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Why has the number of bioscience companies grown to reach over 1,200 establishments*?
Why has advanced manufacturing grown to be our largest industry? Why do more than 6,200
companies employ over 92,000 workers in the financial and insurance industries in lowa? It’s
simple. lowa has built a business environment that breeds success. We believe in working hard.
And living well. It’s a healthy balance that produces a productive and motivated workforce.
Generates opportunities for our companies. And sparks a leadership in innovation and
technology. Check out our website today. Learn why lowa is where success lives.

iowaeconomicdevelopment.com

li iowaeconomicdevelopment y businessiowa I ( )WA
®

*2016 SOURCE: TEConomy Partners economic development
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The lowa Association of Business and Industry (ABI) is the voice
of lowa business. It is lowa's oldest and largest business network,
representing 1,500 businesses that employ more than 333,000
lowans. ABI benefits members by advocating on their behalf

at the statehouse, connecting them with decision-makers to
share ideas and services, offering solutions and best practices

for issues that affect their businesses and developing our state’s
business and civic leaders.
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A VIEW FROM THE TOP

lowa-grown businesses
and the entrepreneurs behind them

David Bywater

ABI Chair

Bankers Advertising/
Tru Art

lowa City

If you like stories about Iowa compa-
nies that have grown and been successful,
then you will enjoy this edition of Business
Record Iowa. The cover story is a profile on
just such companies and the women and
men behind them. The membership of ABI
is made up of many successful businesses
with similar stories. You can get to know
these companies better by participating in
the activities of your association.

Summer is a busy time for ABL In addi-
tion to promoting ABI and our members, a
part of our ABI mission is to promote the pro-
grams of the ABI Foundation. The month of
July included the annual Business Horizons
experience, in which 65 high school students
came together for a week on the campus of
Central College to learn about business and
entrepreneurism. August includes the kick-
off of the annual Leadership Iowa University
program (a multi-session look at Iowa busi-
ness). I challenge you to become more famil-
iar with work of the ABI Foundation and its
many activities during the coming year.

We start the annual ABI Public Policy
development process this month. There are
five meetings in August covering the topics

of Employment and Workforce, Workplace
and Product Safety, Economic Growth, Envi-
ronment, and Taxes. Last year over 121 mem-
ber companies were represented in these
meetings. Through the process, we develop
the foundation for our legislative success
and advocacy throughout the year. By par-
ticipating, you add your voice to ABI posi-
tions on the critical topics being considered
by our government. Your ABI board will ap-
prove the new policies in September in or-
der for the staff to begin working on them
before the fall election.

You might also want to consider partici-
pating in ABI events such as Bringing Boji
Back or the ABI Executive Open. Both are
great ways to connect with ABI members.
In addition, do not forget about all the other
high-value work being done by ABI and its
member company representatives. Let us
hear about what you would like to see in
future editions of this journal. In the mean-
time, I look forward to seeing you at an up-
coming ABI event. ®

EXPERT ADVICE

Are You Protecting What's Most Important?
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Have you ever stopped to think about
which asset you rely on most? You might think
it's your home or car, but it's your income that
makes this and much more possible. For most
of us, the way we live our life and save for the
future depends on our income. It's important to
protect it in case life takes an unexpected turn.

What is income protection and how does it
work? If you can't earn a paycheck because of an
illness or injury, individual disability income (DI)
insurance provides monthly payments — like
a “paycheck” — to help you pay everyday living
expenses, such as housing, groceries or other
bills you might face. Think of DI as a safety net
that helps you live life on your terms, especially
during difficult times. Your financial situation is
unique. Your income-protection policy should be,
too. You don't want a one-size-fits-all solution.

Disability insurance from Principal’ is issued
by Principal Life Insurance Company, Des Moines,
IA 50392-0002.

Disability insurance has exclusions and limi-
tations. For costs and coverage details, contact
your Principal financial representative. ®

Sarah Madden

Diana Hutson

Tony Niedert

Diana Hutson, Sarah Madden and Tony Niedert are Financial Representatives
of Principal National Life Insurance Company and Principal Life Insurance
Company Principal National (except in NY) and Principal Life are issuing in-
surance companies of the Principal Financial Group®. Principal National and
Principal Life are members of the Principal Financial Group, Des Moines, IA
50392. Diana can be reached at 515-246-4023, Sarah can be reached at 515-247-
0997 and Tony can be reached at 515-246-4048. IN18393
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TOP SUPPORTERS
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Thank you to our
INVESTORS CLUB MEMBERS

ABI could not provide high-quality programming
and advocacy for members without the support
of our many generous sponsors.
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EXECUTIVE’S CLUB
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ACT, Inc
Altria Client Services LLC

American Solutions for Business

Baker Group

Bank of the West

Bankers Trust Company
Barton Solvents Inc.

BKD, LLP

Casey's General Stores, Inc.
Caterpillar, Inc

MANAGER’S CLUB

CIRAS

Corridor Business Journal
Delta Dental of Iowa
Diamond Vogel Paint

EFCO Corp

Emerson/Fisher

Geater Machining & Mfg. Co.
Holmes Murphy & Associates, Inc.
Honkamp Krueger & Co.
Hormel Foods Corporation
Kirkwood Community College

Lennox Manufacturing Inc
LWBJ
LyondellBasell Industries

MaInatts Construction Company,
nc.

McKee, Voorhees & Seese
Meredith Corp

Monsanto

Musco Corporation

Nationwide

Nestle Purina Pet Care Company

Prairie Meadows
Pratum

RSM USLLP
Saxton, Inc.
SSAB Americas

Storeg/ Kenworthy Office Interiors
& Products

Sukup Manufacturing Co
TrueNorth Companies LLC
Tyson Foods

Unite Private Networks

Universal Printing Services

University of Iowa — Des Moines
Programs

Upper lowa University
UTC Aerospace Systems
West Bank

Whirlpool

Wilson Trailer Company
Winnebago Industries, Inc.

AGP/Ag Processing Inc

Ames Convention & Visitors Bureau
Aon Risk Services Central, Inc.
Associated Computer Systems, Ltd.

AT&T
ATW Training Solutions

Bank of America Merrill Lynch

Bergan KDV

Climax Molybdenum Co
Commerce Bank
Cottingham & Butler
CUNA Mutual Group
Davis Brown Law Firm

Dexter Apache Holdings, Inc.

Dordt College

DuPont Pioneer

Farrell's Extreme Body Shaping, Inc.
Farmers Trust & Savings Bank

Fed Ex Corp.

Gerdau

Gilliland Group at Morgan Stanley
Goosmann Law Firm

Henningsen Construction, Inc
Impact7G, Inc.

International Paper Company

Iowa Area Development Group, LLC
Iowa Soybean Association

Koch Companies PS, LLC

Kum & Go

LaunchIT Corp

Lisle Corp / EZ Way, Inc.
Magna International
Measured Intentions
Menard, Inc

Mercer

Midwest Speakers Bureau

Miller, Fidler & Hinke Insurance
Agency

Mortenson Construction

NextEra Energy Duane Arnold
Energy Center

Norplex-Micarta

Northwest Bank

Owner Revolution
Precision Pulley & Idler
Procter & Gamble Hair Care
Pure Storage

Reynolds & Reynolds
Ritchie Industries

Ruan

Shine Bros. Corp

Shyft Collective

St. Martin Land Company
Standard Golf Co

Story Construction
Terracon Consultants, Inc.

Thombert, Inc.

Transamerica Life Insurance
Company

Trilix

Union Pacific Railroad

Van Diest Supply Company

Van Meter Inc.

Wells Enterprises, Inc.

West Liberty Foods Division of
ITGC

Windstream Communications
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TRUST IS OUR BUSINESS.

From cyber liability and data breach protection to workers’ compensation coverage,
Grinnell Mutual offers commercial insurance policies to keep your business going
and growing. Protect your livelihood. Gain peace of mind. (And maybe even get a

good night's sleep.) Trust in Tomorrow.® Talk to a Grinnell Mutual agent today.

AUTO | HOME | FARM | BUSINESS

e

© GRINNELL

MUTUAL.

grinnellmutual.com Trust in Tomorrowe

“Trust in Tomorrow.” and the “Grinnell Mutual” are registered trademarks of Grinnell Mutual Reinsurance Company. © Grinnell Mutual Reinsurance Company, 2018.
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Much like the small towns that
define Iowa, family-owned businesses
started by visionary entrepreneurs
have a rich history in the state.
Throughout generations, these
companies have provided many
benefits to the communities they live
in and to the state as a whole.

“I feel like we've given economic
vitality or a shot in the arm to the
community,” said Mark Hanawalt,
president and CEO of United
Equipment Accessories in Waverly.
“That’s important to us. We want to
make a difference in our community.’

Here are some of these Iowa-
grown businesses, and the
entrepreneurs behind them.

"

Tim Bianco spent many hours in the family
factory as a child. So much so, he referred to it
as a second home of sorts.

His father, Jim, started and owned Iowa
Spring, originally based in Des Moines but later
relocated to Adel. As Tim puts it, his father was
always at work, so if Tim wanted to get some
family time, he had to be at the factory.

“I was one of those kids that if you wanted
to hang out with your dad, you had to go to
work,” Tim said. “He was always at work. Even
though I started working full time in 1989, I
grew up working in the factory from the begin-
ning. I always knew my career path.”

The beginning of Iowa Spring dates back
more than a decade before Tim joined the busi-
ness. After moving to Des Moines from central
Illinois in the mid-1960s, Jim worked as a sales-
person for a mechanical spring company. That
company was bought out, and Jim was deter-
mined to create his own business.

He borrowed money from his father, mort-
gaged his house and took advantage of a small-
business loan. Jim operated his company with
just one machine and one engineer when it start-
ed in 1977. Iowa Spring focused on creating large
springs for large machines, like John Deere trac-
tors, one of the company’s earliest customers, and
it also created springs for automatic garage doors.

The company started near the fairgrounds
east of downtown Des Moines and moved to
Adel in 1979 after it outgrew it space. When the
farm crisis hit in the 1980s, lowa Spring took a
hit, like many other companies, but continued
to grow after the crisis subsided.

A CUSTOM PUBLICATION FOR ABI

Tim knew he wanted to work in the fam-
ily business ever since his childhood, but en-
tering the family business wasn't going to be
easy. When he enrolled at Drake in the mid-
1980s, Tim worked three jobs, including at Iowa
Spring, to help pay tuition.

When Tim graduated in 1989, his father
hired him as a salesperson, but it came with a
catch. Jim wanted Tim to learn the garage door
business, so he told Tim to work for a local ga-
rage door installer for nine months. It served as
an informal internship.

Tim learned the ins and outs of that busi-
ness, and a few years later he was on the road
as a salesman, traveling around the country for
about a decade. In 2002, he took over the compa-
ny. Since then, Iowa Spring has seen consistent
growth, about 5 to 10 percent per year, Tim said.

“When I started, we had about 30 employ-
ees,” he said. “Over the years, we continued to
add equipment and people. Fast-forward to
today, and we have two manufacturing facili-
ties, one in Iowa and one in North Carolina, and
roughly 160 employees.”

The future of Iowa Spring looks bright,
even in a period of change. The company, with
the advice of Iowa State University's Center for
Industrial Research and Service, is changing
its manufacturing process, about a 24-month
project. But that won't change the reputation
the organization has built through two genera-
tions of family ownership.

“Were known in our industry as a maker
of big springs,” Tim said. “We have a well-re-
garded reputation, and were sought after by
big manufacturers. People who make big prod-

ucts need big springs. They come find us.”

There are a few numbers that stick with
Charlie Schafer and remind him of the impor-
tance of his job in the agricultural industry: More
than two-thirds of corn loss and more than half of
soybean loss is directly related to water issues.

“That’s crazy, and the USDA tells us that
based on the most recent data and best projec-
tions, those issues are getting worse,” Schafer
said. “With all the technology, you would think
it would be getting better, not worse.”

Schafer’s dedication to farming is what en-
couraged him to start his business, Agri Drain
in Adair, with his brothers, Chris and Bill, in
1976. Schafer grew up 7 miles north of Adair,
on a 160-acre farm with his parents and five
brothers. While attending Ellsworth Commu-
nity College, Schafer, the youngest of his fam-
ily, came home to help his parents keep the
farming operation going.

“We had corn and beans, a big garden, hogs
and cattle,” Schafer said. “It was a great way to
grow up. How fortunate can you get? I enjoyed
helping out my parents, even as small as our
operation was.”

Schafer and his brothers formed a partner-
ship after he graduated from junior college. At
first, the company served as drainage contrac-
tors, installing tubes for Iowa farmers, but as
the market evolved and the partners became
more knowledgeable in the industry, the com-
pany started to focus on product development,
manufacturing and distribution in 1984, ending
the construction business entirely.

Tim Bianco (right),
president of lowa
Spring visits with
Nick Carlisle, shipping
coordinator on the
plant floor.



It was a good decision, as the com-
pany grew along with its product lines.
Now Agri Drain has about 47 employees
and works with drainage contractors
around the United States and Canada. It
has become a complete supplier of prod-
ucts for drainage water management,
subirrigation, wetlands, ponds, lakes,
erosion control and land improvement.

Agri Drain has been moving toward
automation in its water drainage sys-
tems, and Schafer hopes it can make a
big difference in the industry. These sys-
tems can drain excess water from fields,
store it and use it in times of need.

“We think automation is the future,
Schafer said. “We want to add and subtract
water before the crop even knows theres
a deficit or excess so it never brings them
under stress. It's pretty amazing.”

Born and bred on farm fields, Scha-
fer considers himself lucky to be helping
Iowa farmers and working in the indus-
try for as long as he has.

“It's a wonderful group of people
who are really dedicated and commit-
ted,” Schafer said. “It's a great industry,
and I'm happy to be a part of it.”

Creating a family legacy has worked
out well at United Equipment Accesso-
ries in Waverly.

A CUSTOM PUBLICATION FOR ABI

Now a third-generation business,
United Equipment Accessories started in
1952. The founder, Vern Iserman, worked
out of his garage. The first product he
produced, which isn't part of the com-
pany’s line anymore, was a component
remote control kit that was used to re-
motely operate truck-mounted cranes or
excavators from the rear operator cab.

The company has grown from that
one control kit into producing a variety of
products for heavy machinery, like indus-
trial cable reels, Decril cable, cable chain/
cable carriers and durable shift controls.
The products are key pieces in construc-
tion and forestry machines and are essen-
tial in some wind turbines.

United Equipment Accessories has
grown dramatically since its beginning,
and a lot of that has to do with Mark
Hanawalt, the second-generation owner
and stepson of Iserman.

Hanawalt graduated from Cornell
College in 1975 and worked for the busi-
ness all his life.

‘I wore many hats, so I had a lot of
knowledge of core needs in very specific
areas. I could look for what made people
successful,” Hanawalt said. “It was a great
background to take over the company.”

When Hanawalt became the presi-
dent in 1999, he said he had already been
running the company for a decade prior.

CONTINUED ON PAGE 8 >>

Giving you that
extra oomph.

A little boost never hurts when challenges
get steep. When accounting horsepower
is what's missing, our careful, committed
pros can help propel you past obstacles
and toward your goals.

Everyone needs a trusted advisor.
Who's yours?

CPAs & Advisors

bkd.com | @bkdllp

cultivationcorridor.org

Passing the Biorenewable Chemical
Production Tax Credit Program is a big win
for lowa's Cultivation Corridor. It's also a
prime example of what's possible when
collaboration and foresight become important
tools in determining the future of our state’s
economy. Our ability to use these tools to our
advantage means we can continue to bring

mare opportunity here from around the world.

cultivation

CORRIDOR®

The science that feeds the world.
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SUCCESSION PLANNING
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Succession Planning for Software Systems

Youve heard a lot lately about succession
planning for businesses — passing everything
down to the next generation and leaving a legacy.

Something you may not have thought of,
though, is that just like with a business, you need
to plan for the life cycle of any proprietary soft-
ware systems you use. These include an ERP, a
CRM, a quality assurance tool, back office man-
agement systems, customer portals and more.

At Far Reach, we like clients to think about
custom software systems as if they were team
members. After all, employees and software
have a lot in common:

Both are there to accomplish something
specific within your organization.

They need development to stay up to date
with trends.

They should have a purpose that ties to
your organization's goals.

Every employee has a life cycle at an organi-
zation. They're hired, they grow within their role,
they gain additional responsibilities, they take on
leadership roles, and someday they retire or leave.

Software also has a life cycle within an or-
ganization. It's hired (developed), it's built out
to take on more tasks, it takes on responsibili-
ties formerly handled by multiple other sys-
tems, and someday it’s replaced or retired.

To make the most of technology in your or-
ganization, you need to be purposeful and delib-
erate about your software strategy. When you
develop a new system, ask yourself the following:

What is the system’s “job™?

Is it brand new or replacing another sys-
tem or some combination of those?

Will the system be used only temporarily
to validate assumptions? Or is it validated and
ready to be built for the long term?

Once the system has been developed, will
you leave it be, do simple maintenance or con-
tinually enhance it?

What's the system’s retirement plan? Who
or what will replace it when the time comes?

The key is thinking ahead. But how far in
advance do you need to plan? It depends. In the
same way you would like to have years of transi-
tion for a key leader within your organization,
some systems require years of planning and de-
velopment to make a transition as seamless as
possible. Other software systems may not require
the same level of planning, and a few months may
be adequate. In general, the larger the impact of
the software on the operations of your organiza-
tion, the more advanced planning required.

Taking a proactive approach to your busi-
ness's custom software is how you make the
most of your technology investment. ®

Kelly Kimmich

Business Strategist,
Far Reach

kelly@
farreachinc.com

EMBARRASSED EXECUTIVE

<< CONTINUED FROM PAGE 7

Understand your customer
before you build an app

Q. I have a new app idea that I'm really excited about.
Is it true that if I build it, they will come?

Brett Burkhart

Partner, Shift Interactive

brett®
interactiveshift.com

A. It may have worked in the movie “Field of
Dreams,” but it’s not usually the case when it comes to
getting new customers or users for software, apps and
websites.

If they do pay you a visit online, they might not stay
to complete a transaction. Just being an Iowa business
doesn't mean you've got a leg up on other options available
on the web, even to a local audience. The internet is a glob-
al marketplace, and a crowded one at that, and in order to
gain new customers you have to truly understand them.

A movie title that more accurately describes what
you need to deliver to potential customers is “The
Whole Nine Yards.”

So how do you do that?

It takes having a deep understanding of the users:
what they want, what theyre not getting elsewhere, where
they hang out and how you can get their attention.

Have conversations.

Talk with your potential customers to gain insights
into who they are, as well as their perceptions, cur-
rent pain points and challenges. After all, an architect
wouldn't design a home for someone without learning
about their desires and involving them in the process.

Before you start building the best new web applica-
tion, mobile app or website, take the time to really under-
stand your customer or end user. Then go out and talk to
them. Get confirmation on your assumptions. Share the
idea. Youll learn a lot of keys to success and at a much
lower cost than if you built the wrong solution based on
incorrect assumptions. ®

He was schooled on all the things he
needed to take it to the next level. He
expanded product lines beyond the
construction and equipment industries
and took sales international. The result
was a large increase in revenue and size.

United Equipment Accessories now
employs 130 people, compared with the
20 to 30 people it employed about four
decades ago. And Hanawalt still has
bigger dreams for the company.

He wants to double in size. Hanawalt
believes that growth will come through
acquisition and expanding to new mar-
kets. With his son, Daniel, in the company
as well, United Equipment Accessories
looks poised to continue growth and pro-
viding a vital service to the community.

The Atlantic Bottling Co., an Iowa-
based company that sells more than
400 products and packages all over the
Midwest, looked nothing like it does
now when it started in 1905. It started
with ice cream and didn't get into the
soda business until 1909, when Frank
Villisca sold the business to his sons,
Royal, Harry and Henry Tyler.

In 1915, they began their foray into
the soda industry by selling just four fla-
vors, called “Tyler's Flavors™ orange, grape,
strawberry and cream. In the 1920s, when
the family bought a plant in Clarinda,
they found a franchise contract for Coca-
Cola. While the Coca-Cola brand was be-
coming more popular around the coun-
try, it wasn't gaining in Iowa.

The Tylers worked with Coca-Cola
and sold the company’s soda along with
its original flavors. Soon enough, Io-
wans wanted more Coke.

Royal sold his stake in the business

to Harry and Henry in 1923, and as the
company grew, Harry and Henry decid-
ed to split it. In 1949, they drew straws
to determine who got which of the four
locations at the time. Harry got Atlan-
tic and Creston; Henry got Shenandoah
and Grand Island.

Harry's son, Jim Tyler, began deliv-
ering Coca-Cola from a wagon when he
was a young boy. Jim was a fighter pilot
in World War IT and returned to the fam-
ily business after the war. He took over
the company in the 1950s, growing it and
later expanding it to Greater Des Moines.

Kirk Tyler, the son of Jim Tyler,
who took over the business in the 1950s,
grew up in the business and ran a deliv-
ery route. He went to Atlanta, the home
office of Coca-Cola, after college gradu-
ation in 1978 to go through the SOB pro-
gram — “That stands for son of a bot-
tler,” Kirk said with a laugh.

He returned to Des Moines in 1981
and became the company’s director of
sales. In 1991, he was named the presi-
dent of Atlantic Bottling Co.

Perhaps the biggest change he over-
saw was the expansion of the company’s
Coca-Cola territory rights in 2016. The At-
lantic Bottling Co. assumed territories in
areas that surrounded distribution cen-
ters located in Mason City, Ames, Spirit
Lake, Cedar Rapids, Dubuque, Ottumwa
and in the Quad Cities area in Illinois.

Throughout the three generations
of family ownership, the Tyler family
has become a well-known name around
the state.

“It means a lot, and it means a lot to
our family,” Tyler said. “We've had such
a long history of it. When people think
of Coca-Cola in Iowa, they think of the
Tyler family.” m
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Commumity Banking

Specializing in Commercial and Construction Lending

Local decisions mean...

» Customized Loan Terms

- Responsive Service

« One-on-One Relationship Management
-« Exceptional Service

« The latest in Cash Management Services

Cola Dean a

_Harnbuckla Whitaker
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ARCHITECTURE INTERIORS ENGINEERING PLANNING OPTIMIZATION Connect with us

Integrated Design Programming MEP Master Planning Commissioning m f L 4 @DLRGroup

BIM Modeling FF&E Structural Space Planning Energy Modeling 1430 Locust Street, Ste. 200 | Des Moines, lowa 50309

Architecture 2030 Branded Environments Energy Facilities Assessment  Energy Master Planning 515.276.8097 | DLRGroup.com
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THE IOWA
CLINIC

| would absolutely recommend this
program. They understand executives
and busy schedules. Everything was
Judy done in one day at one location and |
Ralston-Hansen walked out with all my results.
Homesteaders Life

ohe a?a\(ar ohe \oluumg vhe ?hce.

executivehealth@iowaclinic.com 515.875.9855 iowaclinic.com

Passion for business.
Grit in the courtroom.

[4s00smann

(855) 843-4531 | www.GoosmannLaw.com
410 5th Street, Sioux City, IA | 5010 S. Minnesota Avenue, Sioux Falls, SD
17838 Burke Street, Suite 250, Omaha, NE

Nicole Crain

Senior Vice President,
Public Policy, ABI

ncrain@iowaabi.org

CAPITOL BUSINESS

ABI works to inform
you and your colleagues

Each month you read about ABI public policy
events or legislative issues the association is work-
ing to advance on your behalf. However, there is
perhaps no more important topic than what the
ABI public policy team will be working on in the
next three months: voter education.

Iowa is on center stage when it comes to the
presidential elections. But just because there isn't
a presidential election this year doesn't mean No-
vember is any less important. Every vote counts.
We have seen time after time the number of races
at the local and statewide level that come down to
a few dozen votes. We want to make sure you have
the resources you need to make an informed deci-
sion in November. Here are just a few ways that
you can stay up to date on key issues and election
information.

Subscribe to the Election Update newsletter.
This weekly newsletter, published from September
to November, gives ABI members a preview of key
legislative races, political analysis and important
voter registration and absentee voting deadlines.
The members-only, subscription-based newsletter
will also provide ABI members with the first look at
ABI Friend of Iowa Business endorsements. Please
contact me if you would like to receive this newslet-
ter.

Visit IAVotes.com. ABI's grass-roots and voter
education website has a plethora of nonpartisan in-
formation that you can share with your colleagues
and friends. The website contains voting records
of state representatives and senators and voter
registration and absentee ballot deadlines, as well
as candidate comparisons for Iowa's congressional
races. The website is the one-stop shop for all voter
education information throughout the election sea-
son.

Follow IAVotes on Facebook and Twitter. Infor-
mation will be posted this fall to educate the public
about the importance of voting. On Election Day
we will provide polling place information and live
updates once the polls close. Our social media chan-
nels give you resources at your fingertips to ensure
you get to the polls and vote. If youre an employer,
please share these resources with your employees.
If you are a political guru, please share them with
your friends who may not be as excited about Elec-
tion Day as me. In Iowa, we have a month before the
election to vote. We also have from 7 a.m. to 9 p.m.
the day of to ensure we can make it to the polls and
exercise our right. While you have a few months to
prepare, I encourage you to check out some of the
resources above and be an informed voter. The ABI
public policy team is here as a resource for you.
Please contact us at any time, and let us know how
we can help you. ®



AUGUST 14
ABI Economic Growth Public Policy Meeting
ABI Office | Des Moines | 11:30 AM
AUGUST 15
ABI Environment Public Policy Meeting
ABI Office | Des Moines | 11:30 AM
AUGUST 16
ABI Tax Public Policy Meeting
ABI Office | Des Moines | 11:30 AM
AUGUST 27
Executive Open Golf Outing
Des Moines Golf and Country Club | West Des Moines | 12 PM
OCTOBER 2
Legends in Manufacturing Awards Dinner
Prairie Meadows Event and Conference Center | Altoona | 4:30 PM
OCTOBER 3
Advanced Manufacturing Conference
Prairie Meadows Event and Conference Center | Altoona | 8 AM

| Visit www.iowaabi.org and click the “Events” tab for details on upcoming events.

GET TO KNOW

Hardin & Associates | West Des Moines
Manchester Leasing Services | Clive
McLaughlin Investment | Des Moines | www.kevinmclaughlininvestment.com

Toyne Inc. | Breda | www.toyne.com

A CUSTOM PUBLICATION FOR ABI

CALENDAR OF EVENTS

Il IADG Energy Bank

Low-Cost Financing for Business
Energy Efficiency Projects

Loans: $50,000-$300,000
Rate: 1%

Term: Up to 10 Years
Origination Fee: 1%

Eligible Borrowers:

The IADG Energy Bank is focused on making
loans to businesses and industries for energy
efficiency improvements and renewable energy
projects. Preference will be given to
manufacturers.

Services Provided:

* Easy Application and Approval Process

* Independent and Unbiased Project Review
* Customized Financing Solutions

* Project Implementation Assistance

* Ongoing Project Monitoring and Support

Contact:

Bruce Nuzum
800-888-4743, bnuzum@iadg.com
www.lADG.com/EnergyBank

IADG

lowa Area Development Group
PARTNERS IN PROGRESS

Facebook.com/IADG.IA - Twitter.com/ITADGIOWA
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ELEVATE IOWA

ABI and Elevate Advanced
Manufacturing to kick off MEG Day

Alexandra Monaghan

Program Coordinator,
Elevate Advanced
Manufacturing

amonaghan®@
measuredintentions.com

According to mfgday.com, Manufactur-
ing Day (MEG Day) is a celebration of mod-
ern manufacturing meant to inspire the
next generation of manufacturers. MFG
Day is recognized annually in Iowa and is
held on the first Friday of October. This
year it's Oct. 5. ABI and Elevate Advanced
Manufacturing will kick off MFG Day with
the Legends in Manufacturing Awards
Dinner and the Advanced Manufacturing
Conference.

The Legends in Manufacturing Awards
Dinner celebrates the manufacturing indus-
try and recognizes legends in manufacturing
for their hard work and dedication to Iowa,
the industry and their company. Elevate Ad-
vanced Manufacturing scholarship winners
will also be recognized at this event. The
Advanced Manufacturing Conference will
be filled with outstanding keynote speakers
and breakout sessions to learn new ways to
grow in manufacturing.

“The Legends in Manufacturing Awards
Dinner and the Advanced Manufacturing
Conference is a great event to network with
business leaders, recognize Iowa leaders for
their success in the industry and their com-
pany, and learn ways to grow Iowa business
and industry from outstanding speakers,”
said Michele Farrell, Elevate Advanced Man-
ufacturing project manager.

The Legends in Manufacturing Awards
Dinner is Oct. 2 at 4:30 p.m. The Advanced
Manufacturing Conference is Oct. 3 at 8 a.m.
Both events will be at the Prairie Meadows
Hotel & Convention Center in Altoona. Reg-
ister online at www.iowaabi.org/events.

Iowans can participate in 2018 MFG Day
by hosting and participating in tours, pre-
sentations and hands-on activities. If youre
interested in hosting an Iowa MFG Day
event, email manufacturingday@iastate.edu.
You can learn more about past and present
events at www.mfgday.com. =

TOP TIPS

Want to start a business?

Here's what you need to know.

Mike Teachout

President,
Focus OneSource

mteachout@
focusonesource.com

In the depths of the financial recession
of 2008, human resources administration
and insurance industry veterans John Hov-
ey and I decided to leave the corporate world
behind and start a business of our own. With
more than 50 years of combined service, we
founded Focus OneSource based on the prin-
ciples of trust, choice and transparency.

Starting a business tends to be a learn-
as-you-go process consisting of constant
trial and error. This doesn't mean you can't
get a head start. The more you know in the
beginning, the higher the chances the com-
pany has for success. Here are our top tips
for anyone with an entrepreneurial idea:

Have a business plan. A business plan
is the backbone of a business. Having a sol-
id business plan can serve as an invaluable
reference for the business. Not only does
it define what the business is and what
the business hopes to become, it also illus-
trates the purpose and direction the busi-
ness wants to go. Business plans help to set
goals by outlining a vision of the future.

Secure funding. A business without
funding will drown in its own debt. Profits
will be low when a business is first start-

ing. Securing proper funding is required to
allow for the cash flow to meet expenses
until profits pick up.

Gain access to necessary resources. In
addition to financial resources, a success-
ful business should also gain access to:

Human resources - Hire the right peo-
ple to join the team. Look for people with
talent and strength that will be an asset to
the business.

Educational resources — Gain as much
education as possible. Know about the
competition as well as the ins and outs of
the industry.

Physical resources — Secure appropriate
physical resources such as a workspace, sup-
plies, marketing materials, etc.

Be willing to get your hands dirty. Being
your own boss can be fun, but if a business is
going to thrive, the owners must be willing to
get their hands dirty and dive into the core
of their business. ®

ADVISORY COUNCIL
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STEVE CASSABAUM
21st Century Rehab

JIM NALLEY
BCC Advisers

PAUL DREY
Brick Gentry P.C.

DEBI BULL
BrownWinick Law Firm

MIKE O’'DONNELL
CIRAS

JUSTIN ZIMMERMAN
CliftonLarsonAllen

JEFF LESS
EMC Insurance

KELLY KIMMICH
Far Reach

MICHAEL TEACHOUT
Focus OneSource

BRIAN CROTTY
HDH Advisors

JULI JENKINS
LMC Insurance and Risk Management

LANCE GARDNER
Principal

BRETT BURKHART
Shift Interactive

ANN BLOCK
Tero International

JODI SCHWEIGER
The Iowa Clinic

GREG SHIREMAN
Wellmark, Inc.

CASEY CASON
Wells Fargo



