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FORT COLLINS — Recall the
opening scenes from so many
episodes of the TV comedy hit
“Cheers,” in which a couple of bar
patrons descend the stairs to the
basement oasis where everybody
knows their names.

That’s the atmosphere that for-
mer Colorado State University
football coach Sonny Lubick, exec-
utive chef Toby Sheppard and
investors in the Sonny Lubick
Steakhouse hope to recreate in
downtown Fort Collins.

In early September, just in time
for the kickoff of the CSU Rams’
2008 football season, Sonny’s will
open in the subterranean space that
Nico’s Catacombs, one of the city’s
most legendary restaurants, occu-
pied for 35 years until it closed
March 29.

“We want something that’s
warm and welcoming,” Lubick said
of the new venture backed by close
friends and associates.“We’re trying
to make it something where people
can go and have fun, enjoy a nice
meal and some good company.
We’ll make it accessible to every-
one.”

The Sonny Lubick Steakhouse
genesis rests with Rick Callen, a
broker with Realtec Commercial
Real Estate Services Inc. and long-

By Kristen Tatti
ktatti@ncbr.com

The compensation of Northern
Colorado’s highest paid public CEO
is $1 million more than the next
closest competitor but still only a
quarter of the median pay for S&P

500 CEOs.
Tom Gendron, CEO of

Woodward Governor Co., was the
region’s highest paid public compa-
ny CEO in 2007. His compensation
package — consisting of salary,
incentive pay, options and miscella-
neous items — was worth $2.4 mil-

lion last year.
A large element of the compen-

sation package, $703,409 to be
exact, was in option awards. The
amount is calculated for financial
reporting purposes and does not
necessarily reflect an amount the
executive takes home.

Gendron’s base pay for 2007 was
$572,116 — up 14 percent from the
previous year — but it was his
incentive plan compensation that
made up a bulk of the package.

Gendron received $595,101 in
incentive compensation and
$450,000 for the cash component of
a long-term management incentive
plan that was established in 2006.

“The base pay is the foundation
of a compensation package. It’s
usually impacted by tenure,” said
Alexander Cwirko-Godycki,
research manager with Equilar, a
California-based executive com-
pensation consulting firm. “Salaries
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NUNN—With millions already
invested and mil-
lions more to be
spent before the
first gram of ura-
nium can be
mined in Weld
C o u n t y ,
P o w e r t e c h
Uranium Corp.
has lined up
investment from
a Belgian-based energy company to
help it reach production.

Synatom, a subsidiary of
European energy giant Electrabel,
has purchased 6 million additional
shares of Powertech for $9 million.
The deal, announced last month,
gives Synatom a 19.6 percent own-
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Tom Hacker, Northern Colorado Business Report

STAIRWAY TO SONNY’S — Former Colorado State University football coach Sonny Lubick and
executive chef Toby Sheppard stand near the top of the stairway leading to the underground
space that will soon become the Sonny Lubick Steakhouse at 131 S. College Ave. in Fort Collins.
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The Address of Choice

By Kristen Tatti
ktatti@ncbr.com

FORT COLLINS — When local leaders
tout Northern Colorado’s global presence
in the clean-energy sector, they are not just
blowing hot air.
Wade Troxell, associate dean in the

Colorado State University College of
Engineering, was one of a handful of uni-
versity representatives invited to attend a
two-day conference in June at Copenhagen
University in Denmark. The international
research summit was sponsored by the
Center for Information Technology
Research in the Interest of Society (CITRIS)
at the University of California Berkeley,
with the Copenhagen Climate Council.
Additionally, Troxell was among 10 ener-

gy industry hotshots to present a 45-minute
lecture on June 20 where he highlighted the
energy projects in progress at CSU and in
the region. Troxell sat down to discuss his
trip with the Business Report shortly after
returning.

NCBR: What was the scope of your trip?
Troxell: It was a research conference on

innovation in climate and energy, really
looking at innovations that can have global
impact. That’s one of the things that we’re

doing here at Colorado State and Northern
Colorado with Spirae and with Solix and
with AVA (Solar).We are not only doing the
research, but translating the research so it
can have global impact.

NCBR: What was the main focus?
Troxell: A lot of the focus was on gener-

ation devices in solar and wind. What we
bring is what we’re calling the smart grid —
how you integrate this into the system.
Whether you’re talking about plug-in elec-
tric hybrids or solar power or wind, it all
boils down to how do you integrate it into
the system. And this is what Spirae does;
this is what the Integrid lab does at the
Engines Laboratory.
It ties in with the Maxwell Ranch project

because what we’re talking about is that
being the rural power supply to CSU and
also to UniverCity as a part of Fort Zed.
One of the ways we are suggesting how that
would operate is to physically tie the renew-
able resource to the load that is drawing
upon it.
Denmark has been leading since about

1980 in its incorporation of wind across the
country. Spirae has been working with
Denmark and their transmission company,
EnergyNet DK, in terms of how do they
make a robust grid around these resources,
doing it with information technologies,
controls, communications and manage-
ment of the system.

NCBR: Is Denmark still struggling with
integration issues?

Troxell: Actually, they’ve done some

Troxell takes CSU on to world energy innovation stage
June presentation
in Denmark raises
research profile

Courtesy Copenhagen Climate Council

ENERGIZED ABROAD — Wade Troxell, associate dean in the Colorado State University College of Engineering,
takes an opportunity to prepare his lecture about CSU’s work in alternative energy during a break at the
“Innovation in Climate and Energy” conference at the University of Copenhagen in Denmark.See TROXELL, 39
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The Eye loves to watch
professional Fourth of
July fireworks displays
over Northern Colorado.
And the celebration of
our hard-won
Independence could be
filled with ever-so-much
more ordnance, according
to William A. Weimer,
vice president of Phantom
Fireworks in Youngstown,
Ohio — if only our stuffy
legislators would realize
“the time has come to
legalize the sale and use of
all consumer fireworks in
Colorado.”
In a two-page missive

that invokes the spirit of
not only second President
John Adams but also
“such luminary
Coloradans as Denver,
Pike, Carson and Greeley,”
Weimer urges us all to
“break the chains of anti-
fireworks servitude.”
(Students of state his-

tory may recall that Gen.
William Larimer named
his city on the South
Platte after James W.
Denver not knowing he
had already left office as
Territorial Governor of
Kansas; Lt. Col. Zebulon
Pike never climbed the
Peak that bears his name

THE

EYE
By Kristen Tatti
ktatti@ncbr.com

WINDSOR— The past year has been full of
accolades for Windsor-based Ice Energy Inc.,
but this year will be about leveraging the praise
into an industry-changing, revenue-generating
energy industry powerhouse.
In early June, the company officially

launched its next generation of cooling technol-
ogy — the Ice Bear 30 Hybrid Air Conditioner
and companion Ice-Ready Rooftop Unit. The
launch represents a huge milestone for the com-

pany as it moves toward
mass deployment deals, ful-
filling its vision of outfitting
every new commercial and
residential building with the
Ice Bear system.
Ice Energy was founded

in 2003 with the Ice Bear 50,
which uses a seemingly sim-
plistic building cooling tech-
nology — ice. The Ice Bear is
designed to switch the energy used for cooling
buildings from the peak-use hours of the day to
off-peak hours at night. Water frozen in the
evening is used during the day to cool refriger-
ant for the air conditioning unit.
Ice Energy’s solution is unique because it

works with the more efficient refrigerant rather
than just water. Buildings greater than two sto-
ries use water cooling systems because the water

can maintain cooler temperatures for longer
distances. But buildings of two stories and
smaller make up 98 percent of all structures in
the United States. That translates into a market
of about 80 million cooling units, according to
Ice Energy President Frank Ramirez.
“The Ice Bear 30 took lessons learned from

the initial deployment and integrated it into the
design,” he said.
The Ice Bear 50 allowed the company to

prove the technology, demonstrate its efficiency
and learn how the challenges presented at dif-
ferent sites. It also garnered recognition and
awards.

In early 2004, the Ice Bear received a Gold
Award at the World’s Best Technology contest,
over 60 competing technologies. Ice Energy was
also called “Most Promising Company” at the
Energy Venture Fair IV in October 2003.

With partnerships,
win-win-win model,
cooling market hot

Ice Energy set to change industry

By Jenna Jordan
intern@ncbr.com

Northern Colorado real estate brokers are
jumping on a marketing bandwagon that’s
already rolling through communities across
the country — foreclosure
bus tours.
Not typically thought of

as tourist attractions, fore-
closed homes are an explod-
ing facet of the real estate
industry. Combined with
the growing popularity of
“house-flipping,” the
increasingly low price tags
on foreclosures are growing
ever more attractive to
homebuyers, be they first-
time shoppers or more
savvy investors.
There are thousands of

bank-owned properties on
the market for “tourists” to
see in Northern Colorado.
“Foreclosures are a big-

ger part of the market now
than they ever have been
before,” said Alan Jones, a broker with
Coldwell Banker’s Loveland office. Jones and
Eric Beres, a senior mortgage planner at Fort
Collins-based Precision Lending have both
started foreclosure tours in Northern
Colorado communities.
The state is fifth on the list of highest fore-

closure rates in the country for the first quar-
ter of this year, according to figures from
RealtyTrac, and Weld County recently reached
second on the list of Colorado counties with
813 foreclosure filings in the first quarter, up
from 647 in first quarter 2007. Foreclosure
sales are also up in the county, to 442 this year

By Steve Porter
sporter@ncbr.com

GREELEY — When a swarm of tornadoes
struck Northern Colorado on May 22, they
couldn’t have arrived at a less opportune time
for the CSU-CHILL radar facility near the

Greeley-Weld Airport.
Researchers at the facility were in the

process of finishing the installation of new
antenna equipment when word came that a
tornadic supercell thunderstorm was bearing
down on Windsor.

‘Magical Misery’
tour rolls in
Northern Colo.

50 FEET HIGH — The aluminum antenna inside the CSU-CHILL radar facility near the Greeley-Weld County Airport in Weld
County stands about 50 feet tall and weighs nearly 6,000 pounds.

See THE EYE, 31

But CSU research radar not designed to issue warnings

Brokers hope potential
home buyers hop on
foreclosure bandwagon

See BUS TOUR, 28

JONES

BERES

See CHILL, 32

RAMIREZ

See ICE ENERGY, 29

Tornado caught CHILL
with its antenna down

Courtesy Colorado State University
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TIMNATH — A nearly deafening
silence surrounds speculation that Costco
Wholesale Corp., one of the nation’s most
popular retailers, will build a new store in
Northern Colorado, part of an expansion
that will see 25 new stores worldwide by the
end of 2008.
A land plan for Gateway Timnath, as the

retail center now under construction on the
eastern frontage of Interstate 25 at the
Harmony Road interchange is known,
shows a block identified as a “membership
club” occupying a major chunk of the tract.
That the block has a specific size —

133,600 square feet — suggests that the plan
is for a specific user, though no one connect-
ed with the development will name one.
Denver developer Mark Goldberg,

whose Goldberg Properties Inc. is develop-
ing the site, said at the onset of the project
two years ago that Costco would be a target
for inclusion. But neither Goldberg nor
Timnath officials would comment on the
possibility, and steered clear of discussing
the specifics included in the site plan.
Costco chairman and cofounder Jeff

Brotman, who handles the company’s real
estate transactions, said through a spokes-
woman that Costco’s “corporate policy is to
not comment on specific markets.”
Costco, an upper-scale warehouse retail-

er similar to Sam’s Club but with a wider
variety of offerings, has been one of the
retail world’s most stunning success stories
since it was founded in 1983. Publicly
owned (Nasdaq: COST), the chain has
grown to 537 warehouse stores varying in
size from 70,000 to 205,000 square feet,
with the average at 141,000 square feet.
The company’s rapid expansion, with

178 stores opening in the past seven years,
defies a retail industry trend of rolling back
on plans for new locations. The company
has opened two Colorado stores in the past
two years, one in Westminster and another
in Colorado Springs, bringing the total in
the state to seven.
Jim Mokler, a broker with Realtec

Commercial Real Estate Services Inc. of
Fort Collins, has been working with Denver
retail specialist Miller Weingarten Realty
Inc. to lure Costco to a site northeast of the
intersection of I-25 and West Mulberry
Street in Fort Collins.
Mokler said he had heard the company

is reassessing its Northern Colorado plans
on the basis of its Westminster experience.
“I was told when they opened that north

Denver store that they thought it might pull
from Northern Colorado,” Mokler said.
“But after tracking the zip codes from cus-
tomers, they found that very little was com-
ing from up here. That might have caused
them to take another look.”
The future of Mokler’s acreage at the I-

25/Mulberry intersection is dependent on
action by the Fort Collins City Council. The
council considered on July 1, after the
Business Report went to press, whether to
adopt new stormwater designations that
would allow development of the site.
Timnath Administrator Becky Davidson

and Mayor Donna Benson said they were not
prepared to comment on specific retailers that
might be drawn into the Gateway Timnath
center beyond those that had already been
identified. The largest of them is Wal-Mart,
with a 200,000-square-foot Supercenter under
construction on the northeast corner of the I-
25/Harmony Road intersection.
Costco, like competitor Sam’s Club,

charges an annualmembership fee—$50 for
individuals and businesses — that allow
members access to the stores. Earlier this year
the company counted 51.8 million cardhold-
ers representing 28.3 million households.

Eyes, ears tune to Costco news

Monument
Sign

Reservoir Parcel

Cache
La

Poudre
River

25

Harmony Rd.

Access
Road

Kum& Go Membership
Club

Courtesy Crosbie Real Estate Group

‘MEMBERSHIP’
PLAN — A block
identified as a
“ m em b e r s h i p
club” on a site
plan for the
Gateway Timnath
retail center has
fueled specula-
tion that ware-
house retailer
Costco might land
in Northern
Colorado.
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By Steve Porter
sporter@ncbr.com

FORT COLLINS — Ten years ago,Ben and
Marquita Romero were struggling to keep
their heads above water, financially speaking.

Today, the Romeros are owners of their
own successful specialty janitorial business
and franchising success opportunities to
others.

But in 1998, Ben was a longtime grocery
store employee and Marquita, who had
recently given birth to a daughter with kid-
ney problems, was a stay-at-home mom.
Mounting debt was pushing their backs to
the wall.

“We had financial problems,” said Ben.
“Marquita was selling plasma and I had two
jobs. It was a struggle.”

Romero said one day he went to a men’s
Bible study meeting and heard that a local
surgery center needed someone to come in
and clean. With a little advance research on
the types of cleaning products used for
medical environments, Ben — who had no
previous janitorial experience — was able
to get the job.

And with that, Bio-Medical Janitorial
was born.

“That $200-a-month account was our
first, and now we’re at $72,000,” he said.

It was an instinctive notion about what
little extras needed to be done — dusting
dirty air vents, cleaning under beds and
around doorknobs — that translated into a
janitorial business with an emphasis on cre-
ating an extra-clean environment where
patients, nurses and doctors would feel
more comfortable.

And word of their extra attention to
those details spread in the local medical
community. But the Romeros decided not
to limit their business to the medical sector
and now also take on clients in all fields,
especially where there is a high human con-
tact within the business environment.

“We take that attention to detail to
places that come into contact with people
all day long,” Marquita said.

Franchising next step
The Romeros’ business has now reached

the stage where they are beginning to fran-
chise it, with the first sold to a couple who
are hoping to duplicate Ben and Marquita’s
success story.

Jeff and Tavi Whitham purchased a ter-
ritory that includes Boulder and
Broomfield counties, meaning they have
exclusive rights to operate under the name
Bio-Medical Janitorial in those counties.

“We were looking for a franchise oppor-
tunity for maybe close to a year,” said Jeff.
“The fact that it’s a specialized business
serving the health-care and medical indus-
tries makes us believe it will continue to
expand as time goes on.”

Couple found niche in biomedical cleaning business
Company ready to
franchise successful
system to others

Steve Porter, Northern Colorado Business Report

NOW FRANCHISING — Marquita and Ben Romero founded their business, Bio-Medical Janitorial, in 1998 and are
now beginning to franchise it. The Romeros say they’re hoping to go nationwide with their specialty janitorial
franchising within the next two years.

See BIO-MEDICAL, 23
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BORN FROM JETS

Shop 24-7 Online
@ tynansdeals.com

800-810-1796

221 East Troutman Pkwy
Ft. Collins, CO

All New All Wheel
Drive! Order Today!
2008 Saab Lynx Convertible Limited Edition

We recently took a road trip to Santa Fe, NM. Our gas mileage was 32.07 mpg! I was pretty impressed.
Starting with a full tank each direction still left me with plenty of fuel to run around before requiring a fill up. -- FFrreedd MMaaddddeenn

Certified
Pre-Owned

Includes:

• 6 year or 100,000 miles warranty
• 24 HR road side assistance

• Car fax report
• 112 point inspection

**Based on http://fueleconomy.gov/ ***Price does not include Taxes and fees. See dealer for details

S80399

$16,499***

27 MPG**

INCLUDES CERTIFIED PRE-OWNED

2004 Saab 9-5 Arc
S80411

$15,900***

27 MPG**

INCLUDES CERTIFIED PRE-OWNED

2004 Saab 9-3 Aero
S80391

$16,800***

27 MPG**

INCLUDES CERTIFIED PRE-OWNED

2004 Saab 9-5 Arc

FORT COLLINS — Of all the blessings
Northern Colorado has as it faces
inevitable economic expansion, one of the
biggest is a hugely talented community of
architects, landscape
architects and land
planners to chart the
course.

Three of the best
among them have
made official what
has been a de facto
union, as Vaught-Frye
Architects PC and V
F Ripley Associates
Inc. on July 1 merged
into a single entity —
Vaught Frye Ripley
Design Inc.

Fort Collins architectural giants Frank
Vaught and Joe Frye, who co-founded their
firm in 1986 and who have been partners
decades longer, have a lengthy history with
landscape architect Linda Ripley. In fact,
the three and their staffs have shared office
space for the past 12 years.

In other words, the three and their
employees have been tied together as a
package while maintaining separate identi-
ties.

“The only reason we formed two com-

panies to begin with was that Linda had
some other architects she worked with and
wanted to keep them as clients,” Frank
Vaught said. “In the end that really didn’t
work out as more and more people real-
ized we were working together.”

The 31-member unified design compa-
ny offers a regionally unique package of
services and talents. Vaught and Frye have
perhaps the strongest track record, in terms
of project numbers and design accomplish-
ments, of any architecture firm in Northern
Colorado. Ripley, with nearly three decades’
experience as a landscape architect and city
planner, had built a staff of 11 for her free-
standing business. She said uniting the
companies was a step in the direction of
simplifying what otherwise could become a
confusing scenario for clients.

“We want to make sure clients under-
stand it,” Ripley said. “Our longtime clients
get it, but some of the newer clients don’t.
They’ll start working with me, and sooner
or later Frank and Joe are in the picture,
and we have to go through this complicat-
ed explanation. We got tired of that.”

Ripley said Vaught’s understanding of
landscape architecture as a critical compli-
ment of architecture is what drew her into
the Vaught-Frye fold to begin with, and
their collaboration had always been close.

“Frank understands the relationship
between architecture and land planning
better than anybody,” Ripley said.

The pairing of Vaught-Frye’s work with
the Ripley touch shows up in projects
throughout Northern Colorado and south-
ern Wyoming. Among the most visible

examples are:
� The north Fort Collins headquarters

of In Situ Inc., the manufacturer of envi-
ronmental monitoring instruments, where
the architects’ rugged timber design blends
with a xeriscape-based landscape plan that
matches the company’s values;

� The 120,000-square-foot American
Eagle Distributing Inc. headquarters in
Loveland, where Vaught, Frye and Ripley
balanced industrial, office and hospitality
spaces inside with a complex land plan and
landscape installation outside.

Vaught said unification positions VFR

Design to offer the kind of services that
complex projects require.

“There are a lot of landscape architec-
ture firms that do land planning and enti-
tlement work, and some architecture firms
that do some land planning,” Vaught said.
“But there’s not a firm anywhere around
here that does all three of those things.
That’s the value we offer.”

Editor Tom Hacker covers real estate for
the Northern Colorado Business Report.
He can be reached at 970-221-5400, ext. 223
or at thacker@ncbr.com.

Vaught, Frye, Ripley officially tie the knot
VFR Design makes
official what most
have always known

REAL ESTATE
Tom Hacker

Courtesy VFR Design Inc.

‘NEW’ PARTNERS — Joe Frye, left, Linda Ripley and Frank Vaught have merged their already closely connected
companies to form VFR Design Inc., a full-service architecture, landscape architecture and land planning firm.
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FORT COLLINS — Out with the old
and in with the new — an adage that
smashes nostalgia to make way for innova-
tion.
That is somewhat

the case for a little
shop on College
Avenue in Fort
Collins. Many in the
community were
upset — ranging
from mildly dis-
pleased to devastated
— to hear that
ABCDs music store,
157 N. College Ave.,
would shutter its
doors earlier this year. However, it is likely
that a range of emotion on the other end
of the spectrum will result from the open-
ing of the space’s new tenant. Northern
Colorado will get its only Mac-centric
retail and repair shop when the Mac Shack
opens in early August.
“We had a store (in Fort Collins)

before,” said Randy Martin, owner of the
Mac Shack. Martin referred to the com-
pany’s previous iteration as MediaGuide
Computers, which was only open in
south Fort Collins for about six months.
Martin worked at MediaGuide’s Boulder
location for four years before snagging
the opportunity to purchase the site in
2000.
Martin took the Mac-centric base of

MediaGuide and bulked up on product
offerings to grow the Mac Shack. Just a few
months ago, the store became an Apple
authorized service provider — a process
that started eight years ago. Martin said he
really intensified his effort to gain the
authorized status when the Fort Collins
expansion materialized.
“It’s like having an Apple store up there,

plus we have the used machines,” Martin
said.
Other offerings not found at an Apple

store but available at the Mac Shack
include iPod repair and used equipment
purchasing. Perhaps the only thing that the
Mac Shack won’t be able to offer is assis-
tance to PC owners.
“We don’t buy PCs, unfortunately,”

Martin said.
The Fort Collins location will be the

company’s first outside of Boulder. Martin
said that they get many customers driving
in from Northern Colorado and even as far
as Cheyenne for Mac services. The prob-
lem, and opportunity, is that there are few
options for Mac users north of Boulder.
Ironically, the Mac Shack will be mov-

ing in next to an existing computer repair
service, All Brands Computer Service. Bill
McClaflin has been operating All Brands
out of a suite in 155 N. College Ave. since
2004, and as the name suggests he works
on both PCs and Macs.
What’s more, McClaflin has been good

friends with the Mac Shack guys for years
– he even frequents their Boulder store
when he needs specific parts.
“There’s no hard feelings,” said

McClaflin. “They’re strictly Mac, they don’t
work on Windows machines.”
McClaflin said that about 85 percent of

his business is dedicated to work on PCs,
and he hopes that having the Mac Shack
next door might even drive customers to
his shop.

One missed list
There’s nothing better to lift one’s spir-

its in humdrum economic times quite like
topping a list. Northern Colorado has
received its share of accolades from various
trade magazines — I won’t list them all,
again.
But here’s one we missed — and a tech-

nology-related one, no less.
On June 24, technology industry trade

association AeA released its Cybercities
2008 report. The AeA — formerly known
at the American Electronics Association —
compiled a detailed report of the high-tech
industry in the “nation’s top 60 cities.”
Both Boulder and Denver made good
showings in the report.
Boulder was No. 2 behind Silicon Valley

for the highest technology worker concen-
tration. With 30,500 tech workers, nearly a
quarter of the Boulder area’s private sector
employment is in the industry.
However, Northern Colorado didn’t

make the list. It wasn’t even in the running,
by definition, according to an AeA
researcher. He explained that the group
skimmed the top 60 cities for total volume
of technology employment in 49 NAICS or
Northern American Industry Classification
System codes specific to the high-tech
industry. All of the cities included in the
Cybercities report had more than 17,000

technology workers in 2006 — the most
recent data available. The Fort Collins-
Loveland Metropolitan Statistical Area had
8,200.
I guess it’s OK to miss out on one list.

I’m sure we’re still one of the smartest
(Forbes magazine, 2007), most innovative
(U.S. Small Business Administration,
2005), fastest (Fast Company magazine,

2007) and best places to live (Money mag-
azine, 2006). After all, we couldn’t have
gone dumb, outdated, slow and unlivable
in a few years, could we?

Kristen Tatti covers technology for the
Northern Colorado Business Report. She
can be reached at 970-221-5400, ext. 219 or
ktatti@ncbr.com.

Macs and iPods get refuge in Northern Colorado
Mac Shack brings
all things Apple
to old ABCDs spot

TECHNOLOGY
Kristen Tatti

Kristen Tatti, Northern Colorado Business Report

MAC ATTACK — The Mac Shack is slated to open around Aug. 1 in the former ABCDs location on North College
Avenue in Fort Collins. The store deals in new and used Apple products and offers repair services.
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These are precarious times for the corn-
based ethanol industry.

Catastrophic flooding across the
Midwest this spring inundated millions of
acres of already-
planted corn and land
slated for planting.
With corn prices
already above $7 a
bushel — more than
triple what they were
only three years ago
— a significantly
reduced corn crop
will send them even
higher.

How much higher
is anybody’s guess as
the summer growing
season moves into July.

Mark Sponsler, director of Greeley-based
Colorado Corn, said he’s not sure the
Midwestern corn crop is as damaged as many
media reports would indicate. But he does
acknowledge there will be less corn grown
this year and smaller yields in many fields.

That will undoubtedly push up prices,
and while that’s good for Colorado corn
growers and others not impacted by the
floods it means troubling times for the
fledgling corn-based ethanol industry.

“It will drive (corn prices) up, and that
makes it a very uncomfortable time for
ethanol plants that need to get a decade or
so of profitability so that base of infra-
structure can become healthy,” he said. “I
don’t think any of their business models
contemplated $7 to $8 corn.”

The “arrival” of the corn-based ethanol
market and industry around 2005 was a
boon for corn growers, who had struggled
for years to get $2 or slightly more per
bushel for their crop at harvest. Finally, the
stars began to align with a growing public
demand for homegrown fuels, rising inter-
est in alternative-fuel vehicles and the cre-
ation of an incipient ethanol-producing
industry and delivery system.

Production costs rise
But steadily rising costs of production

— now estimated at about $5 per bushel
for corn farmers according to Sponsler —
have eaten into profits and only a continu-
ing strong demand for ethanol production
keeps them in the black.

At the same time, corn-based ethanol,
under constant attack by the oil and gro-
cery industries and sometimes meat pro-
ducers, is facing an uncertain future.

Shifting more acres to corn from other
food crops, along with making it more
expensive to feed cattle and hogs, is raising
the price of food, some claim. And E85
ethanol — the blend of fuel that’s 85 per-
cent ethanol and 15 percent gasoline —
has not proven to be a viable alternative to
gas when ethanol’s lower energy content is
factored in, others say, even when paired

against $4 gasoline.
Sponsler disputes all of these criticisms.

Concerning the claim that ethanol con-
tributes to higher food prices, he points
out that the rising cost of oil has “three
times the impact” of the higher cost of
corn after factoring in the skyrocketing
costs of transportation, packaging and
marketing of processed food.

“There’s a marketing disconnect
between what it costs a producer to pro-
duce a crop and what he gets for the com-
modity,” said Sponsler, noting that the cost
of producing that crop has recently dou-
bled and even tripled. “He has to take
whatever the price is available when he
decides to take it to market.”

Regarding E85’s lower energy content
and lower miles-per-gallon, Sponsler said
most agree that it’s no more than 15 per-
cent to 20 percent less than gasoline and
that as long as the cost of E85 remains
about 20 percent lower than gas, it’s finan-
cially a wash.

Reducing dependence
E85 users also get the additional satis-

faction that the fuel is helping reduce the
nation’s dependence on foreign oil in
places like Iraq and Saudi Arabia and
resulting in a cleaner environment because
of its lower carbon emissions.

“In 2006, ethanol was taking the equiva-
lent of 1.2 million cars off the road by
reducing those emissions,” Sponsler said.
“Was taking 1.2 million cars off the road a
worthwhile thing? If so, it would indicate
we’re making some very large improve-

ments in the environment.”
So does the already-almost-unbearable

price of gasoline have to keep going up to
make E85 more attractive and stimulate
car makers to shift more production
toward E85-using vehicles?

Sponsler admits that a continuing spike
in gas prices will likely have that effect, but
adds that the best answer is for the price of
everything to come back down to Earth.

“I think what needs to come down first
is the cost of production to levels that
aren’t so challenging,” he said.

The price of corn also probably needs
to come down, Sponsler notes. “I’m
stunned that (corn) futures are trading at
$8 a bushel and I can’t help but wonder if
it’s not the result of major trader specula-
tion,” he said. “Since 2007, there’s been
heavy investment by fund managers and
folks are starting to use them as a specula-
tive tool and caused excessive interest in
commodities markets that have no inten-
tion of taking delivery.”

Sponsler said the current situation is
creating some hard-to-answer questions
for the future of E85. “It’s a puzzle,” he
said. “I think we know what the overall
picture on the box should look like, with
greater energy independence through
homegrown renewables, lower production
costs and strong markets for everyone.

“But right now we’re all struggling with
how to make it work.”

Steve Porter covers agribusiness for the
Business Report. He can be reached at 970-
221-5400, ext. 225, or at sporter@ncbr.com.

Uncertain future looms for corn-based ethanol
Record high crop
prices driving up
costs of ethanol

AGRIBUSINESS
Steve Porter



How many times have you sat staring at a blank computer
screen, waiting for inspiration to strike? The more important a
project is, the more difficult it can be to start.

That’s why the most popular strategy for writing begins with
prolonged procrastination. After putting off the job for as long
as possible, you finally sit down and begin tapping out one false
start after another.

Writing is hard. That may seem obvious but, for most people,
there’s a deeper, encouraging message in that statement: Writing
is hard — for virtually everybody. Even for professionals.

I can’t tell you how many hours I have spent with my fingers
hovering over a keyboard, waiting and waiting. But after waiting
30 years for copy to flow magically on command, I know better.

Some writers seem to have special inspiration and instinct for
writing. But most high-quality writing — especially in business —
is mainly the product of careful planning and patient preparation.

Start with strong creative brief
Last month I discussed the value of organizational discipline

in managing edits and approvals. Along the way, I described the
use of a creative brief, mainly as a tool for driving consensus
and advancing from each approval to the next without back-
tracking. That’s great, but at least one reader asked for more
detail to put this into practice.

Anatomy of a tech-transfer startup

You can’t live and work in a college town
without hearing the term “tech transfer”
quite a bit. Yes, we under-
stand it has something to
do with making money
from the technology that
comes out of the labs of
research universities, but
what does that really
mean? And how do uni-
versities and inventors
share the profits?

The modern era of tech-
nology transfer started back
in 1980 when Congress
passed the Bayh-Dole Act,
which gave ownership of
technologies created as a
result of government-funded research to the
universities and other institutions conducting
the research. The magazine The Economist eval-

Copywriting follows 80/20 rule for all
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transfer deals
figure in 4

Most new technologies follow a “figure
4” path from university labs to the
marketplace. For more information on
tech-transfer deals, visit the
Association of University Technology
Managers at www.autm.org.
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NCBR Corporate Golf League Recap
WEEK 2, JUNE 23

Jared Powell > Low Gross Winner

WEEK 3, JULY 7

Gary Gomer > Low Net Winner

,WWW , W K 3,WEEK 3, JULY 7LLY 7UJ

J red Powell >Jared Powell > Low Grooss WWinnLow Gross Winn GGGomer > Lowwomer > Low Net WWin erNet Winner

FINANCE

Tyler Albert has been appointed financial repre-
sentative by Northwestern Mutual in Fort Collins. Albert
will be associated with Northwestern Mutual Financial
Network’s Cunningham Group of Denver, and provide
guidance and innovative solutions for a variety of finan-
cial needs and goals.

Veteran energy banker and petroleum engineer
Greg Petruska has been hired to lead the Denver Rocky
Mountain Energy Office. With 27 years of energy indus-
try banking and production experience, Petruska will be
responsible for establishing andmanaging banking rela-
tionships with energy companies throughout the Rocky
Mountain region.

Destiny Lending in Loveland has hired loan officers
Mark Pickford, Brian Fredericks, Dawn Stewart, and
Ed Brown, who will serve as senior loan officer. Diane
McCaw joins Destiny as an underwriter.

Public Service Credit Union announced the addition
of Eddie Balch as a business service officer for PSCU in
Northern Colorado. Blach previously worked for
Countrywide Bank as a business banking specialist.

ACADEMICS

The Institute of Business and Medical Careers has
hired Kate Powers Beshears as the new education
department specialist at the Greeley campus. Beshears’
duties will include serving the Education Department
and acting as a purchasing agent for auxiliary services.
Miranda Griffith is the new summer massage clinic
receptionist. Griffith will be responsible for the schedul-
ing of clinic clientele with IBMC Therapeutic Massage
students and graduates in addition to office duties. The
Institute welcomed back Mark A. Abeyta as the admis-
sions representative at the Fort Collins campus.

INSURANCE

Flood & Peterson Insurance has named Eric
Rummel as manager of the company’s marketing
department. A 17-year insurance-industry veteran,
Rummel will work with underwriters at commercial
insurance carriers that partner with Flood & Peterson to
design insurance solutions for Flood & Peterson clients.

MEDIA/MARKETING

Marge Norskog has joined
Rocket Jones Interactive in Fort
Collins as marketing director.
Norskog will be responsible for
project management, marketing
and client development.
Previously, Norskog was an
account manager with Linden in
Fort Collins.

REAL ESTATE

Jerry Chilson has joined
the commercial brokerage
department at Brinkman
Partners in Fort Collins, after
seven years as a broker with
Realtec Commercial Real Estate
Services Inc. During his tenure at
Realtec, Chilson was involved in
transactions totaling $15 million,
including office and retail sales
and leasing, tenant representa-
tion and land acquisition and sales.

Tami Spaulding of the Group Inc. Real Estate has
earned the Certified Luxury Home Marketing Specialist
designation. Recipients of this designation have com-
pleted special training and met performance standards
in the upper tier market.

Nanci Garnand with Re/Max
Alliance has been awarded the
Accredited Buyer Representation
designation by the Real Estate
Buyer’s Agent Council Inc.

Myndie Neece GRI, has
joined Keller Williams Realty.
Neece will be located at the
Loveland Business Center office.
Elisa Denning, a real estate
agent with Keller Williams Realty,
has earned the Graduate Realtor
Institute designation. Denning
joins other top-producing agents
who have completed a minimum
of 90 hours of advanced real
estate training.

CONSTRUCTION

Teresa Haines of Fort
Collins has joined Loveland’s Carpet Network’s The
Traveling Floor and Window Store as the new account
development representative.

TECHNOLOGY

IT monitoring solutions provider Nimsoft Inc. has
appointed John Smith as vice president of strategy and
Brian James as vice president of worldwide marketing.
Smith founded Indicative Software in Fort Collins, which
was acquired by Nimsoft in April.

GOVERNMENT

Geniphyr Ponce-Pore, business and enterprise
project manager at the Larimer County Workforce
Center, was among 19 Colorado community leaders
selected to participate by the U.S. Department of
Energy’s National Renewable Energy Laboratory for its

2008 Executive Energy Leadership program. The six-
month-long leadership program gives Colorado commu-
nity leaders an in-depth look at renewable utility appli-
cations, biofuels and transportation, energy efficient
building applications and future energy markets.

LAW

The Institute for Divorce
Financial Analysts announced
that Tyler Rusch from
Investment Centers of America
located at Home State Bank in
Loveland recently completed a
specialized education program
in professional divorce planning
and is now a certified divorce
financial analyst.

MISCELLANEOUS

Terese Kaptur has been named the new executive
director for the Fort Collins Symphony. Kaptur holds a
master of arts in music theory/composition from the
University of Alaska-Fairbanks. She was with the
National Repertory Orchestra in Breckenridge for eight
years, including five years as its executive director.

Dan Safarcyk has joined Shamrock Transportation
as safety manager. Safarcyk’s responsibilities will
include assuring that all Shamrock vehicles are safe and
ready for optimum performance, expanding driver train-
ing programs and auditing performance standards.

If you have an item to share about a promotion,
job change or career news of note,
e-mail it to Noah Guillaume at
nguillaume@ncbr.com, or mail it to On The
Job at NCBR, 141 S. College Ave., Fort Collins,
CO 80524.

ON THE JOB

NORSKOG

CHILSON

DENNING

NEECE

RUSCH
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Rise and Shine
Getting a good night’s rest just got a lot easier in Northern Colorado. McWhinney warmly
welcomes the Colorado SleepCenter of the Rockies® to the Medical Office Building. Our
warmest welcome to another world-class medical provider calling Centerra home.

For other great opportunities, contact Ron Kuehl at 970.613.4562 or ronk@mcwhinney.

www.mcwhinney.com

Dr. Terry Himes, D.O.
Neurologist

CO SleepCenter of the Rockies®

Dennis Himes
General Manager

CO SleepCenter of the Rockies®

Ron Kuehl
VP – Real Estate

McWhinney

WELCOME TO CENTERRA

TIME OUT

APEX OF HEALTH — 1. Pamela Hanes, president and CEO of the Colorado Health Institute introduces the
members of the legislative panel Mark Wallace, left, executive director of the Weld County Department of
Public Health and Environment; Mark Cauthen, risk supervisor for the city of Colorado Springs; and Sen. Bob
Bacon, right, D-Fort Collins at the June 26 Health Care Summit at the Marriott. 2. Mark Forsyth, left, executive
director of the Rocky Mountain Innovation Initiative; David Perry, chief inspirationologist with Inspired
Products; and Gary Amato, right, director of Interclients Ventures Ltd., grab the chance to network at the
June 18 Innovation After Hours. 3. Don Taranto, left, president of TST Consulting Engineers, and Doug Dohn,
president of Dohn Construction Inc., pose at the Windsor Chamber of Commerce Business After Hours June 10
at Water Valley in Windsor. 4. Water Valley developer Martin Lind, left, architect Tulu Toros of Vaught-Frye
Architects, now Vaught Frye Ripley Design Inc. (see page 6), and firm co-founder Frank Vaught bask in the sun
at the Water Valley after hours.

E-mail your event photos to Editor Tom Hacker, thacker@ncbr.com. Include complete identification of indi-
viduals.

1

4

2 3
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www.newfrontierbank.com
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*Annual percentage yield is accurate through

7/11/08. Minimum balance to open is

$1,000, maximum of $95,000. Penalty will be

assessed for early withdrawal. Fees may

reduce earnings.

CALENDAR
July 5 – Johnstown-Milliken Chamber of Commerce

Business After Hours, from 7 to 9 p.m., Ace
Hardware, 9 S. Parish Ave. in Johnstown. Contact:
Johnstown-Milliken Chamber of Commerce at 970-
587-7042.

July 8 – Emerge Colorado, from 5:30 to 7:30 p.m., Fort
Collins Museum, 200 Mathews St. in Fort Collins.
Cost: Free/members, $30/pre-registered. Contact:
Julie Sutter at 970-420-6006.

July 9 – Greeley Chamber of Commerce Business Before
Hours, from 7 to 8:30 a.m., AppleOne, 1801 59th Ave.
in Greeley.

July 10 – Loveland Chamber of Commerce Business
After Hours, from 5:30 to 7 p.m., Park Regency
Senior Living, 1875 Fall River Drive in Loveland. Cost:
$12 if pre-registered, $15 at the door. Contact: LCC at
970-667-6311.

July 11 - 12 – Loveland Loves Barbecue, from 11 a.m. to
9 p.m., Downtown Loveland, Fifth and Cleveland St.
(southbound 287) in Loveland. Barbecue teams will
come from all over the country to compete for cash
and prizes. Cost: $1 per person over 12 years of age.
Contact: Linda Larsen at 970-635-3647 or love-
landlovesbarbecue@yahoo.com.

July 11 – Sales and Use Tax 101, from 10 to 11 a.m.,
Community Room, First Floor, 215 N. Mason St. in Fort
Collins. This class is designed to provide informa-
tion on sales and use tax in the City of Fort Collins.
Cost: No charge. Contact: Sales Tax Division at 970-
221-6780 or training@salestax.fcgov.com.

July 15 – Talking to Teens about $$$, from 6 to 8 p.m.,
Loveland Habitat for Humanity, 1154 S.E. Second St.
in Fort Collins. Learn how to talk to your teen about
money. Cost: Free. Contact: Kathy Cox at 970-494-
3305 or kathyc@cccsnc.org.

July 15 – Financial Fitness 1, from 6:30 to 8:30 p.m.,
Loveland Habitat for Humanity, 1154 S.E. Second St.
in Loveland. The first week we’ll discuss money per-
sonalities, goal setting, tracking expenses and easy
budgeting techniques. Cost: Free. Contact: Kathy Cox

at 970-962-2386 or kathyc@cccsnc.org.
July 16 – Fort Collins Area Chamber of Commerce Speed

Networking, from 7:30 to 9:30 a.m., Fort Collins Area
Chamber of Commerce, 225 S. Meldrum St. in Fort
Collins. Contact: Erin Collins at 970-482-3746 or
ecollins@fcchamber.org.

July 17 – Fort Collins Area Chamber of Commerce
Business After Hours, from 5:30 to 7:30 p.m., The
Ranch, 5300 S.E. Frontage Road in Loveland. Contact:
Erin Collins at 970-482-3746 or
ecollins@fcchamber.org.

July 17 – Downtown Loveland Association Networking
Party, from 5:30 to 7 p.m., Anthology Book Co., 422 E.
Fourth St. in Loveland. The Downtown Loveland
Association is a volunteer nonprofit community
association charged with creating a more beautiful,
lively and economically thriving downtown.

July 17 – Organize Your Financial Life, from 6:30 to 8:30
p.m., Fort Collins Senior Center, 1200 Raintree Drive
in Fort Collins. Create a family financial center. We’ll
examine what needs to be saved, how long and
where! Contact: Kathy Cox at 970-494-3305 or
kathyc@cccsnc.org.

July 18 – eWomenNetwork Accelerated Networking
Luncheon, from 1:30 to 4:30 p.m., Biaggi‘s Restorante
Italiano, in Loveland. This presentation will provide
insights as to the origins of stress and how it leads
to burnout. Cost: $45/non-members, $35/members.
Contact: Maureen Radice at 970-232-3089 or mau-
reenradice@ewomennetwork.com.

July 18 - 19 – Grow Your Business, Grow Your Life - LIVE!
from 8 a.m. to 6 p.m., Denver Radisson Stapleton
Plaza, 3333 Quebec Street in Denver. Two days of
step-by-step sales and marketing training to take
your business to new levels. Cost: $247. Contact: Kim
Clausen at 303-465-0454 or kim@bgsllc.com.

July 19 – Business After Hours, from 5 to 7 p.m., Wireless
Advanced Communications, 3901 W. Service Road in
Evans. Cost: Free of Charge. Contact: Michele Jones
at 970-330-4204 or ecc@evanschamber.org.

July 19 – Polynesian Paradise Party, starting at 5:30
p.m., Lake Loveland, 2315 Lake Drive in Loveland. A
benefit to raise funds for Senior Services at McKee
Medical Center. Cost: $125/person. Contact: Judy at
970-635-4105.

July 21 – MoneySense Storytime for Kids of All Ages,
from 6 to 8 p.m., Loveland Habitat for Humanity, 1154
S.E. Second St. in Loveland. Cost: Free. Contact:
Kathy Cox at 970-494-3305 or kathyc@cccsnc.org.

July 21 - 23 – Finance and Accounting for the Non-
Financial Executive (FANE), from 8 a.m. to 5 p.m., CU
Leeds School of Business - Koelbel Building, Regent
Drive in Boulder. Understand how financial data is
generated and reported, and how the data is used
for decision-making, analysis and valuation. Cost:
$1,950. Registration Deadline: July 9. Contact:
Executive Education at 303-735-0183 or
execdev@colorado.edu.

July 22 – Financial Fitness 2, from 6:30 to 8:30 p.m.,
Loveland Habitat for Humanity, 1154 S.E. Second St.
in Loveland. The wise use of credit, obtaining credit
reports, avoiding identity theft and predatory lend-
ing precautions is covered in this class. Cost: Free.
Contact: Kathy Cox at 970-962-2386 or
kathyc@cccsnc.org.

July 23 – Right Start I - Business Registration & Entity,
from 7 to 9 a.m., Key Bank Tower, 125 S. Howes St.,
Suite 150 in Fort Collins. This workshop covers
business registration and forms, business entity-
type selection, and other timely tips every prospec-
tive entrepreneur needs before starting a new
business venture. Cost: $20. Contact: SBDC at 970-
498-9295 or sbdc@frii.com.

July 24 – Investment Club of the Rockies, from 7 to 8:30
p.m., BestWesternHotel&ConferenceRoom,5542E.U.S.
Highway34 in Loveland. ICOR is avenuewhere investors
of all experience levels can connect and become edu-
cated on the many different ways to achieve financial
freedom. Meets the fourth Friday of every month. Cost:
Free/members, $15/repeating guests.

July 24 – Greeley Chamber of Commerce Business After
Hours, from 5 to 7 p.m., JBS Swift & Co., 1770
Promontory Circle in Greeley. Cost: $10/members,
$20/nonmembers. Contact: Greeley Chamber of
Commerce at 970-352-3566 or
info@greeleychamber.com.

July 29 – Organize Your Financial Life, from 6:30 to 8:30
p.m., Greeley Rec Center, 651 10th Ave. in Greeley.
Create a family financial center. Examine what
needs to be saved, how long and where! Cost: Free.
Contact: Kathy Cox at 970-494-3305 or
kathyc@cccsnc.org.

July 30 – Fort Collins Area Chamber of Commerce
Business Before Hours, from 7:30 to 9 a.m., Leave a
Legacy, 1827 E. Harmony Road in Fort Collins.
Contact: Erin Collins at 970-482-3746 or
ecollins@fcchamber.org.

July 31 – Housing Options for the Rest of Your Life, from
9 to 10 a.m., The Executive Center, 123 N. College Ave.
in Fort Collins. Learn how the age wave is influenc-
ing housing trends and the different types of care
options available for Boomers and older adults.
RSVP by July 28. Contact: Lynn Beedle at 970-669-
7133 or viveka@theexecutivecenter.com.

July 31 – Five Important Employee Issues for Every
Business, from 8:30 to 11:30 a.m., Fort Collins
Chamber of Commerce, 225 S. Meldrum St. in Fort
Collins. This seminar will cover the top five work-
place issues that can impact a small to mid-size
business. Cost: $15. Registration Deadline: July 28.
Contact: Leslie Lautzenhiser at 970-980-1996 or
leslie@thehrdept.net.

Aug. 2 - 3 – The Feel Lucky Festival, from noon to 10
p.m., Civic Center Park, in Fort Collins. Fort Collins’
first Irish festival. Featured bands include Canned
Haggis, Ceol Ceili, Colcannon, The Elders, Finn
MacCool, The Fuchsia Band, The Indulgers, and the
Michael Collins Pipe Band and much more. Cost: $10
- $20. Contact: Heather Schreck at 970-535-9999 or
heather@guardcolorado.org.
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DAILY IN REVIEW

Editor’s note: Daily in Review is a partial
digest of stories reported in the Business
Report Daily online service between June 16-
27. Follow Business Report Daily each day at
www.ncbr.com — click on “Breaking News”
on the home page — or subscribe to have each
day’s top items delivered to your inbox.

DENVER — The Northern Colorado
Legislative Alliance has adopted a resolu-
tion to support the Colorado Labor Peace
Act of 1943 in reaction to proposed labor-
related ballot initiatives.

The NCLA’s member organizations —
Loveland, Greeley and Fort Collins Area
chambers of commerce and the Northern
Colorado Economic Development Corp.—
approved the resolution. In addition to
putting support behind the Labor Peace
Act, the resolution also calls on proponents
of the Right-to-Work initiative —
Amendment 47 — and proposed labor-ini-
tiated counter measures to retract their bal-
lot proposals.

The resolution also establishes that the
organization supports the principles of
right-to-work, but does not support a
change to the state constitution.

Obermeyer expansion OK’d
FORT COLLINS — Larimer County

commissioners on June 23 unanimously

approved a request by Obermeyer Hydro
Inc. to expand operations northwest of
Wellington, which could result in 100 or
more new jobs.

Company officials had sought an exemp-
tion to the county’s zoning code to expand
the manufacturing operation in a rural
area. Obermeyer Hydro makes equipment
for hydroelectric projects and currently
employs 56 workers.

Reggie Kemp, the company’s special pro-
jects manager, said the road to approval has
been “an arduous process.” He said while
there was area opposition to the expansion,
more than 80 nearby residents signed a
petition in favor of it.

Kemp said he expects it will take four to
six months to complete design and site plan
reviews and to obtain building permits.

Startek exec shakeup continues
DENVER — The executive shakeup at

Startek Inc. (NYSE: SRT) continued with
the departure of Chief Operating Officer
Patrick Hayes.

The Denver-based customer call center
firm filed a document with the U.S.
Securities and Exchange Commission
announcing that the COO position was
eliminated as of June 23. Hayes was termi-
nated “without cause.”

During 2007, the company appointed a

new CEO, CFO and chief information offi-
cer. According to the company’s proxy state-
ment filed in March, Hayes employment
agreement secures him a package worth
$485,387 for involuntary termination with-
out cause.

Startek was founded in Greeley in 1987.
The company still operates two facilities
there and employs more than 900, accord-
ing to Business Report research.

Sinnett Builders part of Milender White
FORT COLLINS — Fort Collins con-

struction firm Sinnett Builders Inc. has
been acquired by Golden-based Milender
White Construction Co.

Sinnett Builders was established in 1973
and will retain its name and approximately
20 employees. Milender White has about
165 employees. Milender’s Todd Piccone
will serve as the new division’s area manag-
er while Dennis Sinnett will serve as the
division‘s vice president.

Financial details of the merger were not
disclosed.

McWhinney buys Eagle Ridge Apartments
LOVELAND — McWhinney has

acquired the 168-apartment Eagle Ridge
Apartment complex at 5275 Hahns Peak in
Centerra in east Loveland.

A smoke-free complex, Eagle Ridge

includes 14 buildings and a clubhouse with
full-service kitchen, heated pool, spa and
exercise facility. The complex is currently 98
percent occupied. The purchase price was
not disclosed.

130 take ‘Tour de Mason’
FORT COLLINS—Two busloads of real

estate developers and commercial brokers,
joined by city administrators and planners,
took a two-hour tour of the Mason
Corridor on June 26 for a first-hand look at
redevelopment opportunities along the
proposed transit route.

The group soaked up information on 27
individual development sites that flank
Mason Street and College Avenue from
Cherry Street southward to the corridor’s ter-
minus just south of Harmony Road. Stops
included redevelopment sites in the Colorado
State University campus area, the downtown
district and the southern corridor.

An economic analysis by Berkeley, Calif.-
based consulting firm Economic &
Planning Systems outlined the development
opportunities, including 11 downtown sites
that could yield 1,460 residential units and
nearly 300,000 square feet of commercial
space as the corridor plan progresses. The
analysis also identified 16 other prime
opportunities for redevelopment in the
campus zone and on the southern corridor.

NCLA calls for retraction of labor-related measures



uated the act as “the most inspired piece of
legislation to be enacted in America over
the past half-century. ... More than any-
thing, this single policy measure helped to
reverse America’s precipitous slide into
industrial irrelevance.”
According to the Association of

University Technology Managers, there
were about 250 patents issued to American
universities each year before 1980. In con-
trast, fiscal year 2004 saw more than
11,000 new patent applications from uni-
versities.
Success stories include Gatorade

(University of Florida), the nicotine patch
(UCLA) and, yes, even Google (Stanford).
We’re talking about over a billion dollars in
royalties and literally thousands of startup
companies, with all the new jobs and
downstream economic benefits new com-
panies — especially technology companies
— create.

Think Figure 4
While “tech-transfer” sounds complex,

it is easy to understand the basic structure
of these deals. Just think of the number 4.
A diagram of a typical technology

transfer deal looks like a “figure 4” (see
page 9). It starts with a university employ-
ee, a professor or other researcher, coming
up with a new, probably patentable tech-
nology. As with most employee-created
intellectual property, the invention’s
researchers create while working within the
scope of their employment is owned by the
employer — in this case the university.
You might think this is unfair or that

this would make it hard to recruit smart
people, and you would be partially correct,
given that almost everyone who pursues a
serious academic career chose his or her
path for something other than money.
They want to help solve problems by, for
example, creating a new vaccine to fight
TB in Africa.
Of course, it might become difficult to

recruit and retain even the most altruistic
research professionals if they didn’t get a
chance to benefit from profits resulting
from their work. Accordingly, most univer-
sities automatically give back a standard
percentage of any profits generated by
patentable technology to the inventor. If
there is more than one inventor listed on
the patent, the group splits the pot, evenly
or based on the level of contribution made
by each member.
For its part of the deal, the university

pays the cost of “prosecuting” (jargon for
the application process) the patent. This
expense can range between $5,000 and
$15,000, but can be much more depending
on the complexity of the technology and
whether or not international cover-
age/protection is desired.
In some cases the university can directly

license the technology to an existing com-
pany, which then develops the technology
into marketable products. If this kind of
direct license happens, the revenue stream
flows from the consumer to the industry
partner or licensee. The licensee typically
pays a predetermined set of fees, percent-
age of sales ( “royalty”), or some combina-
tion of the two back to the university. In
some cases, ownership equity is also pro-
vided in exchange for the rights to the
technology. Simple.
However, many new technologies that

develop from university research do not fit
into existing markets or products. They
may require some form of validation or
proof of principle, and often require more
extensive business development and tech-
nology maturation.

Some of these technologies may be suit-
able for a “university startup” and we get to
form the “figure 4” of the transaction. In
this case the university might ask the
inventors, or the inventors might approach
the university, to discuss formation of a
new company specifically to commercialize
the technology.

Commercialization happens
Let’s say this happens and let’s call the

new company “NewCo.”
After NewCo is formed, the university

licenses the technology to NewCo and
works closely with NewCo to help make
the business a success. NewCo further
refines the technology, develops a mar-
ket assessment and potential customer
database for products and services

derived from the technology, and sells
these products and services in the mar-
ketplace.
Sometimes the founders of NewCo will

quit their university jobs and devote their
full-time energy to the new venture, espe-
cially if the inventor was a graduate stu-
dent or untenured faculty. Other times, the
inventors will keep their day jobs and
bring in outside management professionals
to run the company.
The inventors take an equity interest in

NewCo, and many times the university
receives an equity stake in the new compa-
ny as part of the exclusive license of the
patent. Many times other outside investors
may add some cash or expertise to the pro-
ject in return for stock in NewCo.
When NewCo has commercialized the

product and taken it to market, the uni-
versity shares royalties with the inventors,
which is a required part of the Bayh-Dole
legislation, and practiced by U.S. and
most international universities as well.
Not bad.
Of course there are as many different

details and nuances to these agreements as
there are people and patents, but most
technology transfer will follow the basic
anatomy of my “figure 4” diagram.

Kevin Houchin is an attorney specializ-
ing in intellectual property law and mar-
keting for entrepreneurs based in Fort
Collins. He will be covering the legal world
for the Business Report each quarter, and
can be reached at
kevin.houchin@houchinlaw.com.
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ership of Powertech and could eventually
allow it to invest $33 million and own 33.9
percent of the company if all the options in
the agreement are exercised by Synatom.

“We are pleased to welcome Synatom as
a substantial shareholder in the company,”
Powertech USA President Richard Clement
said in a press release announcing the
investment. “We anticipate a mutually ben-
eficial working relationship and look for-
ward to their input and knowledge of the
worldwide uranium industry. The proceeds
of this strategic investment by Synatom will
help Powertech achieve its goal of becoming
a significant in-situ recovery uranium pro-
ducer in the United States.”

Powertech USA, based in Centennial, is a
subsidiary of Vancouver, Canada-based
Powertech. In-situ uranium recovery
involves injecting a solution into the
ground to loosen and remove uranium
deposits in rock formations.

Powertech is in the process of seeking
permits from the state to mine uranium on
5,700 acres it owns and is leasing in western
Weld County near Nunn. The company
estimates there may be 9.7 million pounds
of uranium oxide deposits based on its
exploration drilling and the “geological
potential” of an additional 3 million to 5
million pounds.

Synatom could resell
Synatom is the main supplier of urani-

um fuel to seven nuclear reactors in

Belgium that generate more than half of
that country’s electricity. Clement said
Synatom’s investment gives it access to ura-
nium mined in Weld County, if the opera-
tion is ultimately approved by the state of
Colorado.

“(Synatom) has the right to match prices
we secure from any of the contracts we
secure up to their percentage of ownership,”
he said.

Clement said Synatom could also choose
to resell the uranium to other buyers. “I
imagine once they own something they can
do anything that’s allowed by law,” he said.
“The uranium that’s sold in the United
States has to meet the (nuclear) non-prolif-
eration agreements. Belgium is within that
group of countries that is a non-prolifera-
tion agreement signatory.”

Last year, Clement told the Business

Report he believed any uranium extracted
from the Centennial operation near Nunn
would likely be used in the United States.
“There’s a tremendous demand for urani-
um in the United States, with 60 to 80 mil-
lion pounds needed and about 4 millions
pounds being produced annually,” Clement
was quoted in an Aug. 3 story. “I expect all
of the uranium produced in the U.S. will
stay in the U.S. because there is such a
demand.”

Clement said Powertech’s decision to
accept investment from Synatom and allow
the Belgian company to purchase uranium
did not contradict that statement. “I’ve
never personally said we’d only sell in the
United States but that the greatest demand
is in the U.S. and the logical destination is in
the U.S.”

Clement said any sales of uranium to
Synatom would likely be through a “book
transfer” without actually shipping
Colorado-extracted uranium to Europe.
“The logical thing would be a book transfer
in Europe,” he said. “There’s no point in
shipping it across the ocean.”

Clement said the yellowcake uranium
extracted from Colorado would likely be
shipped to a processing facility in
Metropolis, Ill., for conversion into a gas,
just the first step in a multistep processing
operation to convert the raw uranium into
fuel rods for nuclear reactors.

Price dropping
The ultimate success of Powertech will

depend on the value of the uranium it
extracts. Last summer, the price per pound
for uranium oxide or U3O8 ore was more

than $130. That’s dropped steadily since the
end of 2007 and is now at $57 per pound on
the uranium spot market.

But increased interest in “clean” ener-
gy in the U.S. and by developing nations
like China and India is expected to keep
the demand for uranium high and prof-
itable for those who produce it. A March
2008 report by the World Nuclear
Association says world uranium mine
production now supplies only 55 percent
of the needs of nuclear power reactors
and that “world mine production needs
to expand significantly” to meet the
demand.

Clement said Powertech’s exploration
and development costs for sites it’s develop-
ing in four states — Colorado, Wyoming,
South Dakota and New Mexico — will
require millions upfront. But he denies that
the company is facing a cash crunch.

“Not with the financing with Synatom,”
he said. “They recognize our team of people
and our properties are of the highest quali-
ty. They are a multibillion corporation and
having that relationship should give us the
financial security to do what we want to
do.”

Lilias Jarding, a spokeswoman for
Coloradans Against Resource Destruction,
said the decision by Powertech to take
money from foreign investors was not sur-
prising.

“They’re a Canadian company to begin
with so it’s not surprising they’d be looking
for international investors,” she said.
“Powertech taking on international
investors would be business as usual for an
international company.”
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You use an architect to design your building.
You need us to design your offices.

Your offices need to fit the functions of your staff, make the best use of your floor space, and satisfy the ergonomic 
requirements of computer users.  That requires the services of knowledgeable office furniture specialists.  We offer 
a complete turnkey solution to your furniture requirements.  Our designers have an extensive knowledge of today’s 
office furniture market.  We can create two and three dimensional layouts of your offices that will fully satisfy the 
needs of your people.  We offer solutions to fit any price range, and backup our product offering 
with our own professional installers and a lifetime warranty on 
most of our furniture offerings.  Let us do the work for you.  
We make furnishing fast, fun, and affordable!

For more information, visit our website or call us today.

Nelson
Office Supply, Inc.

“We’re Here to Help You Succeed!”
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Business Report file photo

INVESTMENT WILL HELP — Investment from Synatom, a Belgian energy company, is expected to help Powertech
reach its production phase in Weld County if all hurdles can be cleared with state and federal regulatory agen-
cies.

POWERTECH, from 1

“Having that
relationship should
give us the financial
security to do what
we want to do.”
Richard Clement, president
Powertech USA

Brussels-based Synatom is a subsidiary of
Electrabel, a leading European energy company
that supplies 30,000 MW of electricity to homes
and businesses in Belgium, Luxembourg and The
Netherlands.

According to the World Nuclear Association,
Synatom was formed in 1965 as a syndicate for
design of large nuclear power plants. Today,
enriched uranium is imported by Synatom, which
retains ownership of it through its use by parent
company Electrabel to final disposal.

Belgian-based Electrabel was founded in 1991
when three companies merged. In 2005, Electrabel
was taken over by Suez, a French-based multina-
tional company with operations in water, electrici-
ty and natural gas supply and waste management.

Synatom did not respond to a request by the
Business Report to comment on its investment in
Powertech or how it would use any uranium
obtained through the company.

But Robert Leclere, Synatom CEO, said in a
press release that Synatom viewed Powertech as a
company with good prospects.

“Synatom values and welcomes the experience
of Powertech management in in-situ recovery as
currently developed in the United States, which it
considers as a very environment-friendly uranium
production method,” he said. “This investment is
consistent with Synatom’s strategy to focus on the
development of promising near-term production
projects.”

— Steve Porter

Synatom part of European power conglomerate
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BRIEFCASE
KUDOS

The Best Western University Inn in Fort Collins
and Best Western Crossroads Inn & Conference
Center in Loveland have received the Best Western
Director’s awards for outstanding quality standards.

Fort Collins-based HEIT Inc., a managed services
provider with an exclusive focus on the financial indus-
try, has achieved Powered Designations in Managed
Security and Managed Unified Communications as well
as the Silver Certification from Cisco.

The North Front Range Metropolitan Planning
Organization VanGo Vanpool Services program sur-
passed 500 riders in the month of May for the first time
in the program’s history. VanGo operates a fleet of
almost 100 in-service and courtesy vehicles with main-
tenance provided by the cities of Fort Collins (Transfort)
and Greeley. Vanpooler routes predominantly travel
from Northern Colorado to locations in Boulder and
metro Denver.

Construction Supply House Inc. in Loveland
announced that it has received certifications as a
Women’s Business Enterprise as designated by the
Women’s Business Enterprise National Council.
Construction Supply House opened in June 2005 and
specializes in products for the underground utility mar-
ket as well as welding supplies and welding gases.

Aqua Engineering Inc., a Fort Collins-based irriga-
tion engineering firm, received awards recently for con-
tributions to two notable projects. The firm received a
Merit Award for Excellence in Irrigation Design from the
American Society of Irrigation Consultants for Reach 11
Sports Complex in Arizona. The firm is also a teammem-
ber of the Gannett/USA Today Headquarters project
that won the 2008 General Design Award of Honor from
the American Society of Landscape Architects.

NEW PRODUCTS AND SERVICES

Home Accent Warehouse in Loveland is now offer-
ing Nebraska-based Vallahan Papers hand-painted wall-
paper with a metallic finish. In addition, Home Accent
Warehouse is the only Northern Colorado stocking deal-
er to offer Stein World Distinctive Accents, a collection of
contemporary and traditional accent furniture.

The Larimer County Workforce Center has
launched a resource Web site for anyone interested in
starting a business at www.lcbe.org. The site provides
information on economic development, workforce, edu-
cation and training, business incentives, rural enter-
prise and emerging industries.

Mugs Coffee Lounge, a provider of coffee, tea,
smoothies, baked goods and food products in Fort
Collins, has expanded its available menu of vegan and
gluten-free items. The expansion includes eight fully
vegan menu options and two dozen items that can be
made without gluten.

The four-page brochure Landscape of Centerra
2008 Plant Guide, which includes waterwise turf
grasses, perennials and hardy annuals used in the
3,000-acre Centerra community, is now available to
the public. Plants growing during the 2008 spring
and summer seasons at Chapungu Sculpture Park,
The Marketplace at Centerra and The
Promenade Shops at Centerra are highlighted in
the collection.

Public Service Credit Union is providing assis-
tance to the residents of Weld and Larimer counties who
were affected by the recent storms. In addition to
donating $10,000 to the American Red Cross Northern
Colorado Relief Fund, the credit union has come up with
a Storm Relief Line-of-Credit for up to $5,000, for those
who have suffered weather related damage to their
homes and personal property.

NEW LOCATION

Rubio’s Fresh Mexican Grill has opened a new
restaurant in Harmony Village at 4709 S. Timberline
Road in Fort Collins – the same space it previously occu-
pied in 2000 and 2001. The location will be managed by
longtime Rubio’s employee Mark Uidl, and employ
approximately 30 team members from the area.

On To You, an upscale consignment shop featuring
antiques, home furnishings, vintage clothing, jewelry
and collectibles, has opened at 1618 S. College Ave. in
Fort Collins.

DEALS

Better than Ever Tools of British Columbia, Canada,
has signed an exclusive agreement with The Millennium
Group of Loveland to be the distributor of the Nailer dry-
wall backer throughout Canada. The Nailer eliminates
the need for any additional blocking or sliders on inside
corners and top plates when installing drywall.

G.J. Gardner Homes, an international custom
homebuilder based in Australia, has reached a franchise
agreement with Bill and Kimberly Stenburg to open G.J.
Gardner – Larimer County and a sales and design center
at 1569 Fall River Drive in the Marketplace at Centerra.
The agreement is expected to build more than 70 homes
in Northern Colorado over the next three years.

Fort Collins-based Big Dog Promotions Inc. has
joined forces with Proforma, a provider of graphic com-
munications, under the new name Proforma Big Dog
Branding. The firm will specialize in providing compre-
hensive solutions integrating promotional products,
printing services, e-commerce solutions and business
document management. For more information visit
www.bigdogbranding.com.

The City of Dacono has announced that it selected
the Connect-CTY mass notification service from
Blackboard Connect Inc. Dacono is the first munici-
pality in Colorado to implement the Connect-CTY ser-
vice, which provides city officials the ability to commu-
nicate with residents regarding time-sensitive incidents,

such as planned and unforeseen public safety matters,
through phone calls, text messages, e-mail and TTY/TDD
receiving devices for the hearing impaired.

PROJECTS

The City of Fort Collins Natural Areas Program
is once again offering informational guided tours of the
Soapstone Prairie Natural Area. All tours are led by nat-
uralists. Geology, ecology, archaeology and history are
highlighted. Reservations are required and can be made
at www.fcgov.com/naturalareas/soapstone.php.

MISCELLANEOUS

Gemini Training Systems in Fort Collins had three
cyclists with podium finishes at the 2008 USA Cycling
Collegiate Road National Championships held in Fort
Collins in May. The competition was among the top 500
student-athletes from around the nation. Gemini
Training Systems is owned by CSU Coach Ainslie
MacEachran.

The Greeley Downtown Development Authority
is issuing $36,000 in grants to some downtown proper-
ty and business owners for facade and awning improve-
ments. The funds were passed to the Downtown
Development Authority for use in downtown improve-
ments once the Greeley Urban Renewal Authority Tax
Increment Financing district expired. The Downtown
Development Authority will announce another grant
later this year when additional project applications will
be accepted.

Contracting company Sierra Builders Ltd. LLC in
Loveland has reached the $5 million dollar sales level
with the Buildings Division of Butler Manufacturing Co.,
which provides systems construction solutions.

The ZeroTruck, an all-electric zero emission medium
duty truck powered by a UQM Technologies Inc. elec-
tric propulsion system made its industry debut at the
Alternative Fuel Vehicle Institute’s 2008 Alternative
Fuels & Vehicles National Conference and Expo in Las
Vegas in May. The ZeroTruck, being developed by
Electrorides Inc. of Laguna Niguel, Calif., is the first
electric truck in its class to be offered for sale in the
United States in 2008.

The Warren Federal Credit Union of Cheyenne,
Wyo., will become a full dues-paying member of Credit
Union Association of Colorado. Warren FCU is the second
credit union headquartered out-of-state to take advan-
tage of a bylaw passed by CUAC in 2006 that offers full
membership to out-of-state credit unions with a pres-
ence in Colorado.

If you have an item to share about name
changes, new products or business news of
note, e-mail it to Noah Guillaume at
nguillaume@ncbr.com, or mail it to Briefcase
at NCBR, 141 S. College Ave., Fort Collins,
CO 80524.

Nonprofit notes

The Northern Front Range chapter of the
eWomenNetwork Foundation announced Front
Range Exceptional Equestrians as its 2008 grant
recipient. A grant package that includes a cash award
in the amount of $6,000 will be awarded. Front Range
Exceptional Equestrians is one of 20 organizations
across North America receiving grants from the foun-
dation, which operates in the United States and
Canada.

United Way of Weld County has been awarded a
$7,500 grant from the Fisher DeBerry Foundation.
The award was sponsored by University of Northern
Colorado’s football coach, Scott Downing.

Hospice of Larimer County has launched its
Enduring Legacy Society. The Enduring Legacy
Society was created in order to direct charitable
donations to the agency’s endowment via estate
plans, bequests by will, retirement plan, remainder
trust, gift annuity, life insurance, or other planned
gifts. For more information visit www.hlchospice.org.

The North Fort Collins Business Association
in Fort Collins announced a $2,500 donation to Tot
Lots & Playgrounds, an affordable summer youth
enrichment program being held for seven weeks at
the Northside Aztlan Community Center. The
donation will cover the $35/child participation fee for
families who cannot afford it as well as art and craft
supplies, gas for transportation and backpacks full of
school supplies participants are given at the end of
the summer.

United Western Bank has donated $5,000 to the
Centennial Chapter of the American Red Cross,
following the recent tornado which hit Windsor and
surrounding communities, damaging many homes
and businesses.

APICS NOCO has kicked off the first annual
Connect Fore Classic golf tournament. Nineteen four-
somes set out at the Highland Meadows Golf Course
to support the Colorado State University College
of Business. Together, golfers raised more than
$6,000 to support scholarships and other education-
al initiatives.
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Largest Public Companies
With local operations, ranked by gross revenue

RANK

COMPANY
ADDRESS
PHONE/FAX

REVENUES 2007
REVENUES 2006

NET INCOME 2007
NET INCOME 2006

52 WEEK HIGH
52 WEEK LOW

PERCENT 1-YEAR NET REVENUE GROWTH
EMPLOYEES-NATIONAL PRODUCTS/SERVICES

PERSON IN CHARGE
YEAR FOUNDED

WEB SITE

STOCK EXCHANGE
TICKER SYMBOL

FISCAL YEAR END

1
WAL-MART STORES INC.
702 S.W. Eighth St.
Bentonville, AR 72716
479-273-4000/479-273-4053

$378,799,000,000
$344,992,000,000
$11,284,000,000
$11,231,000,000

51.48
42.09

7.90%
1,500,000

Retail/discount department stores
and Sam's warehouse membership

club.

H. Lee Scott, Jr.
1969

www.walmart.com

NYSE
WMT

January 31

2
CHEVRON CORP.
6001 Bollinger Canyon Road
San Ramon, CA 94583
925-842-1000/925-842-3530

$220,904,000,000
$210,118,000,000
$18,668,000,000
$17,138,000,000

76.2000
53.7600

5.10%
N/A Integrated oil company.

David J. O'Reilly
1879

www.chevron.com

NYSE
CVX
N/A

3
JP MORGAN CHASE BANK NA
270 Park Ave.
New York City, NY 10017
212-483-2323/312-732-3366

$116,353,000,000
$61,437,000,000
$15,365,000,000
$14,444,000,000

53.25
40.15

5.10%
175,000 Bank holdings.

James Dimon
1824

www.chase.com

NYSE
ONE

December 31

4
HEWLETT-PACKARD CO.
3000 Hanover St.
Palo Alto, CA 94304
650-857-1501/650-857-5518

$104,286,000,000
$91,658,000,000

N/A
$6,198,000,000

39.87
31.67

13.80%
155,000 (1)

Products, technologies, software and
solutions for individuals and

businesses.

Mark Hurd
1960

www.hp.com

NYSE
HPQ

October 31

5
THE HOME DEPOT
2455 Paces Ferry Road
Atlanta, GA 30339
770-433-8211/770-384-2356

$84,740,000,000
$90,837,000,000
$4,395,000,000
$5,761,000,000

41.76
24,71

-6.70%
365,000 Home-improvement retail.

Francis S. Blake
1978

www.homedepot.com

NYSE
HD

January 31

6
THE KROGER CO.
1014 Vine St.
Cincinnati, OH 45202
513-762-4000/513-762-1160

$63,367,000,000
$66,111,000,000
$1,115,000,000
$958,000,000

31.94
23.95

6.50%
315,000

Operates retail food and drug stores
including King Soopers and Loaf N

Jug.

David B. Dillon
1883

www.kroger.com

NYSE
KR

January 31

7
TARGET CORP.
1000 Nicollet Mall
Minneapolis, MN 55403
612-304-6073/612-696-3731

$63,367,000,000
$59,490,000,000
$2,787,000,000
$2,408,000,000

70.75
47.01

6.50%
N/A

General merchandise and food
discount stores.

Robert J. Ulrich
1902

www.targetcorp.com

NYSE
TGT

January 31

8
LOWES COS. INC.
1000 Lowes Blvd.
Mooresville, NC 28117
704-758-1000/

$58,283,000,000
$46,927,000,000
$3,105,000,000
$2,765,000,000

35.74
19.94

2.90%
N/A Home improvement retailer

Robert A. Niblock
1946

www.lowes.com

NYSE
LOW

January 31

9
WELLS FARGO BANK NA
101 N. Phillips Ave.
Sioux Falls, SD 94104
800-869-3557/415-677-9075

$53,593,000,000
$35,691,000,000
$8,057,000,000
$8,482,000,000

37.99
24.38

11.70%
N/A

Holding company whose subsidiaries
are engaged in banking-related

businesses.

John G. Stumpf
1870

www.wellsfargo.com

NYSE
WFC

December 31

10
SEARS HOLDINGS CORP.
3333 Beverly Road
Hoffman Estates, IL 60179
847-286-2500/847-286-7829

$50,703,000,000
$53,012,000,000
$1,490,000,000
$858,000,000

195.18
84.72

-4.40%
N/A

Retail and online sales. Holding
company for Sears Roebuck & Co.,

Kmart.

Edward S. Lampert
1886

www.sears.com

NASDAQ
SHLD

February 3, 2007

11
SAFEWAY INC.
5918 Stoneridge Mall Road
Pleasanton, CA 94588
925-467-3000/925-467-3321

$42,286,000,000
$40,185,000,000

$888,400,000
$870,600,000

38.31
30.10

5.20%
N/A Food and drug store chain.

Steven A. Burd
1927

www.safeway.com

NYSE
SWY

December 30

12
INTEL CORP. CORPORATE OFFICE
2200 Mission College Blvd.
Santa Clara, CA 95052
408-765-8080/

$38,334,000,000
$35,382,000,000
$7,000,000,000
$5,044,000,000

27.98
16.86

8.30%
86,000 Semi-conductor chip design.

Paul Otellini
1968

www.intel.com

NASDAQ
INTC

December 30, 2006

NA-Not Available
(1) Worldwide. Business Report estimate

Based upon responses to Business Report survey researched by Kathleen Chaballa
To be considered for future lists, e-mail research@ncbr.com

The Twist
No. 1 based on highest net income:
Chevron Corp. with $18,668,000,000.
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Ranked #1
Managed Service Provider
in Colorado
Network Monitoring • Patch Management • Managed 
Security • Desktop Management • Remote Backup 
& Business Continuity • 24x7 Help Desk • Internet 
Management • Managed Services • Uni� ed 
Communications • Networking • Products

Serving Northern Colorado for 23 Years!
Hundreds of Satis� ed Clients!

12 Professional Engineers in Northern CO!

www.cpgreeley.com • 970-356-7224
970.224.4600
www.unitedmedical.org

Call Jennifer Bruck today to 
minimize your healthcare costs!

In today’s competitive environment, 
controlling your company’s costs is critical.

That is why we take healthcare so seriously. We have the resources, 

knowledge, and capabilities to help your company improve its bottom 

line and your employees’ welbeing. And that’s a huge stride toward 

your organization’s bottom line.

But one size doesn’t fit all. Therefore, United 

Medical Alliance offers comprehensive coverage 

and flexible services designed specifically 

for your business to contain your company’s 

healthcare costs... all at an affordable price.

Don’t
throw
money
away!

controlling your company’s costs is critical.
ive environment, 

ur company’s costs is critical.
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Largest Locally Based Public Companies
Ranked by gross revenue

RANK

COMPANY
ADDRESS
PHONE/FAX

REVENUES 2007
REVENUES 2006

NET INCOME (LOSS) 2007
NET INCOME (LOSS) 2006

1-YEAR NET REVENUE GROWTH
EMPLOYEES-LOCAL 2008
EMPLOYEES-NATIONAL PRODUCTS/SERVICES

PERSON IN CHARGE
YEAR FOUNDED

WEB SITE
STOCK EXCHANGE
TICKER SYMBOL

1
WOODWARD GOVERNOR CO.
3800 N. Wilson Ave.
Loveland, CO 80538
970-663-3900/970-498-3214

$1,042,337,000
$854,515,000

$98,157,000
$69,900,000

N/A
230

3,200

Design and manufacturer of industrial
controls for energy controls and

optimization solutions.

Tom Gendron
1870

www.woodward.com
NASDAQ
WGOV

2
HESKA CORP.
3760 Rocky Mountain Ave.
Loveland, CO 80538
970-493-7272/970-619-3003

$82,335,000
$75,050,000

N/A
$30,646,000

N/A
180
N/A

Advanced veterinary diagnostic and
other specialty veterinary products;
instruments, supplies, point-of-care
tests, vaccines and pharmaceuticals.

Robert Burton Grieve
1988

www.heska.com
NASDAQ

HSKA

3
UQM TECHNOLOGIES INC. (1)
7501 Miller Drive, P.O. Box 439
Frederick, CO 80530
303-378-2002/303-278-7007

$7,508,322
$4,322,566

($4,586,105)
($2,784,907)

N/A
53

N/A
Electric motors.

William G. Rankin
1967

www.uqm.com
AMEX
UQM

4
ADVANCED ENERGY INDUSTRIES INC.
1625 Sharp Point Drive
Fort Collins, CO 80525
970-221-4670/970-221-5583

$384,699
$410,742,000

$34,361
$88,322

N/A
825 (2)

N/A

Critical components used in
manufacture of semiconductors, data

storage and flat-panel displays.

Hans-Georg Betz
1981

www.advanced-energy.com
NASDAQ

AEIS

N/A-Not Available
NR-Not Ranked
(1) Fiscal year ends March 31.
(2) Employment number from www.ncedc.com

Based upon responses to Business Report survey researched by Kathleen Chaballa
To be considered for future lists, e-mail research@ncbr.com
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The Northern Colorado Business Report
Index of Leading Indicators continues its
decline. Growth in Northern Colorado has
been slowing since the fourth quarter of
2004. If it were not for the effect of the
Bankruptcy Act of 2005, year-over-year
growth in the local economy would proba-
bly have been consistently negative since
the end of 2004.
The slowdown has been gradual, with

each year’s growth slightly slower than the
previous year’s growth. The slowdown has
only been obvious in the construction of
new residential homes. The Index of
Economic Growth is now about where it
was in 2000; the Bush era has been boom
and bust, especially in the residential con-
struction/financial sector.
Growth in the U.S. economy has slowed

to nearly zero; many economists believe it
is actually negative. Inflation is much high-
er than measured using current definitions
(see shadowstats.com) and energy and food
costs have risen sharply. It is now likely that
the slowdown in the national economy will
be longer than anticipated, with recovery
not coming until well into 2009.

Recent perceptions
were that the
Northern Colorado
economy bottomed
out in the first quar-
ter of this year; how-
ever, the statistics
indicate that probably
did not happen. The
positive effect of new
employment at Vestas
Wind Systems in
Windsor and
announcements of
new jobs elsewhere in
our economy have not
been enough to overcome job losses in
construction and financial services.
Employment growth in Northern

Colorado is not recovering from the sea-
sonal winter downturn. The usual sharp
spring recovery from the winter doldrums
is not happening this year. The unemploy-
ment rate has increased to well above 4
percent and will soon be above 5 percent.

Construction
Total value of construction put in place

recovered strongly in April to over $100
million after sitting in the $50 million to
$70 million range for six months. We will
see if this moderate recovery in the con-
struction sector can be sustained. The
growth index for construction jumped

above the trend line for the first time in six
months.
The number of single-family detached

housing permits issued has been increasing
steadily in 2008 from levels last seen in

1991. The April number was just under
200, almost double its level just last fall.
The increase in value has been greater than
the increase in number, suggesting that the

Economy settles in for long-term slow growth
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Growth Index
The Index appears to be recovering but it is difficult to
be sure with lack of retail sales data.
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INDEX OF LEADING ECONOMIC INDICATORS

ECONOMIC
INDICATORS
John W. Green, Ph.D.
Regional Economist

Gradual slowdown
likely to continue
through next year

See INDICATORS, 21
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Unemployment rate
The unemployment rate has declined so far in 2008
despite slower job growth.
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New sales-tax accounts
The large increase in the number of new sales tax
accounts has carried forward from January.
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Single-family permits
The index is showing some signs of recovery.
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Single-family permit value
The value is increasing faster than the number of permits,
suggesting construction of higher value homes.
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The trend has been negative since 2005; each month
has slower growth than the same month the previous year.
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Employment
Employment growth since January has been weaker
than in the past several years.
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Retail sales
Data only available through November, we have no idea
the depth of the slowdown in consumer spending.
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Motor-vehicle registrations
Total registrations are weakening, a result of less
consumer spending and fewer new jobs.
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New bankruptcies
Per capita bankruptcies are much more stable than
they have been for most of the past 15 years.
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Total value of construction recovered strongly in April.
Hopefully, this recovery can be sustained.

TrendHistoric Forecast

KEY
These economic indicators are 
provided by U.S. Dept. of
Agriculture economist John Green.

INDEX OF LEADING ECONOMIC INDICATORS

permits are for higher value homes. Still,
residential construction is not adding
much value to Northern Colorado’s Gross
Regional Product. The growth index for
new residential construction value is at
1992 levels.

Vehicle registrations, sales tax accounts
New motor vehicle registrations are

slowing, indicating fewer new cars are
being sold and fewer people are moving
into the region. Growth in registrations is
weaker than in any year since 1999.

Currently, the most positive economic
statistic is the number of new sales tax
accounts issued to businesses in Northern
Colorado. Recall that there was a big jump
in January, reported in my April summary.
The number of new accounts issued
backed off from 660 in January to just
above 500 each month in February
through April, a much stronger showing
than the 325 of last November.

Retail sales tax accounts must be

renewed every two years and continuing
strong numbers indicates confidence in the
future economic health of our economy.

Retail sales
The most recent data on retail sales

available is from November. The time lag
on release of retail sales data is now 165
days and counting, up from 65 days just
two years ago. I may quit using retail sales
data if the Colorado Department of
Revenue doesn’t correct this situation. The
Leading Indicator is based on current data;
data which is nearly six months old is not
as useful.

Because of the lack of recent retails sales
data, we still don’t know how strong the
2007 Christmas sales season was in the
Northern Colorado economy. Consumer
spending has been slowing nationally, and
probably locally, but we won’t know until
the numbers are released.

Bankruptcies
Bankruptcies are about 200 per month

in Northern Colorado, the same level as in
2002. Bankruptcies increased rapidly from

2002 until the Bankruptcy Act of October
2005, but are now almost back to their pre-
vious level. The Bankruptcy Act, while
making it harder to declare bankruptcy and
requiring financial counseling before decla-
ration, doesn’t seem to be having a long
run effect on the number of bankruptcies.

It’s easy to get caught up in the excite-
ment of new job announcements and
major new employers stimulating our
economy while losing sight of the myriad
job cuts that are mostly unannounced
because they are so small. Inflation is
increasing rapidly, faster than wage
increases, thus cutting into retail spending.
Any Fed interest rate increase will lessen
new investment, slowing the recovery of
the local and national economies from
near zero or negative growth.

We are probably in a prolonged slow-
growth period.

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
jgreen@ncbr.com.

INDICATORS, from 20



INTEGRIS PARTNERS LTD.
Northern Colorado’s Investment Banking and Mergers and Acquisitions Specialists

GREELEY OFFICE: Bill Eastwood
1140 38th Avenue, Suite 2 Greeley, Colorado 80634

Tel: 970.346.3950 ~ Email: bill@integris-partners.com

FORT COLLINS OFFICE: Stephen van den Heever
2026 Caribou Drive, Suite 101 Fort Collins, Colorado 80525
Tel: 970.225.0425 ~ Email: stephen@integris-partners.com

“Integris Partners did a great job educating us, preparing the company, and leading us through
the process – we could not have done it without them. We feel they really helped secure full
value for the Company.”

- David Mayo, co-owner of Mayo Welding Services.

Mayo is the third add-on acquisition for Hettinger, which is a leading provider of construction
and maintenance services for customers building natural gas infrastructure in the Rocky
Mountain region.

Mayo extends Hettinger’s service o!ering with a fully sta!ed engineering department and
core expertise in steel pipeline construction. "e acquisition adds to Hettinger’s management
depth and geographic reach, and creates a fully integrated engineering, procurement, and
construction company unique to the natural gas industry in the Rocky Mountain region.

Integrity. Experience. Results.

www.integris-partners.com

has been acquired by
Hettinger Welding LLC
a portfolio company of

Clearview Capital.

Mayo Industries, Inc.
represented by

Pioneer Insurance
Company & Related Parties

have been acquired by

Pioneer Insurance Company
represented by

Ranco Manufacturing
DBA Ranco Trailers

has been acquired by
The Modern Group

Ranco represented by

Platte Valley Lumber
has been acquired by

Platte Valley Lumber
represented by

has been acquired by

A Private Investor

Private Investor
represented by

has been acquired by

Value Plastics’
shareholders

represented by

MEMBER:

About Integris Partners, Ltd.
Integris Partners, Ltd. (formerly Doering, van den Heever and Eastwood, Ltd.) is a leading
investment banking and mergers and acquisition specialist based out of Colorado. With o!ces in
Fort Collins, Greeley, and Denver and a $3 billion combined transactional history from its team,
the company is well suited to representing clients in the $10 to $100 million valuation range.

An interest in

has been acquired by

Red Cloud Capital, Ltd.

DATAWORKS, LTD.
represented by

A controlling interest in

have been acquired by
Brown Publishing Co.

NCBR / DataJoe LLC
represented by
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Most Innovative Companies
Ranked by No. Patents Granted to Assignee

RANK

COMPANY
ADDRESS
PHONE/FAX

NO. PATENTS GRANTED (7/1/07 - 6/30/08)
NO. PATENTS GRANTED (7/1/06 - 6/30/07)

EMPLOYEES 2008
EMPLOYEES 2007 PRODUCTS/SERVICES

E-MAIL
WEB SITE

PERSON IN CHARGE, TITLE
YEAR FOUNDED

1
HESKA CORP.
3760 Rocky Mountain Ave.
Loveland, CO 80538
970-493-7272/970-619-3003

7
15

180
180

Advanced veterinary diagnostic and other specialty veterinary
products; instruments, supplies, point-of-care tests, vaccines

and pharmaceuticals.
market@heska.com

www.heska.com
Robert Burton Grieve

1988

2
CSU - RESEARCH FOUNDATION (CSURF)
601 S. Howes St., Room 410
Fort Collins, CO 80521
970-482-2916/970-484-0354

6
2

N/A
15

Assists CSU educational and research efforts by managing
patents and licenses, leasing and financing equipment and

acquiring land.
kathleen@csurf.org

www.csurf.org
Kathleen Henry

1941

3
FIBERLOK & HIGH VOLTAGE GRAPHICS INC.
811 Stockton Ave.
Fort Collins, CO 80524
970-221-1200/970-221-0200

6
N/A

80
80

Heat-seal transfers used in clothing, office, automotive products
and other items; fiber graphics & derivative retail products.

info@fiberlok.com
www.fiberlok.com

N/A
1979

4
ADVANCED ENERGY INDUSTRIES INC.
1625 Sharp Point Drive
Fort Collins, CO 80525
970-221-4670/970-221-5583

5
6

825 (1)
600

Critical components used in manufacture of semiconductors,
data storage and flat-panel displays.

ir@aei.com
www.advanced-energy.com

Hans-Georg Betz
1981

5
OTTER PRODUCTS LLC
1 Old Town Square, Suite 303
Fort Collins, CO 80524
970-493-8446/970-493-1755

3
6

N/A
25 Waterproof containers and interactive rugged electronics cases. info@otterbox.com

www.otterbox.com
Curt Richardson, CEO

1996

6
HACH CO.
5600 Lindbergh Drive
Loveland, CO 80539
970-669-3050/970-669-2932

2
1

550
550 Water-analysis systems and hydro lab instruments. orders@hach.com

www.hach.com
Thomas Joyce, President

1947

7
FENCE PRODUCTS INTERNATIONAL
187 S.E. 12th St.
Loveland, CO 80537
866-418-0138/

2
N/A

N/A
N/A N/A paulh@fpii.biz

www.fpii.biz
Paul Hein, President

N/A

8
WATER PIK INC.
1730 E. Prospect Road
Fort Collins, CO 80525
970-484-1352/970-221-8715

1
10

200
300 (2) Manufactures personal health-care products. N/A

www.waterpik.com
N/A
1999

9

The Twist
No. 1 based on most new patents this year:
CSURF with 4 new patents.

Customize lists at http://ncbr.datajoe.com

Like the Romeros, the Whithams had no
background or experience in janitorial
work. But through the franchise, they’ve
been able to pick up a business template
that they can use to move into the business
quickly while avoiding the missteps made
by the Romeros.

Jeff said he’s glad to have the franchise
template — along with constant advice and
guidance from the Romeros — to get his
business up and running.

“Certainly having the franchise back-
ground and support makes it easier so you
don’t make the same mistakes,” he said.

The Romeros started working on fran-
chising their business about three years ago,
tapping Dave MacDonald, a Denver fran-
chising consultant who started his business
in 1992. MacDonald said taking a business
to the franchise stage is not always the best
path. “I talk more than half my clients out
of it,” he said.

“There are a number of cases where they
probably shouldn’t do it,” MacDonald said.
“Before anyone franchises they should get a
solid look at the weaknesses in the compa-
ny and advice on the time and money it will
take to solve those problems. The system-
ization of a business is a huge undertaking
for any business.”

MacDonald said the Romeros’ business
success was unique. “They operated off
instinct and common sense and I took it and
pressed it into an operations manual that
someone can use and take step-by-step.”

MacDonald said another thing to con-
sider before franchising is whether it’s better
to turn a business model over to others to
try to duplicate or simply buy more business
locations and operate them themselves.

“If profit is the No. 1 objective, there

may be more profitable venues to take than
franchising,” he said. “Some companies
might be better off to own 30 or 40 units as
opposed to franchising where they only get
a royalty of 4 to 7 percent.”

But for the Romeros — who now have 45
employees and several cleaning crews —
MacDonald said franchising made sense. “I
think they’re big enough to do it,” he said.
“Their Fort Collins business is very profitable
and their franchising vision is very controlled.”

The Romeros say they’re hoping to sell
five franchises along the Front Range by the
end of the year, with plans to slowly spread
the business across the region — and
nation — after that. “Right now we want to
keep it close so we can keep it hands-on and
drive out to help people when they need it,”
said Ben.

Infusing their business and franchising
is a desire to help others down on their luck
succeed as they have, the Romeros say.

“That’s why we wanted to do the fran-
chises — to help other people change their
lives,” said Ben.

BIOMEDICAL, from 5
“Having the franchise
background and sup-
port makes it easier so
you don’t make the
same mistakes.”
Jeff Whitham, franchisee
Bio-Medical Janitorial
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Why put off what you'll never stop wanting?

Ed Carroll Motor Company
970-226-3000

3003 S College Ave

Fort Collins, Co 80525

ed-carroll.porschedealer.com

M-F: 8:00am - 8 pm

Sat: 8:00am - 7:00 pm

2008 Boxster
Macadamia Metallic / Sand Beige Leather

2008 Cayenne GTS
Silver / Black Leather

2008 Cayenne S
Green Olive Metallic / Sand Biege Leather

2008 Cayman S
Black / Black Leather

2008 Carrera S Cabriolet
Arctic Silver / Black Leather

2008 Cayman
Guards Red/Sand Beige Leather

New Inventory

© 2008 Porsche Cars North America, Inc. Porsche recommends seat belt usage and observance of all traffic laws at all times.
Optional equipment shown is extra.

Largest Southeast Weld Employers
Private sector, ranked by no. of employees

RANK

COMPANY
ADDRESS
PHONE/FAX

EMPLOYEES-LOCAL
2008

EMPLOYEES-LOCAL
2007

REVENUES 2007
REVENUES 2006 TYPE OF BUSINESS

E-MAIL
WEB SITE

PERSON IN CHARGE
TITLE OF PERSON IN CHARGE

YEAR FOUNDED

1
AURORA DAIRY CORP. DBA AURORA ORGANIC DAIRY
7388 Colorado Highway 66
Platteville, CO 80651
720-564-6296/720-564-0409

360 (1)
360

N/A
N/A Certified organic milk and butter. info@auroraorganic.com

www.auroraorganic.com
Mark Peperzak

Founder and CEO
2003

2
GOLDEN ALUMINUM INC.
1405 E. 14th St.
Fort Lupton, CO 80621
303-654-8301/303-654-8356

170
185

$106,771,388
$116,622,453 Bare and coated aluminum coils. Sales@GoldenAluminum.com

www.goldenaluminum.com
Leland Lorentzen

President
1983

3
COLORADO RAILCAR MANUFACTURING LLC
1011 E. 14th St.
Fort Lupton, CO 80621-2730
303-857-1066/303-857-4209

140 (2)
186

$14,600,000 (2)
N/A

Manufacture full-size passenger railcars, self-propelled cars for
public transit, high capacity double-deck transit coaches,

glass-domed double-decked touring cars.
sales@coloradorailcar.com
www.coloradorailcar.com

Tom Tovar
Director

1986

4
HOAD INC.
13025 Weld County Road 16
Fort Lupton, CO 80621
303-857-0956/303-857-9415

140 (1)
140

N/A
$28,000,000

Oil and gas skid mounted measurement and processing
equipment, vac-truck services, and industrial maintenance and

construction.
mgoodrich@hoadinc.com

www.hoadinc.com
Matt Goodrich

General manager, Vice president
1978

5
SALUD FAMILY HEALTH CENTERS
1115 Second St.
Fort Lupton, CO 80621
303-892-0004/

110
200

$38,000,000
$39,472,813

Community health system providing healthcare to the medically
underserved in Northern Colorado.

jmorse@saludclinic.org
www.saludclinic.org

Stanley (Jerry) J. Brasher
Executive director

1970

6
MORNING FRESH FARMS INC.
15121 Weld County Road 32
Platteville, CO 80651
970-785-2889/970-785-6330

90
91

N/A
N/A Fresh eggs, featuring Eggland's Best Premium Eggs. rthorpe@morningfresh.com

www.morningfreshfarms.com
Rex Thorpe and Derek Yancey

Controller and President
1979

7
SAFEWAY FOOD & DRUG
1300 Dexter St.
Fort Lupton, CO 80621
303-857-0136/303-857-6377

82
82

N/A
N/A Groceries and pharmacy. N/A

www.safeway.com
Ellen Gebhard

Manager
1980

8
RENEWABLE FIBER INC.
8394 U.S. Highway 85
Fort Lupton, CO 80621
303-857-0763/303-857-9409

75
75

N/A
N/A Landscape materials, animal bedding and trucking. sditson@renewablefiber.com

www.renewablefiber.com
John Moser and Ellen Moser

Owner and President
1990

9
GRAY OIL CO.
804 Denver Ave.
Fort Lupton, CO 80621
800-464-4729/303-857-1641

64
64

$96,387,872
$95,797,778 Fuel, lubes and chemicals. tina@grayoil.net

www.grayoil.net
Tina Jurhee Powell

Owner and President
1937

10
AQUA-HOT HEATING SYSTEMS INC.
15549 E. Colorado Highway 52
Fort Lupton, CO 80621
303-857-2901/303-857-9000

55
55

N/A
N/A

Manufacturer and distributor of Diesel-Fired Hydronic Heating
Systems, and Heat Exchangers, for RVs.

sales@aqua-hot.com
www.aqua-hot.com

Paul Harter and Harold Enander
General manager and President

1984

11
ECKSTINE ELECTRIC CO.
13739 Weld County Road 25 1/2
Platteville, CO 80651
970-785-0601/970-785-2821

45
40

N/A
$9,000,000

Electrical, commercial, institutional, industrial, farm, service, fire
alarm.

info@eckstineelectric.com
www.eckstineelectric.com

Michael Eckstine
President

1954

12
ARCO CONCRETE INC.
12672 Weld County Road 6-1/4
Fort Lupton, CO 80621
303-659-2800/303-659-1460

18
15

$1,200,000
$1,800,000 Architectural pre-cast concrete. info@arcoconcrete.com

www.arcoconcrete.com
Russ Carr
President

1985

N/A-Not Available
NR-Not Previously Ranked
Southeast Weld region includes: Fort Lupton, Gilcrest, Henderson, Hudson, Keenesburg, Kersey, LaSalle, Platteville, Rockport, Roggen
(1) Business Report estimate
(2) Provided by Hoovers.com

Based upon responses to Business Report survey researched by Kathleen Chaballa
To be considered for future lists, e-mail research@ncbr.com

The Twist
No. 1 based on longevity:
Salud Family Health Centers since 1970.

Customize lists at http://ncbr.datajoe.com
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The original Los Tarascos de Michoacan
— named for the indigenous people of the
southwestern Mexican coastal state of
Michoacan — opened on July 4, 1995. This
July, the popular Fort Collins eatery at 626
S. College Ave. will
triple its size with a
move to a little piece
of Mexico: right next
door.
The move marks a

new chapter in the
story of how Hugo
Caballero and his
family came from
Mexico to put down
roots that began in
1982.
“I was visiting in

California,” Caballero said. “At that time
the economy in Mexico was very bad and
my good friend Jesus was having a hard
time. When I got home, I told him he
needed to go to the United States. There
was plenty of work.”
By the early 1990s, Caballero’s good

friend had married a woman from Fort
Collins and relocated to Colorado. The
economy in Michoacan was, again, bad. So
bad that Hugo Caballero, who had grown
up in his mother’s restaurant, felt pressed

to leave the country and relocate.
“I was considering going to Spain and

opening a restaurant there,” he said. “But
then I talked to Jesus who told me I had to
come to Fort Collins. And so we did. And
we opened Los Tarascos.”
Bringing the regional cuisine of

Michoacan (described by food critic Karen
Hursh Graber as the “soul food of
Mexico”) to Colorado created an interest-
ing challenge for Caballero.
“One day a young woman came in and

asked if we had chimichangas and sopapil-
las,” he said. “I told her I had never heard
of them. She was amazed. So I had to go
do some research. We don’t have those
things in Mexico. We don’t have good mar-
garitas, either.”
According to one of several food leg-

ends, the chimichanga — meaning, rough-
ly, a “whatchamacallit”— was created by
accident in Arizona sometime in the 20th
century. The sopapilla was invented in New
Mexico in the 18th century and is practi-
cally unknown in Mexico. And margaritas?
Texas.
“We did very well right from the begin-

ning,” Caballero said. “We make our food
fresh, using natural ingredients. We put the
spices in sauces on the side. We don’t want
the spices to kill the taste of the food.”
He noted that it is not always easy to

replicate the flavors of Mexican cuisine
using local ingredients, especially chiles.
“My mother, who travels around

Mexico learning about spices, wondered
what we were serving here,” he said. “From
day to day, you never know what the chiles

are going to be like. Sometimes a jalapeño
will have no taste at all. Sometimes it’s very
hot.”
Like other chefs intent on introducing

regional cuisines from Asia, Europe and
the Americas, Caballero draws some local
versions back closer to the originals. He
serves enchiladas, but without the ubiqui-
tous melted cheese. However, the core of
the menu is regional Mexican, and every
weekend, he offers a specialty prepared to
say: “This is Mexican food!”
The new space says: This is Mexico!
“All the stone in the stonework comes

from Mexico and has been put in place by

a Mexican stonemason,” he said. “Our new
bar is beautiful. We want Los Tarascos to
be like a nice restaurant in Guadalajara.
We’ll mix Mexican music with Frank
Sinatra and maybe Celine Dion. It’s excit-
ing. It makes me a little nervous, too.”

�
Monaco Trattoria
Slowly, slowly, chefs recently arrived in

Northern Colorado from other lands and
climes are nudging diners — ever so gently

Los Tarascos expands space for intriguing tastes
Move next door
brings diners more
Michoacan dishes

STEPPING OUT
Jane Albritton

Kate Hawthorne, Northern Colorado Business Report

BIGGER DIGS — Los Tarascos Restaurant is in the process of expanding into a much larger space right next door
to its longtime location on South College Avenue in Fort Collins. Owner Hugo Caballero closed the old space on
June 29, and plans to have the new one open by the middle of July. The old space is slated to become the
Bannthai Restaurant.

See STEPPING OUT, 32
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Tom Gendron, president
and CEO of Woodward
Governor Co.

Salary
($)

Stock
awards
($)

Option
award
($)

Bonus/Non-equity
incentive plan

compensation ($)

All other
compensation ($)

Total ($)

572,116 — 703,409 1,045,101* 84,669

Hans Georg Betz,
president and CEO of
Advanced Energy
Industries Inc.

Salary
($)

Stock
awards
($)

Option
award
($)

Bonus/Non-equity
incentive plan

compensation ($)

All other
compensation ($)

Total ($)

549,730 173,154 451,803 239,303 6,750

Robert Grieve, chairman
and CEO of Heska Corp.

Salary
($)

Stock
awards
($)

Option
award
($)

Bonus/Non-equity
incentive plan

compensation ($)

All other
compensation ($)

Total ($)

377,667 — 1,126 60,242 10,077

William Rankin, chair-
man, president and CEO
of UQM Technologies Inc.

Salary
($)

Stock
awards
($)

Option
award
($)

Bonus/Non-equity
incentive plan

compensation ($)

All other
compensation ($)

Total ($)

311,979 261,250 36,986 100,000 21,245

* Gendron’s non-equity incentive plan compensation includes $595,101 for fiscal year 2007
performance under the management incentive plan and $450,000 for the cash compo-
nent of the long-term management incentive compensation plan established in 2006.

Over 1,000 Active Qualified Buyers
International Merger & Acquisition Affiliations

The Place To Buy Or Sell A Business Since 1997

IS IT TIME TO SELL?

No One Will Give Your Business More

Exposure And Still Maintain Confidentiality

Fort Collins 970-221-9950 ! Denver 303-592-9950 ! Wyoming 866-535-0102

WWW.MOUNTAINSTATESBB.COM

You want professional marketing materials, leave it to the professionals.

“My accountant says his kid
is super creative, maybe

he can do our brochure.”

Q
Famous last words of small business owners:

Q

p: 970.225.0563
115 E. Harmony Rd.
Suite 160
Fort Collins, CO 80525

should not be viewed in any way as an indi-
cator of performance.”
Instead, the bonus element is usually

designed to reflect short-term performance.
A slowing economy at the end of the

year likely had a direct impact on bonuses.
In 2007, S&P 500 CEOs received a median
aggregate bonus of $1,837,080, down 4.9
percent from 2006, according to Equilar
data.
“What we saw at the end of ’07 was an

immediate effect on CEO bonuses,” he said.
‘It was the first time in several years that
bonuses were down.”
Cwirko-Godycki added that the down-

turn only touched certain industries, such
as finance, resulting in bonus declines. The
energy industry, for one, finished the year
solidly. Woodward, which manufactures
energy control devices, ended its fiscal year
on Sept. 30 with $98.2 million in profit and
a stock price that nearly doubled. The
bonus portion of Gendron’s compensation
package made up 43 percent of his total
pay.
One element missing from Gendron’s

compensation package is stock awards.
Mike Schablaske, Woodward’s director of
investor relations, said that it has been

company policy to not offer stock as part of
the compensation package in the recent
past.
Cwirko-Godycki said that a trend during

the past year for large public companies has
been to offer fewer option awards and more
stock awards. The pressure to move away
from option awards began about three years
ago with the approval of a financial
accounting standard – FAS 123R.
“Essentially, options went from being

free to having a direct cost,” he explained.As
most executives would prefer stocks over
options, and options were more dilutive
once exercised, many companies made the
switch.

CEO base pay up
Heska Corp. CEO Robert Grieve did not

receive stock awards as part of his compen-
sation package, and his base salary of
$377,667 was a huge part of his $449,112
total compensation.
On the flip side, UQM Technologies Inc.

CEO William Rankin received the lowest
base salary of the four Northern Colorado
public company top executives with
$311,979. However, he took home the high-
est stock award amount with $261,250, and
his option awards declined from $140,069
during the last fiscal year to $36,986.
Coupled with a $100,000 bonus, Rankin

pulled in a total compensation package
worth $731,460 last year.
Advanced Energy Industries Inc. CEO

Hans Georg Betz also received stock
options, but the $173,154 award was the
smallest part of his pay package. His base
salary of $549,730 was the largest portion of
his $1.4 million compensation.
Equilar’s report on CEO compensation

reported a 1.3 percent increase for S&P 500
executive pay. Compensation growth from
2005 to 2006 was about 6 percent.
“Generally speaking, what we saw as a

change in pay for CEOs is in line with the
major performance matrices,” Cwirko-
Godycki said. Even though revenue, net
income and earnings per share were gener-
ally positive for the S&P 500 companies last
year, growth had obviously slowed.
Gendron’s total compensation package is

not comparable year-over-year, since this is
the first reporting period for Woodward
applying the new reporting standards, but
his base salary increased 14 percent. Only
UQM’s Rankin saw a compensation
increase last year, up 4 percent. Grieve and
Betz both saw a year-over-year decline in
compensation.
Grieve’s total compensation was down

about 35 percent from $689,460 in 2006.
His base pay increased more than 10 per-
cent, but his incentive plan compensation

was down 76 percent.
It was a similar situation for Betz. His

base salary increased 6 percent but incen-
tive plan compensation was down 59 per-
cent.

Board members well compensated
Overall, board members of the region’s

public companies saw above-average
increases in compensation. An Equilar
analysis of non-employee director compen-
sation at Fortune 500 companies found that
the median value of total board-level com-
pensation for increased by 7.2 percent from
2006 to 2007.
With only a few exceptions, the region’s

board members saw increases in compensa-
tion ranging from 18 percent to 130 per-
cent. The highest paid board member was
former Woodward CEO John Halbrook,
who received $734,057 for the fiscal year
ended Sept. 30. However, $220,065 of that
was payment under a long-term incentive
plan put into place while he still served as
CEO.
Another former CEO, Advanced

Energy’s Doug Schatz, was the next highest
paid board member with $265,644 in com-
pensation for 2007.More than half his com-
pensation consisted of option awards.
But no matter how it’s examined, it pays

to be the CEO, or former CEO.

SOURCE: U.S. SECURITY AND EXCHANGE DOCUMENTS, BUSINESS REPORT RESEARCH

EXECUTIVES, from 1

2,405,295

1,420,740 449,112

731,460



time Lubick friend. Three years ago, well
after the winning-est coach in CSU history
had attained icon status in the region,
Callen approached him with the idea of
putting his name on a restaurant.
Callen said he had surveyed the land-

scape for restaurants branded by sports leg-
ends, and had visited several in his travels
including Mickey Mantle’s Restaurant and
Sports Bar in New York City, Elway’s
Colorado Steakhouse in Denver and Mike
Ditka’s Restaurant in Chicago.
“This town needs a great steakhouse,

and Sonny Lubick’s name is a natural for it,”
Callen said.

Filling a void
The opportunity arose with the closure

of Nico’s, a casualty of a changing economy
and changing habits of Fort Collins diners.
Toby Sheppard, Nico Zentveld’s longtime
partner and executive chef at their restau-
rant, called Callen to investigate options.
“I said, ‘Toby, I don’t know if you’d be

interested, but I’ve had this vision of a
Sonny Lubick steakhouse for a few years,’”
Callen said. “He said, ‘Let’s talk.’ This all
came together fairly quickly after that.”
Callen, Sheppard and Lubick collaborat-

ed on financing the new venture, assem-
bling 20 local investors with equal shares to
provide the wherewithal to launch the
restaurant.
The three also enlisted acclaimed design-

er Dawn Oglesby, whose credits include
Bisetti’s, Jay’s Bistro and Austin’s restau-
rants in Fort Collins and the Bent Fork
Grille in Loveland, to redesign the former
Nico’s space to suit the Lubick brand.
Bottom line for Team Lubick: This is not

a sports bar. Don’t expect big, flat-screen
plasma TVs in the dining room. The bar?
Sure. But the main dining room will be a
place where patrons will be spared the rau-
cousness of televised sports.
The three principals retraced some of

Callen’s steps to see for themselves what
other sports icon restaurants were doing.
They traveled in late June to Chicago, where
they sampled fare at Ditka’s, and paid visits
to Elway’s in Denver.
“There are two Ditka’s restaurants, and

we went to both,” Lubick said. “They’re very
classy, and they had that atmosphere. The
food and the service were fabulous.”
When the Lubick family and Callen

made a reconnaissance excursion to Elway’s
Colorado Steakhouse in May, they wound
up as part of “The Seen” in Rocky Mountain
News writer Penny Parker’s “On the Town”
column.

Not all high-end
Sheppard said the group had agreed to

stick to the basics— just as Lubick spent his
career getting his players to focus on block-
ing and tackling — in devising a Lubick’s
Steakhouse menu.
“Obviously, we’re going to be a steak-

house first,” Sheppard said. “We’ll do prime
rib. We’ll have porterhouse, New York
strips, top sirloin, ribeyes. I don’t want it to
be all high-end, with beef prices being what
they are now. We’ll start dinners at $15 to
$16, going up to the low $30s.”
After the excursions to Chicago and

Denver, Sheppard said he and the Sonny’s
team had decided on an offering that was
not like either Elway’s or Ditka’s.
Lubick said portions at the two Ditka’s

restaurants were nearly over the top. “They
were very generous, maybe too generous,”
he said. Don’t look for a nearly two-pound
slab of beef, the kind a customer might con-
sider at Ditka’s, at Sonny’s Steakhouse.
“I don’t want to have steaks that are so

big that people automatically have to have a
doggie bag,” Sheppard said. “There’s no rea-
son for people to have a 22-ounce steak.”

Likewise, Sonny’s will likely stay clear of
the Elway strategy of steering diners to an a
la carte menu that can drive dinner prices
for a couple well over $100.

“I like going out and having maybe two
or three appetizers — some ahi, some fried
won ton — instead of dinner,” Sheppard
said. “I want this to be that kind of a place.”
Sheppard said several key employees

from Nico’s had lined up to help organize a
wait staff, and they and the management
team would meet during the next two
months to prepare the September opening.
Sonny’s will debut as a dinner-only

restaurant, but add a lunch menu within a
few weeks of the grand opening. Lubick
said service — he mentioned the kind he
got at Ditka’s — would be a key ingredient
in the restaurant’s success.
“Hopefully this will be a fun experi-

ence, and everybody will have a good
time,” Lubick said. “But talk is cheap.
You’ve got to go out and do it. You still
have to deliver.”
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The largest, most comprehensive 
business & technology conference and exposition in Northern Colorado!

Reserve space today!
Go online at www.ncbr.com or call 

800-440-3506, ext. 202 and 
register your exhibit at Bixpo 2008.

TWO BIG DAYS!

RESERVE YOUR BOOTH TODAY!
Space is limited.

7 great reasons to be at bixpo 2008

Wednesday and Thursday September 17 & 18, 2008
at First National Bank Exhibition Hall at The Ranch

Presented by:

Sponsored by:

Best exposure to Colorado 
 & Wyoming businesses
Thousands of attendees
More than 200 exhibit spaces
Mini Business seminars each day, all day
40 under 40 Awards luncheon
Fittest Executives Awards Luncheon 
Regional Business After Hours

SONNY, from 1

Courtesy Sonny Lubick Steakhouse

FAMOUS SIGNATURE — The logo for the Sonny Lubick
Steakhouse, created by A-Train Marketing
Communications Inc. of Fort Collins, is based on the
former CSU’s coach’s signature.

“This town needs a
great steakhouse, and
Sonny Lubick’s name is
a natural for it.”
Rick Callen, broker
Realtec Commercial Real Estate
Services Inc.
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At Longmont United Hospital, we
tend to our patients’ needs by:

• Practicing personalized patient-
centered care in a warm, soothing
environment

• Encouraging a hospital culture that
supports and takes care of staff

• Supporting health and wellness
on all levels - mental, emotional,
spiritual, social, as wells as physical

AND we are ranked No. 2 in
Colorado for Overall Cardiac Services
in 2008 by

Learn more about our services at www.luhcares.org.
1950 Mountain View Ave, Longmont, 303.485.3592

Longmont United Hospital: Member of Planetree, The Joint Commission and VHA.

We are “Changing The Caring Experience” every day.

from 425 for first quarter of last year.
Foreclosure sales in Larimer County

were down 19.5 percent in the first quarter,
to 228 from 271 in the first quarter of 2008,
while foreclosure filings were up 27.5 per-
cent to 487 from 382 at this time last year.

Foreclosures have always been viewed as
a fantastic opportunity by seasoned real
estate investors: Buy a home priced signifi-
cantly under market from a bank that is
eager to sell, turn it around and sell it, pos-
sibly still under market, for a big profit.
Since foreclosures have become so preva-
lent, amateur investors and homebuyers
have also begun to take notice, but have dis-
covered that finding properties and choos-
ing the best investment can be overwhelm-
ing to someone unaccustomed to real estate
investing.

The need to introduce potential pur-
chasers to the variety, if not the volume, of
foreclosed homes available in Northern
Colorado is keeping both Jones and Beres
busy.

Customized approach
Beres focuses his tours on several com-

munities in Northern Colorado. Since
beginning his weekly tours in May, he has
taken prospective buyers to Greeley,
Windsor, Fort Collins and Loveland, and is
considering expanding to Johnstown and
Milliken. Although foreclosed homes are
the big draw, he also includes short-sale
properties, and Precision Lending agents
keep an eye out for homes that have recent-
ly seen a significant price drop of $10,000 or
more as well.

Beres’ tours are small, with only a couple
of participants, who must be pre-qualified
for a loan by Beres before they get on

board. However, if an individual is not yet
in a position to buy a home, Beres says he
can get them ready to buy within three to
six months through preparation and edu-
cation about the buying process. He also
requires that his tourists not be working
with a real estate agent prior to going on
the tour, and are serious about purchasing
a property.

“We want to avoid a conflict of interest,”
Beres explained.“Since these sellers are real-
ly serious about selling, we want to bring in
people who are serious about buying.”
Precision Lending also offers in-house
financing to those who end up buying a
foreclosed home in an effort to create a
“one-stop-shop” for their customers.

Beres said that the small size of the tours
allows him to focus each tour on the needs
of that weekend’s customers regarding bud-
get — tours can focus on homes for under
$250,000, between $250,000 and $500,000,
or over $500,000 — preferred community,
and condition of the property. Tours go
inside the property so tourists can “get a
good feeling for the home,” Beres said.

In case a property is in particularly bad
shape, Precision Lending has partnered
with several other companies to help buyers
make repairs or remodel. M&E Painting,
Cal Spas and landscaping and carpet clean-
ing companies offer promotions to Beres’
tourists, in addition to Dingo Vans provid-
ing transportation and Daz Bog Coffee pro-
viding a meeting place in their parking lot
and free coffee to tourists.

Beres said that as he learns what works
on the tours, he is considering offering
them less frequently.

Get on the bus
Jones’ monthly tours are much bigger —

the first one on June 7 filled a rented bus
with 40 prospective investors — and focus

entirely on Loveland. Home values on the
first tour ranged from $87,900 to over a
million dollars.

Jones’ tourists must be pre-qualified for
a loan or prove that they have sufficient
cash to purchase a home and must not be
working with a real estate agent prior to
going on the tour. Jones said the purpose of
the tour is mainly to distribute information
to potential homebuyers.

Previously, he said, savvy investors got
the best deals, and he wanted to let newer
investors in on the opportunities presented
by properties in the possession of the bank,

known by the acronym REO for real estate
owned.

Jones added that the need for informa-
tion about foreclosures has grown as well.
People on his tour see all that the Loveland
foreclosure market has to offer, from fixer-
uppers to lakeside mansions, and in the
process, learn something about how to
invest in REO properties.

Jones said that a couple of homes are
under contract as a result of the first tour.
The buyers are borrowing to pay for the
properties. He plans to conduct another
tour in the second half of July.

BUS TOUR, from 3

SOURCES: COLORADOHOUSINGCOUNSELING.ORG, FASTPROPERTYDATA.COM

Colorado Foreclosure Timeline

For a property to be available for purchase out of foreclosure, it has to go through a process
that can last as long as a year.

� At 30 and 60 days after a mortgage payment is missed, warning letters are sent to
homeowner by lender.

� At 90 days, lender files Intent to Foreclose with the county Public Trustee.

� At 120 days, the Notice of Election and Demand for sale is recorded and Public
Trustee sends Notice of Intent to homeowners.

� At 150 days, the Rule 120 hearing takes place in county court.

� Up to 15 days prior to sale date, the homeowner can file a Notice of Intent to Cure
with the Public Trustee. The cure amount must be paid by noon the day before the sale.

� If the homeowner does not cure the delinquency, between 110 and 125 days after
recording of the NED, foreclosure sale takes place.

� The day after the sale, a 75-day redemption period begins, at the end of which sheriff’s
eviction occurs if homeowner is still in residence.



Doing more with less
The attention is not too surprising. A big

push now is conservation, but Ramirez said
that asking consumers to give up their com-
fort is a fruitless endeavor.

“It’s not just howmuch we consume; but
when we consume,” he said, adding that it is
50 percent more efficient to generate and
transmit energy at night to be stored for
daytime use. Transmission energy loss dur-
ing the day averages around 20 percent but
only 6 percent in the evening. Therefore,
even an appliance that uses slightly more
energy will be more efficient and less con-
suming during off-peak hours.

“It is very difficult to change the way
consumers behave,” Ramirez said. “We can
change the way energy is consumed at a
facility by having technology do the work.”

Ice Energy’s technology is about efficien-
cy, not conservation. To Ramirez, conserva-
tion is doing less with less and feeling good
about it; efficiency is doing more with less
by being smart about how it’s done.

One of the big breakthroughs for new
system is its ability to work with any equip-
ment. The Ice Bear 30 is designed so that it
can be outfitted on existing HVAC systems,
and available to end-users as an out-of-the-
box solution. Ice Energy is also working
with air-conditioning industry leaders
Trane Inc. and Carrier Corp. to offer cool-
ing units with the Ice Bear 30 already inte-
grated through its resellers, with a similar
deal with another major manufacturer in
the works.

“The technology itself is only a small
part of this,” he said.

During the next year, Ramirez said a lot
of focus will be put on developing a
business model wherein there will be no
expense to the consumer. And he isn’t talk-
ing about a good return on investment.

“The end consumer will be the benefi-
ciary of the technology and the host of the
technology,” Ramirez explained, but the
utility companies will be Ice Energy’s cus-
tomers. Ideally, utility companies would
deploy Ice Energy’s technology in the same
way those companies would deliver any
resources to the end-users.

The company is already working with a
few California utilities, including Pacific
Gas & Electric Co. and Southern California
Edison.

“We’re in very advanced discussions
with a number of large utilities for deploy-
ment (of this technology) on a utility scale,”
he said.

Ice Energy sees the business model as a
win-win-win: good for consumers, for util-
ities and for the company. The company is
discussing deployments of 50 to 100
megawatt with utilities. It would take about
14,000 Ice Bear 30 units to fulfill a 100-
megawatt deployment. The company man-
ufactured a few hundred units last year.

“The ramp-up in scale is huge,” Ramirez
said.

Funding like a power plant
In order to fund such an increase in pro-

duction, Ice Energy is in discussions to land
large infrastructure funds more typically
used to build power plants. Ramirez said
that because the Ice Bear mitigates the need
to add generation capacity, it is like a power
plant, just storing power rather than gener-
ating it.

“In every respect, switching from peak to
off-peak demand is like building a new
power plant,” said Pete Higgens, Ice Energy
board member. Essentially, the Ice Bear 30
is a cheaper, less regulated way to build
power generation capacity.

Higgens, a former Microsoft executive,

went to graduate school with Ramirez and
first heard of Ice Energy at a reunion in
2003.

“I view it in a macro sense as an incredi-
ble creator of value,” he said. “It solves a
huge problem.”

Higgens said the company is in the process
of changing its accolades into revenue.

“I think it’s a time of acceleration,” he
said.

Ice Energy’s board of directors and advi-
sory board play a big role in the company’s
direction and future. The roster reads like a
who’s who of industry and business, even
counting retired U.S. Army General Norman
Schwarzkopf as its leadership adviser.

Joe Desmond was able to learn about Ice
Energy as a direct observer. Desmond
served as the chair of the California Energy
Commission when he first saw the product
at work in technical evaluations in the state.

“It became clear to me that the technol-

ogy could solve a lot of the energy problems
in California,” he said. “The ability to shift
90-plus percent of on-peak demand to off-
peak is a great benefit.”

Now as a member of the board of direc-
tors, Desmond is able to bring his many
years of experience working in various
aspects of the energy industry to Ice Energy.

“I like to think that I bring a very broad
perspective about how the energy industry
will evaluate the technology,” he said.

For Desmond, the decision to become
involved with Ice Energy was about both
the experience of the management team
and the strength of the technology.

“They had clearly invested a lot in the
technology and in testing,” he said. “Equally
important is the market opportunity.”

The energy industry, he explained, has
been largely preoccupied with generation,
transmission and demand. Energy storage is
a virtually untapped aspect of the business.

“This has significant potential to change
the industry,” he said.

Desmond explained that the launch of
the Ice Bear 30 is an accomplishment on
many levels. It is a standard unit deployable
on a plug-and-play basis; it decreases the
cost of installation of new units and inte-
gration for existing units and includes a
method for real-time communication for
monitoring performance.

“Although on the surface it appears to be
simplistic, they have significant intellectual
property around how to intelligently store
energy,” Desmond said.

Ice Energy currently has seven patents,
issued and owned, and more than 100 in
process.

“We’re not a manufacturing company,”
Ramirez said, explaining that research and
development is the company’s true compe-
tency. “The process is one of continuous
improvement and refinement.”
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I have seen a wide variety of creative
briefs, and I have heard countless opinions
about what makes one “perfect.” An in-
house creative director recently told me
that his favorite brief contains no more
than four sentences. This is a fellow who
appreciates creative license!

Meanwhile, a senior marketing manag-
er in the same company preferred an elab-
orate document with every conceivable
detail defined. He’s a control freak.

Then there is the fill-in-the-blanks form
for non-marketing people to complete on
their own. As briefs go, it seems superficial
(“What is the single most important quali-
ty that distinguishes this product from
another?”), but it can be useful as a basic
tool to gather background information.

My point is that there is no absolute
right or wrong creative brief. It has to fit
your organization and answer your needs
as a writer.

I prefer to have plenty of information
to fine-tune my writing and hit the center
of the marketing bull’s eye, so I use a
detailed brief format.

Here are the high points. Adapt them
freely to match your own needs to build a
simple Word form, and use it consistently
throughout the writing process.

Part 1: Project Definition
This is where you define the scope and

requirements of the project in black and
white. Is it an e-mail campaign? A tradi-
tional direct-mail solo package? A
brochure? Specify quantities, sizes, due
dates, and any other key parameters.

As I advised last month, go easy on the
presumptions in this section if you’re
developing instructions for a creative
team. Don’t constrain them with restric-
tions that are not really necessary.

On the other hand, if you are defining a
project that you will execute yourself (as a
lone writer or member of a creative team),
your main goal is to build consensus
before you start writing, so go ahead and
get specific. Very specific!

Part 2: Creative Essentials
� Background— This section should

begin with a concise background state-
ment that explains the project from 30,000
feet. Limit this to one or two paragraphs,
with or without bullets. Be clear and “fast”
using vigorous, lean copy.

� Target Audience— Be specific about
titles and functions. Include brief refer-
ences to key concerns, motivations, and
perhaps roles in the buying process. To me
this is probably the most important ele-
ment in the whole brief, yet in practice it is
usually the weakest. Keep it short, but you

should invest time in this one, because it
should relate directly to the style and sub-
stance of finished copy.

� Creative Objective— In one sen-
tence, express the goal for your creative
team: “Introduce the new Acme generator
in a way that sparks excitement and posi-
tions the generator as a more fuel-efficient
alternative to all others.”

� Desired Outcome/Call to Action—
Describe the objective results that are
required, such as an increase in requests
for onsite, head-to-head demonstrations.

� Message Priorities— If you have
several key messages to convey, line them
up in order of priority. Place your empha-
sis where you’ll have your best shot at gen-
erating results.

� Key Takeaways— Describe the
impressions you’d like readers to take away
from the material you’re creating. “We’ve
got to get involved with this new technolo-
gy! This is where the industry is headed.”

� Brand Personality— This is where
you describe the human feelings that
should be reflected in your copy style.
Qualities such as confidence, optimism,
warmth, friendliness, expert, leader, innov-
ative, courageous and independent are all
on the table. For the writer, these expres-
sions of brand personality or “voice” guide
everything from word choice and sentence
length to the selection of a conversational
or more formal style.

By specifying these qualities, you are not
dictating creative, so long as you stick to
established brand values. Your mission here is
to accurately convey brand values and set the
stage, not to restrain your creative team with
your own project-specific preconceptions.

� Required Content— Make sure
everyone knows what elements the piece
must include. Multiple logos, for example,
which we see more often these days as com-
panies partner with others or develop sub-
brands, can present critical challenges for
design that should be solved early in the
process.

� Available Resources— This is anoth-
er often-overlooked detail. Many compa-
nies have access to such resources as part-
ner-generated photography or staff mem-
bers with strong industry expertise. A fast
survey of available resources in the early
stages can save a great deal of time later
on, while it also helps to make your cre-
ative work more effective.

Over time, your colleagues will get used
to the structure and logic in your brief,
and their confidence and enthusiasm will
grow as your creative process becomes
more and more successful.

Don Condit is president of Condit
Marketing Communications Inc. in Fort
Collins. To join the discussion, send questions or
comments to dcondit@conditmarketing.com.

MARKETING, from 9
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Peak that bears his name before his army
expedition was captured by the Spanish;
frontier scout Kit Carson did indeed end
his days ranching near Las Animas, but is
buried in Taos, N.M., and Horace Greeley
was — horrors! — a New York City news-
paper editor who rarely, if ever, ventured
west of Ohio.)
Weimer then fires a fusillade of statis-

tics against “the limiting laws in
Colorado that prevent citizens from
enjoying the family celebrations associat-
ed with a full line home consumer fire-
works display.”
Citing the U.S. Consumer Product

Safety Commission, Weimer bursts out,
“From 1992 to 2006, the actual number of
fireworks-related injuries has dropped over
26 percent, while during the period use of
fireworks measured by imports from
China has increased from 87.1 million

pounds to 278.2 million pounds, an
increase of almost 220 percent. Based on
injuries per 100,000 pounds of fireworks
used, injuries have dropped an amazing 76
percent since 1992.”
But wait, there’s more! It’s a matter of

freedom, people.
“The limiting Colorado law that makes

aerial consumer fireworks illegal is a viola-
tion of every citizen’s right to celebrate
Independence Day as John Adams predict-
ed it ought to be celebrated.” Never mind
that Adams advocated bonfires and
parades, not necessarily Asian explosives
by the megatonnage. “The tradition of cel-
ebrating Independence Day and freedom
with fireworks is ingrained in the very soul
of our country.”
After exhorting us to contact our local

legislators to repeal the ban on private aer-
ial bombardments, Weimer closes with a
wish that brings a tear to The Eye: “Please
enjoy the Independence Day holiday with
your family and celebrate safely.”

Business Report file photo

TIME TO SHINE — An Ohio-based fireworks company is invoking the spirit of Pike, Denver, Cason and Greeley to
urge Colorado to legalize the sale of consumer fireworks.

Can I go back to school,
still perform at work, and

enjoy my family?

AT REGIS UNIVERSITY, finding the balance to

a rewarding life is possible. With over 130 years of

academic excellence, we are committed to helping

working professionals like Gerard earn a top-rated

degree that is accessible and affordable.

REGIS UNIVERSITY’S SCHOOL OF MANAGEMENT delivers one

of the nation’s largest MBA programs—online and at multiple campus

locations. With career-speci!c specializations, 8-week accelerated classes,

and 6 convenient start dates per year, a Regis MBA gives you the "exibility

to build your path to a brilliant career—and life.

START YOUR MBA JOURNEY TODAY!

www.RegisMBA.com
1.800.249.8331

North Denver | Fort Collins | Longmont | Broom�eld | Aurora | DTC | Colorado Springs | Online

DISCOVER THE REGIS ADVANTAGE

Join us Thursday, July 17 at 5:30 p.m. to
learn more about our MBA program. Event held

at the following campus locations:

North Denver | DTC | Colorado Springs
G e r a r d L e w i s

Regis MBA Graduate
Chief Concept O!cer
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Colon Cancer is Preventable.
The American Cancer Society states that as
many as 90% of all colorectal cancer cases and
deaths are thought to be preventable through
improvements to nutrition, physical exercise
and early detection through timely screening.

The ACS now recommends Virtual
Colonoscopy as a screening tool for colon
cancer. The Imaging Center is the only facility
in the northern Colorado region that offers this
exam. Virtual Colonoscopy has been used as
a low risk screening tool for colon cancer and
other medical diagnoses since The Imaging
Center opened in 2000.

If you’re 50 or older, consult with your
physician to determine if Virtual Colonoscopy
is the right screening tool for you.

The Imaging Center at Centerra
2500 Rocky Mountain Ave., Ste. 150

Loveland, CO
The Imaging Center at Harmony

2127 E. Harmony Rd., Ste. 130, Fort Collins, CO

Main: 970.282.2900
Scheduling: 970.282.2912

www.The-Imaging-Centers.com

The Plaza.
The Veterans Plaza will be located at Spring Canyon Community Park in Fort Collins, 
Colorado on three acres of land  graciously donated by the City of Fort Collins. The Plaza 
will be made possible by the generous donations of the Northern Colorado community. 

More Information.
Complete information on the Veterans Plaza is available on the plaza website,  
www.fortcollinsveteransplaza.org. If you wish to make a donation, contact the 
Community Foundation of Northern Colorado at (970) 224-3462. As a component fund
of the Community Foundation of Northern Colorado, donations are tax deductible.

Honor
the thousands of veterans in Larimer County.

Celebrate
the years they served.

Support
military personnel now serving our  
country and community.

Show your gratitude
with a tax-deductible

donation to help build a

Veterans Plaza.
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— to sample tastes and flavors beyond the
boundaries of comfort cuisine and tempt-
ing them to take their palates on a joy ride.
What Los Tarascos does in Fort Collins

for Mexican cuisine,Monaco Trattoria
does in Loveland for Capri-style Italian
cooking.
“We have been here three and a half

years now, and in the beginning people
didn’t quite understand what we were
doing,” said Giuseppe Monaco, who with
his wife Tammy Hiatt Monaco, owns the
trattoria at 218 E. Fourth St. “We had to
explain that we need a little more time to
make everything to order. Some people
embraced the idea. Some didn’t.”
The return for the embrace is a menu

that represents traditional Italian cuisine in
the style of Naples and Capri, where
Giuseppe was born and raised. Sure, there
are meatballs on the menu, but served on
penne, the pointed tube-shaped pasta of
Naples. Less familiar names on the menu
include polipetti affogati (baby octopus in a
spicy tomato sauce) and braciole Napolitane.
“The braciole is the oldest dish in our

culture,”Monaco said. “It is very traditional.
We make like my grandmother made it.
Other regions might put spinach instead of
pine nuts and raisins in the thin slices of
beef, but this is how it is prepared in Naples.”
In the warm season, of course, nothing

compares to La Caprese: a mix of fresh
tomatoes, Italian buffalo mozzarella, fresh
basil and extra virgin olive oil.
“It is old, wonderful and refreshing,”

Monaco said. “Perfect for summer.”
In July, Monaco will be offering classes

on cooking with ingredients from local

farmers’ markets. Check his Web site for
dates.

�
More from Loveland
Monaco may soon be the sole anchor

for Italian food in downtown Loveland.
Tim Veldhuizen has put Cipoletti’s Italian
Restaurant, at 124 E. Fourth St., on the
market and is moving to Argentina, his
wife’s home. Veldhuizen also held a 50 per-
cent share in the 4th Street Chop House
across the street andMcGraff ’s American
Grill on Eisenhower Boulevard with his
longtime business partner Mike McCarty.
“Sherry Mehan, our general manager at

McGraff ’s, is buying Tim’s share in the
Grill and in the Chop House,” McCarty
said. “She’s great.”
It appears that Mehan’s timing is very

good.
“The Grill is absolutely doing record

business. Nothing in 13 years can compare
with what we’re experiencing. It kind of
caught us by surprise,” McCarty said.
“What I’m hearing is that the mountain
towns are slow. So the only thing I can
guess is that people aren’t spending their
money going boating or going to the
mountains. They are staying here and eat-
ing here.”
He added that the Chop House, being

on the higher end, is up but not as dra-
matically as the Grill.

Jane Albritton is a contributing writer for
the Northern Colorado Business Report.
Her monthly column features restaurant
and hospitality industry news. She can be
contacted at jane@tigerworks.com.

STEPPING OUT, from 25

The storm, which struck the town about
noon that day, wreakedmillions in damages
and amazingly took only one life.
Ironically, the facility with perhaps the

most advanced radar equipment in
America could only stand by and watch the
storm pass through the area, gathering data
only as it moved away from the region to
the north.
“It was frustrating in that this was prob-

ably a one-in-100-year occurrence,” said
Steven Rutledge, atmospheric professor at
Colorado State University and CHILL
director. “It was just the timing of it.”

$2.5 million upgrade
The addition of the new dual-offset

antenna — part of a $2.5 million upgrade
at the facility — will allow CHILL to peer
into storm systems up to 100 miles away
and detect the presence and size of hail, rain
intensity, wind speed and other factors that
may be harbingers of tornadoes.
Rutledge said the equipment makes it

possible to see a “single large bug up to 30
miles away.”
But Rutledge notes that CHILL does not

have the ability to predict whether a torna-
do or storm is about to form. “We can’t
look into the atmosphere and say a storm is
going to form; we can only see it after it
forms,” he said.
Still, the upgrade marks the first time

the dual-offset antenna has been installed
on a weather radar anywhere in the world.
The National Weather Service plans to
adopt the new technology to its national
network of 150 warning radar stations
starting in 2009.
Rutledge said the May 22 storm system

developed so quickly andmoved so fast that
CHILL was not able to get a fix on it until it
began moving north out of the area. But

data was collected as it left the region that
should prove useful for storm analysis.
“We do have some very interesting data

on the tornado,” he said. “We followed the
storm until it dissipated north of
Wellington.”

Not designed to warn
But Rutledge said CHILL was never

designed to be an early-warning facility but
instead a state-of-the-art research station
that produces technical information that’s
incorporated into NationalWeather Service
weather stations that do issue warnings.
“Our mission is not to track weather in

real time,” he said. “Our radar is not used to
disseminate real-time warnings. We’re
doing the cutting-edge research that will
make its way into the National Weather
Service domain when they upgrade to dual
polarization capability.”
David Barjenbruch, a meteorologist at

the Denver/Boulder National Weather
Service forecast office in Boulder, said his
office did not have any interaction with
CHILL on May 22 because the two facilities
are separately operating systems.
But Barjenbruch noted that the NWS’s

radar was able to issue a tornado warning at
least 30 minutes before Windsor was hit.
“Our equipment is more than capable of

determining that there was a tornado indi-
cated with that storm,” he said.
Barjenbruch said his office issued a tor-

nado warning at 11:18 a.m. when a twister
first touched down between Gilcrest and
Platteville in southwestWeld County. A tor-
nado struck theWindsor area at 11:57 a.m.,
according to NWS records.
Barjenbruch said advances in weather

radar — especially the advent of Doppler
radar in the early 1990s that shows wind
rotation — have helped increase warning
time for tornadoes. That kind of advance is
what NWS expects to come from research
facilities like CHILL, he said.

CHILL, from 3
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Fox Creek Ranch

Adjacent to National Forest with
direct private access to ATV

and horseback trails.
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NCLA takes right
stance with plea
for labor peace

E D I T O R I A L

Since the New Deal, Colorado, like other
Rocky Mountain states, has not been
known for labor activism.
But this year, the noise level is building

with Amendment 47, an anti-union initia-
tive that would align Colorado with other
so-called “right-to-work” states, those that
ban compulsory union membership in
workplaces where collective bargaining
contracts are in place.
Unions, led by the United Food and

Commercial Workers Local 7 that covers
employees at JBS Swift’s Greeley beef plant
among other workplaces, fired back with
ballot initiatives of their own that target
issues ranging from health insurance to
workplace safety.
The Northern Colorado Legislative

Alliance, the public policy arm of the Fort
Collins, Loveland and Greeley chambers of
commerce and the Northern Colorado
Economic Development Corp., in a June
resolution called upon all sides to lay down
their weapons.
We endorse that stance, because it works

to preserve the rights of both employees
and their employers, rights that a ballot-
box fight could easily jeopardize.
Colorado has danced with the right-to-

work issue in the past, but has always
stopped short of joining the 22 states,
including five that border Colorado, that
have made right-to-work the law. We
believe that laws on the books in neighbor-
ing Wyoming, Nebraska, Kansas,
Oklahoma and Utah protect employers at
the expense of the basic rights of their
workers.
Collective bargaining, and compulsory

union membership, are hardly radical
ideas. Since 1935, when President Franklin
Roosevelt signed the National Labor
Relations Act protecting workers’ right to
organize unions and negotiate contracts,
labor safeguards have become as wholly
American as the right to keep and bear
arms.
Perhaps that is why the Denver Metro

Chamber of Commerce, as pro-business as
any organization can be, has solidly
opposed Amendment 47 while more con-
servative business groups endorse it.
The NCLA’s resolution points to the

Colorado Labor Peace Act of 1943, a law
that resulted from a labor-business fray 65
years ago when states tumbled like domi-
noes into the right-to-work fold.
The Labor Peace Act, written to strike a

balance between the rights of businesses
and unions that represent their employees,
is an appropriate mantle for the NCLA to
wrap itself in as it calls for disarmament.
When the group called on both parties,

labor and business, to “retract all initiatives
immediately,” it showed the same courage
and conviction that metro Denver’s cham-
ber had demonstrated earlier.
The Business Report hopes those on both

sides of the issue will heed the advice.

COMMENTARY
NCBR poll watch
Have you traveled to another country for a
medical procedure?

Yes, because insurance wouldn’t cover it.

29%

6%

No, but I’ve considered it.

These results reflect responses to the online
poll at www.ncbr.com June 16 through June 30.

Next question:
Should Timnath get the Riverwalk
annexation?

Answer now at www.ncbr.com. Responses will be
accepted through July 14.

0%

Yes, procedure wasn’t offered in the U.S.

66%

No, and I never will.

Progressive 15, a membership advocacy
group representing a 15-county region in
Northeast Colorado, has reviewed the draft
changes in the regulations that the Oil &
Gas Conservation
Commission has been
having hearings on,
and we have some
specific issues we
would like the com-
mission members to
consider.
Foremost is that

vast differences exist
between oil and gas
production on the
Western Slope and the
Eastern Plains.
First, we would like to

address some unique
issues in our area. Most of
the drilling is done on private property
rather than government leases. Some of
the new rule changes circumvent private
property rights and county government
regulations.
Additionally, most of our operators are

residents of the very areas they work in
and have been very diligent about policing
themselves as their actions affect their fam-
ilies. Because they are smaller operators,
minimal changes in costs and/or time can
have a great effect on their operating costs.
Lastly, we border two states that are

welcoming to this particular industry.
Kansas and Nebraska both have relatively
easy permit processes, with consideration
in a very short period of time.
Second, we would like the commission

to consider some alternate bonding costs

based on the actual costs of plugging a
well. The cost is approximately $30,000 in
the Northwest part of the state while it can
be done for about $9,000 in the Northeast.
With the new rules now requiring a cash
bond, this is tying up operating cash that is
above the true need.

Water issues
Third, with regard to the pit-lining

requirement for earthen water disposal
pits, we would strongly encourage grandfa-
thering in existing pits. Most of these pits
have been used for several decades and to
our knowledge there has not been an
adverse impact to aquifers or groundwater.
Simply put, local operators we have

talked with have indicated that lined water
pits will not work. They will quickly fill up
and then the wells they serve will have to
be shut down.
Also, we feel that for wells producing

from the same zone or producing water of
similar quality, adjacent operators should
be allowed to share non-commercial
water disposal facilities and underground
disposal wells. Requiring a water pit for
each well or each lease will only cause
more land to be put out of agricultural
production. Allowing operators to share
these facilities will help spread out the cost
of initial construction and of daily opera-
tions.
Fourth, wildlife in the Northeast cor-

ner of the state has grown and thrived
right next to drilling operations. In fact
we have a more diverse and greater popu-
lation of most wildlife than existed 50
years ago when the first oil boom came
into the region. Shutting down operations

for a period of time costs money and for
wells producing 4 to 5 barrels a day is not
cost-effective. We hope the commission
members will make decisions based on
reality and science rather than a perceived
threat.

Permitting issues
Lastly, we hope the commission will be

continually cognizant of the length of time
in the permitting process and the amount
of documentation required. The
Northeastern part of the state has already
taken a major hit with irrigation water
wells being shut down requiring 2 or 3
years of court proceedings to get augmen-
tation plans in place. We do not want that
to happen to the oil and gas industry.
Commissioners have been hearing the

most from those either adamantly opposed
or supportive of the changes. We consider
Progressive 15 somewhere in the middle,
where we believe most of the state stands.
We understand the need for rules and reg-
ulations and support those that are based
on sound reasoning and data.
However, we strongly believe that the

commissioners must weigh the economic
impact this industry has, not only to the
private citizen in leasing rights, but to jobs
and ancillary services. Additionally, many
government agencies at both a state and
local level rely on severance taxes for fund-
ing of local projects, higher education,
roads, open space, wildlife, etc. Any ero-
sion of this fund affects us all.

Catherine J. Shull is Executive Director of
Progressive 15. She can be reached at 970-
768-2230 or cathy@progressive15.org.

OGCC should consider differences
between state’s producing regions

GUEST
COLUMN
Catherine J. Shull
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Use this handy Guide to peek into future issues of the
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just find answers to some of those questions you’ve
always been meaning to ask about NCBR.
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2008 is the fourth year of Bixpo — the largest
business and industry exposition in Northern
Colorado and Southern Wyoming. This year’s dates
are Sept. 17 and 18, and will be held at The Ranch in
Loveland. In addition to the trade show, the 2008
Bixpo event will feature the 40 Under 40 Awards
luncheon on the 17th with keynote speaker Braun
Mincher. A regional Business After Hours caps the
first day’s activities. On the second day of Bixpo,
health-care executives will be taking on the chal-
lenge of being the Fittest Execs in our region at a
fitness luncheon. For more information on Bixpo,
please call De Dahlgren, 970-221-5400, ext. 202.

NCBR FAQS

Can I subscribe to the Northern Colorado Business
Report?
Certainly, and when you do, you will receive in-depth
news and features about business in Larimer and Weld
counties not available anywhere else. To begin having
NCBR mailed directly to your home or office every other
Friday, contact Circulation Manager Rhonda Doyle at
970-221-5400, ext. 230, during business hours Monday
through Friday, or order online 24/7 at www.ncbr.com.

Can I subscribe to the Northern Colorado Economic
Report?
You should, because this quarterly publication is
available by subscription only. An exclusive NCBR
product, the Economic Report contains research and
analysis of the local economy from the region’s most
trusted economists. Subscriptions to this powerful
business tool are available through www.ncbr.com;
information about sponsorships for the Economic
Report can be obtained from Publisher Jeff Nuttall at
970-221-5400, ext. 201, or e-mail jnuttall@ncbr.com.

Does NCBR cover breaking business news?
Yes, every day in our Business Report Daily. Not only
are the top stories posted on our Web page, but they
also can be delivered directly to your e-mail inbox
Monday through Friday. Just subscribe to the Daily by
clicking on the words Breaking News on the home-
page at www.ncbr.com.

How do I sign up for NCBR’s Industry e-Newsletters?
Simply click on Register for e-Newsletters at the top
of the home page at www.ncbr.com. Choose which
weekly newsletters you would like to receive —
Banking & Finance, Construction, Economic
Development, Health Care, Real Estate, Small Business
or Technology — then watch your e-mail for a recap of
some of the top stories from the Business Report
Daily as well as the most recent print edition of NCBR.

How do I search NCBR’s DataBank?
Previously published articles are available free of
charge in the NCBR archives. Lists, directories and
other valuable data on local companies and decision
makers can be downloaded with a subscription. Visit
www.ncbr.com and click on the DataBank symbol on
the home page to get started.

Can my company be included in NCBR’s DataBank?
Yes! And you can upload the information yourself.
Click on the DataBank symbol on the home page at
www.ncbr.com and follow the instructions. If you have
any questions about any of NCBR’s research products,
lists or directories, contact Research Director
Kathleen Chaballa at 970-221-5400, ext. 227.

Can I order NCBR products electronically?
You bet. In the DataBank section of our Web site,
www.ncbr.com, just click on the name of the deep-
data product you would like to order, then follow the
instructions to purchase the information either on
CD-ROM or as a download directly to your computer.
For more information, contact our Research
Department at 970-221-5400, ext. 227.

How can I get my business announcements into
NCBR?
Just e-mail press releases, hiring and promotion or
other announcements to Web Editor Noah Guillaume,
nguillaume@ncbr.com, or mail them to NCBR, 141 S.
College Ave., Fort Collins, CO 80524. Be sure to include
contact information in case we have any additional
questions.

Can I put my business event on the NCBR online
calendar?
Of course, and it’s easy to do. Go to the home page at
www.ncbr.com and click on Submit an Event under
the calendar on the lefthand side of the page. Fill in
the form that pops up and that’s all there is to it.

How does my company become an event sponsor?
You can always register for an NCBR event through
the Web site, www.ncbr.com, but if you would like to
participate in one of the region’s premier business
gatherings organized by NCBR, contact Marketing
Director De Dahlgren at 970-221-5400, ext. 202, or by
e-mail at ddahlgren@ncbr.com.

How do I advertise in NCBR?
For information about display advertising, contact
one of NCBR’s expert account representatives at 970-
221-5400, or through the Web site at www.ncbr.com.
They can explain the various advertising opportuni-
ties available in NCBR and related products. For clas-
sified advertising, contact Eric Kidd, advertising
coordinator, at 970-221-5400, ext. 226, or by e-mail at
ekidd@ncbr.com.

SAVE THE DATE

Subscribe now to
Northern Colorado
Economic Report

The latest from our region’s economists
gives you inside information on the local
economy not available anywhere else.

This quarter’s edition will be available
mid-July. Reserve yours today by calling
De Dahlgren at 970-221-5400 ext. 202.



LETTERS TO THE EDITOR
When golf becomes more than simple game
(NCBR, June 20-July 3, 2008)
I simply wanted to take a moment and

thank you for your article about the Marine
golf tournament. As a mother of a young
Marine soon heading to Afghanistan, I
wanted to thank you for the warmth and
appreciation of your words. Semper fi,

Donna Chapel
Fort Collins

Water investment proposal shot down
(NCBR, June 20-July 3, 2008)
How is this any different than your aver-

age land developer who purchases water
rights for the purpose of making money?
Isn’t that “speculation”? Certainly was the
last time I checked. So, no rules or policies
were violated? Seems like the only “scheme”
here is the NCWCD and their contradicto-
ry water policy. Maybe the NCWCD should
get their internal policies straightened out
first before they go and ruin the Poudre
River with their NISP project.

James Britton
Colorado

Medical tourism could cure high costs
(NCBR, June 20-July 3, 2008)

Editor’s note: Steve Porter’s column on the
growing trend of Americans traveling over-
seas for medical procedures has generated the
greatest number of online comments ever
posted at www.ncbr.com. Drop in to follow
the entire thread; these are just two voices
from the conversation.

Medical tourism is the unfortunate
moniker that has attached itself to what is
growing into quite a different trend than a
“holiday combined with a medical proce-
dure.” Because many North Americans
can’t get access to procedures at home, or
can’t afford them, their only alternative is to
travel long distances for surgery. To learn
more about procedures, international hos-
pitals and to read what patients have to say
about their experience with medical travel,
visit http://www.worldmedassist.com.

Robbie Neely
Concord, Calif.

Medical tourism has established itself as
a powerful, unstoppable trend. Still, per-
sonal health is a very important issue to all
and so, such decisions should be conducted
in consultation with patients’ home doctors
and other stakeholders. Just two days ago,
we attended the AHIP conference (for
health insurance companies) and as men-
tioned in this article, found a good appreci-
ation of this topic by the major companies
that attended.

Atul Salgaonkar
San Jose, Calif.

Weld DA opposes new oil and gas rules
(Business Report Daily, June 10, 2008)
A publicly elected official not for the

good of the citizens amazes me. If we raised
our royalty fees, he would have all the
department enforcement he needs. But I
doubt if he would consider this approach.

John Lewis
Loveland
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Homeownership can’t be
just a dream for most
The news is packed with reports about

the growing number of Americans who
cannot afford to pay their home mort-
gage.
Across the country, one in every 519

households faces foreclosure, up 65 per-
cent from this time last year, according to
RealtyTrac.com. In Larimer County, one in
every 220 households
faced foreclosure dur-
ing the first quarter of
this year.
In all but eight

states, more home-
owners are facing
foreclosure than in
2007, contributing to
a deepening slide in
home values. That
includes homes in all
price ranges — even
those worth millions.
Colorado’s foreclo-

sure rate is the fifth
highest in the nation,
with one in every 349 households receiving
a foreclosure filing in April. Sadly in the
past two years, Colorado consistently has
ranked among the nation’s top states in
foreclosure rates.
We’re seeing more foreclosures because

in the past few years home loans have been
easier to get and adjustable rate mortgages
are resetting way beyond homeowners’
means.
We’re also seeing more of our neigh-

bors struggling to pay for their homes
because they’re facing other kinds of crises
— maybe they’ve lost their jobs, faced
medical expenses or made unexpected car
repairs.
Why take note of this? Because we all

bear the burden when our neighbors lose
the American Dream of homeownership.
Not only do foreclosures ruin an individ-

ual’s equity and credit, they also impact our
neighborhoods and communities. Homes
located near foreclosed houses lose value.
And each foreclosure costs $30,000 to
$50,000 in law enforcement services and lost
economic development, according to studies.
On the other hand, there’s good reason

to keep people in their homes.

Homeowners typically enjoy stronger fam-
ily and neighborhood stability. Their chil-
dren perform better in school, and they are
more likely to participate in civic activities,
according to the Center for Housing
Studies at Harvard University.
For the majority of Coloradans, owning

a home is the biggest investment of their
lifetime, and the rewards of this invest-
ment are plentiful. Home equity can help
fund children’s college tuitions, increase
business opportunities and build nest eggs
for retirement. Homeownership is the
most powerful driver of wealth for most
people.
A low-income homeowner will typically

have a net worth 12 times that of a renter
who earns the same amount of money.
That’s significant, especially right now,
when the federal government has mailed
checks worth hundreds of dollars to tax-
payers with the hope that we’ll spend the
money and boost the economy.
As predictions indicate growing foreclo-

sures, there is hope for struggling home-
owners — if they act early. Studies show
that homeowners who are one or two pay-
ments behind are more likely to keep their
homes than those further behind on their
payment schedule.
The first step is to call a certified hous-

ing counselor. Counselors often are the
first line of defense, helping homeowners
work with lenders to develop a reasonable
plan.
Toll-free hotlines can steer homeowners

to trusted local sources for help — either
the national NeighborWorks hotline at 1-
888-995-HOPE or the Colorado foreclo-
sure hotline at 1-877-601-HOPE.
Homeowners in Larimer County can call
Neighbor to Neighbor at 970-484-7498.
A member of the national

NeighborWorks network of certified
homeownership counselors, Neighbor to
Neighbor has counseled more than 150
struggling Northern Colorado homeown-
ers in the past two years. Most were able to
avoid foreclosure, and managed to safe-
guard their American Dream.

Wendie Robinson is the executive director
of Neighbor to Neighbor, www.n2n.org.

GUEST
COLUMN
Wendie Robinson
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FEDERAL TAX LIENS

Federal tax liens are claims filed by the U.S. gov-
ernment against assets of an individual or corpora-
tion for nonpayment of taxes.

LARIMER COUNTY

DEBTOR: LYNNE HAYEK, 316 JEFFERSON ST. FORT
COLLINS, CO 80524-2415. CREDITOR: IRS. AMOUNT:
$76228. DATE: 5/20/08.

DEBTOR: INTEGRATED MTG SERVICES INC., 14 N.
MASON, No. 5 FORT COLLINS, CO 82524. CREDITOR:
IRS. AMOUNT: $646. DATE: 5/23/08.

DEBTOR: RANDY JUDKINS, 259 ELDER DRIVE LOVE-
LAND, CO 80538-2330. CREDITOR: IRS. AMOUNT:
$25481. DATE: 5/19/08.

DEBTOR: ANTHONY KOSMICKI, 3008 P.O. BOX 74
RED FEATHER LAKES, CO 80545-0074. CREDITOR: IRS.
AMOUNT: $5322. DATE: 5/23/08.

DEBTOR: BRADLEY V. KRAUSS, 1947 BLANCA
COURT LOVELAND, CO 80538-5022. CREDITOR: IRS.
AMOUNT: $54408. DATE: 5/19/08.

DEBTOR: EMMET W. & TERESA C. LEWIS, 2914 P.O.
BOX 9 LIVERMORE, CO 80536-0009. CREDITOR: IRS.
AMOUNT: $1808. DATE: 5/20/08.

DEBTOR: NICHOLAS A. LIUDAHL, 212 RICK DRIVE
FORT COLLINS, CO 80525-4126. CREDITOR: IRS.
AMOUNT: $15180. DATE: 5/20/08.

DEBTOR: CHRISTOPHER L. PEDERSON, 1828 YORK-
TOWN AVE. FORT COLLINS, CO 80526-1659. CREDITOR:
IRS. AMOUNT: $20043. DATE: 5/20/08.

DEBTOR: MICHAEL RETHKE, 4026 P.O. BOX 1202
BERTHOUD, CO 80513-2202. CREDITOR: IRS. AMOUNT:
$7232. DATE: 5/20/08.

DEBTOR: J. HERNANDEZ ROJAS, 4026 BERWICK
LANE FORT COLLINS, CO 80524-6465. CREDITOR: IRS.
AMOUNT: $6181. DATE: 5/20/08.

DEBTOR: SHAMROCK MANOR INC., 2914 W.
PROSPECT ROAD FORT COLLINS, CO 80526-1033.
CREDITOR: IRS. AMOUNT: $1602. DATE: 5/20/08.

DEBTOR: PHILLIP L. & LYNN D. SMALL, 3401 WEST-
MINSTER ST. FORT COLLINS, CO 80526-2386. CREDI-
TOR: IRS. AMOUNT: $19009. DATE: 5/19/08.

DEBTOR: PHILLIP L. & LYNN D. SMALL, 1730 S.
COLLEGE AVE., SUITE 204 FORT COLLINS, CO 80525-
1073. CREDITOR: IRS. AMOUNT: $2885. DATE: 5/19/08.

DEBTOR: DERON V. SMITH, 4163 EBONY COURT
LOVELAND, CO 80538-2153. CREDITOR: IRS. AMOUNT:
$7062. DATE: 5/23/08.

DEBTOR: SCOTT W. SMITHERS, 1232 E. SIXTH ST.,
APT. 4 LOVELAND, CO 80537-5861. CREDITOR: IRS.
AMOUNT: $3749. DATE: 5/20/08.

DEBTOR: TANGLES SALON SPA LLC, 858 P.O. BOX
497 WELLINGTON, CO 80549-0497. CREDITOR: IRS.
AMOUNT: $12715. DATE: 5/20/08.

DEBTOR: GARY F. VANWINKLE, 3832 CELTIC LANE
FORT COLLINS, CO 80524-6460. CREDITOR: IRS.
AMOUNT: $39917. DATE: 5/20/08.

DEBTOR: JOHN D. WIMMER, 858 SE FRONTAGE
ROAD FORT COLLINS, CO 80524-8315. CREDITOR: IRS.
AMOUNT: $6479. DATE: 5/20/08.

DEBTOR: STEVEN L. & JANICE K. COLDIRON, 2118
CHELSEA DRIVE LOVELAND, CO 80538-4308. CREDI-
TOR: IRS. AMOUNT: $5131. DATE: 5/20/08.

DEBTOR: STEVEN W. & DEBORA S. GARFIELD,
2032 HUNTINGTON CIRCLE FORT COLLINS, CO 80526-
1510. CREDITOR: IRS. AMOUNT: $22554. DATE: 5/23/08.

WELD COUNTY

DEBTOR: ACREAGE SERVICES NORTHERN COLO,
2118 N. 47TH AVE. GREELEY, CO 80631-9481. CREDITOR:
IRS. AMOUNT: $3476. DATE: 5/6/08.

DEBTOR: ADEN INC., 907 N. SECOND ST. JOHN-
STOWN, CO 80534-8826. CREDITOR: IRS. AMOUNT:
$2122. DATE: 5/9/08.

DEBTOR: ADVANCED COMFORT LLC, 26929 1/2
WELD COUNTY ROAD 45 GREELEY, CO 80631-9765.
CREDITOR: IRS. AMOUNT: $765. DATE: 5/6/08.

DEBTOR: JOHN R. BOLTON, 2664 MOUNTAIR LANE
GREELEY, CO 80634-7545. CREDITOR: IRS. AMOUNT:
$2311. DATE: 5/12/08.

DEBTOR: RICKY F. BORDERS, 2515 10TH AVE. GREE-
LEY, CO 80631-6915. CREDITOR: IRS. AMOUNT: $6376.
DATE: 5/6/08.

DEBTOR: DAVID & B. TROUT BRADSHAW, 913
CLIFFROSE WAY WINDSOR, CO 80550-2969. CREDITOR:
IRS. AMOUNT: $32957. DATE: 5/5/08.

DEBTOR: MERINDA DEUTCHER, 7404 W. 12TH ST.
GREELEY, CO 80634-9716. CREDITOR: IRS. AMOUNT:
$15828. DATE: 5/12/08.

DEBTOR: DITTER EXCAVATION TRUCKING INC.,
16928 HIGHWAY 392 GREELEY, CO 80631-9411. CREDI-
TOR: IRS. AMOUNT: $18900. DATE: 5/12/08.

DEBTOR: COREY D. EDWARDS, 2228 PANORAMA
DRIVE GREELEY, CO 80634-7757. CREDITOR: IRS.
AMOUNT: $5556. DATE: 5/9/08.

DEBTOR: MICHAEL EVANS, 21045 WELD COUNTY
ROAD 15 JOHNSTOWN, CO 80534. CREDITOR: IRS.
AMOUNT: $27954. DATE: 5/9/08.

DEBTOR: FAMILY PHYSICIANS WINDSOR PC, 1300
MAIN ST. WINDSOR, CO 80550-5989. CREDITOR: IRS.
AMOUNT: $35040. DATE: 5/12/08.

DEBTOR: DAVID W. FUEHRER, 334 PONDEROSA
PLACE FORT LUPTON, CO 80621-2220. CREDITOR: IRS.
AMOUNT: $1948. DATE: 5/5/08.

DEBTOR: JAMES M. HAYES, 201 ORD ST. GROVER,
CO 80729-0217. CREDITOR: IRS. AMOUNT: $12428.
DATE: 5/9/08.

DEBTOR: HOWARD AUTO REPAIR INC., 16928 P.O.
BOX 220 PIERCE, CO 80650-0220. CREDITOR: IRS.
AMOUNT: $46160. DATE: 5/12/08.

DEBTOR: TERRY E. & WENDY S. JANTZ, 1115 49TH
AVE. GREELEY, CO 80634-1914. CREDITOR: IRS.
AMOUNT: $59232. DATE: 5/12/08.

DEBTOR: JWO LAWN LANDSCAPE INC., 120 SUN-
FLOWER DRIVE WINDSOR, CO 80550-5504. CREDITOR:
IRS. AMOUNT: $35917. DATE: 5/5/08.

DEBTOR: CAROLINA MARTINEZ, 11395 WELD COUN-
TY ROAD 40 PLATTEVILLE, CO 80651-0223. CREDITOR:
IRS. AMOUNT: $24863. DATE: 5/9/08.

DEBTOR: CATARINO B. & CAROLINA MARTINEZ,
11395 WELD COUNTY ROAD 40 PLATTEVILLE, CO
80651-0223. CREDITOR: IRS. AMOUNT: $38322. DATE:
5/12/08.

DEBTOR: MY FRIENDS AND ME LEARNING CEN,
165 S. SECOND ST. LASALLE, CO 80645-3005. CREDI-
TOR: IRS. AMOUNT: $93469. DATE: 5/9/08.

DEBTOR: PRO VIDEO SOUND LLC, 1050 WALNUT ST.
WINDSOR, CO 80550-4762. CREDITOR: IRS. AMOUNT:
$7062. DATE: 5/5/08.

DEBTOR: PATRICK RAMIREZ, 702 1/2 18TH AVE.
GREELEY, CO 80631-3067. CREDITOR: IRS. AMOUNT:
$12300. DATE: 5/5/08.

LEADS
INVENTIONS

The U.S. Patent & Trademark Office recently award-
ed the following patents to Northern Colorado
inventors and companies. Included are the patent
number, description, inventors, assignee-at-issue
and date awarded. Numbers preceded by a “D”
were awarded for a design; “RE” indicates a reis-
sue.

Patent No.: 7392498, Method and apparatus for
implementing a pre-implemented circuit design for
a programmable logic device. Inventors: Srinivasan,
Sankaranarayanan, Boulder, Colo.; Leavesley III, W.
Story, Longmont, Colo.; McHugh, George L.,
Berthoud, Colo.; Wieland, Douglas P., Sunnyvale,
Calif.; Kalman III, Sandor S., Santa Clara, Calif.
Assignee-at-Issue: Xilinx Inc., San Jose, Calif. Date:
6/24/08.

Patent No.: 7392496, Device for avoiding timing
violations resulting from process defects in a back-
filled metal layer of an integrated circuit. Inventors:
Schultz, Richard T., Fort Collins, Colo.; O’Brien,
Thomas R., Windsor, Colo. Assignee-at-Issue: LSI
Corp., Milpitas, Calif. Date: 6/24/08.

Patent No.: 7392484, Method and system for cap-
turing, storing, sharing, and managing notes taken
during a computer based meeting. Inventors:
Garfinkel, Daniel, Fort Collins, Colo.; Cooke, James,
Fort Collins, Colo.; Gillis, Maureen, Fort Collins, Colo.;
Flemming, Hugh-John, Fort Collins, Colo.; Dale, John
Christopher, Fort Collins, Colo. Assignee-at-Issue:
Hewlett-Packard Development Co., L.P., Houston,
Texas. Date: 6/24/08.

Patent No.: 7392369, Decomposing architectural
operation into speculative and architectural micro-
operations for speculative execution of others and
for violation check. Inventors: Baxter, Jeffery J.,
Cupertino, Calif.; Hammond, Gary N., Fort Collins,
Colo.; Zaidi, Nazar A., San Jose, Calif. Assignee-at-
Issue: Intel Corp., Santa Clara, Calif. Date: 6/24/08.

Patent No.: 7392255, Federated system and meth-
ods and mechanisms of implementing and using
such a system. Inventors: Sholtis, Steven, El Dorado
Hills, Calif.; Tachibana, Rick Glenn, Santa Clara, Calif.;
Auga, Thomas, Windsor, Colo.; Henderson, Kenneth
Jerome, Folsom, Calif.; Bhamidipati, Venkata S. J. R.,
Fremont, Calif. Assignee-at-Issue: Cadence Design
Systems Inc., San Jose, Calif. Date: 6/24/08.

Patent No.: 7392172, Providing virtual device
access via firmware. Inventor: Rostampour, Arad,
Fort Collins, Colo. Assignee-at-Issue: Hewlett-
Packard Development Co., L.P., Houston, Texas. Date:
6/24/08.

Patent No.: 7392149, Automatic software testing.
Inventor: Bonilla, Carlos A., Fort Collins, Colo.
Assignee-at-Issue: Hewlett-Packard Development
Co., L.P., Houston, Texas. Date: 6/24/08.

Patent No.: 7392117, Data logging, collection, and
analysis techniques. Inventors: Bilodeau, James R.,
Loveland, Colo.; Rhodes, William A., Pueblo, Colo.
Date: 6/24/08.

Patent No.: 7391694, System and method for
embedding optical drive compatibility information
in optical media. Inventors: Erickson, Dirk, Austin,
Texas; Brondijk, Robert A., Eindhoven, Netherlands;
Heemskerk, Jacomus Petrus Josephus, Eindhoven,
Netherlands; Nijboer, Jakob G., Eindhoven,
Netherlands; Steenbergen, Christiaan, Austin, Texas;
Weirauch, Charles R., Loveland, Colo. Assignee-at-
Issue: Dell Products L.P., Round Rock, Texas. Date:
6/24/08.

Patent No.: 7391609, Disk-drive enclosure having
laterally offset parallel drives to reduce vibration
and method. Inventors: Hall, Jonathan E., Golden,
Colo.; McCormick, Daniel M., Superior, Colo.; Wendel,
Eric J., Johnstown, Colo.; Lemaire, Charles A., Apple
Valley, Minn. Assignee-at-Issue: Atrato Inc.,
Westminster, Colo. Date: 6/24/08.

Patent No.: 7391221, On-die impedance calibra-
tion. Inventors: Desai, Jayen J., Wellington, Colo.;
Dewey, James M., Fort Collins, Colo.; Purvis, David,
Fort Collins, Colo. Assignee-at-Issue: Hewlett-
Packard Development Co., L.P., Houston, Texas. Date:
6/24/08.

Patent No.: 7390496, Therapeutic treatments for
repetitive hand washing. Inventor: Ackerman, Alan
H., Greeley, Colo. Assignee-at-Issue: Allergan Inc.,
Irvine, Calif. Date: 6/24/08.

Patent No.: 7389618, Prefabricated panels for
temporary structures. Inventors: Herkstroeter,
Shawn, Menomonie, Wis.; Mielke, Nathan A.,
Loveland, Colo.; Johnson Jr., Jerome E., Elk Mound,
Wis.; Schieber, Andy, Spring Grove, Minn. Date:
6/24/08.

Patent No.: 7388846, Cellularized packetized
voice and data. Inventors: Dougherty, Angus O.,
Westminster, Colo.; Hohnstein, Donald L., Greeley,
Colo.; Cook, Charles I., Louisville, Colo.; Wells, Guy
M., Louisville, Colo. Assignee-at-Issue: Qwest
Communications International Inc., Denver, Colo.
Date: 6/17/08.

Patent No.: 7388724, Pulse-slimming for a tape
servo system using non-linear gain. Inventors:
Gillingham, Ronald D., Loveland, Colo.; Trabert,
Steven G., Boulder, Colo.; Dillinger, Forest K., Golden,
Colo. Assignee-at-Issue: Sun Microsystems Inc.,
Santa Clara, Calif. Date: 6/17/08.

Patent No.: 7388454, Acoustic resonator perfor-
mance enhancement using alternating frame struc-
ture. Inventors: Ruby, Richard C., Menlo Park, Calif.;
Fazzio, Ronald S., Loveland, Colo.; Feng, Hongjun,
Windsor, Colo.; Bradley, Paul D., Los Altos, Calif.
Assignee-at-Issue: Avago Technologies Wireless IP
Pte Ltd, Singapore, Singapore. Date: 6/17/08.

Patent No.: 7388423, Start-up circuit with folding
current arrangement. Inventor: Lorenz, Perry Scott,
Fort Collins, Colo. Assignee-at-Issue: National
Semiconductor Corp., Santa Clara, Calif. Date:
6/17/08.

Patent No.: 7388098, Dynamic resolution of iso-
mers and resolved isomers. Inventors: Venit, John
J., North Brunswick, N.J.; Madding, Gary D.,
Evansville, Ind.; Chen, Jason G., Manlius, N.Y.; Rosso,
Victor W., East Windsor, N.J.; Okuniewicz, Francis J.,
Somerset, N.J.; Discordia, Robert P., Monroe
Township, N.J.; Kiau, Susanne, North Brunswick, N.J.;
Kotnis, Atul S., Kendall Park, N.J.; Randazzo, Michael
E., East Windsor, N.J.; Hennings, D. David, Loveland,
Colo.; Zhu, Jingyang, Jamesville, N.Y. Assignee-at-
Issue: Bristol-Myers Squibb Co., Princeton, N.J. Date:
6/17/08.

Patent No.: 7387567, Adjustable game carcass
spreader device. Inventor: Bailey, Allen, Fort Collins,
Colo. Date: 6/17/08.

Patent No.: D 571687, Holiday ornament hanger
assembly. Inventor: Spencer, Jessica L., Fort Collins,
Colo. Date: 6/24/08.

INVENTIONS • TAX LIENS

“Daddy of ‘em All”

You Provide the Group...

We Provide the Fun!
This summer, bring your group or business of
15 or more to Cheyenne Frontier Days to take
in a rodeo, night show or both.

Group Benefits
• 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
• Step-on Information Specialist by request

Leader Benefits
(in addition to those listed above)

• 1 comp ticket for every 15 tickets
• 1 shuttle parking pass for every 15 tickets
• Access to VIP area for Group Leader
• Beverage coupons for Group Leader
• Dedicated Group Sales Liaison
• Coupon for a Free Souvenir Program

The Guess Who with War, Firefall
& Atlanta Rhythm Section
July 18

Rascal Flatts
with Taylor Swift
July 19 & 20

PBR (Professional Bull Riders)
July 21 & 22

Blake Shelton
with Kellie Pickler
July 23

Jason Aldean
with Miranda Lambert
July 24

Sugarland
with Tracy Lawrence
July 25

Bill Engvall & Randy Owen
Randy Owen is performing with
the Cheyenne Symphony Orchestra

July 26

CFD TICKET OFFICE

800-227-6336

WWW.CFDRODEO.COM

July 18-27, 2008

Tickets on sale now!

TICKETSWEST

800-464-2626

Realities For Children provides a safety 
net, opportunities and loving support 

for the children in our community. Their 
commitment changes lives, our community 
and our world. Motherlove Herbal Company 
is honored to be a business member of this 

essential organization. Thank you, Realities, 
for keeping children’s dreams alive!

Kathryn Higgins, 
Motherlove Herbal Company - Owner

Larimer County Department of Human Services, Children, 
Youth and Families Division (CYF), supports the right of 
children to be safe. We believe it is the whole community’s 
responsibility to support and ensure the welfare of children.

“Realities For Children and their participating business members take pride in our community and value 
children and families. Larimer County Child, Youth and Family Services is excited to partner with Realities 
For Children to broaden public awareness regarding child abuse, neglect and the need for foster and 
kinship families, who open their hearts and homes to children whose families are in need.”

Ruben Guerrero, Department of Human Services, Children, Youth & Family Division - 
Foster Care Recruitment Coordinator

“Make it Your Business 
to Make a Difference!”

Please call 970.484.9090 or 
visit www.RealitiesForChildren.com 

to become a Realities For Children Business Member and help ensure that no child is forgotten.

Realities For Children is a cause marketing and promotional company, dedicated to 
serving the needs of abused and neglected children in Larimer County. Through business 
membership, we are able to provide four core services for at-risk youth locally: ongoing 

emergency funding, community education, agency sponsorship support and special 
youth activities. This private membership based organization, effectively creates a safety 

net of services to provide for the most vulnerable members of our community. 

Foster Care Recruitment
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sales@rockynet.com
www.rockynet.com

720.932.7788 Integration Made Easy!

Serving the Front Range Since 1996

VoIP
Integrated Telephone Solutions

T1
Dedicated Internet Connection

Co-Location
Secure off-site Server Storage

Custom Solutions
Virtual and Managed Servers

LEADS TAX LIENS • CIVIL JUDGMENTS

DEBTOR: THOMAS RIZZI, 214 JOHNSON ST. FREDER-
ICK, CO 80530-8026. CREDITOR: IRS. AMOUNT: $1559.
DATE: 5/5/08.

DEBTOR: RICK L. SIEM, 1712 BELLA VISTA DRIVE
PLATTEVILLE, CO 80651-7596. CREDITOR: IRS.
AMOUNT: $18249. DATE: 5/9/08.

DEBTOR: MIKE A. THOMPSON, 1115 P.O. BOX 453
MEAD, CO 80542-0453. CREDITOR: IRS. AMOUNT:
$17141. DATE: 5/12/08.

DEBTOR: DUANE R. UNRUH, 4322 W. 14TH STREET
LANE GREELEY, CO 80634-3142. CREDITOR: IRS.
AMOUNT: $10624. DATE: 5/6/08.

DEBTOR: WINFREY ARCHITECTURAL CONCRETE,
4558 WELD COUNTY ROAD 12 DACONO, CO 80514.
CREDITOR: IRS. AMOUNT: $26868. DATE: 5/5/08.

DEBTOR: TROY S. ADLER, 703 P.O. BOX 651 MEAD,
CO 80542-0651. CREDITOR: IRS. AMOUNT: $5987.
DATE: 5/27/08.

DEBTOR: BAR WW TRUCKING INC., 703 E. 20TH ST.
GREELEY, CO 80631-6103. CREDITOR: IRS. AMOUNT:
$8061. DATE: 5/23/08.

DEBTOR: BAR WW TRUCKING INC., 703 E. 20TH ST.
GREELEY, CO 80631-6103. CREDITOR: IRS. AMOUNT:
$9194. DATE: 5/23/08.

DEBTOR: BAR WW TRUCKING INC., 703 E. 20TH ST.
GREELEY, CO 80631-6103. CREDITOR: IRS. AMOUNT:
$8061. DATE: 5/27/08.

DEBTOR: LARRY I. BEHRENDS, 4635 W. 21ST ST.
CIRCLE GREELEY, CO 80634-3265. CREDITOR: IRS.
AMOUNT: $873367. DATE: 5/19/08.

DEBTOR: RONALD E. BENHAM, 4626 CENTERPLACE
DRIVE, SUITE 112 GREELEY, CO 80634-3718. CREDITOR:
IRS. AMOUNT: $7780. DATE: 5/27/08.

DEBTOR: DAVID C. BREKKE, 227 CATTAIL BAY WIND-
SOR, CO 80550-6113. CREDITOR: IRS. AMOUNT: $21530.
DATE: 5/27/08.

DEBTOR: FRANK L. CRESS, 2176 27TH AVE. COURT
GREELEY, CO 80634-6512. CREDITOR: IRS. AMOUNT:
$31694. DATE: 5/19/08.

DEBTOR: FLOWERS INTNL INC., 645 SHORT COURT
DACONO, CO 80514-5012. CREDITOR: IRS. AMOUNT:
$9001. DATE: 5/20/08.

DEBTOR: GARY GARIHAN, 309 11TH ST. GILCREST, CO
80623. CREDITOR: US DIST COURT COLO. AMOUNT:
$86347. DATE: 5/21/08.
DEBTOR: WALTER E. IRVINE III, 736 37TH AVE., APT.
B. GREELEY, CO 80634-1732. CREDITOR: IRS. AMOUNT:
$26996. DATE: 5/19/08.

DEBTOR: BARBARA L. JANDA, 6060 W. 28TH ST.
GREELEY, CO 80634-8939. CREDITOR: IRS. AMOUNT:
$6816. DATE: 5/27/08.

DEBTOR: BRADLEY JONES, P.O. BOX 336699 GREE-
LEY, CO 80633-0612. CREDITOR: IRS. AMOUNT: $12477.
DATE: 5/19/08.

DEBTOR: DARLA A. JONES, 207 2ND AVE. LASALLE,
CO 80645-3204. CREDITOR: IRS. AMOUNT: $39372.
DATE: 5/27/08.

DEBTOR: RICHARD T. JONES, 207 2ND AVE.
LASALLE, CO 80645-3204. CREDITOR: IRS. AMOUNT:
$39372. DATE: 5/27/08.

DEBTOR: RICHARD T. & DARLA A. JONES, 207 SEC-
OND AVE. LASALLE, CO 80645-3204. CREDITOR: IRS.
AMOUNT: $5679. DATE: 5/27/08.

DEBTOR: CRUZITA R. LISCANO, 1222 26TH ST. GREE-
LEY, CO 80631-8333. CREDITOR: IRS. AMOUNT: $3425.
DATE: 5/20/08.

DEBTOR: BILLY G. & CAROL J. PALMER, 4215 CEN-
TRAL ST. EVANS, CO 80620-3303. CREDITOR: IRS.
AMOUNT: $7000. DATE: 5/27/08.

DEBTOR: JEFFREY A. & JEANNA PARKOS, 3407
15TH AVE. EVANS, CO 80620-2024. CREDITOR: IRS.
AMOUNT: $5988. DATE: 5/27/08.

DEBTOR: POWER COMMUNICATIONS INC., 2176 P.O.
BOX 187 WINDSOR, CO 80550-0187. CREDITOR: IRS.
AMOUNT: $19847. DATE: 5/19/08.

DEBTOR: RAMIRO RIVERA, 17845 MARGIL ROAD
MEAD, CO 80542-4505. CREDITOR: IRS. AMOUNT:
$27861. DATE: 5/20/08.

DEBTOR: ELDON E. SMITH, 1627 41ST ST. EVANS, CO
80620-2428. CREDITOR: IRS. AMOUNT: $5748. DATE:
5/19/08.

DEBTOR: TC PLUMBING INC., 6785 APACHE ROAD
LOVELAND, CO 80534-8290. CREDITOR: IRS. AMOUNT:
$8234. DATE: 5/20/08.

DEBTOR: MICHAEL J. & ANGELA K. VARGAS, 3519
TRINIDAD ST. EVANS, CO 80620-2237. CREDITOR: IRS.
AMOUNT: $11994. DATE: 5/27/08.

DEBTOR: JAMES F. WELZIG, 222 WILLOW DRIVE
MEAD, CO 80542-9700. CREDITOR: IRS. AMOUNT:
$38292. DATE: 5/27/08.
DEBTOR: ROBERT C. & CLARE L. WICKMAN, 1825
12TH AVE., APT. 2 GREELEY, CO 80631-5462. CREDITOR:
IRS. AMOUNT: $6407. DATE: 5/27/08.

CIVIL JUDGMENTS

Judgments constitute decisions by a court of law
against an individual or corporation for payment of
monetary damages.

LARIMER COUNTY

DEBTOR: YVONNE WHITE, CREDITOR: CHECKCARE
SYTEMS COLO INC. AMOUNT: $560. CASE NO.: C-08C-
003550. DATE: 5/2/08.

DEBTOR: BAY HILL HOMES, CREDITOR: FRONT
RANGE REDI MIX. AMOUNT: $15000. CASE NO.: C-08C-
003069. DATE: 5/2/08.

DEBTOR: TERRANCE B. GUNTHER, CREDITOR: CACH
LLC. AMOUNT: $3476. CASE NO.: C-08C-003810. DATE:
5/2/08.

DEBTOR: ANDREA MELLO, CREDITOR: ALLNUTT
FUNERAL SERVICE. AMOUNT: $420. CASE NO.:
2008C3121. DATE: 5/2/08.

DEBTOR: JANAN B. JONES, CREDITOR: HOME ST.
BANK. AMOUNT: $1438. CASE NO.: C-06C-103637. DATE:
5/2/08.

DEBTOR: CHANCEY & BRANDY CALDWELL, CREDI-
TOR: PRESTIGE FIN SERVICES INC. AMOUNT: $6991.
CASE NO.: C-07C-007940. DATE: 5/5/08.

DEBTOR: SUSAN & MICAHEL BETTIS, CREDITOR:
VERIDIAN CREDIT UNION. AMOUNT: $0. CASE NO.: D-
07CV731. DATE: 5/5/08.

DEBTOR: VARGAS CONSTR INC., CREDITOR: FRONT
RANGE REDI MIX INC. AMOUNT: $46174. CASE NO.: C-
08CV-000130. DATE: 5/5/08.

DEBTOR: FLAT COAT ASPHALT SPECIALISTS,
CREDITOR: CHARLES BONHAM. AMOUNT: $6533. CASE
NO.: C-08C-003143. DATE: 5/5/08.

DEBTOR: LORI K. LAFEVER, CREDITOR: AM FAMILY
MUTUAL INS CO. AMOUNT: $40679. CASE NO.: D-07CV-
002564. DATE: 5/5/08.

DEBTOR: AARON PETERS, CREDITOR: DYNAMITE
PROPERTIES LLC. AMOUNT: $3757. CASE NO.: C-08C-
004522. DATE: 5/5/08.

DEBTOR: AMY NORDIC, CREDITOR: HARVEST CREDIT
MANAGEMENT VII. AMOUNT: $4908. CASE NO.: C-07C-
006013. DATE: 5/7/08.

DEBTOR: CHARLES E. CURREN, CREDITOR: FIA
CARD SERVICES. AMOUNT: $7345. CASE NO.: C-08C-
004682. DATE: 5/7/08.

DEBTOR: AARON J. BLIZZARD, CREDITOR: CENTRAL
COLLECTION SERVICE DIV. AMOUNT: $1459. CASE NO.:
C-07C-007671. DATE: 5/7/08.

DEBTOR: JANET M. GREENLAW, CREDITOR: NCO
PORTFOLIO MANAGEMENT. AMOUNT: $7079. CASE NO.:
C-08C-003437. DATE: 5/7/08.

DEBTOR: JENNY R. & JENNY MARES MARES,
CREDITOR: CACH LLC. AMOUNT: $1392. CASE NO.: C-
07C-003011. DATE: 5/7/08.

DEBTOR: THOMAS JOSEPH TRUJILLO JR., CREDI-
TOR: CACV COLO LLC. AMOUNT: $20883. CASE NO.: C-
07CV-000617. DATE: 5/7/08.

DEBTOR: HARRY B. DE LA & HARRY CRUZ, CREDI-
TOR: AM EXPRESS. AMOUNT: $30635. CASE NO.: C-
07CV-000766. DATE: 5/7/08.

DEBTOR: JOHN & MEGAN WHITEIS, CREDITOR:
PROFESSIONAL FIN CO INC. AMOUNT: $1507. CASE NO.:
C-04C-200869. DATE: 5/7/08.

DEBTOR: J. MICHAEL & J. M. ROARK, CREDITOR:
PROFESSIONAL FIN CO INC. AMOUNT: $581. CASE NO.:
C-04C-200408. DATE: 5/7/08.

DEBTOR: CRAIG MCMILLIN, CREDITOR: LEAH DUT-
TON. AMOUNT: $7535. CASE NO.: C-07S-000637. DATE:
5/7/08.

DEBTOR: JENNIFER COOK, CREDITOR: HICKORY HILL
VILLAGE. AMOUNT: $870. CASE NO.: C-05C-102643.
DATE: 5/7/08.

DEBTOR: BARBARA L. EVERETT, CREDITOR: COL-
LECTIONCENTER INC. AMOUNT: $2323. CASE NO.: C-
06C-100554. DATE: 5/7/08.

DEBTOR: BARBARA L. EVERETT, CREDITOR: COL-
LECTIONCENTER INC. AMOUNT: $318. CASE NO.: C-05C-
106713. DATE: 5/7/08.

DEBTOR: BARBARA EVERETT, CREDITOR: ACCOUNT
BROKERS LARIMER COUNTY. AMOUNT: $735. CASE NO.:
C-07C-003022. DATE: 5/7/08.

DEBTOR: DANETTE & DANETTE L. STEELE, CREDI-
TOR: CACH LLC. AMOUNT: $1661. CASE NO.: C-07C-
004548. DATE: 5/8/08.
DEBTOR: TERRI A. SIMPSON, CREDITOR: CACH LLC.
AMOUNT: $9970. CASE NO.: C-08C-003530. DATE:
5/8/08.

DEBTOR: MARY F. TORRES, CREDITOR: FORD MOTOR
CREDIT CO. AMOUNT: $10627. CASE NO.: C-07C-000183.
DATE: 5/8/08.

DEBTOR: HIGHLINE INVEST LLC, CREDITOR: CARDI-
NAL HOMES LLC. AMOUNT: $462928. CASE NO.: C-
07CV-000353. DATE: 5/8/08.

DEBTOR: CISSY MULLIS, CREDITOR: UNIFUND CCR
PARTNERS. AMOUNT: $1086. CASE NO.: C-08C-003649.
DATE: 5/8/08.

DEBTOR: STEPHEN J. BROWN, CREDITOR: CAVALRY
PORTFOLIO SERVICES LLC. AMOUNT: $8769. CASE NO.:
C-08CV-000394. DATE: 5/8/08.

DEBTOR: DONNA W. GUSTAFSON, CREDITOR: CAV-
ALRY PORTFOLIO SERVICES LLC. AMOUNT: $2821.
CASE NO.: C-08C-003650. DATE: 5/8/08.

DEBTOR: DENNIS L. JONES, CREDITOR: UNIFUND
CCR PARTNERS. AMOUNT: $25079. CASE NO.: C-08CV-
000112. DATE: 5/8/08.

Providing quality medical care for the entire family.
 

I N  F O R T  C O L L I N S  S I N C E  1 9 8 3
 

Now accepting new patients.

Growing With Your Family!

Alpine Family Care
1014 Centre Ave
Ft. Collins, CO 80526

(970) 482-8881
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Evans • Fort Collins
Greeley • Platteville

Windsor

Also located in: Arvada / Aurora

Conifer / Denver / Elizabeth

Englewood / Kiowa / Parker

BankofChoiceOnline.com
(970) 373-3512

* 5.01% Annual Percentage Yield (APY) paid on balances between one penny and $35,000 and .76% APY paid on
all amounts above $35,000 each monthly qualifying cycle the minimum account requirements are met. If you do not
meet the minimum requirements during the monthly qualification cycle, your account will still function as a free
checking account earning .76% APY on the full balance. To qualify, MasterCard debit card (point of sale)
purchases must post during the qualification cycle. ATM transactions and Online Banking Bill Pay
transactions or other forms of electronic transfers do not count toward MasterCard debit card (point of sale)
purchases. Monthly direct deposit and automatic withdrawal means automated clearing house (ACH) transactions.
Qualification cycle means the period beginning one day prior to the current statement cycle
through one day prior to the close of the current statement cycle. Interest rate and APY are subject to
change after account is opened. Minimum deposit of $100 required to open this account. No minimum balance
required. No monthly service charges. Available for personal accounts only. APY effective as of date of printing.
** ATM Fees are refunded if above acccount requirements are met during the qualification cycle.

Earn the bonus rate

5.01%
for balances of $0 - $35,000

APY*

.76%
for balances

over $35,000

APY*

––––––––––––– OR –––––––––––––

Or the base rate

.76%
when the three

steps are not met

APY*

Three easy steps to earn the bonus rate:
1. Make at least 8 MasterCard debit card (point of

sale) purchases in the qualification cycle.*

2. Use automatic withdrawal or monthly direct deposit.

3. Receive your monthly checking statement electronically.

Open your ChoiceRewards account today.

ChoiceRewards Checking
Patent Pending, BancVue

No Fees. No Kidding.

Member FDIC

Free ATM’s
nationwide!**

innovative things. They clearly understand
the challenges. I think in this country, there
is recognition of the challenges, but there is
still reluctance with how to address it.

NCBR:How did you get an invite to this
conference?

Troxell: It was through Denmark’s Chris
Hansen, a goodwill ambassador. He got the
invitation from Lykee Friis, the prorector at
the University of Copenhagen. She’s the
one that got me the invitation to partici-
pate.

NCBR: How did they get your name?
Troxell: Through the CSU wind power

project and Wind Holdings (LLC, develop-
er of the Maxwell Ranch project). The CSU
Research Foundation is who owns the land
of Maxwell Ranch, and with that is Wind
Holdings. One of the partners involved
with Wind Holdings is Henning Olson.
Henning is a wind-project pioneer. He’s
recognized the innovations we’re doing
with the smart grid and through Fort Zed
and being a university that’s committed to
green. It’s through our activities here that
got the innovation there.

NCBR: How many other university par-
ticipants were at the conference?

Troxell: There were three or four univer-
sities — UC Berkeley, Santa Cruz, Merced
and Davis — that make up CITRIS. I was
the outsider, more of a fly on the wall. The
Berkeley folks, talking to them, they don’t
have a smart-grid story, they were mainly
talking about devices. So it’s where we’re
leading. It’s validation of that leadership —
the thought leading and real projects that
can have a global impact.

NCBR:Was there a particular panel that
you most enjoyed?

Troxell: Actually it was a person. It was
Jim Rogers, the chairman and CEO of Duke
Energy.We were in a small group of 50 peo-
ple. There are a lot of people talking pie-in-
the-sky about this stuff, but he’s talking
about it from a commitment from a com-
pany prospective and from the realism of
how to get there.
You’re not going to turn off fossil fuels

and turn on renewables. There has to be
more of a mix. If governments do this thing
foolishly, there’s going to be massive revolt
on a global scale hurting the most vulnera-
ble.
That’s what I liked about him — a com-

mitment to the environment but also the
balance that’s necessary in order to have a
viable, functioning economy. I think that’s
the real challenge: It needs to be grounded
in economics and sound public policy. I
think we’ve benefited by being a little bit
more deliberate.
A point Jim Rogers made is it simply

isn’t mitigation. There is more adaptation.
If temperatures are rising, then we need to
adapt to rising temperatures. The other
thing is innovation, actually build the
industry and the economy of the future
that not only helps Fort Collins and
Northern Colorado, but the U.S. and the
globe.

NCBR: What has the most encouraging
part of your trip?

Troxell: A real take-away is the positive,
well-educated commitment that we have
here. Where a lot of people are talking
about it, we’re actually doing it. And doing
it in a way that is capturing the attention of
other places.

NCBR: Did you have any disappoint-
ments?

Troxell:Not really. It’s always energizing;
you always learn something. One thing I
always try to do during international travel
is to really try to understand the local con-
straints of public policy. One of the things I

think was really illuminating — some of
the speakers were from the European
Union (members of parliament), and tend-
ed to be heavy on government policy.What
struck me was that it was a much different
discussion than what we have here about
economic freedom, economic solutions,
economic benefit that can yield these glob-
al solutions.
What government should do is set poli-

cies that enable activity to happen and not
prescribe the activity.What I saw was a ten-
dency for prescription rather than for let-
ting innovation flourish.

NCBR:Were you able to have a dialogue
with people about what is going on here in
Northern Colorado and at CSU?

Troxell: There was a two-day conference
on Wednesday and Thursday, and Friday
was the lecture. There was a series of lec-
tures at the university — the Prorector’s
Lecture Series. It started with the president
of Yale and then the Danish prime minister,
president of the European Parliament, and
some guys from Shell. Then little old me,
talking about Fort Collins and CSU. There
was Ditlev Engel (Group CEO of Vestas). It
was a pretty powerful group.

NCBR: Were there a lot of questions
about your presentation?

Troxell: It was in a debate format. I pre-
sented my case for 45 minutes and then had
another 45 minutes to field questions.
There were good questions, in terms of
what about legacy systems. Some of the
contacts that were made after, people relat-
ed to it in some way or another. For exam-
ple, a master’s student in economics there
said, ‘I don’t have this context in which I
want to do my master’s thesis.’ So I said
come on over and we can set you up with
Spirae or one of the companies here and
that would provide the context for you to
do a study of some sort. Collaborations —
those are the real benefits that come out of
this.

NCBR: So, what happens now?
Troxell: In fact, there are some follow-

on actions that we’ve committed to — one
is on the first of September. CSU has
already committed to participating in a
technology conference there called
CopenMind. We’re going there with Spirae
to work with industry there.
I also made some contacts there. Gunnar

Larsen, he’s in Palo Alto, (an investment
manager for “Invest in Denmark”). His job
is to attract U.S. universities to Denmark.
They’ve primarily been working in
California, but because of this, he wants to
schedule a visit here before CopenMind so
he can better represent our companies in
Denmark.
Then there is another conference we are

participating in next spring. The confer-
ence I just attended leads into it.We’re play-
ing on this global scale and it will all lead to
subsequent conferences and interactions
and also to specific kinds of activities. I
have a whole list of follow-ups.
Also, there are some investment firms

from California that were there that now
have us on their radar screen. One is Spring
Ventures, another one is IBM, their strate-
gic growth initiative, not only in the electric
utilities, but also in the water utilities.

NCBR: Coming away from the confer-
ence, how do you feel about Northern
Colorado’s and CSU’s place in the new
energy economy?

Troxell: I think Colorado State
University is a clear leader in clean and
renewable energies. And I think Fort
Collins is a leader in the demonstration of
those. There is a lot of activity out there, so
its not like we have a lock on this thing. If
we continue our momentum, I think it can
have positive impacts for the university as
well as the region.

TROXELL, from 2
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