of North-
ern Colorado, assisting area lead-
ers and citizens so that those with
diverse views can work together on
common issues, and finding solu-
tions to the challenges here and
taking action to implement those
solutions.
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BORROWER: JOHN JONEN, 234
GREENWOOD DR, LOVELAND.
LENDER: BANK AMERICA, AMOUNT
DUE: $146424. CASE #33314.
5/22/2012

BORROWER: LLOYD LEFLET,
2661 W COUNTY ROAD 64, FORT
COLLINS. LENDER: NIFTY NOOK
INVESTMENTS LLC, AMOUNT DUE:
$234888. CASE #33732. 5/23/2012

BORROWER: KURT & KARLA KAY
KATHAN, 505 E 50TH ST, LOVELAND.
LENDER: WELLS FARGO BANK,
AMOUNT DUE: $151562. CASE
#33733. 5/23/2012

BORROWER: THOMAS J & SHAN-
NON D WATSON, 3540 MAPLE-
WOOD LN, JOHNSTOWN. LENDER:
BANK AMERICA, AMOUNT DUE:
$280527. CASE #33736. 5/23/2012

BORROWER: MARK A DORMAN,
447 ELM AVE, ESTES PARK. LEND-
ER: BANK AMERICA, AMOUNT DUE:
$172689. CASE #33737. 5/23/2012

BORROWER: STEVEN W STEIN-
KE, 5437 HUNTER DR, WINDSOR.
LENDER: WELLS FARGO BANK,
AMOUNT DUE: $256068. CASE
#33738. 5/23/2012

BORROWER: MELINDA K ROSE,
2541 WINTER PARK ST, LOVELAND.
LENDER: FEDERAL NATIONAL
MORTGAGE ASSN, AMOUNT DUE:
$237029. CASE #33739. 5/23/2012

BORROWER: JOHN STANLEY SAY-
LOR, 4150 EBONY CT, LOVELAND.
LENDER: WELLS FARGO BANK,
AMOUNT DUE: $179108. CASE
#33740. 5/23/2012

BORROWER: AYOUB & MARY BAR-
GHELAME, 200 GREGORY RD, FORT
COLLINS. LENDER: BAFC 2007 A,
AMOUNT DUE: $2200000. CASE
#33741.5/23/2012

BORROWER: DANNY L DISHON,
490 GORDON CT, LIVERMORE.
LENDER: BANK AMERICA, AMOUNT
DUE: $257610. CASE #33742.
5/23/2012
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BORROWER: RAPTOR DEVL
LLC, MULT PRORP, . LENDER: NATL
BK KANSAS CITY, AMOUNT DUE:
$128288. CASE #33970. 5/24/2012

BORROWER: CHADWICK S & TERI
L RICHARDSON, , . LENDER: LIBER-
TY SVGS BANK FSB, AMOUNT DUE:
$96045. CASE #34226. 5/25/2012

BORROWER: KRISTOPHER
CROWE, 20246 CATTLE DR, WEL-
LINGTON. LENDER: WELLS FARGO
BANK, AMOUNT DUE: $192973.
CASE #34257. 5/25/2012

BORROWER: SHERRY D & CHRIS-
TOPHER C HESS, 562 DRIFTWOOD
AVE, ESTES PARK. LENDER: BANK
AMERICA, AMOUNT DUE: $241785.
CASE #34258. 5/25/2012

BORROWER: BARBARA P FISKE,
1353 TAFT CT, LOVELAND. LENDER:
WELLS FARGO BANK, AMOUNT
DUE: $123221. CASE #34259.
5/25/2012

BORROWER: MARKLEY & ERNEST
M SCHMIDT, 510 N TAFT HILL RD,
FORT COLLINS. LENDER: BANK
AMERICA, AMOUNT DUE: $150113.
CASE #34260. 5/25/2012

BORROWER: CYNTHIAD LARSON,
936 PTARMIGAN CIR, LOVELAND.
LENDER: COLORADO HOUSING
FINANCE AUTHO, AMOUNT DUE:
$169775. CASE #34261. 5/25/2012

BORROWER: JEFFERY WILLIAM &
REBECCA WARNING, 1910 KONA
DR, FORT COLLINS. LENDER: BANK
NEW YORK MELLON, AMOUNT DUE:
$447624. CASE #34262. 5/25/2012

BORROWER: LAWRENCE D
& AMBER L BOUTTE, 2639 ASH-
LAND LN, FORT COLLINS. LENDER:
WELLS FARGO BANK, AMOUNT
DUE: $240514. CASE #34263.
5/25/2012

BORROWER: STEPHEN F & DENISE
L STAAB, 536 SKYLINE DR, FORT
COLLINS. LENDER: BANK AMERI-
CA, AMOUNT DUE: $207765. CASE
#34264. 5/25/2012

BORROWER: BRANDY & CHANCEY
CALDWELL, 428 TESUQUE TRL, RED
FEATHER LAKES. LENDER: BANK
NEW YORKMELLON, AMOUNT DUE:
$116532. CASE #34265. 5/25/2012

BORROWER: JAMES F & TRACEY
L BUCHANAN, 21200 W COUNTY
ROAD 80C, LIVERMORE. LENDER:
GMAC MORTGAGE LLC, AMOUNT
DUE: $205539. CASE #34266.
5/25/2012

BORROWER: GARRY A BROWN,
1165 BROADVIEW, ESTES PARK.
LENDER: SPRINGLEAF FINANCIAL
SERVICES, AMOUNT DUE: $207008.
CASE #34267. 5/25/2012

BORROWER: KEVIN W FRAZIER,
1201 FOX ACRES DR E, RED FEATH-
ER LAKES. LENDER: BANK AMERI-
CA, AMOUNT DUE: $524979. CASE
#34340. 5/25/2012

BORROWER: REBECCA J TREN-
ERRY, 4500 SENECA ST UNIT 43,
FORT COLLINS. LENDER: BK AM,
AMOUNT DUE: $122578. CASE
#35111. 5/30/2012

BORROWER: RODERICK & SHERRI
JARAMILLO, 4712 DATE CT, LOVE-
LAND. LENDER: WELLS FARGO
BANK, AMOUNT DUE: $207519.
CASE #35113. 5/30/2012

BORROWER: PATRICK FOLEY, 1509
W 13TH ST, LOVELAND. LENDER: BK
AM, AMOUNT DUE: $163636. CASE
#35115. 5/30/2012

BORROWER: TONI M MCDOW-
ELLALLOWAY, 3016 N FRANKLIN
AVE, LOVELAND. LENDER: BANK
AMERICA, AMOUNT DUE: $142300.
CASE #35430. 5/31/2012

BORROWER: MARTIN C HOFF, 1245
23RD ST SW, LOVELAND. LENDER:
BANK AMERICA, AMOUNT DUE:
$206889. CASE #35431. 5/31/2012

BORROWER: STEVEN E & HEATH-
ER BUTCHER, 932 N 4TH ST, BER-
THOUD. LENDER: BANK AMERICA,
AMOUNT DUE: $255805. CASE
#35432. 5/31/2012

BORROWER: TIMOTHY & DEB-
BIE A OBRIEN, 3739 LARKSPUR
DR, LOVELAND. LENDER: CENLAR
FSB, AMOUNT DUE: $222215. CASE
#35829. 6/1/2012

BORROWER: DALE L TEGTMEIER,
5200 CRYSTAL LN, LOVELAND.
LENDER: NATIONSTAR MORTGAGE
LLC, AMOUNT DUE: $298308. CASE
#35830. 6/1/2012

BORROWER: MICHAEL R GORES,
227 MOUNT EVEREST DR, LIVER-
MORE. LENDER: CENLAR FSB,
AMOUNT DUE: $136658. CASE
#35831. 6/1/2012

BORROWER: SCOTT D & SARAH
D TREBILCOCK, 1931 14TH ST SW,
LOVELAND. LENDER: BANK AMER-
ICA, AMOUNT DUE: $164620. CASE
#35832. 6/1/2012

BORROWER: JAY CLEARY, 566
MOUNT MASSIVE DR, LIVERMORE.
LENDER: GMAC MORTGAGE LLC,
AMOUNT DUE: $187997. CASE
#37047. 6/6/2012

BORROWER: GREGORY BRYCE
EDWARDS, 3414 HEWITT ST, LOVE-
LAND. LENDER: BANK AMERICA,
AMOUNT DUE: $182603. CASE
#37048. 6/6/2012

BORROWER: TARA LYNN RIGG,
817 W 36TH ST, LOVELAND. LEND-
ER: BANK AMERICA, AMOUNT DUE:
$203880. CASE #37049. 6/6/2012

BORROWER: MICHAEL STEPHEN
& MARJORIE LYNN VANLUVEN, 411
DRIFTWOOD AVE, ESTES PARK.
LENDER: BANK AMERICA, AMOUNT
DUE: $241681. CASE #37050.
6/6/2012

BORROWER: BRIAN GEHRING,
4114 HAYES CIR, WELLINGTON.
LENDER: BANK AMERICA, AMOUNT
DUE: $112555. CASE #37051.
6/6/2012

BORROWER: GLORIA J BRYAN,
511 SPINDRIFT CT, FORT COLLINS.
LENDER: FANNIE MAE, AMOUNT
DUE: $159873. CASE #37052.

6/6/2012

BORROWER: DENNIS ARMUND
HOVLAND, 1025 21ST ST SW, LOVE-
LAND. LENDER: FIRST NATIONAL
BANK OMAHA, AMOUNT DUE:
$113796. CASE #37053. 6/6/2012

BORROWER: DWAYN EDWARD &
WENDI ANN DUPREY, 3727 ROBIN
CT, LOVELAND. LENDER: BANK
AMERICA, AMOUNT DUE: $150940.
CASE #37065. 6/6/2012

BORROWER: LESLIE L VIGIL, 3500
ROLLING GREEN DR APT J37, FORT
COLLINS. LENDER: BANK AMERI-
CA, AMOUNT DUE: $114859. CASE
#37066. 6/6/2012

BORROWER: REYMUNDO &
DEBRA ANN ESPINOSA, 2265 AUS-
TIN CT, LOVELAND. LENDER: BANK
AMERICA, AMOUNT DUE: $186484.
CASE #37067. 6/6/2012

BORROWER: ERNIE TELLEZ, 2224
NORTHRIDGE CT, FORT COLLINS.
LENDER: BANK AMERICA, AMOUNT
DUE: $256674. CASE #37068.
6/6/2012

BORROWER: KEVIN CHARLES &
CHRISTOPHER LEVAD, 2743 GAR-
DEN DR, FORT COLLINS. LEND-
ER: JPMORGAN CHASE BANK,
AMOUNT DUE: $139096. CASE
#37079. 6/6/2012

BORROWER: JOHN B SWARTZ,
3620 ORCHARD DR, LAPORTE.
LENDER: BANK NEW YORK MEL-
LON, AMOUNT DUE: $127390. CASE
#37082. 6/6/2012

BORROWER: LUIS & ROBERLEY
SANTOS, 826 HESCHEL ST UNIT
A, FORT COLLINS. LENDER: FED-
ERAL NATIONAL MORTGAGE ASSN,
AMOUNT DUE: $212784. CASE
#37093. 6/6/2012

Weld County

BORROWER: RANDY L GEROLD,
3108 W 19TH ST, GREELEY. LENDER:
BK AM, AMOUNT DUE: $144199.
CASE #3847872. 5/23/2012

BORROWER: ANNEMARIE &
DOMENICO DALESSIO, 10291 DOG-
WOOD ST, FIRESTONE. LENDER:
JPMORGAN CHASE BK, AMOUNT
DUE: $248543. CASE #3847873.
5/23/2012

BORROWER: WALTER L & DEBO-
RAH J REYNOLDS, 6985 SUMMER-
SET AVE, FIRESTONE. LENDER: BK
AM, AMOUNT DUE: $235308. CASE
#3847874.5/23/2012

BORROWER: HERBERT SHERMAN,
2512 WATER FRONT ST, EVANS.
LENDER: AURORA BK, AMOUNT
DUE: $166383. CASE #3847875.
5/23/2012

BORROWER: TERRIE &
JOHNNETTE GUNN, 313 6TH ST,
FREDERICK. LENDER: DEUTSCHE
BKNATL TRUST CO, AMOUNT DUE:
$140000. CASE #3847876.5/23/2012

BORROWER: STUART D & MARY
L BENSON, 6872 SUMMERSET
AVE, FIRESTONE. LENDER: WELLS
FARGO BK, AMOUNT DUE: $201134.
CASE #3847877. 5/23/2012

BORROWER: JOHN E & BARBIE
K MINER, 26120 WCR 55, KERSEY.
LENDER: LONG BEACH MTG
LOAN TRUST 2003, AMOUNT DUE:
$141079. CASE #3847878.5/23/2012

BORROWER: JOHN L & CHERYL A
CUMMINGS, 6608 W 3RD ST BLDG
34 50, GREELEY. LENDER: SUN-
TRUST MTG INC, AMOUNT DUE:
$191914. CASE #3848264. 5/24/2012

BORROWER: MARK A STEWART,
3327 W 19TH ST, GREELEY. LENDER:
BK AM, AMOUNT DUE: $112542.
CASE #3848265. 5/24/2012

BORROWER: VICTOR & SHARON
SCHENCK, 16160 COUNTY ROAD
47, LA SALLE. LENDER: TCF NATL
BK, AMOUNT DUE: $171914. CASE
#3848380. 5/25/2012

OIL from 1A

though cities and counties have a
measure of control over certain activi-
ties that have an impact on what some
call quality of life.

The forthcoming regulations come
as controversy over hydraulic frac-
turing rages along the Front Range.
Fracturing, also known as fracking,
involves pumping water, sand and
chemicals into shale to release oil and
natural gas.

Air-quality studies have shown
the presence of pollutants associated
with oil and gas development. Others
dislike the traffic and noise and what
they say are unsightly wells.

Loveland followed the example
of other Front Range cities when it
passed an oil and gas drilling mora-
torium in May that will stay in effect
until Feb. 16. In part, the idea was to
give itself time to develop an adequate
response to the booming oil industry.

“I think we need to be talking
about the health, safety and welfare of
our citizens,” Loveland Mayor Cecil
Gutierrez said.

Fort Collins’ own effort at impos-
ing a moratorium failed by a 3-3 vote
by city councilors. But Mayor Karen
Weitkunat nonetheless promised the
city would develop its own set of
regulations.

Whatever they do, cities cannot
control issues directly related to oil
and gas operations, said Thom Kerr,

acting director of the state Oil and
Gas Conservation Commission,
which regulates those matters.

As an example, they cannot
require oil and gas companies to use
closed-loop systems just anywhere.
However, state law already requires
these systems when operations are in
residential areas, Kerr said. The sys-
tems capture and store drilling fluids
from hydraulic fracturing in tanks
instead of open pits.

Also, state law already outlines
maximum drilling noise levels
depending on the zoning of the prop-
erty surrounding the operation, so
counties and cities cannot pass con-
flicting regulations, Kerr said.

Under state law, noise levels are
measured 350 feet from the source
and 25 feet away if an oil and gas facil-
ity is installed closer than 350 feet to
a building.

Cities and counties, on the other
hand, can regulate some kinds of
transportation matters, such as ini-
tiating traffic plans that can include
requirements to limit dust created by
vehicles, he said.

They could require companies to
use magnesium chloride to help mini-
mize dust kicked up on dirt roads or
to avoid them altogether.

Local governments also could limit
producers from using certain roads
when school buses are using them.

Cities also can pass regulations
on or ask operators for landscaping,
fences and color schemes surrounding
wells to improve their look.

“Those sorts of aesthetics are defi-
nitely within the realm of a local
government,” Kerr said.

Greeley, which has dealt with oil
and gas operations for decades, has
apparently mastered the balancing
act, with regulations on its books
that vary from state law and, in some
areas, can be stricter.

Among the differences is Gree-
ley’s more restrictive requirement of
a setback of 50 additional feet from
a wellhead from homes and other
buildings in low-density areas. State
law requires a 150-foot setback.

As they gather information about
how far they can go, Loveland and
Fort Collins are expected to take a
close look at regulations passed by
Greeley as well as those under con-
sideration by Longmont and other
Colorado municipalities.

Longmont, which adopted a
moratorium in December, has been
weighing its own set of regulations for
months. Its City Council is expected
to take up the issue sometime in July.

New drilling operations would be
banned in residential areas under the
proposed rules.

Also, the city is thinking about
creating a streamlined application

process for oil and gas producers who
meet all of its “recommended” stan-
dards. Those that don’t would be
subjected to a more lengthy public
hearing review.

One of the recommended stan-
dards would require a well to be
located 750 feet or more from a build-
ing, park, sports field or playground.

Other recommended standards
would require producers to provide
additional noise mitigation and to
locate wells 300 feet or more from
bodies of water.

In addition, the city’s recommend-
ed standards would allow wells that
producers use to dispose of water
used for fracturing only in industrial
areas.

The recommended standard would
require closed-loop drilling systems
in all cases.

Another recommended standard
would require operators to conduct
additional water-quality monitoring
beyond what'’s required by the state.

In coming up with its rules, Greg
George, director of Loveland’s devel-
opment services department, said,
“we recognize we have some limita-
tions.”

Which is why the Loveland City
Council has asked staffers that “in
doing this (we) not put ourselves
in the position of being sued,” he
said.
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BORROWER: EMMA LOU WATER-
MAN, 235 MALLARD CT, WIND-
SOR. LENDER: JPMORGAN CHASE
BK, AMOUNT DUE: $74614. CASE
#3848388. 5/25/2012

BORROWER: LEVI R & JENNY L
SCHUMP, 2705 W 26TH STREET
RD, GREELEY. LENDER: BK AM,
AMOUNT DUE: $148476. CASE
#3848389. 5/25/2012

BORROWER: MATTHEW P ALDER-
MAN, 2040 TUNDRA CIR, ERIE.
LENDER: MT BK, AMOUNT DUE:
$216895. CASE #3848390. 5/25/2012

BORROWER: KAREN WOERNER,
1618 8TH ST, GREELEY. LENDER:
WELLS FARGO BK, AMOUNT DUE:
$80925. CASE #3848391. 5/25/2012

BORROWER: FRANK GARCIA, 241
4TH ST, DACONO. LENDER: NATION-
STAR MTG LLC, AMOUNT DUE:
$171124. CASE #3848392. 5/25/2012

BORROWER: PHILIP G & HEIDI C
MARSHALL, 355 DECINO PL, ERIE.
LENDER: BK AM, AMOUNT DUE:
$353445. CASE #3848393. 5/25/2012

BORROWER: DANIEL E GILBERT,
3100 BLUE SKY CIR # 14 301, ERIE.
LENDER: CITIMORTGAGE INC,
AMOUNT DUE: $193459. CASE
#3848394. 5/25/2012

BORROWER: JEREMY M CRUZ,
8607 W 18TH ST, GREELEY. LENDER:
WELLS FARGO BK, AMOUNT DUE:
$229235. CASE #3848395. 5/25/2012

BORROWER: JAMES SOLLERS,
521 S PAULINE CT, MILLIKEN.
LENDER: PNC BK, AMOUNT DUE:
$116813. CASE #3848396. 5/25/2012

BORROWER: CHRISTOPHER
HARDER, 10674 FORESTER PL,
LONGMONT. LENDER: DEUTSCHE
BK NATL TRUST, AMOUNT DUE:
$168075. CASE #3848824. 5/29/2012

BORROWER: CLEDA L RUSSELL,
5232 W 11TH ST, GREELEY. LENDER:
WELLS FARGO BK, AMOUNT DUE:
$123487. CASE #3848825. 5/29/2012

BORROWER: TODD J & YVONNA
L BLESSING, 1145 N PARK AVE,
JOHNSTOWN. LENDER: WELLS
FARGO BK, AMOUNT DUE: $151247.
CASE #3848826. 5/29/2012
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BORROWER: PATRICIA LEE MEN-
DOZA, 4844 KINGS CANYON DR,
GREELEY. LENDER: EQUITABLE
SAV, AMOUNT DUE: $81379. CASE
#3848828. 5/29/2012

BORROWER: DONALD L & KATHY
E FOX, 10200 EASTVIEW ST, FIRES-
TONE. LENDER: JPMORGAN CHASE
BK, AMOUNT DUE: $264247. CASE
#3848832. 5/29/2012

BORROWER: TAYLOR D GILBERT,
1425 BLUE SKY CIR # 15 101, ERIE.
LENDER: BK AM, AMOUNT DUE:
$137953. CASE #3848833.5/29/2012

BORROWER: ARTURO N JR &
DIANE M AMAYA, 11392 EBONY
ST, FIRESTONE. LENDER: BAYVIEW
LOAN SERVICING LLC, AMOUNT
DUE: $212020. CASE #3849118.
5/30/2012

BORROWER: ARMANDO JR &
KIMBERLY PONCE, 4046 W 30TH
STREET RD, GREELEY. LENDER:
WELLS FARGO BK, AMOUNT DUE:
$192340. CASE #3849119.5/30/2012

BORROWER: LEROY D & SHON-
NY P CARROLL, 306 ASH CT,
EVANS. LENDER: COLO HOUSING
FIN AUTHORITY, AMOUNT DUE:
$106996. CASE #3849120. 5/30/2012

BORROWER: DAVID R & JAMIE L
ESTELL, 108 PLOWSHARE LN, PLAT-
TEVILLE. LENDER: BK AM, AMOUNT
DUE: $177744. CASE #3849121.
5/30/2012

BORROWER: FEDERICO LUNARO-
DRIGUEZ, 1023 E 25TH STREET LN,
GREELEY. LENDER: WELLS FARGO
BK, AMOUNT DUE: $110237. CASE
#3849122. 5/30/2012

BORROWER: DARCY R DAVIES,
2356 DOGWOOD DR, ERIE. LEND-
ER: HSBC BK USA, AMOUNT DUE:
$254310. CASE #3849128.5/30/2012

BORROWER: SPENCER A &
MEGAN M WELLS, 4961 W 7TH
ST, GREELEY. LENDER: HSBC BK
USA, AMOUNT DUE: $135552. CASE
#3849414. 5/31/2012

BORROWER: MANUEL E & CATH-
LEEN A TRUJILLO, 407 RIDGEVIEW
CT, JOHNSTOWN. LENDER: BKNEW
YORK MELLON, AMOUNT DUE:
$272975. CASE #3849415.5/31/2012

BORROWER: DANNY ANSBACH,
1813 14TH ST, GREELEY. LENDER:
BK AM, AMOUNT DUE: $127183.
CASE #3849416. 5/31/2012

BORROWER: ANTHONY J
GIAIMO, 2102 36TH STREET CT,
EVANS. LENDER: WELLS FARGO
BK, AMOUNT DUE: $106140. CASE
#3849417.5/31/2012

BORROWER: ROBERT R JR
OSTRANDER, 2651 22ND AVE,
GREELEY. LENDER: BK AM,
AMOUNT DUE: $102953. CASE
#3849421.5/31/2012

BORROWER: WILLIAM L STOCK-
LEY, 7615 COUNTY ROAD 59,
KEENESBURG. LENDER: BK AM,
AMOUNT DUE: $101368. CASE
#3849422. 5/31/2012

BORROWER: JAIME CARBAJAL,
135 5TH ST, FORT LUPTON. LEND-
ER: LMT 2006 9 TRUST, AMOUNT
DUE: $142400. CASE #3849423.
5/31/2012

BORROWER: DEAN H & BETTY
ANN BECHTOLD, 4639 ZION DR,
GREELEY. LENDER: FED NATL MTG
ASSOC, AMOUNT DUE: $31708.
CASE #3849424. 5/31/2012

BORROWER: MARY L HORAN,
3609 MONTROSE ST, EVANS. LEND-
ER: BK AM, AMOUNT DUE: $78550.
CASE #3850179. 6/4/2012

BORROWER: PRATT LAND LLC,
, . LENDER: 2010 1 RADC CADC
VENTURE LLC, AMOUNT DUE:
$2077313. CASE #3850419. 6/4/2012

BORROWER: NELS OLSEN, 406
ROLLINGWOOD DR, WINDSOR.
LENDER: WELLS FARGO BK,
AMOUNT DUE: $185456. CASE
#3850420. 6/4/2012

BORROWER: CLIFFORD J SNY-
DER, 320 S3RD ST, LASALLE. LEND-
ER: MASTR ALTERNATIVE LOAN
TRUST 2, AMOUNT DUE: $122222.
CASE #3850421. 6/4/2012

BORROWER: JOSE & MAGDALENA
MEZA, 2404 W 14TH ST, GREELEY.
LENDER: JPMORGAN CHASE BK,
AMOUNT DUE: $143391. CASE
#3850422. 6/4/2012

BORROWER: SONYA H ALLI-

SON, 6331 AUDUBON ST, FRED-
ERICK. LENDER: WELLS FARGO
BK, AMOUNT DUE: $113985. CASE
#3850423. 6/4/2012

BORROWER: MICHAEL & JOY L
SHAPIRO, 2329 8TH AVE, GREE-
LEY. LENDER: SWEETBAUM SANDS
ANDERSON PC, AMOUNT DUE:
$400326. CASE #3850424. 6/4/2012

BORROWER: RONALD FLOYD
& DOROTH HIRSCH, 707 E 20TH
ST, GREELEY. LENDER: US BK,
AMOUNT DUE: $215465. CASE
#3850425. 6/4/2012

BORROWER: CARRIE E ANDER-
SON, 2547 21ST AVE, GREELEY.
LENDER: WELLS FARGO BK,
AMOUNT DUE: $120577. CASE
#3850426. 6/4/2012

BORROWER: RICARDO PALACIOS,
2602 WHARF ST, EVANS. LENDER:
GMAC MTG LLC, AMOUNT DUE:
$129944. CASE #3850427. 6/4/2012

BORROWER: MONGKHON NAM-
LONG, 5723 SKYLINE AVE, FRED-
ERICK. LENDER: BK AM, AMOUNT
DUE: $212336. CASE #3850428.
6/4/2012

BORROWER: JOSEPH F & APRIL
M DIXON, 6447 ST VRAIN RANCH
BLVD, FIRESTONE. LENDER: JPM-
ORGAN CHASE BK, AMOUNT DUE:
$175458. CASE #3850429. 6/4/2012

BORROWER: DWAYNE P & LORET-
TA L NOVAK, 9740 COUNTY ROAD
55, KEENESBURG. LENDER: RALI
2007 QS1, AMOUNT DUE: $391924.
CASE #3850430. 6/4/2012

BORROWER: DEREK J & MEGAN
R JORDAN, 906 SCOTCH PINE
DR, WINDSOR. LENDER: BK AM,
AMOUNT DUE: $196223. CASE
#3850431. 6/4/2012

BORROWER: LEONARD E STE-
VENS, 6350 HOLLYHOCK GRN,
FREDERICK. LENDER: FED NATL
MTG ASSOC, AMOUNT DUE:

$96883. CASE #3850432. 6/4/2012

BORROWER: CHRIS & JENNIFER
HENDRIX, 2306 BRIANNA CT, JOHN-
STOWN. LENDER: COLO HOUS-
ING FIN AUTHORITY, AMOUNT DUE:
$151485. CASE #3850433. 6/4/2012

BORROWER: BRIAN T & LISA R
BAKER, 580 SYCAMORE DR, WIND-
SOR. LENDER: BK AM, AMOUNT
DUE: $182503. CASE #3850434.
6/4/2012

BORROWER: DEBORAH A & BURT
A SCHONEMAN, 13452 COUNTY
ROAD 32, PLATTEVILLE. LENDER:
ONEWEST BK, AMOUNT DUE:
$222136. CASE #3850435. 6/4/2012

BORROWER: LIONEL SALAZAR,
426 WALL ST, EATON. LENDER:
DEUTSCHE BK NATL TRUST CO,
AMOUNT DUE: $98570. CASE
#3850611. 6/5/2012

OLD TOWN NORTH from 3A

The attorney for the bankrupt-
cy proceedings, Harvey Sender of
Denver-based Sender & Wasserman,
could not provide additional informa-
tion on the case in time for publica-
tion.

Another Denver law firm, Otten
Johnsen Robinson Neff & Ragonetti,
is among the top unsecured credi-
tors, owed $31,905 for legal services
rendered last fall.

Old Town North is a 45-acre proj-
ect located just north of Vine Drive
and east of College Avenue combining
live-work elements. The plans called
for a two-phase project, the first of
which would focus on mixed housing
types.

Work on the project began prior to
the recession, according to Michael

Short, president of the Downtown
Business Association.

Phase two of the project was
planned to include the “Uptown Arts”
project, to contain a combination of
retail space, offices and studios for
artists. The project was meant to
highlight a concept called new urban-
ism, with mixed-use features, live-
work units and pedestrian-friendly
open spaces and parks.

Many of the residences that were
completed are believed to be occu-
pied.

Larimer County Assessor
records show 82 parcels under the
ownership of Old Town North,
ranging in value from $500 to
$22,300, all in the neighborhood
of the project.

CONSTRUCTION from 1A
As of April, Colorado had added

7,500 construction jobs since mid-
2011; the industry was growing at a
rate of 4.2 percent over levels from
the previous year, according to the
Denver branch of the Kansas City
Federal Reserve.

Good news for contractors, it
would seem, in an industry that lost
59,700 jobs between 2007 and 2009,
according to the Fed.

The problem today: many of those
who lost their jobs moved onto other
careers and are no longer available
to the companies that would like to
hire them.

Colorado saw a peak of 170,100
construction jobs in July 2007. As
of this May, the state had 118,300
construction jobs, according to the
Associated General Contractors of
America.

According to the Fed, in the first
three months of 2012, both residential
and commercial construction
spending were up a whopping 50
percent in Colorado, and permits
for residential projects were up 38.8
percent from the previous year.

Now, just as companies are landing
work again, recruiting is turning out
to be problematic.

There is, it appears, a dearth

of construction workers, leaving
Northern Colorado subcontractors
with not enough people to handle the
work coming in.

Many of the workers found jobs in
the booming oil and gas industry, but
that’s not where they all ended up,
according to Steve Spanjer, president
of Fort Collins-based Spanjer Homes.

“Some went back home to Kansas
to work on the farm, some went into
auto detailing or auto sales, some
are selling insurance,” Spanjer said.
“There are some who went into oil
and gas, but not all of them.”

Some workers also went back to
school when the recession set in and
have now been trained in different
careers.

Spanjer also noted that once the
High Park Fire is extinguished and it
comes time to rebuild the hundreds
of homes destroyed by the fire, the
construction business will pick up
even more, if only temporarily.

One subcontractor feeling the
effects of the worker shortage is Gery
Lockman, CEO of L&L Acoustical
Drywall Contracting.

Lockman first began noticing the
uptick in jobs in October, but was able
to keep up with the demand with a
payroll of 30 to 35 workers.

Within the last month, though,
all of that changed.

“All of a sudden, it kind of
blindsided me,” he said.

The family-owned, Fort Collins
company was soon receiving so
much work that it needed to hire,
but couldn’t find anyone in the area
who wanted a construction job.

Lockman makes use of avenues
like Craiglist or newspaper postings
to find workers, and ended up hiring
a crew from Texas who found his ad
online. His staff is now at 45, and
he anticipates that he’ll need to hire
five to 10 more people.

The downside to bringing in
workers from out-of-state is the
extra expense, Lockman said.
Because the workers he hired from
Texas don’t have homes here, he
has to put them up in a hotel, a
$600 per week expense that is not
factored into the price he charges to
do a job.

Construction jobs aren’t as
desirable as they used to be,
Lockman said, for a variety of
reasons. Especially among younger
generations, the work is seen as low-
earning and much less exciting than
a job in an up-and-coming industry
like green energy.

Most of his employees are over
45, creating another, longer-term
concern about what kind of shortage
will be created when the current
crop of workers retire.

“The question becomes, ‘Where
are my future workers going to come
from?’” he said. When the economy
was strong, L&L employed as many
as 100 people, but pared that
number back to 30 in the depths of
the recession.

L&L Acoustical also runs a
drywall supply company, Lockman
Drywall Supply, which is feeling the
effects of the worker shortage, too.

The manufacturers with which
the company deals are also having
trouble finding enough workers and
are considering rationing beginning
in August that would cap the
amount of drywall L&L and other
companies can purchase.

Eighty to 85 percent of L&L'’s
business is residential, and the
company has worked on homes in
Rist Canyon and the Glacier View
subdivision, both of which have lost
homes to the High Park Fire.

Lockman hopes that he can plan
ahead well enough to deal with the
volume of business expected in the
reconstruction of mountain homes.



22A June 29 - July 12, 2012

COMMENTARY

NORTHERN COLORADO BUSINESS REPORT

WWW.NCBR.COM

Time to merge the NCEDC, Upstate Colorado

ether I'm in Denver or
Durango, I typically intro-
duce myself by saying [ work
in Northern Colorado.

Not Fort Collins, not Loveland, not
Greeley, nor any of the many other cit-
ies and towns that make up our region.

I don’t do this because this newspa-
per’s mission happens to be covering
business news in Northern Colorado. I
do this because at any given moment,

I could be just about anywhere in the
region. At a minimum, 'm on the
phone or emailing people across North-
ern Colorado day in and day out.

Walt Elish, the head of the North-
ern Colorado Economic Development
Corp., recently wrote that an effort is
under way to foster regional collabo-
ration in support of job creation and
business development in Northern
Colorado.

That’s good. Unfortunately, in

pretty much the same breath, Elish
put the kibosh on any hopes of a
merger between the NCEDC, which
focuses on Larimer County, and the
organization that
represents Weld
County, Upstate
Colorado Eco-
nomic Develop-
ment.

This isn't
a new notion,
of course. The
merger idea has
been kicked
around - and
kicked to the
curb - for years.

But in this era of scarce resources,
the arguments in favor of a merger are
more compelling than ever.

These include ending what are
often overlapping efforts, offsetting

EDITOR’S
NOTEBOOK
Allen Greenberg

dissipated private and public funding
and realizing more bang for our buck in
advertising, marketing and public rela-
tions activities.

A single economic development
organization would also help end
instances in which companies consider-
ing a move to Northern Colorado play
one part of the market against another.

Crucially, the unification of the
NCEDC and Upstate Colorado also
would allow for the pooling of corpo-
rate dollars that are now split between
two organizations.

Elish, ironically enough, makes the
case for a merger in the same recent
article in which he says no merger is in
the works.

“Most businesses view Larimer
and Weld counties as one region, sup-
ported by the fact that a good number
of our residents cross county lines for
employment opportunities,” he writes.

TIMES LIKE THESE, I WISH
SUPERHEROES WERE REAL.

LUCCOMICS.COM

Jobs at stake, let’s pass the wind tax credit

r the past few weeks, I have
Faken to the U.S. Senate floor to
convince my colleagues to save a
bright spot in American manufacturing
jobs: the wind industry.

The wind
energy sector
employs 75,000
hard-working
Americans in
well-paying jobs
-6,000 jobs in
Colorado alone.
Those jobs have
a tremendous
positive ripple
effect in their
communities that
extends to our
economic and energy health.

In just the past four years, wind rep-
resented 35 percent of all new power
capacity in our country —second only
to natural gas. Last year alone, more
than 100 different wind projects were
installed — ranging from a single tur-
bine to over 4,000-megawatt-capacity

GUEST OPINION
Mark Udall

Pueblo, Windsor and Brighton.

The wind Production Tax Credit,
or PTC, has been a key factor in this
growth by helping make wind energy,
which is still being commercialized,
more economical for Americans.

However, this critical tax credit
expires at the end of this year.
There are rumblings in Washington
that we ought to leave a vote on its
extension for the lame-duck session
after elections.

But the industry cannot wait that
long.

Due to congressional inaction,
investors have held back millions of

dollars in capital and declined to make
any new commitments — jeopardiz-
ing thousands of jobs throughout the
wind energy sector in Colorado and
the country. We risk those jobs and our
country’s global leadership and energy
independence if Congress fails to act as
soon as possible.

If we do not pass the PTC, the
wind industry will immediately start
contracting. The numbers tell the
story: estimates are we could lose
almost half of the wind-supported
jobs, from 78,000 in 2012 down to
41,000 in 2013. And without the

>» See Udall, 23A

“Expanding businesses are also not con-
fined to one jurisdiction and often ask
Northern Colorado Economic Devel-
opment Corp. to search the entire
region for available sites and buildings
to accommodate their needs.”

Yes, Larimer and Weld are different
in many ways. Interstate 25 sometimes
feels more like a wall between us than
an interstate.

But that hasn't stopped a lot of peo-
ple from doing what they can to build
bridges between our communities.

A great example of that came
June 19, when it was announced
that more than $5 million in
funding was awarded to Larimer
County and its “partners,” Greeley,
Timnath, Windsor, as well as Fort
Collins, to help pay for land and
construction of the Poudre River
trail project.

» See Editor, 23A

Help ease the
drought: tap
groundwater

ile the hearts of all

Coloradans go out to the

victims of the fast-mov-
ing disaster known as the High Park
Fire, a slow-
moving disaster
of equal magni-
tude is occur-
ring in northern
Colorado with
far less public
attention.

Extreme
drought condi-
tions are cur-
rently ravaging
most of Colo-
rado, in particular the farmers and
rural communities in the South
Platte River basin. The South Platte
is a mere trickle when it should be
at flood stage. Many ditches have
already curtailed deliveries, pos-
sibly for the entire season. Only the
most senior water rights are being
» See Fischer, 23A

GUEST OPINION
Randy Fischer
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NCBR Opinion Poll

Our online question:

Should the Fort Collins City Council
have imposed a temporary oil-drilling
moratorium?

B s

These results reflect responses to the online
poll at www.ncbr.com.

No 55.7%

This poll is not scientific and reflects only the
opinions of those Internet users who have
chosen to participate. The results cannot be
assumed to represent the opinions of Internet
users in general, nor the public as a whole.

Next question:

Should the Northern Colorado
Economic Development Corp.
and Upstate Colorado Economic
Development be merged?

Answer now at www.ncbr.com. Responses
will be accepted through July 10.

FISCHER from 22A

met. Economic losses due to the
drought could exceed the losses
from the High Park Fire. Farm loss-
es will have devastating effects on
local economies up and down the
South Platte.

[ronically, the South Platte
drought coincides with record high
groundwater levels in some parts of
the basin. The cause of these high
groundwater levels is not clear.
However, in some areas the water
table is so high that basements are
flooding, sewage systems are fail-
ing, soil salt levels are increasing,
crops are being damaged and water
quality is deteriorating.

The common-sense solution to
both the drought and the damag-
ing impacts of high water tables
would be to tap the groundwater,
irrigate the parched crops and
lower the water table. Regrettably,
there is nothing “common sensible”
about Colorado water law. Due to
a combination of court decrees,
legislative actions and South
Platte water administration rules,
thousands of high-capacity irriga-
tion wells are shut down, unable
to pump, not even to address the
most dire emergency conditions.
For the first time in 70 years, farm-
ers in the South Platte are facing a
drought crisis without the ability
to use their irrigation wells to com-
pensate for the absence of surface
flows.

[ have attended meetings of
farmers and local elected officials,
including the Weld County Com-
missioners, who are desperately
seeking solutions to save their
withering crops and their local
economies. On June 11, the Weld
Commissioners asked Gov. John
Hickenlooper to use his disaster
emergency powers to allow the
pumping of some curtailed wells
for 30 days.

The governor met with the
Weld Commissioners on June 19
and told them he was advised by
Attorney General John Suthers
that because of possible injury to
senior downstream water rights, he
lacked the authority to allow farm-
ers to draw more water from their
wells.

This episode points out the
critical need to change Colorado
water law. For starters, we need to

provide the governor and the state
engineer with the authority to
address just the kind of emergency
conditions that exist in the South
Platte today — extreme drought
combined with record high
groundwater levels.

A vast reservoir estimated at
10.5 million acre-feet of water lies
only a few feet below the surface.
I hope my legislation, HB-1278,
which was signed by the governor,
will provide the information need-
ed to make wise decisions about
tapping that reservoir and manag-
ing groundwater and surface water
together for the benefit of all.

Randy Fischer represents Fort Col-
lins in the Colorado legilsature as the
representative for House District 53.
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EDITOR from 22A

“It’s really something special to see
all of the hard work of so many indi-
viduals and organizations working on
the Poudre River Corridor honored
with the support from the Lottery
and Great Outdoors Colorado,” said
Kerri Rollins, Open Lands Program
Manager for Larimer County Natural
Resources.

It really was “something special”
but I think a lot of us wish it weren’t
so “special,” so out of the ordinary,
and that regional coordination and
collaboration were an everyday part
of life.

Thanks to a push from the state,
economic development operations

here and elsewhere in Colorado
have been trying to do a better job
of developing strategies to leverage
regional strengths.

Elish compared it to drafting a
“blueprint” to foster regional collabo-
ration in areas that include asset map-
ping and marketing.

These are good first steps in a
process that should culminate in the
merger of the NCEDC and Upstate
Colorado.

Allen Greenberg is the editor of the
Northern Colorado Business Report.
He can be reached at 970-232-3142 or

agreenberg@ncbr.com.

UDALL from 22A

PTC, total wind investment is pro-
jected to drop by nearly two-thirds,
from $15.6 billion in 2012 to $5.5 bil-
lion in 2013.

[ have said on the Senate floor that
we are at a make-or-break moment for
wind energy. Consistent policy support
will give job creators certainty to con-
tinue to strengthen the industry and
our leadership in wind development.
Letting the PTC expire kills thousands
of jobs, blocks billions of dollars in
investment and sacrifices our position
in the global economic race for clean
energy technology.

It has been frustrating to watch
every proposal to extend the PTC
founder in the Senate, especially given
its broad support across the aisle. The

United States belongs on the cutting
edge of renewable energy technolo-
gies — in particular ones that put our
country on a path to secure our energy
independence.

The hourglass has turned and we
are fast running out of sand. It’s time
to show the American people that
Congress can act urgently on a measure
that already has bipartisan support.

It’s time to stop sending jobs overseas;
to stop ceding ground to competitors
like China, Germany and India; and to
stop harming domestic industries and
manufacturing. It’s time to pass the
wind PTC.

Mark Udall, a Democrat, is the senior
U.S. senator for Colorado.
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CPA WANTED

valuable results to our clients.

Practice Group and Agriculture Group.

Qualified candidates will possess:

analysis
client relationships

and problem solve
e Strong general business knowledge

consulting experience a plus

agricultural background is preferred.

Join a team of genuine people who bring creative ideas and

If you are a CPA and want to experience a different way of serving
clients, contact Kennedy and Coe, LLC, CPAs and consultants. Be
a key business partner for our clients and help them strategically
grow their business. You will work in a team environment with other
accounting professionals to develop creative ideas and deliver
significant value to our clients. We have openings in our General

e CPAlicense and 5 - 10 years’ experience in accounting, with
3 -5 of those years in public accounting

¢ Supervisory and staff development experience

¢ Expertise in tax and financial statement preparation and

¢ Excellent interpersonal skills to establish, build and maintain

¢ Ability to converse with clients to identify service opportunities

¢ Business development experience and prior business

¢ |f applying for the openings in our Agriculture Group, an

Positions located in Loveland, CO and will require relocation to
Loveland or nearby Northern Colorado area. We offer a competitive
salary and excellent benefits, including, health, dental vision, life and
long term disability insurance, 401k and profit sharing plans, holiday
and paid leave and flexible work arrangements. Join our team of
200 and apply on line at www.kcoe.com/careers. EOE.

KENNEDY AND COE, LLC

ENGINEER WANTED

Seagate US LLC, leader in data storage technology, has openings
in Longmont, CO for Engineer Il (ENG09): Perform verification testing
and debugging of ASIC designs and communicate design plans
for evaluation; Engineer Il (ENG10): Responsible for embedded

real time code development; Engineer Il (ENG11): Conceive and
develop solutions to engineering programs through the application
of professionally accepted engineering techniques, practices and
procedures; and Engineer Il (ENG12): Assist in first level failure
analysis of disk drives currently in development. If interested, send
resumes to Seagate US LLC, 10321 West Reno Avenue, M/S
OKMO010, Oklahoma City, OK 73127 (Must reference job code).

Want to purchase
minerals and other
oil/gas interests.

Send details to:
P.0. Box 13557,
Denver, CO
80201

CERTIFIED PUBLIC ACCOUNTANTS AND CONSULTANTS

Subscribe to the Business Report

Thousands of
business leaders GET
IT. Now you can too.

Subscribe today
for only

$49.97.

Call 970.221.5400.

Northern Colorado

BUSINESS
REPORT
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I am still humbled today, having received the Women of
Distinction Outstanding Mentor award in 2010.

Thank you, NCBR for creating an event that not only honors
women individually, but also celebrates them as a group
within our community.

—Connie Hanrahan

Owner, The Mantooth Marketing Company - Fort Collins
2010 Woman of Distinction - Outstanding Mentor

REGISTRATION IS OPEN
2012 WOMEN OF DISTINCTION

THE PREMIERE CELEBRATION RECOGNIZING

FEMALE LEADERSHIP IN NORTHERN COLORADO
AUGUST 8, 2012 « 7:00-9:30AM « EMBASSY SUITES « LOVELAND

Join the celebration! More than 80 awesome women have been nominated
for the 2012 Women of Distinction Awards. Whether business professionals
or community leaders, philanthropists or educators, these women choose to
extend their time and considerable talents in ways that strengthen not only
their organization’s interests but our entire commmunity.

Don't miss your chance to join the NCBR regional breakfast gala honoring
Northern Colorado women. Reserve your seat — or table, today!

Register online at www.NCBR.com. Click on Events under the Departments
heading. To become a Women of Distinction sponsor contact: De Dahlgren,

NCBR Marketing & Events Director ddahlgren@ncbr.com SCAN H ERE
TICKETS: $39 - TABLE SPONSORSHIPS (8 SEATS): $400 | TO REGISTER
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AS YOU RUN
YOUR BUSINESS,
WE'D LIKE TO RUN

SOME ENERGY-SAVING
OPTIONS PAST YOU.

From maintaining your HVAC to turning off lights and adjusting Discover your options at
your thermostat when you're closed, you have many, many ways ResponsibleByNature.com/Business
to save energy and money as a business operator. Xcel Energy or call an Energy Efficiency Specialist
can help with information, rebates and more. at 1-800-481-4700.

@ Xcel Energy-®

RESPONSIBLE BY NATURE®

© 2012 XCEL ENERGY INC.
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Hunting for capital? Asking VCs the right questions is key

o, you're at a networking event
S and you get an opportunity to

talk with a venture capitalist for
just a few minutes. After breaking
the ice with quick introductory for-
malities, you present your elevator
pitch, right? Wrong.

How can you possibly capture
that VC’s interest if you don’t know
what excites them? Would you try
to sell meat to a vegetarian or bricks
to a carpenter? Not if you knew a
little about their needs and interests!

When you are raising money, you
are selling yourself and your com-
pany to your prospective investor. A
great sales person knows that learn-
ing the needs and desires of your
prospect is much more important
than telling them about what you're
selling. Yet, all too often, entrepre-
neurs focus on conveying as much
information as they can in the short
time they have with a VC rather
than asking questions to learn about
the VC’s motivations. What are
some of the more important things
you should desire to learn in the first
five minutes?

Here are some of the top ques-
tions to ask a VC in that first short
meeting.

Which specific sectors are of
top interest to you?
If you've done any homework,

Bob and Cathy Toomey,
Owners

Evergreen Landscape and
Sprinkler Company

hopefully you know whether the
VC'’s fund invests in the broad seg-
ment in which your company lies.
But, just because the fund invests in
cleantech doesn’t mean they invest
in solar. And just
because they
have invested

in solar doesn't
mean they are
still interested
in more solar
investments.
Even if they are
into solar, they
are likely more
interested in
some areas of
technology or supply chain than oth-
ers. You need to understand what
current hot areas the VC is focused
on — the areas that make their ears
perk up. Your goals for the first five
minutes and your sales strategy
should change dramatically based
on whether you are a fit for their
areas of interest. If you are not a fit
for their interests, look to engage
them as a referral source as they may
know funds that would be inter-
ested. If you are a fit, then it’s time
to move on to other questions.

David Gold

How many new investments
do you have remaining in your
current fund?

ADDITIONAL RESOURCES

How much energy would you put
into selling something to a person if
you found out they had no money?
Venture funds don’t always have
money to invest. Sometimes they
are between funds. Even when VCs
are in that situation, they still like
to cultivate deal flow so they have
a pipeline to turn to when they are
ready to invest in the next fund.

For funds in that situation, building
a relationship for future financing
can still be valuable. However, it’s
important to know how to priori-
tize your time. If it is not currently
active, it’s hard to justify placing
them at the top of your priority list.

What size of initial invest-
ments do you typically make?
If a fund’s “bite size” is too large
or too small for your round, you will
likely approach it differently. For a
large fund that needs to invest more
than you had considered, you will
have to contemplate what a larger
round would look like and be pre-
pared to pitch that to the VC. Or

GuarantyBankCO.com | 970.454.4220

GUARANTY BANK
AND TRUST COMPANY*
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TOP 100 VENTURE CAPITAL FIRMS: www.entrepreneur.com/vc100
NATIONAL VENTURE CAPITALIST ASSOCIATION: www.nvca.org
U.S. SMALL BUSINESS ADMINISTRATION: www.sba.gov

you need to look at that firm as a
referral resource and potential pros-
pect for any future larger rounds of
investment. For a small fund that
can’t even invest 20 percent of your
round, you first need to find out if it
would be interested in such a large
round. If it is, you need to assess if it
is a fund that — despite being such
a small investor — can rally other
funds to the deal.

What is your geographic
focus?

Some large funds are truly inter-
national. But most at least limit
themselves to a country or two.
Small- to mid-size funds may focus
even more on a specific geographic
region. And even large funds that
have a big geographic footprint will
typically end up doing more deals
within a several hour drive of its
offices than any other single geogra-
phy. Understanding how well you
fit with the VC'’s geographic focus
is an important element of know-

» See Venture Capital, 12B

Growing businesses
for over 50 years.

Guaranty Bank and Trust helps businesses like
Evergreen Landscape keep growing every day.
A Colorado community bank for over 50 years,
Guaranty Bank is the financial partner that’s
here to invest in you and our community.

Member FDIC


http://www.ncbr.com
http://www.entrepreneur.com/vc100
http://www.nvca.org
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It’s not how many points you have

— it’s what you can do with them.
With FlexPerks® your points go farther.
At just 20,000 FlexPoints you earn
award flights up to $400 in value on
more than 150 airlines. You can also

10 Financial Innovations That Make
Life Easrer in 2012. - Forbes. Jarvary 10, 2012

redeem for cash or merchandise.
Choose FlexPerks for you or your
business. Apply at any U.S. Bank,
flexperks.com or 800-360-2900.

All of @8 serving youe

[Ebank

The creditor and issuer of FlexPerks credit cards is U.S. Bank National Association ND, pursuant to a license from Visa
U.S.A. Inc., and the cards are available to legal United States residents only. ©2012 U.S. Bank. All rights reserved.
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Preparation key to landing
your small-business loan

efore you approach a lending
B institution to fund your small

business, it is important to be
aware of the personal elements lend-
ers consider. Banks will typically use
the five Cs:

¢ Credit - Do you have a success-
ful financial track record, or are you
working to improve it? Community
Credit Counseling Services, among
others, will provide you with tools and
expertise to address any credit issues
you might have.

¢ Collateral — Do you have assets to
secure your loan?

¢ Character — Do you display pro-
fessionalism and
follow up in a
timely manner?

e Cash flow
— Can you dem-
onstrate your
ability to repay
the loan?

¢ Conditions
— Examines the
environment in
which you'll be
operating.

Once you have completed your
personal preparation, small-business
lending experts recommend you have
a business plan in place before meet-
ing with bankers. Your business plan
should clearly describe your company,
analyze the market, explain products
and services and explain how you
intend to operate. Definitely keep this
checklist handy when preparing your
loan proposal. Banks are looking for
the following:

* Strong management;

® significant experience;

¢ thorough understanding of the
marketplace.

BUSINESS LOANS
Caroline Joy

Relevant financial information
o Net worth;
® sales projections;
¢ ability to repay the loan.

Information on your:

¢ Suppliers;

o distributors;

* employees;

¢ manufacturing relationships.

Additionally, there are four ques-
tions you'll want to address in your
business plan. First, who are you?
Give a complete profile of your busi-
ness. Secondly, how much money do
you need? Third, how will you repay
the loan? And finally, what will hap-
pen if you can’t repay the loan?

You'll also want to include all your
financial documents:

® Personal financial statement. This
is your own personal financial situa-
tion.

* Balance Sheet, a “snapshot” of
your business.

® [ncome Statement, a “report
card” for you business over a period of
time.

* Cash Flow Statement. This is
money coming in, and money going

U.S. SMALL BUSINESS ‘
&j‘
SOURCE:

ADMINISTRATION:
www.coloradolendingsource.org/

|
ADDITIONAL RESOURCES
www.sba.gov

COLORADO LENDING

THE SMALL BUSINESS LENDING FUND:
www.treasury.gov

out.

Now that you are prepared, you
may work though the application pro-
cess with one or more banks. How do
you improve your chances of getting a
loan? Consider these tips:

* Tailor your loan request to each
specific lender.

e Cultivate a relationship before
requesting a loan. Consider becoming
a deposit customer.

® Remember ratios! Calculate the
ratios your lender tells you are impor-
tant.

* Be visual! Photos, charts, graphs
and color will make your proposal
stand out.

* Believe in your plan. If you don’t
believe in your plan, the lender cer-
tainly won't.

* Enlist help. There are many
resources out there to assist you with
crafting your business plan and loan
proposal. Use them! Organizations
like the SBA, SCORE and your local
SBDC:s have experts who are willing to
help guide you and provide feedback.

Be prepared, be specific and be
realistic.

If you weren’t approved, don’t lose
hope. Go back and ask your banker
these questions:

* Why was my loan request
denied?

® What specific elements of the
business (and business plan) presented
challenges to the loan opportunity?

* What specifically about me, the
principal in the business, presented
challenges to the loan opportunity?

® What resources exist in the com-
munity to help me enhance my ability
to be successful with my loan applica-
tion?

¢ [f you were in my shoes, what
course of action would you take?

¢ Given my business type, focus and
sector, can you provide leads on other
lenders focusing on my business type?

Based on the answers to these ques-
tions, consider addressing any issues
that have come to light. Access infor-
mation from the small-business sup-
port organizations designed to give you
the best chance for business success.
Once you've re-worked your plan or
addressed other issues that concerned
potential lenders, review your banking
options and schedule another appoint-
ment with a lender.

Caroline Joy is the director of communica-
tions for the Colorado Bankers Associa-
tion and manager of www.smallbizlend-
ingorg


http://www.ncbr.com
http://www.smallbizlend�ing.org
http://www.smallbizlend�ing.org
http://www.smallbizlend�ing.org
http://www.sba.gov
http://www.coloradolendingsource.org/
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SensS LIST | Largest SBA Lenders

Ranked by gross amount of SBA loans made in Northern Colorado

National Headquarters
Larimer/Weld Dollar Amount 2011 Larimer County Loans Website
RANK Lender Total No. of Larimer/Weld County Loans 2011 Weld County Loans Year Founded
COLORADO LENDING SOURCE LTD. 48,088,000 45,471,000 Denver
1 518 17th St., Unit 1800 18 $2,617,000 www.coloradolendingsource.org
Denver, C0 80202 1990
303-657-0010 /303-657-0140
WELLS FARGO $2,046,100 41,186,500 Sioux Falls, SD
2 5801 W. 11th St. 8 $859,600 www.wellsfargo.com
Greeley, (0 80634 1852
970-356-1000
KEYBANK $1,803,000 $25,000 Cleveland, Ohio
3 100 E. Drake Road 4 $1,778,000 www.keybank.com
Fort Collins, C0 80525 1849
970-494-2480
GREAT WESTERN BANK $1,300,000 $1,300,000 Sioux Falls, SD
4 1515. College Ave. 2 N/A www.greatwesternbank.com
Fort Collins, CO 80524 1935
970-226-1080/970-225-4905
FARMERS & MERCHANTS BANK $1,036,000 N/A Trezevant, Tenn.
5 5420 Broad St., South 1 $1,036,000 www.fmb-tn.com
Trezevant, TN 38258 N/A
731-669-3900
HOME STATE BANK $918,000 $918,000 Loveland, Colo.
6 2695 W. Eisenhower Blvd. 3 N/A www.homestatebank.com
Loveland, C0 80537 1950
970-203-6100/970-669-6228
FIRSTBANK $624,000 $624,000 Lakewood, Colo.
7 23155, College Ave. 3 N/A www.efirstbank.com
Fort Collins, CO 80525 1963
970-493-1700
BANK OF THE WEST $531,200 N/A San Francisco, Calif.
8 4290 W. 10th St. 1 $531,200 www.bankofthewest.com
Greeley, (0 80634 1874
970-352-0077/970-353-1495
VERUS BANK OF COMMERCE $485,000 $485,000 Fort Collins
9 3700S. College Ave., Unit 102 4 N/A www.verushoc.com
Fort Collins, C0 80525 2005
970-204-1010/970-204-1590

Source: Small Business Administration

N/A - Not Applicable. Researched by Mariah Gant

= Every small business Flood and Peterson
needs a dream...

Whether an aspiring
architect or bustling bistro,

your insurance
needs change

as your business
STrOWS.

Jamie May
Small Business Sales Executive

At Points West Community Bank, we have the strength and

stability to help make your business dreams a reality. Hundreds of North
undreds of Northern

Colorado small businesses
rely on us each day.

* General Liability Insurance
* Property Insurance

. k > e
POINTSWEST We 18Rl b B css. Workers” Compensation

Community Bank We insure it * Errors & Omissions Insurance

www. pwcbank.com

1291 Main St. 8100 6th St.
Windsor, C0 80550~ Wellington, C0 80549
(970) 686-0878 (970) 568-3250

» Commercial Auto Insurance
+ Corporate 401 (k)

355 Eastman Park Dr. 6801 West 20th St. 1=I
Windsor, CO 80550 Greeley, CO 80634 Fohng www.floodandpeterson.com

- - Memb 970-356-0123
(970) 6743600 (970) 3301200 Fle;elr c 800.356.2205 Flood and Peterson
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SEsS LIST | Largest SBA Lenders

Ranked by gross amount of SBA loans made in Northern Colorado

National Headquarters
Larimer/Weld Dollar Amount 2011 Larimer County Loans Website

RANK Lender Total No. of Larimer/Weld County Loans 2011 Weld County Loans Year Founded
JPMORGAN CHASE BANK $405,900 $380,900 Columbus, Ohio

1 0 2600 W. 10th St. 5 $25,000 www.chase.com
Greeley, C0 80631 1824
970-392-3330/970-353-0109
DENVER URBAN ECONOMIC DEVELOPMENT CORP. $347,000 N/A Denver, Colo.

1 1 140 E. 19th Ave., Suite 202 1 $347,000 www.preferredlendingpartners.net
Denver, 0 80203 1985
303-861-4100
FIRST NATIONAL BANK OF OMAHA $256,600 $176,600 Omaha, Neb.

1 2 155 E. Boardwalk Drive 3 480,000 www.1stnationalbank.com
Fort Collins, CO 80525 N/A
970-495-9450
WILSHIRE STATE BANK $150,000 N/A Los Angeles

1 3 3200 Wilshire Blvd., 14th Floor 1 $150,000 www.wilshirebank.com
Los Angeles, CA 90010 1980
213-387-3200/213-427-6562
FIRST NATIONAL BANK OF WYOMING DBA CAPITAL WEST NATIONAL $150,000 $150,000 Laramie, Wyo.

1 4 BANK 1 N/A www.fnbwyo.com
2020 E. Grand Ave. 1909
Laramie, WY 82070
307-745-7351
BANK OF COLORADO $100,000 N/A Fort Collins

1 5 1609 E. Harmony Road 1 $100,000 www.bankofcolorado.com
Fort Collins, CO 80525 1900
970-206-1160/970-206-1156
BBVA COMPASS BANK $25,000 $25,000 Birmingham, Ala.

1 6 3131S. College Ave. 1 N/A www.bbvacompass.com
Fort Collins, C0 80525 1964
970-266-9090
U.S. BANK, NATIONAL ASSOCIATION $10,000 $10,000 Cincinnati, Ohio

1 7 2845 Linden Court 1 N/A www.usbank.com
Loveland, C0 80538 1863
970-669-5172/970-669-0553
SUPERIOR FINANCIAL GROUP $5,000 N/A Walnut Creek, Calif.

1 8 165 Lennon Lane 1 45,000 www.superiorfg.com
Walnut Creek, CA 94598 2005
925-296-0500/925-296-0510

Source: Small Business Administration

N/A - Not Applicable. Researched by Mariah Gant

Capital West National Bank

Welcomes, Kristie Schneekloth and Joy Waters BBVA Compass

A graduate of the University of North

Dakota, Kristie and her husband Aaron S B A |_ e n d e r Of t h e
moved to Fort Collins in 2006. Kristie
has 8 years experience in both banking Y 2 .r h
operations and lending. She joins Capital e a r O U t O t e
West as Branch Operations Manager.

Stop by and visit with Kristie, she is ready | a St 3 yea rS .

to help you with all your banking needs.

Kristie Schneekloth
Put our financing specialists to work

Joy is a native of Colorado and graduated for you.
from CSU prior to starting her banking
career. Her 13 years in banking have
consisted of credit analysis, commercial
lending and credit management. She joins
Capital West as Senior VP, Commercial
Lender.

Our seasoned SBA lending professionals take the hassle
out of financing your next project and provide solutions
that really work for your business. Give us a call today.

Luis Ramirez, 970-267-2040
Jeff Johnson, 970-346-697/5
Dave Otteson, 303-217-2285

Stop by and visit with Joy and see what
she can do for your business.

Joy Waters

2108 Milestone Drive
On Timberline at Milestone

970-282-2400 -
Jjust North of Harmony maplta'Wes f 1-800-COMPASS « bbvacompass.com

www.CWNBank.com National Bank

Loans subject to approval. BBVA Compass is a trade name of Compass Bank, a

Member Capital West National Bank is a branch of First National Bank of Wyoming. @ member of the BBVA Group. Compass Bank, Member FDIC

All deposits are FDIC insured as one institution. LENDBER
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BUSINESS LlST Largest Banks with Locations in Northern Colorado

Ranked by total assets

DEPOSITS (000s) IN MARKET JUNE 30, PERSON IN CHARGE
BANK ASSETS (000s) MARCH 31, 2012 2011 TITLE
RANK Address ASSETS (000s) MARCH 31, 2011 MARKET SHARE JUNE 30, 2011 YEAR FOUNDED
JPMORGAN CHASE BANK $1,842,735,000 $484,941 James Dimon
1 1111 Polaris Parkway $1,723,460,000 6.23 Chairman and CEO
Columbus, OH 43240 1824
WELLS FARGO BANK $1,181,817,000 $1,273,593 John G. Stumpf
2 101 N. Phillips Ave. $1,093,030,000 1637 Chairman and CEO
Sioux Falls, SD 57104 1852
U.S. BANK §330,227,426 §250,066 Richard K. Devis
3 425 Walnut st. §305,969,246 3 Chairman, President and CEO
Cincinnati, OH 45202 1863
KEVBANK $84,838,858 §132,570 Beth Mooney
4 127 Public Square 86,754,629 17 Chairman and CEO
(Cleveland, OH 44114 1849
COMPASS BANK 965,360,552 962,034 Francisco Gonzalez
5 155.20th St. $63,598,543 80 Executive chairman
Birmingham, AL 35233 1964
BANK OF THE WEST $62,342,865 §134,235 J. Michael Shepherd
6 180 Montgomery St. 958,342,433 1.73 Chairman, CEQ
San Francisco, CA 94104 1986
FIRST CITIZENS BANK $20,803,423 $22,803 Frank B. Holding
7 4400 Six Forks Road $20,955,778 2 Chairman, CEO
Raleigh, NC 80528 1898
FIRST NATIONAL BANK OF OMAHA $13,365,622 $1,292,301 Bruce Lauritzen
8 1620 Dodge St. $13,148,497 16.61 Chairman
Omaha, NE 68197 1857
FIRSTBANK $12,063,538 $498,970 John lkard
9 10403 W. Colfax Ave. $10,720,606 641 President and CEO
Lakewood, C0 80215 1963
GREAT WESTERN BANK $8,643,924 §139,310 Ken Karels
1 O 100 N. Phillips Ave. $8,264,469 179 President and CEO
Sioux Falls, SD 57104 1935
NATIONAL BANK HOLDINGS CORP. 1 $5,966,206 §396,008 G. Timothy Laney
1 ‘I 101 Federal St, 19th Floor §2,890,619 5.09 CEO, President
Boston, MA 02110 2003
BANK OF COLORADO $2,172,602 $459,293 Tom Goding
‘I 2 1609 E. Harmony Road §1,970,018 59 President
Fort Collins, C0 80525 1900
GUARANTY BANK & TRUST C0. §1,714,591 §262,231 Paul W. Taylor
1 3 133117th St. §1,832,036 337 (£
Denver, (0 80202 1955
MILE HIGH BANKS $912,653 $51,867 Daniel Allen
1 4 1726 Hover St. $1,120,703 67 President
Longmont, C0 80501 1919
COLORADO EAST BANK & TRUST §790,049 §195,532 Steve Sherlock
‘I 5 100 W. Pearl St. $858,594 251 (E0
Lamar, C0 81052 1905
FIRST WESTERN TRUST BANK $690,776 $49,003 Scott C. Wylie
1 6 1200 Seventeenth St., Suite 2650 $491,003 .63 Chairman, CEO
Denver, (0 80202 1996
HOME STATE BANK $616,117 $506,123 Harry J. Devereaux
1 7 2695 W. Eisenhower Blvd. $568,627 651 President
Loveland, C0 80537 1950
ADAMS BANK & TRUST §545,422 §50,026 Todd Adams
‘I 8 315 N. Spruce St. $50,488 64 Chairman and CEO
Ogallala, NE 69153 1916
COLORADO COMMUNITY BANK $528,617 §191,221 Jerry Bryant
1 9 615 W. Eighth St. $535,686 246 (0
Yuma, C0 80759 1982
ADVANTAGE BANK $351,566 $241,306 Tom Chinnock
2 0 1475 N. Denver Ave. $362,304 3.1 (0
Loveland, C0 80538 2000

Source: Federal Deposit Insurance Corp.
The market is defined as the total deposits made at locally chartered banks within Larimer and Weld Counties and the City

of Brighton.

N/A-Not Available

1 Purchased Bank of Choice in July 2011.

Noué

Researched by Mariah Gant

Source: Business Report Survey

Over 1 Billion Dollars in Closed Loans
Serving Northern Colorado since 1993

Residential-Commercial Financing

Pg::f"y SECURIT

Northorn Cotoradot  JERVIGE

. FEDERAL aﬁfwmﬁh’

50+ Years of Commitment to the Greeley

Communities We Serve
(and we’re just getting started)

Fort Collins

970-484-TLOAN
Loveland :

. - £ b2 “-Scott'T. Charpentier
| == 5 ' “Scott@fcmmoney.com

3 WWWiHDS i LUYOT y 4 www.fortcollinsmortgage.com 1
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PISACKA, BAKER
& ASSOCIATES, LLGC

Accountability at its Finest

* Business Valuation ¢
* Strategic Business Planning ¢
* Reviews - Compilations * * Succession Planning °
¢ Cash Flow Management ¢ * New Business Formation °
* Estate Planning °

¢ Tax Planning/Preparation *
* QuickBooks Services *

375 East Horsetooth Road, Shores 2, Suite 201, Fort Collins 80525
970-488-1888 ¢ 970-776-4344

www.pisackabaker.com

LOW RATES

(REALLY, REALLY LOW.)

- |Fixed for
09% 9 months

450% Vatri a k%[ce
... rate after
6.25% 9 months

You read it right, there are no typos here. Right now,

First National Bank is offering an amazingly low rate on a
home equity line of credit. Use a First Equityline to remodel
your home, treat yourself to a long-awaited vacation, pay
down debt or offset some educational expenses.

First Equityline

Don't miss out on a rate this low. Stop into one of our
convenient branches or call one of our expert bankers
today at 970.495.9450. Or, for more information, visit
Istnationalbank.com/homeequity.

First National Bank
One with You?

First National Bank, a division of First National Bank of Omaha. | Member FDIC ’{Eé?ri%"ié'l.'?

*Offer refers to a home equity line of credit secured by the equity in your single-family,
owner-occupied home. Offer applies to Colorado residents within the First National
Bank lending area. If you close your home equity line within the first 24 months, a fee of
$500 will be assessed. You must carry insurance on the property that secures your
account. New money only. A First National Bank Customer First Checking account is
required to receive promotional rate. Approval and terms subject to credit qualifications.
Some limitations will apply. Consumer accounts only. A loan origination fee of $150
applies. You may be required to pay certain fees to t%lrd parties. These fees generally
total between $34.00 and $820.00. The annual percentage rate (APR) will be a fixed
introductory 0.9% APR for the first 9 months after your account is opened. Thereafter, as
of June 1, 2012, the variable APR ranges from 4.50% APR to 6.25% APR. This APR is based
on The Wall StreetJouma/prlme rate (“WSP") Index +1.25% to WSP Index +3.00% (4.50%
APR to 6.25% APR) depending on type of Customer First Checking account, credit
qualifications, appraised or tax-assessed value, but will never exceed an 18.00% APR and
has a floor rate of 4.50% APR. The index is the hlghest daily prime rate published in The
Wall Street Journal "Money Rates” table and becomes effective the first business day of
the following month. An annual fee of $50 applies and can be waived with a Customer
First Premier Checking account. Minimum credit line is $10,000. Making only minimum
payments during the 10 year draw period will result in a balloon payment or a balance
that must be repaid within the next 20 years at a higher minimum payment as outlined in
the agreement unless we refinance your line at that time. Offer expires August 31, 2012.
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The three Cs of choosing
the right business lawyer

hoosing a copier, or shredder,

might be pretty routine for some

small-business people; in fact,
they probably farm out a task like that
to an administrative assistant or IT
person. But, when the need arises—or
one thinks the need might arise —to
engage the services of an attorney, who
does a businessperson turn to for that
function? Probably no one. This is a
job for the boss. Assuming there is not
an in-house legal
department that
handles some
matters and seeks
outside counsel
for others, it falls
on the head of the
operation to make
sure the company
is represented LAW

competentlyand  Charles C. Turner

economically.

And there begins what I take as the
trifecta of choosing an attorney: compe-
tence, communication and compensa-
tion. Let’s take them in order.

Competence. How does one know
that the lawyer one is about to engage
knows what the heck he is doing?

For starters, one should find out if
the attorney is licensed and in good
standing to practice law in the jurisdic-
tion. In Colorado, an attorney search
through the Colorado Supreme Court’s
website, www.coloradosupremecourt.
com, will tell you if the attorney is
licensed and on “active” (as opposed to
“inactive,” “suspended” or other status).

It will also tell you when he was
licensed in Colorado—not his total
years in practice, as he may have come
to this state from another jurisdiction.

Wisdom, contrary to popular under-
standing, doesn't automatically come
with time; there are many competent
lawyers who have been in practice only
afew years. And, of course, the reverse
is also true.

The Supreme Court site is public;
what about the lawyer’s own website?
Most lawyers have one of them and
there they might list education, experi-
ence, relevant practice areas, organiza-
tions they belong to, leadership activities
or awards. This is helpful to get a feel
for the range of services the attorney
provides and the back-up or size of
firm, which may or may not be relevant
depending on the legal matter.

What about colleagues or friends?
Anyone who has had a similar matter
come up in the past probably engaged a
lawyer to assist. What was that person’s
experience? The single most operative
question one needs to ask is: “Would
you hire him or her again?” If you get
a s0-so answet, that should tell you a
lot. Asking whether you “won” or “lost”
really won't help much because most
all legal matters differ substantially.
Indeed, there are clients who “lost” a
case but would hire that lawyer back
without question, and clients who
“won” their case who wouldn’t engage

the same lawyer on a bet.

Communication. Here is where it
needs to get personal. I always recom-
mend a face-to-face meeting with the
attorney one is thinking of hiring.

One can tell a lot by even a brief
meeting: did the attorney honor the
time that was arranged to meet? What
was the attitude of the staff of the
office? Welcoming, efficient, organized?
How was the lawyer's office—files piled
to the ceiling and sandwich wrappers
strewn around? Did the lawyer actu-
ally focus on you or did he check email
or take telephone calls or interruptions
from other staff? Critical questions to
ask are, “How will I be able to check on
the progress of our matter?” “Can I call
you?” “Can I call your paralegal or legal
assistant?”

Far, far more important: “Will some-
one return my calls, and, if so, when?”
“Will you send me copies of all corre-
spondence?” Finally, is this someone you
feel comfortable with? That may seem
kind of nebulous, but it’s critical because
the journey ahead may be bumpy.

Compensation. Ah, the $64-mil-
lion question. Don't be surprised if the

ADDITIONAL RESOURCES

COLORADO SUPREME |
COURT: www. g A
coloradosupremecourt.com ii
COLORADO BAR

ASSOCIATION ONLINE
DIRECTORY: www.cobar.org/directory
COLORADO ATTORNEY GENERAL:
www.coloradoattorneygeneral.gov

answer is “it depends,” because it does.
Factors that go into the cost are, to name
afew, the attorney’s experience, the
novelty and complexity of the case, the
results obtained and the costs of experts
and discovery. And bear in mind, there
are factors out of the attorney’s and
your control: court delay, difficulty
with the “other party” and your level of
cooperation in gathering information for
the matter are just a few possible fac-
tors. There are a number of ways that
fees can be structured: hourly, fixed or
contingent. They should all be openly
discussed with the attorney.

Surprisingly, there are now some
situations where lawyers “bid” a specific
amount for handling a matter and cli-
ents can choose the one that best lines
up competence, communication and
compensation.

Embarking on a legal matter —
whether it is incorporating an existing
business, trying to collect moneys owed
to you or defending a legal charge made
against you or your business — is not
something one would wish for, but it’s a
fact of doing business.

Charles C. Turner is the executive director
of the Colorado Bar Association, a nonprofit
and voluntary organization for attorneys
practicing in Colorado.
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For GPAs, it's more than just
taxes, audits and accounting

refund, why do I need to think

about a CPA now and what'’s
the best way to go about finding
and hiring one?

There are many reasons why
individuals and businesses, small
or large, require the services of a
certified public accountant and
why companies should have a CPA
on their staff.

If you've recently purchased
property, start-

I ve paid my taxes or received a

ed a new busi-
ness, received
an inheritance,
need help pre-
paring a busi-
ness plan for
your dream
business or need
an audit of your

4 AT

L

AL
‘ ’.

ACCOUNTANCY

company, you Scott E. Bush
need the servic-
es of a CPA.

A CPA is uniquely equipped
with the knowledge and back-
ground to help you make the best
financial decisions.

Besides the obvious tax, audit
and accounting services, CPAs also
provide assistance with other needs
such as:

* Estimating the value of your
business or estate for insurance,
divorce or tax purposes;

e providing expert witness testi-
mony in litigation;

* small-business consulting,
business and income tax plan-
ning, including compensation and
employee benefit plans;

* performing cost segregations
on commercial real estate;

* projecting future college
expenses and helping you develop
savings plans.

CPAs are also a tremendous
asset to employers. Having a CPA
on your staff ensures you have
someone with an analytical mind to
guide your business. A new desig-
nation for CPAs working in indus-
try — the Chartered Global Man-
agement Account — was recently
established by the American Insti-
tute of CPAs and the Chartered
Institute of Management Accoun-
tants.

CPAs with the CGMA desig-
nation can help a company with
their demonstrated management
accounting expertise in areas such
as:

¢ Leading management to plan
strategically and make informed
decisions;

* helping organizations manage
change, risk and uncertainty;

® protecting corporate assets;

® promoting operational effi-
ciency and effectiveness.

The best sources for referrals
to CPAs are friends, relatives, col-
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leagues, bankers, lawyers, invest-
ment brokers and real estate bro-
kers. Also, the Colorado Society
of CPAs offers a referral service
that provides you with the names
of CPAs based on location and the
services you require.

It’s advisable to get the names of
at least three CPAs. Call each one
to interview them and get a feel for
who you think you would like to
work with.

Be prepared with a list of ques-
tions, needs and goals specific to
your situation.

Ask the CPA for names of people
you can call for references. Call the
references and ask them how well
the CPA has served them. Does
the CPA respond to their ques-
tions, email, or calls in a timely
manner? How many years have the
references used the CPA? Ask the
references what they think is the
best asset of the CPA; there may be
points you haven’t thought about.

Check their credentials. A
licensed CPA must receive a bach-
elor’s degree from an accredited
accounting course of study at a
college or university, pass the Uni-
form CPA Examination, and meet
experience or postgraduate study
requirements. These credentials
provide the CPA with a solid pro-
fessional grasp of the fundamen-
tals.

Once actively practicing, CPAs
are required to complete continu-
ing education hours to remain
licensed. In Colorado, this require-
ment is 80 hours over a two-year
period or an average of 40 hours per
year. Four of the education hours
must be in ethics.

As members of the Colorado
Society of CPAs, members who
perform audits are required to par-
ticipate in a Peer Review Program,
a practice-monitoring program to
assure quality of accounting and
auditing services. In addition, all
members must meet continuing
education requirements.

Scott E. Bush is the 2012-13 chair of
the board for the Colorado Society of
CPAs. He is a practicing CPA and
partner with the Fort Collins firm of
Soukup Bush & Associates, CPAs
PC. He can be reached at scott@
soukupbush.com.
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The most common mistakes made in business leases

the golden rule and do onto oth-

ers as you wish to be done onto
you; however, in the context of
business lease agreements for office
space, following the golden rule is
a naive approach which can lead to
devastating consequences not only
for your business but also for you
personally. Here are some com-
mon mistakes to avoid, negotiation
tactics, and how to protect yourself
from personal liability.

Common mistaken No. 1 - Fail-
ing to recognize
that a com-
mercial lease
agreement is a
legal document,
which has real
consequences.

At the very

Ideally, we would like to live by

least you need

to carefully read  OFFICE SPACE
the agreement to  Roberr Herrera

recognize what
you do not understand. Once you
have done this you can seek clarifi-
cation from the landlord, or better
yet, counsel, to explain the provi-
sions of the agreement so that you
are completely familiar with what
you are being asked to commit to.
Oftentimes the commercial landlord
is using the same general commer-
cial lease agreement that they have
for years and may have little to no
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- FINDLAW’S COMMERCIAL LEASE AGREEMENT OVERVIEW:

smallbusiness.findlaw.com

understanding of it other than its
duration and the monthly payment
amount. By simply recognizing what
you do not know about the agree-
ment and educating yourself about
the consequences of the contained
provisions, you will have a distinct
advantage during the negotiation of
the terms.

Common mistaken No. 2 -
Believing the commercial lease is a
take-it-or-leave-it proposition.

Everything is negotiable. Given
the economic climate and vast quan-
tity of commercial office space avail-
able, the lessee sits in a greater posi-
tion of bargaining strength than ever
before. Monthly payments, tenant
finishes, lease duration, and renewal
options — once ironclad terms of a
commercial lease agreement pro-
posal — are now bargaining chips to
be negotiated and oftentimes side in
favor of the lessee.

Common mistaken No. 3 - Sign-
ing the commercial lease as an indi-
vidual rather than a representative of
the business.

As stated earlier, the commer-

Small Business Owners:

New SBA (Small Busines

Legislation Offers Ne
Opportunity!

A

102 East 29" Street
Loveland, CO 80538
970.679.7150

*Loans subject to credit approval

s Administration)
rer Before

For the first time ever, refinance your company’s existing building loan and enjoy:

B Financing with up to 90% of the building’s value
B SBA's historically low 20-year fixed rates

B SBA's fully amortized loan with no balloon

Lock in your interest rate today to ensure your cash flow tomorrow.

Get it done right. Choose the #1 SBA Lenders in Northern Colorado!
Our bank has earned the prestigious SBA Preferred Lender Program designation.

VERUS Bankof Commerce

www.VERUSBOC.com

cial lease offered by the landlord is
oftentimes a general form that has
been used by the landlord for as long
as they have owned the property. As
such, the landlord will simply input
the name of the person entering into
the commercial lease agreement,
for example “Jane Doe or John Doe
hereinafter referred to as lessee.”
The signature line will also provide
for Jane or John Doe’s signature.

For example,

/s/ Jane Doe
Jane Doe

Having your individual name
listed as the lessee and signing the
agreement in your individual capac-
ity is a crucial misstep exposing
you to personal liability under the
agreement. The commercial lease
agreement should have your busi-
ness listed as the lessee and a space
for your signature as a representative
of your company. For example, the
commercial lease agreement should
reflect “(Your Company Name
Here), hereinafter referred to as les-

3700 South College Avenue, Unit 102
Fort Collins, CO 80525
970.204.1010

Member

Fbic 2

see.” Also, under the commercial
lease agreement you should always
sign as a representative of the com-
pany and not as an individual.

For example,

YOUR COMPANY NAME HERE

/s/ Jane Doe
Jane Doe, President

By listing your company as the
“lessee” and signing the contract as
a representative for your company,
the landlord’s only recourse in
the case of default under the lease
agreement would be limited to pur-
suit of your company’s assets. Your
personal assets, such as your auto-
mobile, home, and personal bank
accounts would be protected.

Common mistaken No. 4 -
Beware of the personal guarantee.

Typically you have spent a great
deal of time and money setting
up some form of business entity
for your business, whether it is an
LLC, S Corp, or C Corp to shield
your personal assets from business
liabilities.

Commercial lease agreements
often ask the business owner to sign
a personal guarantee in addition to,
or as a part of, the commercial lease
agreement.

The personal guarantee over-
comes the personal asset protec-
tions of using a business entity. By
signing the personal guarantee you
literally guarantee that if the busi-
ness is unable to pay or defaults on
the commercial lease agreement,
you, in your individual capacity
will make the payment or cure the
default.

If you or your company are unable
to cure the default, the landlord can
now go after the assets of the busi-
ness as well as your personal assets
to satisfy the default provisions of
the commercial lease agreement.

It is highly recommended to nego-
tiate the removal of the personal
guarantee.

This may be accomplished by
putting down a larger security
deposit, agreeing to a slightly higher
monthly payment, or agreeing to a
longer-term lease agreement.

If removal of the personal guaran-
tee is not an option, attempt to limit
the duration of the personal guar-
antee in relation to the commercial
lease agreement.

If the commercial lease agree-
ment is for five years, negotiate to
have the personal guarantee in affect
for the first two or three years of the
lease.

After the personal guarantee
expires, the landlord’s only recourse
in a default situation would be lim-
ited to the assets of the business,
insulating your personal assets as
you originally intended.

Robert Herrera is an attorney at Hagen
and Melusky in Windsor. He can be
reached at Robert@h-mlegal.com
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Purchasing commercial real estate: the great unknown?

and investors, [ frequently hear

the comment, “I have purchased
residential real estate, but have no
idea how I would go about buying
commercial real estate.” For those
who haven’t been exposed to the
commercial world, transaction sizes,
process and terminology may seem
foreign and overwhelming. Many
would be surprised to know that the
transaction process is fundamentally
the same as in the residential world.

Following a letter of intent stage,
the principal steps to purchasing a
commercial property mirror that of
the home-buying process. You agree
to terms, go under contract, have an
inspection period, probably endure
some level of emotional turmoil, and
if well executed, you close.

That being said, there are a few
critical differentiators to be aware
of: 1) valuation methods, 2) due
diligence and 3) accounting consid-
erations.

In talking with owners and buyers
alike, we hear some pretty creative
thoughts on how a particular com-
mercial property should be valued.
Unfortunately, there is not a line
item on the appraisal adjusting for
what you have in the property, what
you think it is worth or what you
want to net on a sale.

In representing business owners

ADDITIONAL RESOURCES

COLORADO COMMERCIAL

REAL ESTATE LISTINGS: 1
www.commercialig.com T
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APPRAISAL: =

www.commercialpropertyappraisal.com

It is critical to understand how
commercial real estate is actually
valued by practitioners, appraisers,
lenders and the market. As opposed
to a residential valuation that most
often exclusively relies on market
sales comparables, income and cost
approaches are utilized to create
a more comprehensive property
appraisal in commercial transac-
tions.

The income approach is used to
value income-producing properties,
whereas the projected income gen-
erated by the property has a direct
correlation to its value. There are
two ways the income approach is
employed: 1) cap rate — a “Polaroid
picture” of a property at a given
moment in time. Here a value is
arrived at by looking at the net
income for the next 12 months and
dividing that by a “cap rate” and 2)
discounted cash flow — a “movie”
about a property, projecting net
income over time and future sales
price, then discounting that income
stream to arrive at a present value.

Conversely, the cost approach
evaluates replacement cost of a prop-
erty including the land and improve-
ments, adjusting for age, quality and
utility. This approach is most helpful
for newer properties, but must be

adjusted for older properties.

The inspection process (or due
diligence) can
also often be
more complex
when procuring
a commercial
property vs. a
residential prop-
erty. What you
don’t know can
and will hurt
you. The addi-
tional expecta-
tion of a com-
mercial property to advance business
(and, hopefully, produce income)

COMMERCIAL
REAL ESTATE

Joshua Guernsey

Northern Colorado e ~
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makes an adequate due diligence
process imperative. Best practices
for due diligence should include a
detailed assessment of the following:

¢ Environmental factors/property
condition;

® survey;

¢ comprehensive review of title
work;

* review of leases or service con-
tracts existing for the property;

® a comprehensive understand-
ing of the zoning, use limitations,
immediate micro and macro markets
and thorough review of anticipated
expenses.

A careful review of the above

Opportunities!
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“Bixpo provided us with an opportunity to meet hundreds of Northern
Colorado businesses all in one place. This event is packed full of information
and provides businesses a very fun and inviting way to get their name out there.
Madwire will be at Bixpo for years to come.” - Joe Kellogg, CEO

Sponsorships and exhibitor space available - Call De Dahlgren, 970-232-3132
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items and others will ensure that the
property can be utilized as anticipat-
ed and mitigates risk and surprises
post-closing.

The due diligence process may
seem overwhelming to someone
who has not been through a com-
mercial real estate transaction. How-
ever, engaging the right profession-
als will enable you to navigate the
process with ease, providing knowl-
edge and value that are essential
to a purchase. Brokers, attorneys,
accountants and consultants employ
an encompassing and systematic
approach throughout your transac-

» See Commercial Space, 13B

SEPTEMBER 26, 2012

abound at

September 26, 2012
Embassy Suites
Loveland, CO

7:00 a.m. - 7:30 p.m.
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Audit can help save energy, cut costs in your business

or many businesses seeking
Fto reduce costs, energy effi-

ciency can be a good first step.
The best way to identify savings
is an energy audit performed by a
certified professional. This process
utilizes special-
ized equipment
and provides
detailed infor-
mation about
your specific
business opera-
tion to iden-
tify appropriate .
energy efficiency ENERGY

measures. How- ary Myers

ever, there are
some common
steps that can be taken to reduce
energy consumption at most com-
mercial entities.

Lighting: Did you know that
lighting can account for up to 40
percent of the electricity used in an
office building? Most of us are famil-
iar with the advantages of replacing
incandescent bulbs with compact
fluorescents. CFLs use only 25
percent of the energy consumed by
incandescent lamps. But switching
to overhead fluorescent lighting is
even more efficient when combined
with electronic ballasts. Electronic
ballasts increase light output by as
much at 15 percent and fluorescent

lamp efficiency by as much as 25
percent. And always make sure the
last person out of the office turns off
all the lights.

Computers: Computers can be
a significant energy drain. Studies
show that 30 percent of office work-
ers leave their computers on at night.
Turning them completely off could
save as much as $75 per computer
annually. And take a moment to
activate energy management features
available on the computer. When
desktop units are up for replace-
ment, consider laptops instead. Lap-
top computers can use 90 percent
less energy than their standard desk-
top counterparts and they are more
versatile. Consider installing timers
and/or occupancy sensors that will
automatically turn equipment off
when they are not needed. Even
when in the sleep mode, computers,
copiers and printers often burn 30 to
40 watts of electricity.

Air sealing and insulating: Is your
building fully insulated? Even in
modern buildings insulation can be
unevenly distributed, settled to an
ineffective level, or missing from
some areas. Air infiltration is also a
big issue and should be considered
prior to replacement or enhance-
ment of insulation levels. An energy
audit, utilizing infrared technology,
can help locate areas where air seal-

Loan decisions made close to home.

It just makes sense.

your success.

Can bankers hundreds of miles away really understand your business
needs? At locally owned and operated FMS Bank, all decisions are
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ing and improved insulation may be
needed. When air sealing and insu-
lation levels are substandard, build-
ing efficiency is compromised and
the heating/cooling systems have

to work harder to maintain desired
temperature levels.

HVAC equipment: The heat-
ing, ventilating and air conditioning
systems within any structure often
consume more energy than anything
else. There are some basic things
that improve efficiency that are
often overlooked. Most important
is to keep air filters clean. This is an
easy effort and very inexpensive.
Solar heat gain can wreak havoc on
building comfort in the summer but
can help mitigate heating costs in
the winter. Consider utilizing shades
to your best advantage by ensuring
they are in place and ready for use
in blocking out the sun during the
warmer summer months and wel-
coming the sun in during winter.
And have your system serviced at
least annually.

HVAC equipment is a leading
cause of inefficient building opera-

U.S. DEPARTMENT OF ENERGY ENERGY SAVERS: www.energysavers.gov
ASSOCIATION OF CERTIFIED ENERGY ENGINEERS: www.aeecenter.org
OFFICE ENERGY CHECKLIST: www.eere.energy.gov

tion nationwide. Particularly in Col-
orado, HVAC equipment has often
not been properly commissioned
(tested after installation), taking into
consideration our altitude and the
proper airflow needed to maximize
efficiency. Having a qualified con-
tractor re-commission and annually
service equipment will assure that

it is operating at the manufacturer’s
specifications. Locally, the SELECT
HVAC program provides a resource
that consumers can use to have
equipment properly commissioned
and serviced. More information on
the SELECT HVAC program and a
list of SELECT HVAC contractors
is available at www.pvrea.com/selec-
tHVAC.

These are just a few things a small
business can do to reduce energy
bills. To develop a comprehensive
plan specific to your business consid-
er contacting a professional energy
auditor.

Gary Myers is an energy use specialist
with the Poudre Valley REA and can
be reached at 970-282-6464.
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ing whether your location will be a
showstopper, inhibitor or accel-
erator with that particular fund.

What stage of companies
do you focus on?

“Early stage” means differ-
ent things to different venture
funds. For some it means two
people with a business plan.

For others it may mean a com-
pany with over $10 million in
revenue. You can’t change your
stripes when it comes to your
stage. That doesn’t mean there’s
no value in conversing with a
VC if you're at a growth stage
that doesn’t fit with his or her
venture fund. If your stage is too
early for them, keeping in touch
and building a relationship over
time can grease the wheels on
their participation in the next
financing round. If your stage

is too late for them, here is the
question to ask:

Do you know of funds that
would be interested in a
company that [insert eleva-
tor pitch] and is raising a
$XM Series Y round?

Even if you discover that you
are not a good fit for a VC’s
focus areas or stage, that doesn’t
mean there is no value in the dis-
cussion. VCs often advertise the
areas most interesting to them

to other investors specifically to
encourage referrals from other
types of companies. If a VC
views you as credible, many find
it valuable to make such refer-
rals because they hope it will
encourage other VCs to return
the favor.

Would a company that [insert
elevator pitch] and fits your
stage and segment criteria
be worth 45 minutes of your
time for a deeper overview?
Only after you have deter-
mined that your company is
a good fit for a VC does your
elevator pitch come in to play.
If you start the pitch with an
acknowledgement that your com-
pany fits their stage and segment
focus, you will have a much
more attentive listener. Remem-
ber that your goal is not to close
on a term sheet — it is simply to
get an opportunity for a longer
meeting. [ bet you can guess at
this point that a key goal for you
in that meeting should be to ask
many more questions!

David Gold is managing partner of
Access Venture Partners, a Denver-
based venture capital firm that
invests in early-stage technology
companies. Gold also is a member
of the Rocky Mountain Venture
Capital Association.


http://www.ncbr.com
http://www.pvrea.com/selec�tHVAC.These
http://www.pvrea.com/selec�tHVAC.These
http://www.pvrea.com/selec�tHVAC.These
http://www.energysavers.gov
http://www.aeecenter.org

Northern Colorado Business Report | www.ncbr.com

June 29 - July 12,2012 1 13B

Creativity just a starting point in hiring a marketing firm

o0 you ever worry that
your business isn’t sizeable
enough to hire a market-

ing firm? Ignore that insecurity! It
doesn’t really matter how large your
account is going to be for most local
marketing firms to gladly take you
on. What truly matters is whether
or not the marketing firm is the
right fit for your near-term and even
long-term requirements.

There are four Ps in marketing
— which of the Ps is where you are
with your business presently?

Price, Product or Place?

If you are just establishing a
product or service, and still need to
work out any one of the first three
Ps of marketing, namely — Price,
Product or Place — then you might
wish to engage a marketing firm
or consultant to help you sort out
those fundamentals. They would
hone in on topics like distribution,
pricing options and the array of
line items to sell. Your deliverable
would be an intelligent roadmap to
your business’ success, aka a written
marketing plan.

Promotion

But, if you have the selling basics
down, you might be thinking about
the fourth P: Promotion. A brand-
ing agency and/or lead-development
firm will help you with this final P.

Branding firms help you sort out
your unique selling proposition,
determine what your differentiators
are, and then they get that “spe-
cialness” across in a logo, a tagline,
identity materials like business
cards and your company literature.
A lead-development firm focuses
on any number of grassroots or even
grander tactics, such as advertising,
social media, public relations, direct
mail, websites, etcetera.

So what are some considerations
in hiring a branding and/or lead
generation marketing firm?

e First know what you need. Do

you already have a solid position in
the marketplace, well differenti-
ated from any other? Will prospects
know at a glance “what you are
about?” And does your brand mes-
saging look the same wherever it
appears, looking ultra-consistent in
every medium, even online? Then
g0 on to step two: tactics.

® Tactics are how your message
gets out to your prospects. What
you are concerned with here is
reach and fre-
quency. How
much bang can
you get with
your buck?
Where can
you promote
your message

(), - efficiently and
MARKETING effectively?
Laurie Macomber ® Most lead-

generation firms
can recommend the appropriate
tactics for your business based on
experience and research. They then
prioritize and price those tactics.
Some will even buy ad space on
billboards, for example, and rent
the direct mail lists you'll need.
They can also create the very adver-
tisements and mailers needed. This
wide-ranging service is what is
referred to as a ‘full service agency.’
A full-service agency can often do
branding as well.

But are they a fit?

Ask for recommendations, now
that you know the scope of the
work you'll have your marketing
agency perform. Who is known for
cost-containment, fair-dealings, has
a favorable reputation and focuses
on business ethics? That’s a com-
pany you'd like to talk to! Bonus
points if the firm does what's called
“pro bono” work for a local char-
ity — this speaks to its integrity and
passion for the community.

Hint: Look up the firm’s name
on Google and append the query

COMMERCIAL SPACE om 11B

tion that will benefit site-selection,
accuracy of financial projections and
more completely protect you.

Buying commercial real estate
is also often more about dollars
and cents than emotional connec-
tions with paint colors and school
districts. The accounting behind a
purchase of a commercial property
influences the entire structure. As
a business owner, you must weigh
the advantages and disadvantages
of leasing vs. owning (lease vs. buy
analysis). Cash outlay, fixed/vari-
able costs, business growth, appre-
ciation, market dynamics and tax
factors must all be considered.

For investors, it’s important to
consider purchases in collaboration
with their entire investment portfolio
and the market landscape. Like-kind

exchange options (such as a 1031
exchange) and depreciation benefits
can impact the timing and details
driving an acquisition.

The commercial real estate world
should not be viewed as the great
unknown.

Jim Morrison may have said it
best: “There are things known, and
there are things unknown, and in
between there are doors.”

With a little bit of education and
guidance from the right professionals,
you can ensure you are opening the
right doors.

Joshua Guernsey is a principal and
partner with Brinkman Partners in
Fort Collins. Contact him at 970-206-
4500 or joshua.guernsey@brinkman-
partners.com.
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with the word ‘problems’ or ‘com-
plaints.’ This might help you iden-
tify something important to know,
pre-hire.

You also want to look at their
creative portfolios. Your eye should
be drawn to the marketing firm’s
flair at getting across unique attri-
butes of the product or service,
both visually and verbally. Does
each thumbnail example look like
the next? Stay away from cookie-
cutter creative.

You want to work with branding
agencies that exhibit a mastery of
design. See if the agency does some-
thing custom for each client, and
look for a power-packed portfolio.
Do make sure the firm can speak to
the objective of each campaign and
its results.

Important: Ask whether you'll
retain the rights to the creative
work the firm does on your behalf
and what conditions will apply.
Since it’s your brand, you'll want
to carry it with you over time and
perhaps even sell that “intellectual
property” one day, along with your
business.

Will you be a big fish in a small
pond? That’s usually better than
the opposite. Often the glamour of
going with a big agency fades when
your work gets passed down to the
junior staff day-to-day. Provided
the small pond is not shallow, you
can get the attention of a top-notch
business owner and get down to
business!

How are the marketing agency’s
systems and processes? Will jobs
get bogged down and will you miss
an important deadline? This speaks
to quality, and a marketing firm

INC.COM’S ADVICE FOR CHOOSING A MARKETING AGENCY: www.inc.com
BBB AGCREDITED LOCAL ADVERTISING AGENCIES:
www.bbb.org/northern-colorado/

owner who understands how doing
things right the first time results in
less waste and greater productivity
is worth hiring and having at the
helm. Learn how they track mile-
stones and keep an eye on costs.
Even the firm’s hiring criteria and
processes could affect your work.

Hint: Ask what the firm does
when there are cost overages. Does
it keep to its estimate, warn you
about scope creep, and even send a
revised estimate mid-stream? Basi-
cally, how does it avoid surprises?

Several large marketing firms
try to be full service and are really
masters at traditional marketing
and not so much on digital. Dig
deep. Do the account executives
and the creatives “live” on the web?
Do they have first-hand knowledge
and experience on Google, in social
media, about websites and ecom-
merce?

Finally, imagine being with the
firm’s principal and his/her staff
for a long time — especially as your
business expands, partly through
their fine efforts. Will you become
like a well-oiled machine, working
as a team together? Or will things
get rusty and the gears stop engag-
ing over time? Will the firm have
your best interests always in mind,
or just their own?

Good luck in making this fourth
P selection. Your business will be
well-served by a professional brand-
ing and/or lead generation agency.

Laurie Macomber, owner of Fort Col-
lins-based Blue Skies Marketing, can
be reached at laurie@blueskiesmktg.
com or 970-689-3000.

(970) 568-8613

Save 25-50%

STLC

Timely - Local - Committed

Integrated
Local Service!

PAYROLL &
INSURANCE

Know and trust who you work with!

www.TLCpayroll.com
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Social Media: Much more than ‘likes’ and followers

ocial media has grown at an
S incredible rate over the past

decade. Technologies and busi-
ness pipelines that were little more
than dreams a few years ago now
dominate the marketplace, setting
the standard for future innovations
in business and play higher than ever
before.

Every day, hundreds of millions
of potential consumers interact
with their social circles across mul-
tiple platforms and devices; sharing
personal stories, building relation-
ships and spending their hard-
earned cash.

When it comes to interacting
with customers online, it’s safe to
say that the rules have changed.

As the number of socially con-
nected customers continues to
grow, so too does the revenue
accrued from online sales and net-
working. This has greatly increased
demand for new forms of interac-
tive, conversational marketing tech-
niques that build advocacy and har-
ness the inertia of viral messaging.
To satisfy this demand, a new kind
of business has been born. Meet the
“social media agency.”

What is a social media agency?
Most describe themselves as social
gurus who specialize in brand
management online and on the go.
They develop and execute brand
guidelines that increase the visibil-
ity of your business while forging

Why getting under this cloud might be good

he term cloud computing
I has become so prevalent in
our business vocabulary that

it is difficult to pick up a business
publication and not read about “the
cloud.” What the heck is cloud com-
puting and how should a business
evaluate its need for this new deliv-
ery methodology?

Cloud com-
puting is simply
the delivery of
computing and
storage capac-
ity as a service
across the
internet. Ser-
vices like hosted
voice over [P,
hosted email or
remote off-site

COMPUTING
Ted Warner

backup of data
are good examples of popular cloud
computing applications.

Today, most software developers
are either re-writing their applica-
tions or are creating new stream-
lined applications to enable busi-
nesses and individuals to utilize the
cloud easily and effectively.

The Gartner Group, an inde-
pendent research company, says
that cloud adoption in small and
mid-sized business will more than
double between 2011 and 2014.
Gartner goes on to say that small

new relationships and strengthening

existing bonds with your customer
base. But what does that say about
what they do and how they do it?
Such a description doesn’t offer
much help if you're looking for the
right agency to
work with.

So, what is
a social media
agency, really?
Typically com-
prised of a team
of specialists,
a social media
agency draws
from many
compatible skill
sets to create
compelling, interactive marketing
that customers connect with on
a personal level. This means they
should be able to cover the essen-
tials creatively: copywriting (con-
tent), graphic design (visuals), web
development (nuts and bolts), and
search engine optimization (can
your customers find you?).

Together, this combination of
talent creates a focused marketing
plan with measurable goals that suit
your businesses needs. Whether
you are interested in driving sales,
establishing your company as a
thought leader within a specific
field, or increasing traffic to your
sites, an agency has the resources
at hand to implement a consistent

SOCIAL MEDI
Caroline Veldman
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message for your brand while mea-
suring the effectiveness of those
efforts toward meeting your goals.

When deciding on which agency
to work with, there are a few
important questions to consider.
First, what do you want to accom-
plish with social media? Who you
eventually choose to hire has a lot
to do with your specific goals. For
example, if you are interested in
developing a mobile media strategy,
chances are that a company with
a strong portfolio in website and
mobile applications development is
the best place to start looking. Ask
for years and type of experience,
and pay special attention to its cer-
tifications, if any.

If you are primarily interested in
curating conversations within your
network, consider speaking with
a company that has demonstrated
an ability to set platform-specific
goals that align with client objec-
tives; but remember, there is much
more to running successful social
media campaigns than monitoring
“likes” or followers alone. What you
do with your followers has far more
impact than how many you have.

HOW CLOUD COMPUTING WORKS: www.computer.howstuffworks.com
CLOUD COMPUTING EXPO: www.cloudcomputingexpo.com
ICLOUD: www.apple.com/icloud

MICROSOFT CLOUD: www.microsoft.com

business will lead the way in the
implementation of cloud applica-
tions.

So what are the real advantages
that a small to mid-sized business
will enjoy if they move some or all
of their corporate applications to
the cloud?

Small businesses are generally
more nimble than their larger cor-
porate brothers. This allows them
the freedom to quickly move and
adopt new cloud solutions as they
become available. Cloud computing
affords businesses the ability to pay
as they go, and therefore reduces
the need for large capital outlays for
software and hardware.

Cloud computing lets businesses
move from 20 to 50 to hundreds
of users quickly and easily. Many
IT professionals also appreciate the
fact that spinning up a new server
or group of servers is quick and
efficient. The opposite is also true.
Businesses can downsize quickly
and decrease their computing costs
when business slows or seasonal
changes require less computing

power. Business owners also appre-
ciate that cloud computing is an
operating expense, not a capital
expense, and conserves precious
capital for the business.

Another benefit of cloud com-
puting is the mobility feature
that allows users to access critical
applications anywhere they have an
internet connection.

In today’s business world, the
ability to have access to corporate
applications nearly everywhere and
anytime is crucial. Agility is also
important for a growing business.
When a business has a new idea
that technology can address, it is
very easy to quickly create a sand-
box for that idea with their cloud
computing partner.

Additionally, the shift of com-
puting risk from the business itself
to the cloud provider is important
and creates peace of mind for the
business. Today’s computing envi-
ronments have become more and
more complex and can be difficult
to support. Cloud providers gener-
ally will have more highly tuned

BUSINESS 2 COMMUNITY: www.business2community.com
SOCIAL MEDIA TODAY: socialmediatoday.com
SOCIAL MEDIA EXAMINER: www.socialmediaexaminer.com

Most importantly, find someone
you feel comfortable working with.
The person or persons you hire
should be able to learn your busi-
ness, understand the needs of your
customers, respond to conversations
consistently and in accord with your
company values, and think strate-
gically about the data from your
interactions. Ask specific questions
about the organization’s process —
every step should be intentional,
with carefully weighed consequenc-
es and contingency plans in case
quick changes are needed. The best
agencies will provide intentional
marketing plans that focus beyond
the short term.

The return on your investment
in the social space will depend
largely upon the creative and ana-
lytical skills of your chosen special-
ists. Many businesses struggle to
define the value that social media
efforts bring, and for good reason.
Data from online interactions does
not always correlate with sales data
or other forms of concrete, measur-
able statistics. However, this isn’t to
say that ROI cannot be determined

» See Social Media, 15B

for your firm

computing environments that are
far more resilient and redundant
than most businesses are willing

to invest in. The cloud provider is
responsible for nearly 100 percent
uptime and will continually seek to
improve and streamline their com-
puting environments.

Finally, a business that subscribes
to applications that are in the cloud
will benefit from quicker updates
and enhancements of their soft-
ware and productivity gains from
improved hardware and bandwidth
in the cloud. Generally, businesses
are slow to adopt new software
revisions and updates, but quality
cloud providers must continually
improve their delivery or risk being
overtaken by the competition.

Each business should evaluate
their cloud adoption strategy, as
there are certainly many factors to
weigh. There are significant consid-
erations regarding bandwidth, secu-
rity and the shift in the computing
culture of the organization that
should be considered.

In the end, cloud computing is
not a passing fad. It is here to stay
and will grow in acceptance as time
marches forward.

Ted Warner is president of Connecting
Point in Greeley. He can be reached at
twarner@cpgreeley.com.
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How to assess the best health plans for your employees

olorado consistently ranks as
‘ one of the best places in the

country to start, build and
grow a new small business, accord-
ing to national business magazines.
If you are starting a new small busi-
ness, or own an existing one, health
insurance is an issue you'll face,
whether or not you hire employees.

So, what do you need to know
before entering the health insurance
marketplace?

For health
insurance, Colo-
rado law defines
a small busi-
ness as having
between two and
50 employees.
It also includes
self-employed
individuals, but
they are treated
a bit differently
and are known
as Business Groups of One (BG-1).
Both small businesses and BG-1s are
eligible to purchase health insurance
in the “small group market.”

In the small group market, health
insurance is “guaranteed issue.” This
means a health plan carrier cannot
deny an application based on the
health status of anyone in the group,
whether it’s an employee or a mem-
ber of the employee’s family, if the
insurance covers dependents. That’s
a big difference from a plan in the
individual market, where the carrier
can deny an application based on
health status.

The rules are a little different
for BG-1s. A BG-1 with a current
or recent health condition qualifies
for the guaranteed issue of one of
the state’s mandated health plans,
which are discussed below. A BG-1
without current or recent health
issues typically can choose from any
of the small group plans offered by
the carrier.

Generally, small group carriers
must offer at least two state man-
dated plans to a small business: a
basic plan, which approximates the
lowest level of coverage offered in
the small group market; and a stan-
dard plan, which approximates the
average level of coverage offered in
the small group market. Small group
carriers may offer additional small
group plans. Upon your request,

INSURANCE
Jim Riesberg
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SERVICES: www.healthcare.gov

they must tell you all of the plans for
which you are eligible and disclose
the rates for those plans.

If you decide to stop offering
health insurance to your employees,
the employees and their dependents
have the right to convert their health
insurance to an individual conversion
plan at their own expense. The con-
version plan must be either a basic
or standard plan as described above.

Federal tax credits are available
to help cover the cost of health
insurance for some small business-
es. Under the Affordable Care Act,
a small business with 25 or fewer
employees, and an average annual
wage of $50,000 or less per year, may
qualify for a tax credit up to 35 per-
cent of the employer contribution.
The credit goes up to 50 percent in
2014. Check with your tax advisor
on other tax benefits that may be
available.

When shopping for health insur-
ance, the state encourages small
employers to follow the tips listed
below:

e If you plan to use an agent or
broker, interview several for whom
small businesses are their specialty.
You want to make sure you hire
someone who can meet your expec-
tations. Read more about selecting
and working with a broker on the
Division’s website at askdora.colo-
rado.gov and click on “Division of
Insurance.”

® Make sure the insurance agent,
broker and company are all licensed
and in good standing with the state
of Colorado. You can check license
status at the Division of Insurance
website: go to askdora.colorado.gov,
click on “Division of Insurance” and
then on “consumer information.”

¢ [f you're planning to offer health
insurance to your employees, ask
them what coverage they think is
important and incorporate the infor-
mation into your analysis.

e Compare the costs of equivalent
coverage with multiple carriers and
ask how premiums have changed
over the past five years.

SOCIAL MEDIA fom 148

in an objective way. The type and
degree of benefit awarded your
business from engaging with cus-
tomers online relies on the evalu-
ation of your metrics. The return
you see, then, is directly related to
the way your goals were originally
drawn. Working with a specialist
to create highly specific goals is the
best way to improve your return.
The truth of the matter is, social
media is here to stay. It has already
changed the way we do business,

and will continue to change the way
we engage with one another. The
question to ask is no longer “Should
my business be on social media?”
That answer is, and has been, a
resounding yes. Instead, you should
be asking, “How, with who, and to
what purpose?”

Caroline Veldman is the owner of Social
Media Pilots in Fort Collins. She can be
reached at caroline@socialmediapilots.
com.

COLORADO’S DIVISION OF INSURANGCE: www.askdora.colorado.gov
HEALTH CARE HELP FROM THE U.S. DEPARTMENT OF HEALTH AND HUMAN

ROCKY MOUNTAIN HEALTH PLANS: www.rmhp.org

If you adjust co-pays and deduct-
ibles, you can affect your final premi-
um. Look at different benefit pack-
ages and cost sharing scenarios to see
what premium and benefit levels best
fit you and your employees.

Read your policy thoroughly. Be
sure you fully understand what you
are purchasing and how much it will
cost. Key questions to ask include:

® What is the name of the com-
pany writing the policy, not just
the marketing name that is used in
advertising?

® What is the list of items and ser-
vices for which the policy will pay?

eWhat is the list of items and
services for which the policy will
not pay? (known as exclusions and
limitations)

¢ Are there any situations where
the policy may not pay for all of your
medical care?( known as exceptions,
reductions and limitations)

¢ Are there any special rules, such
as referrals or pre-approval for proce-
dures, that may affect whether the
policy pays?

* Are you required to use certain
medical providers, doctors or facili-
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ties, and is there a list of the local
providers that can be used or are
“in-network?”

* How long may you have to wait
before the policy covers recent health
problems?

* How may the policy be canceled
or terminated, either by you or by
the insurer?

e What specific steps may you
take if you are denied a benefit or
coverage to which you believe you
are entitled under the policy?

Health insurers in Colorado also
are required to have a Health Plan
Benefit Description Form avail-
able to prospective employers. The
Health Plan Benefit Description
Form may help you compare ben-
efits between different insurers and
among different products, such as
health maintenance organizations
(HMOs), preferred provider or man-
aged care (PPO) policies, indemnity
plans, or high deductible health plans
(HDHP) used with a health savings
account (HSA).

Selecting the right plan for you
and your employees can be a chal-
lenge. However, providing health
coverage may help you recruit and
retain high-quality employees,
reduce absenteeism, and increase
employee loyalty and productivity.

Jim Riesberg is Colorado’s Commis-
sioner of Insurance.
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www.farmersbank-weld.com

SUPPORT LOCAL BUSINESS!

At Farmers Bank, all deposits and money stay here to

support and fund other local businesses. These people
are your customers, your neighbors and your friends.
Can the “Mega” banks in town say that?
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Brown & Brown Insurance recently announced
reaching their annual revenue goal of $1

Did you hear
the news?

billion dollars — and continues to be ranked
as the 7th largest independent insurance
agency* with a network of more than 200

offices, including Northern Colorado.

the right price.

(970) 482-7747

What does this mean to our customers?
We provide the right insurance coverage at

4532 Boardwalk Drive, Suite 200
Fort Collins, CO 80525

www.bbcolorado.com

Commercial Property &
Casualty

Workers Compensation

Employee Benefits

Contract Bonds

Personal Lines

*As ranked by www.businessinsurance.com, July 18, 2011
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Small Business

We'll Turn your
“bright Idea”
into a

SWEET
SUCCESS!

www. Homestatebank.com

970-203-6100 or 303-682-7100

Locations in Loveland, Fort Collins, Windsor,
Berthoud and Longmont.
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