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 No. It’s not a punch in the face. It’s not 
an attack on your family … it’s simply a “not 
right now.” 
 We all receive rejections. If you’ve been 
in business for more than three days, you’ve 
heard “no” many more times that you’ve heard 
“yes.”  It’s the nature of the beast. But, it’s not a 
personal thing – just business. Great advice was 
given to me many years ago, and you probably 
heard the same cliché:  for every “no,” you’re that 
much closer to “yes.”  Stats vary industry to in-
dustry, but a general rule is not closing the deal 
happens at least twice as many times as getting 
the business. 
 That’s why timing is so important. The 
prospect you were hoping to close at any par-
ticular moment could be having a bad day, dis-
couraging quarter or a less-than-profitable year. 
It could be a personality conflict. And that’s 
okay.  Everybody can’t close everybody. 
 I’ve been a part of sales teams where one 
rep was pulled from an account due to lack of 
activity, and the very next day, the buyer bought 
from a different rep at my company. And that’s 
fine. Sometimes it’s just about being at the right 
place at the right time. 

 For all these reasons, it’s very important to 
keep filling the pipeline. Adding qualified prospects 
to the possibility pool is a continuous, never-ending 
process. The day you stop rotating out chronic inac-
tive prospects for a fresh batch of legitimate possibili-
ties, your organization’s future is in danger. After a 
given period of time and numerous attempts to turn 
the prospect into a client, it’s time to move on. See 
there, that word again: time. Acceptance of this rule 
is what separates mediocre sales people from extraor-
dinary sales agents. Account rotation many times 
evolves into a win-win-win-win scenario: win for the 
prospect/client, win for your company, win for the 
new rep and a win for you.  Now that is a positive 
outcome for everybody!
 Moving on because of repeated no’s or no 
feedback at all is just business and can be simply clas-
sified as “not right now.”  Business is business and 
personal is personal. It’s essential to not confuse the 
two. Not buying your product or service must be 
handled in a professional manner, especially when a 
different rep is going in after you to hopefully bring 
that prospect on board. The manner in which you 
embrace that departure could greatly impact your 
co-worker’s success. And who knows, exhibiting a 
classy level of professionalism could earn you a client 

referral. Crazier things have happened.
 Another positive outcome of moving 
on is you are freed to work on new business that 
could sooner than later bring a successful result. 
Sometimes we have to swallow the pill and free 
ourselves of long-term inactivity, hand off to an-
other team member, or simply just divorce our-
selves from a not-going-anywhere business rela-
tionship.  Time is our most valuable resource, 
and nobody can afford to waste it. 
 We all face daily challenges of pitching 
our organizations’ products and/or services to 
prospective buyers. Let’s sink our teeth into the 
fact a rejection is nothing more than a business 
no, or, more optimistically, a “not right now.” 
Right now could change tomorrow. And if you 
stick around, it will. 
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Tuesday, April 19  |  8 a.m. - 1 p.m.
Frances R. Cooper Event Center 

(Rio Grande Valley Livestock Showgrounds)
1000 N. Texas Ave., Mercedes, Texas

For more information call: (956) 665-8931

Save the Date

The UTRGV Rio South Texas Regional Procurement Technical  
Assistance Center (PTAC) offers many workshops and one-on-one 
counseling sessions, and assists with certifications to help your  
business competitively bid for government contracts at the local,  
state and federal levels.  

UTRGV PTAC one-on-one services are both confidential and free of 
charge to start-up and existing business.

To learn more about how UTRGV PTAC can help your business sell 
to the government, visit 

UTRGV.edu/PTAC, follow us on Facebook,  
or call (956) 665-8931. 

The UTRGV PTAC can help you position your  
business to succeed. 

Is your  
business ready to be a  
government contractor?
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Return of the Cyclist
By Eileen Mattei
 Bicycles can stir up memories of the 
fun and freedom of childhood or trigger day-
dreams of pedaling with the pros in the Tour de 
France peloton. Popular bike trails in Brown-
ville, Harlingen, Mission and McAllen reflect 
the demand for safe places to ride.  At the same 
time, the trails encourage more people to bike 
for exercise, health, socializing and alternative 
transportation.  Of course, everyone on a bike 
wants to look fast, fit and cool, or as much as is 
possible, when clad in spandex and Lycra shorts.
 Biking is easy here in the flatlands 
where the biggest challenges are pedaling into 
the wind and unobservant motorists. Narrow-
tired road bikes are designed for going serious 
distances at speed. Hybrid bikes, cruisers and 
mountain bikes enable their owners to do a 

few laps of the neighborhood or a trail, commute to 
work, get technical on off-road paths or pedal with 
a crowd on an organized ride, such as the 25-mile 
Pedal to Padre set for May 1. 
 The call of the road is powerful.  Valley bicy-
cle businesses help people enjoy bicycling with great 
bikes and the right accessories. 

Test Rides 
  “We invest $30,000 every year in test 
bikes,” said Henry Roberts of Bicycle World, who 
lets customers take home selected, high-end bicycles 
that have been fitted to them. “It’s designed to make 
you fall in love with the bike.   What you’re doing is 
educating people on the difference in bikes. Carbon 
fiber frames are so responsive, it feels like someone 
has given you a shove.”  Roberts initially was hesitant 
about letting $4,000 bikes leave the shop without a 

sales receipt, but he’s seen a satisfactory ROI. 
 In 1977 Roberts and his wife Kellie 
bought a Harlingen bicycle business at a bank-
ruptcy auction.  Today they also have locations 
in Brownville and McAllen, and their sons Tracy 
and Philip working with them. 
 So much has changed in cycling in 
39 years, Roberts said. “When we started, we 
would have hundreds of kids’ bikes on layaway 
for Christmas. Now it’s almost entirely an adult 
market.”  People realize the health and social 
benefits of biking and meet their friends at a bike 
trail instead of going to a happy hour.  “Ride a 
bike with friends, and you’ll feel better.”
 “The most exciting market is women 
bikers.  They toast the guys if they’re on the right 
kind of bike, one built for a woman.  The indus-
try now builds saddles, frames, helmets, clothes 

Cyclists gather at Wally’s Bike Shop before a group ride.  (VBR)



and shoes fitted for women, not downsized 
men’s gear,” said Roberts, whose store devotes 
30% of its inventory to women.  “Women 
bring in their friends and have extensive social 
networks. We love to teach a woman how to fix 
a flat:  it gives them confidence.”  Women are 
competing in half-marathons, triathlons and 
races, with some of them in plus-size jerseys. 
“They are an inspiration for the rest of us who 
aren’t perfect.” 
 Bicycle World has sponsored the Ja-
lapeno 100 for 26 years.  “All events help all 
shops and give riders a reason to train,” he said. 
His staff fits riders to the bikes they buy so er-
gonomically they gain power and comfort. “It’s 
not just smoke and mirrors. Fitting makes you 
a lot more efficient on a bike,” Roberts said.  “It 
takes extra time, but, boy, are the customers 
happy.  Customers have researched before they 
come in, so service matters.”

Group Rides
 Cycling friends Terry Hall and Joe 
Aguilar opened J.T. Cycling  in 2013 in a shop 

len’s Second Street hike-and-bike trail. “If we 
had a better trail system, more people could ride 
safely. The point of a trail system is to separate 
vehicles and cyclists.”
 Alaniz graduated with a degree in el-
ementary education and math but soon decided 
to open his business in 2008. “It seemed like a 
much better option than using my degree. That 
was eight years ago, and it feels like eight min-
utes.” 
 In Austin, Alaniz had bike-commuted 
for months on the capital’s pervasive bike lanes. 
“You could access every part of the city on bi-
cycles. Drivers there are more aware of and re-
spect cyclists.  Bike trails are essential parts of 
any metro area. It’s hard to buy a bike and ride 
safely without trails. Everyone’s more inclined 
to ride a bicycle for fun and fitness and com-
muting.” 
 Wally’s caters to the serious, competi-
tive cyclist. “The bikes we sell are performance-
oriented.  Everyone trains in groups, between 
12 and 60. There’s safety in numbers,” Alaniz 

adjacent to Brownsville’s nine-
mile Linear Park hike-and-bike 
trail.  Cyclists riding by see the 
sign and stop at the shop or rest 
at the picnic bench out back. 
“That’s the whole idea of be-
ing where we are,” said Aguilar, 
noting how popular the paved 
trail has become. The shop’s 
bike rentals allow people to test 
their rusty skills on the trails. 
“Some adults never learned how 
to ride, so we try to help them 
out a little bit,” without training 
wheels.
 J.T. works with every 
level of biker from leisure riders 
and mountain bikers to experi-
enced racers who might purchase 
a Cannondale or the truly high-
end Eddie Merckx at $12,000.  
“Having bike trails means we’re 
able to ride all through winter 
safely. It really has changed a 

lot. The 
Brow n s -
ville Po-
lice De-
partment 
has been 
very help-
ful,” Hall 
said.  Bike 
Texas re-
c e n t l y 
n a m e d 
Brow n s -
ville the ‘Bi-
cycle Capital of the Rio Grande 
Valley,’ and former city cycling 
coordinator Fernando  Marti-
nez, who was instrumental in 
elevating Brownsville cycling 
to a well-supported health/fit-
ness venture, received the Ad-
vocate of the Year award.  
 Hall finished up mainte-
nance on three UTRGV Police 
bicycles (tune-ups of brakes 
and gears, replacing worn 
tires) while talking about the 
increase of city bike trails and 
riders. On Wednesday eve-
nings, for example, 40-60 cy-
clists show up for a ride.  Last 
year’s Pedal to Padre, which 
J.T. organizes, drew 1,300 rid-
ers.
 Wally Alaniz of Wally’s 
Bike Shop has been hit by 
cars twice while biking McAl-
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Bicycle World owner Henry Roberts demonstrates the on-bike form used to 
fit bikes to buyers.  (VBR)

Joe Aguilar finds it easy to hop on his bike and onto the bike trail out the 
back door of J.T. Cycling.  (VBR)



Women’s cycling gear and accessories now account for 30% of Bicycle World’s inventory.  (VBR)

said. He has seen the cycling commu-
nity growing in McAllen and pointed 
out that several physicians ride their 
bikes to work. 
 Team McAllen, a local cy-
cling group, has been around for al-
most 40 years.  Members participate 
in Monday evening group rides that 
Wally’s hosts for fast riders. In April 
the shop is sponsoring a triathlon in 
La Joya.  
 At Curtis for Service, a one-
man operation run by Curtis What-
ley in Mission,  maintenance, repair 
and restoration are on the menu. “I 
am more interested in getting people 
on their bikes than selling bikes. 
Maintenance is to keep your bike 
running, repair is for when you don’t 
do maintenance, and restoration for 
when the first two options have been 
ignored for too long.  Frequently the 
restoration costs more than the final 
value of the bike, but the sentimental 
value is priceless.”
 Bike Masters in Mission 
and McAllen and Sandoval’s in Al-
amo are among the businesses bring-
ing bicycling back and advocating for 
safe cycling.

For more information, see jtcycling.com, wallys-
bikeshop.com, bicycleworldrgv.com, thebikemas-
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Terry Hall works on a UTRGV Police bicycle at J.T. Cycling.  (VBR)

Protect your
Seller Financing

956-230-1604
loanoriginatorservices.com

NMLS# 1124469
Gayle Campbell
RMLO# 266643

1407 N. Stuart Place Rd. Suite E
Harlingen, TX 78552

ters.com or call 519-3190 for Curtis for Service. 



8   Valley Business Report     April 2016

At the Grindstone with Co-Workers
By Eileen Mattei
 Daniel Rivera ran his wedding photog-
raphy business from his kitchen table while he 
taught high school physics. Because it seemed 
unprofessional to meet clients in his kitchen or 
at Starbucks, he researched what other small 
business owners did.  “I knew I didn’t want to 
go to Starbucks and work there. And I did not 
want to get an executive office and sit in a room 
by myself. Sometimes you just want to bounce 
ideas off someone else or get an opinion.”
 When a friend in Dallas suggested co-
working space, Rivera, a former civil engineer, 
was intrigued and began attending conferenc-
es in Berkeley, San Antonio and Kansas City, 
making connections and analyzing the different 
models to determine what would work best in 
the Valley. 
  “The number of coworking spaces has 
doubled every year for last three years,” Rivera 
said.  He added to that number by opening 
Grindstone Coworking in Edinburg last No-
vember for mobile workers and business start-
ups.  Yet coworking is much more than a desk 
with a good Wi-Fi connection. 
 “First, it gives you a professional place 
to work.  Second, the community aspect of it 
all is like a breath of fresh air and a validation.  
The space, the atmosphere, are the intangibles 
you need when you are trying to get into the 
zone, the mindset of work,” Rivera said.  That’s 
sometimes hard to do working from home with 
distractions of kids running through the house 
or your bed and refrigerator only a few steps 

away. 
    Rivera 
extens ive ly 
renovated a 
former insur-
ance agency 
office, turn-
ing the 4,000 
square feet 
into com-
mon work ar-
eas, four pri-
vate offices, 
two confer-
ence rooms, 
a business 
center with 
a printer/
scanner and 
a large train-
i n g / m u l t i -
f u n c t i o n 
room.  Large 
t e l e p h o n e 
booths for 
privacy and Skyping and a central snack area cater to 
those needing both confidentiality and companion-
ship.
 The snack area has MoonBeans coffee on 
tap. Rivera researched the MoonBeans coffee shop, 
saw it promotes small businesses and now features 
the Grindstone logo on MoonBeans’ java jackets. “It 
all starts with a conversation. Then everything started 
rolling.  It’s a good way to reach the market base that 

is work-
ing out 
of a 
c o f f e e 
s h o p . ”  
M o o n -
B e a n s ’ 
n e w 
f o o d 
t r u c k 
will op-
e r a t e 
from the 
front of 
G r i n d -
s t o n e 
s e v e r a l 
days a 
week. 
  “The 
b u i l d -
ing feels 
a l i v e 
w i t h 

community, and it’s growing.  I feel like we’re 
ahead of schedule,” Rivera said. Grindstone 
signed up 34 members in the first three months. 
Memberships range from $49 to $149 per 
month for six-month contracts to work in the 
art-filled building.   
 “One member is a McAllen attorney. 
He said it makes sense to have a coworking space 
here next to the courthouse,” Rivera said.  “The 
newest member is a freelance writer from New 
York who saw us on Facebook.” Others include a 
Corpus Christi-based food distributor who had 
used a co-working space in Austin, a local CPA 
needing a part-time space away from the main 
office, and an Atlanta transplant.  “It’s easier 
when they know what coworking is.” 
 Rivera said members are a mix of mo-
bile/remote workers, small business owners both 
start-ups and established, and those working as 
part of team. The private office tenants include 
Jinks Realty, Morin Business Service/Hord Pho-
tography and RGV Vision.
 Grindstone hosts potluck Salad Mon-
days and birthday celebrations. Members stay 
connected via Facebook and a Slack group, 
which is an internal network (the anti-email, 
Rivera said) fostering community spirit … and 
providing people to bounce ideas off.
 Grindstone’s founder, who no longer 
does wedding photography, is a board member 
of the Women’s Business Center.  

For more information, see thegrindstone.co. Members can Skype and make phone calls in the privacy of two phone booths.  (Courtesy)

Grindstone Coworking offers members both small and large conference rooms.  (Courtesy)
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For Better or Worse
By Rosemary Couture
 When you marry, the wisdom is you 
marry the family, for better or worse.  The 
same applies when hiring an individual; you 
hire the attributes of their generation. 
 When seeking new employees, busi-
ness owners have to consider more than the 
skills and experience each brings to the po-
sition.  The broad generational grouping 
(Boomer, Gen X or Millennial) an applicant 
belongs to is identified with specific charac-
teristics. Those traits, of course, do not apply 
to every individual within a generation.  Nev-
ertheless, employers should be aware of the 
difference in work attitudes associated with 
hirees of different ages. 
 Baby boomers are seen as productive, 
job-focused and willing to mentor. They are 
not always comfortable collaborating and us-
ing new technology, although they have been 
using computers for at least 20 years.  Many 
get annoyed at having to learn yet another 
new procedure, software or task, but they 
are certainly capable of substantial learning.  
Their life experiences mean they are more 
than capable of completing tasks or projects 
without supervision. Reliability is the word 
that best defines the 1946-1963 generation.
 Gen X members are now in their 
peak productive years, having excelled at team 
and relationship building.  Their problem solv-
ing skills are highly developed. They are young 
enough (under 50) to adapt to changes, but 
more insistent on work-life balance than Boom-
ers. Gen Xers are moving into executive posi-
tions, displacing or replacing Boomers. Deci-
sion making improves as the brain matures and 
stabilizes, becoming more capable of dealing 
with complex factors   Unleash Gen Xers on 
complicated problems, sales and management.
 Millennials, who have always had 
computers in their lives, top the charts in tech-
savviness.  They follow opportunities and are 
highly adaptable, which means loyalty does not 
register with them. Their enthusiastic attitude 
carries their work along, but the generation is a 
tad self-obsessed (and nicknamed Gen Y/whine 
for a reason.)  They require constant valida-
tion: “What a tough situation you are dealing 
with.” They expect frequent comments on their 
strengths: “You are a great employee for being so 
concerned about this.”  And empathy is essen-
tial:  “It sounds like you feel challenged by this 
project.”   On the other hand, millennials are 
entrepreneurial and maturing into the strengths 
that come with experience and mentoring.  
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Weighing In
By Eileen Mattei
 “For me, reliability is extremely impor-
tant.  My personality is geared towards resolving 
chaos, yet I live in it every day:  things are going 
to break,” said Aaron Voreis, owner of Weigh 
& Test Solutions. “I work in a niche business. 
If it weren’t for customers having problems, we 
would not have jobs. What I do is fix some-
body’s problem.”
 After running the industrial scale com-
pany for two years, in 2013 Voreis purchased 
the business from his father Bob who had start-
ed the business in 1986.  It is the south Texas 
and northern Mexico distributor for Mettler 
Toledo, the largest manufacturer of industrial 
scales.  WTS sells, installs and repairs special-
ized scales at citrus and vegetable packing sheds, 
at truck inspection stations and scrap metal 
yards, and at refineries and logistics companies. 
 “Everything we consume has been 
weighed an average of seven times. Weights 
and measures are so integral that we don’t even 
notice,” Voreis explained.  Weighing starts with 
the collection of raw materials and their delivery 
to the manufacturer who weighs them multiple 
times and continues through distribution to the 
final sale.  Even machines that meter items such 
as petroleum are checked against a scale.  Veg-
etables, pharmaceuticals, juices, recyclables and 
packages all get weighed on WTS equipment.
 Voreis was a diesel mechanic in the mil-
itary and then worked on heavy equipment and 
with cranes in construction before returning to 
work with his father.  He described himself as 

methodical.  “I like to recre-
ate what the engineer origi-
nally intended and improve 
on it.”  He recalled his 
teenaged friends fixing up 
hot rods.  He, in contrast, 
concentrated on putting 
everything back together 
in order.  “Nothing is more 
fulfilling than finishing 
something.” 
 Voreis said as a 
child he was influenced by 
Ronald Reagan’s comment 
about not being the smart-
est man in the world, but 
knowing someone who is. 
“That’s what I operate off 
of. I don’t want to be the 
smartest,” but to know how 
to reach the smartest, the 
best, person, in any situa-
tion.      
 Voreis is insistent 
on doing it right the first 
time.  “Nothing is more 
irritating than going back.  
No one likes to work with 
me, because I just can’t 
leave unless I know no one 
will have complaints when 
they come in in the morning.” For a new installed 
scale, Voreis spent two weeks tracking down a glitch, 
which turned out to be a factory-installed program-

ming error. “I don’t care how it got broke:  let’s 
fix it. Humans are going to make mistakes. The 
preventable ones bother me the most.”
 “My goal is make a good living doing 
what we do,” said Voreis, but he turned down 
a half-million dollar project, because “it would 
have been a bad application for the customer.  I 
thought about it for a week and had to recom-
mend something else for them. My mindset is 
so aligned with solving the problem, finding the 
best solution.  When I write quotes, it’s basically 
a map.”
 Voreis creates order from the chaos ar-
riving at his Los Fresnos desk, where antique 
brass postal weights are probably the only frivol-
ity.  WTS projects have included truck scales for 
TxDOT at the Pharr-Reynosa Bridge inspection 
station.  That six-month project had weigh-in- 
motion scales with the sensors set in the road to 
weigh truck traveling at 30 mph. WTS installed 
the scales at Maverick Terminals at the Port of 
Brownsville, and they completed the only rail-
in-motion scale in deep south Texas.  That scale 
is twelve–and-a-half-feet long and capable of 
weighing any commodity coming out of the 
port. 
 “We’ve got this down to such a science. 

Aaron Voreis runs the busy industrial scale company that his father started.  
(VBR)

The foundation for a Weigh & Test truck scale is prepared at an inspection station.  (Courtesy)
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Come meet the team.
We are now in our new home at 8000 North Tenth in McAllen. 

Outside we have four drive-up lanes, a commercial lane and an ATM lane.
We’ll handle your transaction efficiently and get you on your way.

Inside you’ll find an experienced and professional team of bankers 
that can handle any and all of your banking needs. Our loan 

officers are happy to assist with consumer loans as well 
as commercial loans for businesses and developers.

Come experience First Class Service on a First Name Basis 
at our 9th and newest location in McAllen.

 San Benito
1151 W. Highway 77

600 S. Sam Houston Boulevard
956.399.3331

Harlingen 
806 S. 77 Sunshine Strip
 405 N. Stuart Place Road

956.428.4100

Brownsville
470 E. Morrison Road

956.547.5100

Los Fresnos
205 E. Ocean Boulevard

956.233.4100

Raymondville
729 E. Hidalgo Avenue

956.699.4000

South Padre Island
2701 Padre Boulevard 

956.761.8589

McAllen
8000 North 10th Street

956.664.8000

(seated) Gloria Ochoa, Flora Fagan, Valerie Cheever 
(standing) Abner Gudino, Marco Perez, Susie Rios, Michael McCarthy, Luis Cortinas
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We have the highest up 
time of any scale system 
in the world,” Voreis 
said. The robust Met-
tler Toledo truck scales 
with digital load cells 
are self-diagnosing and 
have predictive mainte-
nance, along with a 10-
year guarantee on parts 
and labor.  “I’ve never 
changed a single sen-
sor in over seven years.  
That’s zero failures with 
40 truck scales.  We 
can prove our uptime 
is higher than anybody 
else, beyond a shadow 
of a doubt. Ask any 
customer that owns 
one.  Other than dirt 
that gets under scale.  I 
make maintenance calls 
but no service calls with 
down time.”

For more information, see 
wtsscales.com or call 350-
4588.

The scale component of a motion truck scale is lifted into place.  (Courtesy)



a  conversation  with...
A Consultant
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 Kai Wulff, a serial entrepreneur and 
former global access director for Google, runs 
Plexus Consulting LLC in partnership with the 
accounting firm Burton McCumber & Cor-
tez.  Drawing on his intercontinental business 
experience, Wulff is currently advising commu-
nications companies, restaurants and a location-
based marketing business.  He talked to VBR’s 
editor about assisting a company’s quest to 
move forward with greater efficiency, scope and 
security.
 
Q You have mentioned the four pillars of con-
sulting as elements to examine when looking 
at a business’s success.

A I look at a business holistically, not at just 
one aspect of it, such as finance or the products.  
With the four pillars – product, efficiency, se-
curity and expansion -- I examine the different 
levers you can push to achieve the goal, which is 
having a greater, more efficient and secure com-
pany.  We show people how to benchmark and 
achieve something great. 

Q After years of Six Sigma, Lean and other 
methodologies, aren’t most companies oper-
ating near maximum efficiency?

A   No, new technologies open up new ways and 
places to increase efficiency. At the same time, a 
business incorporates small changes in response 
to customers, the industry and regulators. And 
some equate cost cutting with efficiency.  At a 
certain points, it’s not enough to simply scale up 
what you are doing.  Staff settle into routines, 
and revenue opportunities are missed. This 

leads to the risk of a disruptor threatening 
revenue streams. 
  
Q Does it take a R&D department to 
develop new products?

A  No, it takes looking at what you are do-
ing in a different way.  What can you do 
with the same resources?   If my finance 
department is very good, why not offer its 
services to others?  Is there a sellable service 
you are doing better, more efficiently, than 
others?

Q   How do you help clients determine 
their best path?    

A  I put all kinds of options in front of 
clients and watch carefully to see where 
they light up, why they want to do some-
thing.  If you start with how you can do 
something rather than why you should do 
something, you limit yourself because the brain al-
ways questions   I’m a believer we can always do it.

Q Why does security rank up there with products 
and efficiency?

A  When you get bigger, you create security loop-
holes:  outsiders trying to steal intellectual property, 
employees being careless with customer data.  Yet 
you can structure security in a way that it becomes 
a booster of efficiency, a value-added service, such as 
you providing a secure platform and portal to cus-
tomers. If security is a cost item, you will always be 
behind the curve.
 Look at Google, which has a valet service 

for engineers’ cars.  
It saves time for en-
gineers, yes, and it’s 
a cool thing to have 
someone parking 
your car.  But the 
valets look after the 
cars, which is a secu-
rity measure, too.
 
Q   The expansion of 
a company, not just 
a product set, entails 
a higher level of risk. 
How do you deal 
with that? 

A  You have to be 

willing to take a hit because expanding goes be-
yond replicating what you have done in a differ-
ent location.  It’s not only about resources, but 
about the mindset, about changing the thinking 
in your core company.  The dynamics and man-
agement style have to change with an expansion.
 If you pull key people away to handle an 
expansion, don’t let that move weaken your core. 
Because expansions are risky, your people work-
ing on the expansion need to know upfront that 
you will support them fully and have a plan to 
re-integrate them into the business, if the worse 
scenario plays out.  

Q Years ago, you developed an analogy of a 
business structure, the bus, which others have 
co-opted.  You said ideally a bus has the right 
balance of three different types of contribu-
tors and few of the non-participating ones. 

A  Bus drivers are the leaders of innovation. Pas-
sengers or managers cheer on and engage with 
the driver.  The pushers are the worker bees 
moving the bus down the road, taking direction 
and trusting the driver to get to the destination. 
Unfortunately, most busses have two other cat-
egories.  The bystander doesn’t actively contrib-
ute to progress and works only for the paycheck. 
Draggers are middle managers who oppose any 
changes to their sinecure and impede forward 
motion, even if that is destructive to the com-
pany.  Leaders need to be aware of attempts to 
derail progress and to make sure the  bus’s speed 
does not exceed the ability of the driver.   

Kai Wulff.  (Courtesy)
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Decisions, Decisions
By Alberto V. Espinoza
 From major to minor 
choices, most people make hun-
dreds of decisions every day.  Ac-
cording to Sigmund Freud, indi-
viduals have a finite amount of 
mental energy to make decisions 
over the course of any given day. 
This persistent activity usually 
leads to mental fatigue, dimin-
ishing the quality of our choices 
as the day progresses.
 So what implication 
does this observation have on 
business owners? Andrew Co-
hen, CEO of Brainscape, sug-
gests that reducing trivial, non-
critical decisions in our daily 
lives is important to freeing the 
brain for high-level thinking and 
for a more efficient and effec-
tive use of our decision-making power, factors 
critical to leading successful companies. Some 
also argue that it is just as important to tackle 
complex problems earlier in the day when men-
tal energy is higher as it is to reduce negligible 
choices.  
 A decision made this morning, for ex-
ample, on what to wear or have for breakfast 
would have a different significance and conse-
quence in contrast to a business decision made 
later in the day to enter a new market, launch 
a new product, hire a new manager, or increase 
a marketing budget.  It makes sense, therefore, 
that strategic decisions related to the ultimate 
success of a business employ a distinct and dis-
ciplined, decision-making approach. 
 A solid approach requires a levelhead-
ed discernment by the owner and creates the 
“big picture” framework from which all other 
activity follows, including strategy and prior-
ity setting as well as the delegation of duties. 
Successful business owners follow through by 
leading, inspiring and communicating goals ef-
fectively for the team to accomplish their ob-
jectives. Owners are then free to critically assess 
the “bigger picture” for decisions strategically 
significant to the core business, especially those 
tied to revenue-producing activities.  
 There are some challenges. The practice 
of choosing which decision to make and which 
to delegate may not come easy for some busi-
ness owners with tendencies to micromanage. 
Others who “wear many hats” or run small op-
erations may not have the resources to ascribe 
these decisions to others.  
 So what is the correct approach to 
minimizing decision fatigue and inefficient 

decision-making power? Avoiding a decision is not 
an option! Avoidance would soon lead to mental ex-
haustion. Instead, business owners must first assess 
and select which decisions to make based on their 
strategic significance and delegate those others with 
less significance to capable employees.  For smaller 

companies, owners might con-
sider outsourcing certain tasks, 
such as payroll, accounting, IT 
or marketing, to reputable pro-
fessionals. In addition to reduc-
ing decision fatigue, outsourc-
ing can reduce labor costs and 
allow business owners to focus 
on their strategies and core 
strengths.
  Ultimately, recogniz-
ing and addressing mental fa-
tigue are vital when running a 
business.  Owners must decide 
where and when to focus their 
time and decision-making pow-
er.  Not unlike any other busi-
ness resource, mental energy is 
not endless. It should be utilized 
wisely as decisions for the busi-
ness are planned and made.

Alberto V. Espinoza is a business outreach special-
ist at UTRGV SBDC, where he provides business 
advisement and training. For assistance on moving 
your company forward, call SBCD at 665-7535.
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Taking Care of Loved Ones
By Nydia O. Tapia – Gonzales 
 Taking care of an elder family member 
is known to be far beyond an easy task. Accord-
ing to the Center for Disease Control, 25% of 
U.S. adults are currently providing care or as-
sistance to a person with a long-term illness or 
disability. JoAnn Folsom became part of these 
statistics when she became her mother’s infor-
mal caregiver in 2000. 
 Folsom soon realized the choices were 
limited for middle-class families who have to 
pay out-of-pocket for formal caregiving services. 
Like most people, Folsom sought recommenda-
tions for a sitter through friends and neighbors, 
but it was not easy.  Deciding who to trust while 
dealing with the guilt of not being able to pro-
vide the service herself and the sadness of watch-
ing her mother age sparked an idea rooted in 
preventing others from experiencing the same 
despair. She founded Companion Sitter Service 
working out of her home. “I felt as qualified as 
anybody to start this business. I started small 
with people I knew and some I recruited from 
local hospitals and nursing homes,” said Fol-
som, who has a degree in education.  
 Sixteen year later, the business employs 
about 35 caregivers, most of them certified 
nurse assistants, both male and female. Folsom 
recently moved her home-based business into a 
downtown Harlingen office. Folsom manages 
all aspects of the business herself from recruiting 
staff and matching the staff with families need-
ing caregiving services to handling documenta-
tion. Her husband Wesley (Skipper) Folsom as-
sists with tax reporting.   
 Folsom is passionate about providing 
high-quality services 
that are affordable 
to her clients. She is 
adamant about being 
accessible to answer 
questions and listen 
to concerns from 
family members. “Be-
ing always available is 
of utmost importance 
to me. I want to be 
there for my clients.  
It is hard to uproot 
someone from their 
home of 60 or more 
years.  I want to help 
them keep their loved ones home as long and 
as comfortably as possible. Families across the 
country depend on us to take care of their fami-
lies,” she said. 
 One of the most important aspects of 
the business is trust. “You have to earn trust. It 

does not come automatically,” she said.  Paying at-
tention to the needs of each client is imperative for 
a satisfactory outcome. Folsom knows her employ-
ees well, for they all have different personalities and 
work schedules.  
 “Not everybody has the personality nor the 
experience to deal with hospice patients. It takes a 

special person. Others can 
only work weekends or 
nights. Each employee is dif-
ferent, and client needs vary,” 
said Folsom. One thing that 
keeps her awake at night is 
providing work for all her 
employees. “I know how 
much they need to work. 
Some are single mothers or 
have large families, and for 
others this is a second job.  
I feel responsible for their 
wellbeing.” Folsom wants to 
keep her business small and 

personal even though the industry demand is grow-
ing. 
 AARP reports that the lifetime probabil-
ity of becoming disabled in at least two activities of 
daily living or of being cognitively impaired is 68% 
for people age 65 and older.  The number of people 
65 years old and older is expected to double between 

2000 and 2030. In 2030, when all Baby Boom-
ers will be at least 65 years old, the population 
of adults in this age group is projected to be 71 
million people.
 Many elders are not ready to relinquish 
their independence.  A transition to assisted liv-
ing is not always smooth, since accepting the 
need to be taken care of is not easy for most 
folks. In contrast, agreeing to having a compan-
ion to go shopping or to a restaurant is a more 
welcome option. Clients reach out to Folsom for 
guidance. In many ways, she is a pioneer in the 
business that caters to private-pay and long-term 
care insurance clients, an area where demand is 
increasing. 
 The Valley fares well when it comes to 
high-quality health care services at affordable 
rates.  Yet it is a competitive field, according to 
Folsom who seldom advertises her business. She 
relies on word-of-mouth referrals. 
 Folsom has considered hiring office staff 
to manage the growth, but in reality she is a 
true believer in the personal experience. “If I am 
faced with this decision, I will probably just sell 
out the business and retire. But what would I do 
then?”

For information, call contact JoAnn Folsom at 
893-0991.

JoAnn Folsom started Companion Sitter Services after searching for a caregiver for her mother. (VBR)

“I want to help them keep 
their loved ones home as 
long and  as comfortably as 
possible.  Families across 
the country depend on us to 
take care of their families.” 

--JoAnn Folsom
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Not Grandma’s Sewing Machine
By Eileen Mattei
 Picture a room of computerized ma-
chinery.  Add thousands of spools of thread in 
all colors. Complete the image with the broth-
ers Cabrera, Leo and Eduardo, who run the 
Singer Brother Sewing Center.
 The store does not sell your grand-
mother’s sewing machine, that’s for sure. New 
machines from Brother and Singer feature laser 
guidance lights, design software that provides 
near-limitless capabilities and built-in cameras. 
“It’s all about programming now,” Leo Cabrera 
said. “The machine puts out a beautiful array of 
embroidered colors and patterns, but can also 
function as a simple sewing machine.”
 Leo Cabrera and his father Lupe 
opened their Singer dealership in their cur-
rent North Tenth Street location in McAllen in 
1984.  Sewing factories soon dominated their 
business as the Cabreras responded to calls to 
troubleshoot and repair the industrial sewing 
machines and to teach operators the proper use 
of the new machines. 
 Instruction in machine use remains a 
key part of the business, Cabrera said, but now 
it resembles learning a new computer system. 
“People may have been sewing for years, but 
they have to relearn because of the new prod-
uct features.  For us, it’s not just about selling a 
machine; it’s teaching them how to use it. That’s 
what has set us apart all these years, our empha-
sis on training and product knowledge.  It all 
goes hand in hand.”  The store has an instruc-
tor who provides sewing lessons year round for 
beginners and those seeking advanced skills and 
techniques.   Brother machines lead the market 

share, because 
of their tech-
nology and af-
fordability, he 
added.
 T h e 
Cabreras carry 
embroidering 
machines as 
well as elec-
tronic quilt-
ing frames 
that attach 
to standard 
Brother sew-
ing machines.  
Both open up 
new horizons 
for home and 
retail opportu-
nities. In fact, 
the diversity of 
machines and their ease of use has prompted some 
Cabrera customers to open their own  businesses.  
  “Our main satisfaction in owning a business 
is being able to help launch other businesses from 
scratch by offering these products,” Cabrera said.  
Offspring they are proud of include alteration shops 
that have been established inside dry cleaners, home-
based and retail embroidery businesses, alteration 
departments for bridal and tailor shops (new profit 
centers for existing businesses) and home-based 
quilting enterprises.    
  Cabrera said he has witnessed and abetted 
a resurgence in quilting.  “We love drawing interest 
to an almost forgotten art.  A lot of people think 

that quilting’s days are 
over.  I see it as stronger 
than ever.”  The Singer 
Brother Sewing Center 
had a popular booth at 
the annual RGV Quilt 
Show, which was held 
at the SPI Conven-
tion Center in Febru-
ary.   Women lined up 
to test-drive the quilt-
ing frame and various 
embroidery machines. 
“Our main objective is 
to show the attendees 
what these machine can 
do and how much fun 
is it to work with them.  
People there always 
want to see what’s new 
in sewing, quilting and 
embroidery.”  After the 

show, the shop saw a surge of first-time visitors 
who had found out about them at the show.  
 “The bottom line is we want people to 
be more creative, to let their  minds express their 
creativity in their works of art. I get awed by all 
those quilts I see every year that are marvelous 
works of art. It gets you thinking of how much 
work went into creating these quilts, but that’s 
less than it used to take when all done by hand.”  
The shop also offers in-house embroidering of 
items like bedspreads and jackets.
 The Cabreras’ services are not limited 
to the new machines they sell and repair. Their 
large parts inventory enables them to work on 
prior generations of machines along with old 
treadle and hand-cranked models. They sell an-
tique sewing machines as nostalgia and decor 
items. 
 A small segment of the business is de-
voted to repairs on industrial sewing machines 
at upholsterers, boot makers, shoe repair shops, 
orthopedic offices making prosthetics as well as 
small manufacturers such as one that makes dog 
beds. They even do house calls for home sewing 
machines that are not portable.
 “We would like to expand our business 
and have a quilters’ section, but we need bigger 
space where we can have classes with machines 
set aside for quilters,” Cabrera said. “That would 
get them excited about buying new machines 
when they make the comparison to what they 
have at home.” 
 After 34 years, they have stitched to-
gether the elements that keep customers return-
ing and referring their friends.

For more information, call 686-6658.   

A Singer Brother Sewing Center customer tries out an embroidery machine. (VBR)

Leo Cabrera demonstrates the Brother quilting frame.  (VBR)
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After we identified customer service as one of the 
company’s critical challenges, we had looked at how 
other industries addressed that issue. We decided 
the car dealership service rep (not the car sales side) 
would be our model. We would have someone serve 
as an intermediary between the service techs and the 
customers. Customers didn’t always understand the 
work that was done, why it had to be done, why it 
took so long, why it cost so much and what might 
be needed in the future. The service technicians 
were often not good at explaining, didn’t want to 
interact with customers and resented losing hands-
on work time. 
 David needed someone who could address 
those issues for customers so well that the customers 
would return. The customer service rep would do 
follow-up calls to check customer satisfaction. They 
could even deliver parts to the work site when need-
ed, because it really ticked off customers when the 
service techs had to leave for several hours because 
they didn’t have the right parts with them. The ser-
vice rep could also upsell customers with extended 
service plans and scheduled maintenance programs. 
They could work on referrals from existing custom-
ers. 
 We talked with the staff, working up sce-
narios they had faced with customers, in order to 
come up with a clear job description. David hired 
someone, and we spent time training him on the 
job, making sure he had a good understanding of it. 
It took a while for the staff to get used to the new 
routine. There were some missteps, some confu-
sion, and some dropped assignments in the first two 
weeks. We regrouped, assessed, clarified and contin-
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Looking Outside Your Toolbox - 2
By Arnoldo Mata
 Last month, I 
wrote about helping a 
small service firm de-
velop a strategic plan to 
push their growth be-
yond the plateau they 
were stuck on.  The stra-
tegic planning process 
yielded small improve-
ments but not enough 
to make a major impact 
on the business. 
 Like most other 
business owners, Da-
vid thought all he had 
to do was work harder 
and longer. His natu-
ral instinct pushed him 
to do more marketing 
and advertising. But he 
would have to spread a 
wide and expensive net 
to reach his market. 
 Fortunately, we found an idea that 
could help kick-start his company’s growth. 

ued with the plan. Da-
vid had his doubts, but 
he remained committed 
to the plan.
  Then things 
smoothed out. The cus-
tomer service rep took 
greater control of the 
position. Some num-
bers started to move up. 
Service calls seemed to 
go more smoothly and 
the number of complet-
ed calls-per-day rose. 
Accounts receivables 
had a slightly faster 
turnover. The number 
of service plans sold and 
scheduled service visits 
increased. The referral 
incentives plan took a 
while to produce re-
sults, but it did start to 
work.

 The service techs had to meet weekly, 
provide feedback and discuss critical work issues. 
They were not used to doing that and seemed to 
resent it at first. Once it was clear that this was a 
permanent part of the work week, they adapted 
to the new requirements. David added some in-
centives to get the entire staff on board.
 David had sunk money into the plan, 
mostly for the service rep and some other im-
provements, plus lots of extra hours. There were 
times when he was tempted to drop everything 
and go back to the way he had been doing 
things. 
 After three months, David started see-
ing the numbers change in his favor. By the end 
of six months, it was clear that the company had 
started to grow again, and by the ninth month, 
he was finally able to see that it was a financial 
success as well.
 What David did was innovative for his 
small sector of an industry, but not ground-
shaking innovative. It is not unusual for an en-
tire industry to have a fixed mindset about some 
things, a version of “we’ve always done things 
this way.” For some people, the boldest thing 
they can do is look beyond their own toolbox. 

Arnoldo Mata heads Leadership Resource Group, 
specializing in leadership and management train-
ing, grant writing, and strategic planning, with 
more than 25 years working with non-profit orga-
nizations, community organizations, local govern-
ments and private businesses. He can be contacted 
at arnoldo.mata@hotmail.com.
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Eight Traits of Great Bosses

By Rosemary Couture
  Do you see yourself as a great boss?  It 
helps if you have had some outstanding bosses 
along the way.  Most likely those men and wom-
en had a lot in common.  You have probably 
made some of their methods your own, out of 
respect and admiration for your role models.
 Check yourself against these eight traits 
that often characterize bosses whom people en-
joy working for and learning from. 
 
Knowledge
 Great bosses know what they are talk-
ing about.  Without being an expert in all the 
details involved in their subordinates’ jobs, a 
great boss understands clearly what is required 
-- what they are asking for -- when saying “make 
it happen.”   

Respect
 They respect your time.  When they 
schedule meetings, the sessions are short and to 
the point. Requested reports serve a purpose, 
moving things forward, rather than just being 
checked off as turned in and duly filed. Know-
ing your time is not infinite, great bosses make 
decisions and set priorities, so people under-
stand where their time should be spent.

Communication
 Great bosses keep their team informed 
and thereby earn respect. When I worked in 
Mexico, I observed business owners and man-
agers persistently fixated on withholding all 
types of information -- skills, decisions, coming 
changes -- from employees.  That attitude is less 
blatant north of the border, but some businesses 
still do not realize the value of open communi-
cation -- better morale, increased support, new 
ideas and feedback.

Praise
 Great bosses gladly acknowledge good 
work and with praise let people know they are 
doing well. Giving credit does not lessen a lead-
er’s standing.  Instead, the boss provides a model 
that encourages others to laud co-workers’ per-

formances, ideas and efforts. 

Worthy Goals
 A great boss is a leader who sets a goal worth 
achieving, inspiring others to find strengths within 
themselves, to step up to challenges, to behave ethi-
cally.  These bosses aim to know and tap into each 
person’s talents so everyone contributes and adds 
value to the whole. 

Good People
 A good leader chooses good people, gives 
them challenges and celebrates their growth.  They 
delight in the achievements of staff who succeed and 
go on to become great bosses themselves. 

Humor
 Great bosses laugh at themselves and 
with their teams. They take the job seriously, but 
have a sense of humor.
 
Understanding
 The best bosses understand that people 
have lives outside of work and those outside in-
terests and relationships play an important part 
in making them the valuable employees they are.  
 Overall, great bosses operate with the 
understanding that people – employees -- like 
taking on challenges, being recognized for what 
they have achieved and being treated like intel-
ligent individuals. 
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Tourism IS  Economic Development
By Nydia O. Tapia – Gonzales
 Today, according to the United Na-
tions World Tourism Organization, the business 
volume of tourism equals or even surpasses that 
of oil exports, food products or automobiles. 
Tourism has become one of the major players 
in international commerce and represents at the 
same time one of the main income sources for 
many developing countries. This growth goes 
hand in hand with an increasing diversifica-
tion and competition among destinations. This 
global spread of tourism in industrialized and 
developed states has produced economic and 
employment benefits in many related sectors -- 
from construction to agriculture and telecom-
munications.
 The Office of the Governor on Eco-
nomic Development and Tourism reports that 
in Texas, preliminary estimates show that direct 
travel spending reached $70.5 billion in 2014, 
an increase of 4.5% over the previous year, and 
the fifth consecutive year of growth. More than 
half of direct travel spending at Texas destina-
tions comes from out-of-state domestic and 
international markets. Travel spending in Texas 
directly supported 630,000 jobs and an addi-
tional 474,000 jobs indirectly across many in-
dustry sectors. Some examples include leisure 
and hospitality, transportation, retail trade, ser-
vices, finance, real estate, construction, insur-
ance and others. 
 “Tourism is a mighty economic force 
in the Rio Grande Valley,” said McAllen Con-
vention & Visitors Bureau Director Nancy 
Millar.  No one disputes the fact that Mexican 
nationals, Winter Texans, nature tourists, con-
vention attendees, sports events attendees and 
others come into the region by the millions, use 
our transportation, stay at our 
hotels, eat in our restaurants, 
shop and therefore enormous-
ly benefit the economy of the 
Valley. “Furthermore the val-
ue of visitors goes much deep-
er. Indirect economic impact 
is also important, for ancil-
lary businesses benefit from 
tourism as well. Farmers sell 
produce to restaurants, lawn 
care and advertising compa-
nies. Hotels need linen supply 
companies, office equipment 
and printing services. Retail 
stores need accountants, dé-
cor and cleaning services and 
so on. Because of tourism, ev-
ery single household benefits 
to the tune of $900 annually, 

which is the average amount 
of property tax increases Tex-
ans would have to pay in order 
to continue enjoying basic city 
services.” 
 In the mid-Valley, ho-
telier Spencer Bell, owner of 
Weslaco’s Holiday Inn Express 
& Suites, has witnessed nature 
tourism grow as more people 
outside South Texas and out-
side the state learn about the 
natural assets of our area. “In 
Weslaco, we have three superb 
parks: Estero Llano Grande 
State Park and World Birding 
Center, Valley Nature Center 
and Frontera Audubon. It is 
not uncommon to see inter-
national travelers in the Rio 
Grande Valley as a result of 
nature tourism.”
  “Although Mexico 
travel is not like in the heyday 
before 2007-08, many people still visit our area and 
include a trip to Mexico in their plans. Medical tour-
ism plays a large role as the cost of dental work in 
Mexico remains much more affordable than services 
performed on the U.S. side,” Bell said.  “As a hotel 
property owner, I can say that we see some long-term 
rentals from Winter Texans, but most of them stay in 
RV parks that cater to the Winter Texans.” 
 The Brownsville-Harlingen metropolitan 
area has experienced a steady growth in direct travel 
visitor spending totaling $823.7 million in 2013; a 
6.9% increase from 2011. The Island hotel occupan-
cy tax is 14.5%, of which 6% goes to the state for 
tourism promotion, 8% stays in the city and .5% is 

used for beach nourishment. 
 “Hotel occupancy tax, by law, is only 
allowed to be used for specific purposes. Its pri-
mary and arguably most important use is for the 
marketing and promotion of the destination it-
self,” said Millar. “The competition is always ad-
vertising and promoting, and the Valley needs to 
keep receiving its share of the huge tourism mar-
ket. The stronger the advertising and marketing 
campaigns, the more potential visitors it will 
reach, and the more potent the impact. Tourism 
touches us all. It can also help put a shine on 
a community’s image, increase residents’ quality 
of life and prop up local pride of place. Tour-

ism is valuable. Tourism is 
money.” 
 Tourism professionals 
and stakeholders in the 
Rio Grande Valley agree 
with the UNWTO on the 
impact tourism has on the 
economy, on the natural 
and built environment, 
on the local population 
and on the tourists them-
selves. Because of these 
multiple impacts and the 
numerous stakeholders 
affected by tourism, there 
is a need for a comprehen-
sive approach to tourism 
development, manage-
ment and monitoring. 

Nydia Tapia-Gonzales, director of South Texas Nature Tourism, and Nan-
cy Millar, who heads the CVB at the McAllen Chamber, promoted South 
Texas at a nature festival in Hamburg, Germany.  (Courtesy)
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Legal Business Maturity
By Frank Orozco
 The term “business maturity” identi-
fies the business processes that facilitate greater 
growth and profitability. For growing busi-
nesses, the importance of “maturing” the way in 
which work is handled can become a critical fac-
tor in long-term business success. For example, 
as attorneys we would not be able to maintain 
competitive rates without developing appropri-
ate systems for handling routine matters. The 
time spent “reinventing the wheel” for each new 
matter would lead to inefficiencies and increased 
costs. The same principle applies to almost all 
businesses. No matter what product or service 
you offer, if you do not “mature” your business, 
it is likely that growth and profitability can be 
stunted, if not halted all together. 
 Equally as important, but often under-
appreciated, is the concept of “legal business 
maturity.” Though its meaning varies with the 
context, legal business maturity describes the 
circumstance in which legal arrangements and 
documentation are structured to meet the goals 
of the business owners. Because of the growing 
popularity of online templates, we often find 
that growing businesses lack the most basic doc-
umentation needed to address relevant issues.  
Some have adopted documents wholly incon-
sistent with the owners’ goals.  
 Poorly defined obligations or duties, 
lack of a succession plan if a stakeholder be-
comes incapacitated or deceased, and the ab-
sence of necessary documentation for entity 
actions are common issues with businesses that 
have not “legally matured.” Working with an at-
torney is helpful in such situations due to the 
complex relationship among the owners, the 
businesses’ governing documents and the effects 
of the Texas Business Organizations Code. 
 The biggest issue arising out of com-
panies that have not “legally matured” is the 
inadequacy or absence of proper business docu-
mentation. For example, many owners want to 
be the sole decision maker in regard to contracts 
with third parties. However, as a business grows, 
employees will often have more interaction with 
third party vendors than the business owners. 
It is not uncommon for these vendors to seek 
approval from employees to extend, renew or 
modify agreements. These employees may or 
may not have actual authority to enter into 
agreements. However, under Texas law, without 
the proper documentation (such as restricting 
authority to enter into agreements to specific 
parties in a publicly filed certificate of forma-
tion), the business can become liable for agree-
ments entered into by employees. The necessary 
documentation can be drafted to help limit an 

employee’s apparent authority to enter into such 
contracts and avoid future complications.  
 Another common issue is the absence of a 
proper succession plan.  The lack of proper succes-
sion documents can be difficult for many business 
owners and their heirs to overcome. The death or 
incapacity of a sole owner can stall the making of 
important decisions or entering into necessary con-
tracts. For businesses with multiple owners, properly 
documenting the transition of interests and author-
ity becomes extremely important as the “new” own-
ers begin to deal with the remaining owners. 
 For many businesses, the unplanned entry 
of new owners can lead to dysfunction or dissolution, 
depending on the relationships among the parties. 
However, if an attorney is consulted before the inca-
pacity or death of an owner, a well structured plan 
can be devised to maintain continuity in the business 
while treating “new” owners in an appropriate man-
ner. For example, if a majority owner wants his chil-
dren to receive the economic benefit of his business, 
but knows minority owners will need assurances to 
maintain stability, a well-drafted transfer agreement 
can give the company and/or the remaining owners 
the option to purchase the deceased owner’s interest 
or limit the voting rights of any successors. 
 

 For some businesses, the need for legal 
counsel becomes necessary when transactions 
evolve beyond the business owner’s expertise. 
For example, business owners who have used lo-
cal vendors may find that national vendors em-
ploy more sophisticated agreements that could 
bind the business in unanticipated ways. In 
those situations, legal counsel can help the busi-
ness be prepared for the implications of entering 
or exiting more sophisticated agreements.
 “Legal maturity” occurs on a case-by-
case basis. Every business prioritizes the need to 
reach legal maturity differently, depending on 
the particular owners, sophistication of the op-
erations, and overall expected growth. Nonethe-
less, maturing a business’s legal state of affairs is 
a necessary process for growth. By meeting with 
an attorney, business owners can help maintain 
the integrity of the business’s legal documenta-
tion, plan for future developments and identify 
other issues before they require costly solutions.  

Francisco Orozco is an attorney with the Kantack 
Alcantara Law Office, P.C., a Rio Grande Valley 
law firm.  For more information, see kantackla-
woffice.com.  
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documentation required for various business struc-
tures.
 Currently 51 Texas cities, including Austin, 
Brownsville and Pharr, have committed to the Start 
Up in a Day program.  The SBA’s South Texas Ad-
ministrator Angela Burton said she would be speak-
ing to the directors of all Brownsville city depart-
ments.  “I want to give them the whole picture of 
why it is important to provide customer service to 
people starting a business in Brownsville. We need 
to make it as easy as possible to get a business up 
and running.” She said the Veteran Center will also 
have an SBA counselor aiding startups. 
 While in the Valley, Olivarez met with San 
Benito officials and witnessed the signing of a Stra-
tegic Alliance Memorandum by Mayor Fred Garza 
and SBA District Director Angela Burton. 
 SBA wanted to formalize their intent to 
help San Benito build its small business eco-system, 
Burton said.  The memorandum, in part, recogniz-
es that San Benito had pursued an innovative and 

Start Up in a Day
By Eileen Mattei
 When Yolanda Olivarez, SBA Region 
VI administrator, visited the Rio Grande Valley 
in March, she made stops in Brownsville and 
Pharr to celebrate their Start Up in a Day pro-
grams.  The program is SBA’s response to nu-
merous small businesses that reported a major 
challenge was finding the information about 
permits, registrations and fees required to open 
a business.
  “What we’ve done is go across the 
country and say to cities, ‘Let’s do a partner-
ship.’  Start Up in a Day simplifies things for 
small businesses starting in your hometown,” 
said Olivarez. “The most logical place for busi-
ness resources and documentation is the city.  
It makes sense when an entrepreneur wants to 
start that they get support from the city that will 
benefit from the revenue the business will bring 
in.”
 SBA’s Start Up in a Day encourages cit-
ies to put the information that new businesses 
need to get up and running in one location on 
a municipal website.  That would include facts 
about zoning, fees, permits ranging from health 
and fire safety to goods sold and hours as well as 

uncommon path to assist its small businesses by 
applying for and participating in the USDA re-
volving loan fund program.  Five businesses have 
already benefited from the fund, improving and 
expanding their businesses with almost half of 
the more than $400,000 reportedly already re-
paid. 
 “We want to make sure that the busi-
nesses which received the revolving loans have 
all the resources they need to grow and succeed,” 
Burton said.  “SBA can help them achieve suc-
cess by making sure small businesses have access 
to capital, to entrepreneurial education, to ex-
panded technical assistance and access to gov-
ernment procurement programs.  We want to 
encourage entrepreneurs and help the local busi-
ness ecosystem and the community.”

For more information, contact the SBA office at 
427-8533.

SBA Region VI Administrator Yolanda Olivarez signed agreements in three Valley cities.  (VBR)

SBA Online
 SBA offers 59 online courses ranging from financing and marketing to business management 
and government contracting.  Available on sba.gov, the courses are free, self-paced and take approxi-
mately 30 minutes to complete. Currently SBA has three featured courses.  
 Sales is a guide for the small business owner which covers sales plans and other tools to get 
your product into your customer’s hands.
  Taking your high tech product to market delves into product life cycles of the high tech 
market and the best ways to break into the market. The course presents examples of high-tech product 
pricing, placement and promotion and an introduction to the Product Diffusion Curve. 
 The third course is understanding your customer, which points out tools and resources that 
help you connect with the customer and ultimately increase sales.  
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In the  Spot light

For consideration in one of our featured 
sections, email your photos and captions to 
info@valleybusinessreport.com.

David Guerra, president/CEO of IBC Bank McAllen, talks to 
media representatives at IBC’s media appreciation luncheon 
held at the McAllen Chamber of Commerce.  (VBR)

Irv Downing, associate VP for Economic Development /UTRGV Division for Research, Innova-
tion & Economic Development, listens to Osvaldo Cardoza, owner of Cardoza Fuenral Home, at 
the ScaleUp program launch.  (VBR)

Dora Brown serves as MC at the annual IBC Me-
dia Appreciation Lunch attended by representatives 
of print, broadcast and online publications.  (VBR)
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