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“ … Sales Roundtable is a great place to send my 

sales and marketing team, it’s easily worth the 

price of membership on its own.”

Register at  
IBAW.com

Sales Roundtable
Monday, April 8th, 2024 | Time: 8:00 am - 9:30 am  
Location: Von Breisen Training Center, 20975 Swenson Drive, Suite 400, Waukesha

THE PERSUADERS 
As Sales or Marketing people know, sometimes the hardest part of reaching a possible client is to set yourself - and your 
company - apart from your competition. But in world where clients are being bombarded with advertising, their attention 
spans are short, and the competition is fierce, how do you do that?  

At this Sales Roundtable we’ll share Gorilla Sales & Marketing tips & tactics to help you breakthrough the clutter and 
shorten the sales cycles. Join us! 

*Note: Sales Roundtable is a free event but you must be an IBAW member to attend.



Wisconsin Monthly Business Meeting
Friday, April 19th, 2024 | Time: 7:00 am - 9:00 am  
Location: Wisconsin Club Ballroom, 900 West Wisconsin Ave. Milwaukee 

Advanced registration & payment is required. 
Please, no walk-ins.

Register at IBAW.com

LOCATION	 	 THE WISCONSIN CLUB 	 900 W. WISCONSIN AVE. MILWAUKEE


7:00 AM	 	 CHECK IN, COFFEE & NETWORKING


7:30 AM 	 	 BREAKFAST & PROGRAM


9:00 AM	 	 PROGRAM ENDS

Join us for a special panel discussion with some of southeastern Wisconsin's leading women business owners and 
entrepreneurs. We'll discuss the challenges and opportunities these business leaders face as well as what inspires 
them. 

Our panelists include Christine Specht, CEO of Cousins Subs, Megan Eaton, owner of Fletcher Fire Arms, and 
Jessie Cannizzaro, CEO of Milestone Plumbing. It will be a fun filled morning of business networking, 
information, inspiration and ideas. 

NOTE: This event is expected to sell out. Register early to avoid any disappointments. Walk-ins cannot be 
accommodated.

Register early!

Event is expected to sell out!

http://www.ibaw.com


RSVP link at IBAW.com

President’s Circle
Friday, April 26th, 2024 | Time: 8:30 am - 10:30 am  
Location: Dale Carnegie Training Center, 10909 W. Greenfield Ave, Suite 207, West Allis

Enhancing Your Leadership Competence 
Leading is hard. The transition from an individual contributor to a leader is even harder. The shift in your mindset from 
team member to leader is a transformational one. It requires commitment, trust, and the right communication skills to 
engage your team members and hold them and yourself accountable for results. We will reflect on the behaviors and 
skills needed for our desired transformation into a leader and create a personal Leadership Impact Plan. 

*Note: President’s Circle is a free event, but you must be an IBAW member to attend.



You want your emails to be opened and read, which means you’re going to need an email subject line that compels users 
to do so. If you're like most people, your inbox is probably overflowing with unread emails. 

The average person receives 121 emails per day and sends out 40 of their own, according to a study by The Radicati 
Group. 

With so many messages vying for our attention, it’s no wonder that nearly half of all emails go unopened. The subject line 
is your chance to make a good first impression and convince the reader that your email is worth their time. So, how do you 
get your email noticed? By writing a catchy subject line, of course! 

The first step in writing an effective subject line is to understand your audience. Who are you writing to and what would be 
most likely to catch their attention? Once you know who you’re writing to, it’s time to start brainstorming. 

A great way to come up with ideas is to think about what questions your recipients might have or what problems they 
might be facing. For example, if you’re a real estate agent, your clients might be wondering “What’s the best time of year 
to sell my home?” or “How can I get the most money for my house?” Use these questions as inspiration for your subject 
lines. 

Now that you understand who you’re writing to and what they want to know from you, you’re ready to write a catchy email 
subject line that grabs the reader’s attention. Use these tips to get started: 

Keep it short and sweet: Your subject line should be short, sweet, and to the point. Longer subject lines tend to get cut 
off in inboxes and users are less likely to open an email if they can’t tell what it’s about right away. Aim for 50 characters 
with spaces or less—the shorter, the better. 

Think like a journalist: You only have a few words to make an impression, so make them count. A great way to do this is 
to think like a journalist. A good headline needs to be attention-grabbing, informative, and interesting. It should give the 
reader a taste of what’s to come without giving away too much information. Just like a news headline, your goal is to make 
people want to read more. 

Be specific: Vague subject lines are unappealing and often uninteresting. You want your readers to know exactly what 
they’re going to get when they open your email, so be specific about what you’re offering. For example, “Save 20% on 
Your Next Purchase” is more compelling than “Sale!” 

Use keywords strategically: Just like with any piece of writing, it’s important to use keywords strategically in your email 
subject lines. Keywords are the words and phrases that people use when they’re searching for something online. 

By including relevant keywords in your subject lines, you can boost your chances of showing up in someone’s inbox when 
they’re searching for a topic related to your business. But beware of keyword stuffing— packing too many keywords into 
your subject line will not only turn off potential customers but could also get you marked as spam. 

Article continues  ⬇

The Perfect Hook - How to Reel In Your 
Target Consumer with Your Email Subject 
Line 
Nicole Morton, Director of Operations, Keystone Click

https://www.radicati.com/wp/wp-content/uploads/2018/01/Email_Statistics_Report,_2018-2022_Executive_Summary.pdf
https://www.radicati.com/wp/wp-content/uploads/2018/01/Email_Statistics_Report,_2018-2022_Executive_Summary.pdf


Personalize it: Personalized subject lines are more likely to be opened than generic ones. If you have the name of the 
recipient, use it! A simple “Hi [name],” can go a long way. Or, if you have segmented your list, send emails with relevant 
content directly to those segments—users will appreciate feeling like you understand their needs and interests. 

Make it urgent—but not too urgent: Crafting a sense of urgency in your subject line can be a great way to get users to 
open your email right away. But beware—too much urgency can come across as pushy or desperate. A good rule of 
thumb is to use words like “today only” or “24-hour sale” sparingly and mix them up with other types of subject lines 
frequently so that users don’t become immune to them. 

Another approach is to make your subject line sound urgent like there’s something your recipient needs to know right 
away. For example, “Time-sensitive: new listing in your neighborhood!” or “Important update about your upcoming 
appointment.” 

Use actionable language: When possible, use verbs that inspire action in your subject lines (e.g., “Start saving now,” 
“ Shop our new arrivals,” etc.). This type of language helps initiate the desired behavior from recipients and gets them 
excited about what they will find when they open your email. Just be careful not to make promises you can’t deliver on 
in the body of the email! 

Include your brand name: Brand recognition is a powerful thing, and seeing your company name in the subject line 
can prompt people to open your email, even if they don’t recognize the sender. Including your brand name in the 
subject line can also help to build recognition and trust, both of which are essential for maintaining a successful 
business. 

Of course, you don’t want to overdo it – using your brand name too frequently can come across as spammy. However, 
including it once in a while can be a great way to increase open rates and ensure that your message is seen by your 
target audience. 

Test, test, and test again!: If you’re finding that your open rate is not what you expected, you may need to do some 
investigating. One way to improve your open rates is to A/B test your subject lines. This involves sending out two 
different versions of your email with slightly different subject lines and then tracking which version performs better. By 
carefully analyzing the results of your A/B tests, you can gradually refine your subject lines until you’re getting the best 
possible results and optimize your open rates over time. 

An effective email subject line is key to getting users to open and engage with your emails—after all, if they don’t open 
the email, they can’t take advantage of whatever great offer or content you have inside. By following these tips, you can 
write compelling email subject lines that will help increase both the number of opens and clicks for all of your emails 
moving forward! 

If you want to add email to your marketing plan, reach out to us and let us know how we can help you get started.

https://keystoneclick.com/contact/


We interact with business owners on a daily basis and with many we build multi-year relationships. One of our 
unconditional mantras is that no business owner should ever sell his/her business by talking to only one buyer. 

Regardless of our efforts and how much we beat this drum, we often check in with business owners with whom we have 
had this conversation, and we are surprised when they tell us that, “we are close to selling our business,” or, “we just sold 
our business.” 

As you probe how the business owner picked his/her buyer, we hear things like this: 
“They wore jeans, not a suits and ties” 
“He had a beer with me” 
“I felt so relaxed because he was a regular guy like you and me” 

Don’t pick your buyer because of what they’re wearing or what they’re drinking. 
Look, everybody has a schtick. Maybe it’s the jeans, beer, a normal personality, or having grand plans. The bottom line is, if 
you fall in love with one buyer, chances are high that you are going to get taken advantage of when it comes to the value 
this (jeans wearing, beer swigging, regular) guy is going to pay you for your business. And at the end of the day, it’s the 
value you receive that is important. 

Buyers are very savvy and they know how to make a business owner feel comfortable discussing the purchase of the 
business. They want to make the owner comfortable. So comfortable that they 
don’t run a process involving more buyers. 
If you hire an investment banker, run a process, and involve more buyers, it’s 
going to cost them more money. Why? because you will have the power of 
competition to create value during the sale. 

Buyers that reach out to you are very experienced. They will begin to demand 
terms and conditions from you that, without the leverage of having a process, 
you will feel compelled to accept. 

Not every transaction is combative, but selling your company should be about 
maximizing value and getting the best terms.  Friendly buyers are great, but that 
shouldn’t be a consideration when it comes to a major financial decision.

The Casual Beer Does Not Yield Extra Return 
When You Sell Your Business 
Tammie Miller, Managing Partner, TKO Miller

https://live-tkomiller.pantheonsite.io/blog/who-are-these-people-that-keep-calling-me-about-selling-my-business


Have you ever been in a new relationship and felt caught in a trust vacuum? Maybe it’s a new customer or 
prospect, or perhaps just someone you are trying to form a friendship with. You think, “I wish they would just trust 
me; I have their best interest at heart.” 

I have worked with the same auto mechanic for around 30 years. He is a one-man operation. He doesn’t start work until 
around noon and often works until 10 or 11 at night. His shop is an eclectic mix of vintage pinball machines and old 
automobile parts. He sometimes doesn’t finish the repair the same day I drop off the car, and I have to wait another day. 
Despite these flaws, I keep going back. Why? Because I trust that he will treat me fairly and not sell me more than I need. 
Sometimes, I have to convince him to replace those brakes that still have “about 3,000 miles on them” so that I don’t have 
to come back in a month. 

Trust smooths the road of a relationship. Without it, you are on the rutted road of uncertainty, navigating through 
boulders and deep potholes. Trust allows you to travel with greater speed and much less disruption. Trust is the roadbed 
that enables things to get done! 

With some people, trust is easier than others. You click, are on the same page, and trust is built quickly. But how do we 
build trust with people we don’t immediately mesh with? Or how do we build trust with someone who, for some reason, 
does not trust easily? 

Trust starts with being trustworthy. Here are 8 Characteristics That Build Trust and Exhibit Trustworthiness 

1.  Interest – Develop a genuine interest in others. What is important to them? What are their challenges? What are 
their victories? How can you help them? It is easy to focus inwardly on if they are like you or if you have the same 
hobby or the same background. These things are good to create as surface connections but take the time to be 
interested in whatever is their thing, even if you are not on the same page. Ask a question expressing authentic 
interest in them, and listen, and then ask a follow-up question. 

2. Service – Zig Ziglar said, “You can have everything in life you want if you will just help other people get 
what they want.” This shift from an internal focus to an external one is not easy, but Zig’s principle is still the key 
to paving the road of trust. Take a few minutes to assess your real focus. Are you focused on serving or on 
yourself? The shift to serving others is the paradox that Jesus famously stated when he said, “The greatest among 
you will be your servant.” 

3. Vulnerability – Building trust is hard when you focus on protecting yourself. You can’t serve others if you always 
have the focus on you and make sure you aren’t embarrassed or taken advantage of. When protecting yourself, 
you give off an aura of being closed off and unapproachable. Showing some of your true self and maybe even 
admitting to a struggle or flaw can create a bond when done in the right environment and attitude. 

4. Common Ground – Common ground alone does not create trust but can be a good starting point. It is a great 
way to generate conversation and express interest in them. But be careful not to shift the focus to you. Keep the 
focus on the other person and their experience, and trust will have a place to grow. 

5. Communication Style – Understanding how someone communicates can be a key to connecting with them and 
building trust. Some people build trust through small talk, while others have little tolerance for it. With some, you 
might have to earn any conversation about personal things. Others might need to start there and dive right in! It 
seems simple but recognize that not everyone relates to others in the same way. Adapt to their style! 

6. Question & Listen – This is not intuitive to many of us, but we build trust by asking good questions and listening. 
Questions are a better trust builder than telling someone about yourself and trying to convince them of your 
trustworthiness. A question expressing genuine thought and interest in someone else’s situation can quickly 

The Trust Factor: 8 Ways to Show Your Are 
Trustworthy 
Scott Hirschfeld, CEO, CTaccess 

Article continues  ⬇



convey that you understand and are concerned about them. It is easy to get excited about the conversation 
and talk too much. Remember at least at the beginning to keep a ratio of them talking 70% of the time and you 
only 30% of the time. For salespeople who like to chat, yes, this even applies to sales situations. 

7. Consistency – Nothing better to kill trust than a lack of follow-through. If you say you will do something, make 
sure you do it. If you are that interested and a great listener one day, make sure that you aren’t all wrapped up 
in protecting your interests tomorrow. Consistency reinforces trust. You can be trustworthy sometimes, but is 
that who you are all the time? Make sure you are building the foundation of good habits, grounded values, and 
discipline that make you who you are. For me, this grounding comes only through faith in Jesus Christ, and it is 
still a work in progress! 

8. Belonging – We all want to belong to something or to be part of something that feels like home. If we can 
build belonging in a relationship, it creates trust. Being part of something greater looks different depending 
on the type of relationship. We can be part of a friend group, part of a family, part of a church, part of an 
exclusive group of customers, part of an elite group of people who created a solution, or part of something. 
We all want to truly belong to something, so build trust by letting others know they are important through 
belonging. 

Building trust is such a vital part of creating relationships, and yet, it is never done. As we all know, relationships are 
dynamic. You can’t rely on the trust you built yesterday through a single action. 

You must consistently reinforce the relationship with trustworthiness. Trusting relationships requires work, but it is 
worth it after all; when all the busyness calms, relationships, and people are where we find real value and purpose.



With March being Women’s History Month, it’s a good time to explore the state of women-owned businesses and 
how they fit into the U.S. economy. According to the 2024 Wells Fargo Impact of Women-Owned Business Report, 
women-owned businesses represent 39.1% of all businesses (over 14 million) and employ 12.2 million workers. 
These businesses generate $2.7 trillion in revenue.  

As the infomercials say: but wait, there’s more. These statistics don’t tell the whole story. 

During the period of the pandemic and beyond, the growth of women-owned businesses has been impressive. According 
to statistics from the Wells Fargo report: 

● From 2019 to 2023, women-owned businesses’ growth rate outpaced the rate of men’s by 94.3% for the number of 
firms, 252.8% for employment, and 82.0% for revenue. 

● Nearly half a million women-owned businesses with revenues between $250,000 and $999,999 grew their aggregate 
revenues by about 30%. 

● Between 2019 and 2023, Black/African American women-owned businesses saw average revenues increase 32.7% and 
Hispanic/Latino women-owned businesses 17.1% compared to all women-owned businesses’ 12.1% rise. 

Article continues  ⬇

The State of Women-Owned  
Businesses in 2024

Barbara Weltman, 
SBE Advisory Board Member

https://newsroom.wf.com/English/news-releases/news-release-details/2024/New-Report-Finds-Growth-of-Women-Business-Owners-Outpaces-the-Market/default.aspx#:~:text=According%20to%20the%202024%20Wells,2023%2C%20the%20rate%20of%20growth


Even more impressive is the fact that women-owned businesses are now in all industries. While the businesses that women 
have been in until now have been primarily in 4 areas (1) services (e.g., nail care, pet care), (2) professional, scientific, and 
technical services (e.g., legal, bookkeeping, consulting), (3) administrative, support and waste management, and 
remediation services (e.g., office administration, staffing, security), and (4) healthcare and social assistance (e.g., daycare, 
home care providers, doctors), between 2019 and 2023, the sectors that saw the most significant growth (50%) were in 
finance, insurance firms, real estate, transportation, and the warehouse industry. 

QuickBooks also did a recent study, adding more statistics on women-owned businesses: 

● 57% used credit cards for emergency funding at least once in the last 12 months (1 in 10 did so every month in 2023). 

● 83% said digital tools helped them save time, with 1 in 2 planning to adopt new digital tools for their business within the 
next 3 months. 

●67% used social media to grow their business, with 6 in 10 planning to invest in expanding online sales in 2024. 

Resources for Women Starting or Growing a Business 

There are many resources to help women start or expand a business. Personally, I’ve found in-person networking to be a 
great help in connecting locally. Other resources: 

● 40 small-business grants for women listed by NerdWallet. 

● Women in Business Grants 2024/2025 from USgrants. 

● Women-owned business certification through WBENC for support and development programs and the SBA for federal 
contracting opportunities. 

Final Thought 

Unfortunately, there are still impediments to the growth of women-owned businesses.  

As I noted in previous blog posts, the biggest challenges to women-owned businesses today continue to be access to 
capital, childcare responsibilities, and, yes, a subtle societal prejudice against women entrepreneurs. One quote I love: 
Sheryl Sandberg, former COO of the Meta Platforms, said: “I want every little girl who’s been told she’s bossy to be told 
again that she has leadership skills.” Changing perception, as well as providing access to capital and solving some childcare 
issues, will go a long way in helping to grow women-owned businesses. 

Barbara Weltman is a member of SBE Council’s advisory board, and has been a leading consultant for small businesses of every 
kind for over twenty years. She’s the founder of Big Ideas for Small Business® and has written numerous books on small business 
operations, including J.K. Lasser’s Small Business Taxes, Complete Idiot’s Guide to Starting a Home-Based Business, and The 
Rational Guide to Building Small Business Credit. 

https://quickbooks.intuit.com/r/small-business-data/womens-history-month-report-2024/
https://www.nerdwallet.com/article/small-business/small-business-grants-for-women
https://www.usgrants.org/business/women-in-business
https://www.wbenc.org/certification/
https://www.sba.gov/federal-contracting/contracting-assistance-programs/women-owned-small-business-federal-contract-program
https://bigideasforsmallbusiness.com/


Shake Off Your Mistakes 
Steve Bobowski, Dale Carnegie Training

 Dear Cory: 
  
It's completely normal to feel overwhelmed by a string of mistakes, but it's 
essential to remember that setbacks are part of the journey to success. You 
must understand that no one is perfect.  Everyone has days where it seems like nothing is 
going right.  If you make a mistake, it is important to keep focused.  Keep in mind that it’s 
not what you do before you make the mistake, it’s what you do in response to the mistake 
that will keep you on track. Here are some strategies, along with examples, to help you 
stay focused and resilient. 
  
  
1.    Brush it off – No one is perfect.  Once in awhile everyone makes mistakes, it’s going to 
happen.  Don’t spend time worrying about it, cooperate with the inevitable and focus on 
what you are doing. If you accidentally send an email with a small typo, acknowledge the 
error, send a quick correction, and move on to your next task without dwelling on it. 

2.Don’t fuss about trifles – Forget the small stuff.  If you let go of the smaller mistakes you 
will be more focused and catch the larger ones before they happen. If you spill some coffee on your desk, quickly 
clean it up and refocus on your work rather than letting it disrupt your concentration for the rest of the day. 

  
3. Don’t worry about the past – Shake off your mistakes and move on.  Forget about what happened, no matter how 

silly or embarrassing.  By letting go of the past it will help you focus on your current task. If you made a presentation 
mistake during a meeting, instead of dwelling on it afterward, reflect briefly on what you could improve for next 
time and focus on your upcoming tasks. 

  
4. Profit from your mistakes – So you’ve made a mistake, now figure out why you made the mistake, make a note, and 

move on.  Making even a mental note will help remind you to be more careful next time the situation comes up. If 
you forget to include important details in a report, take note of the omission and create a checklist to ensure you do 
not overlook similar details in the future. 

  
5. Rest before you get tired – Many times silly mistakes are made simply because you are tired.  Make sure that you 

get enough sleep. You will find that when you are refreshed you will make fewer mistakes. If you've been working 
late nights and/or weekends and notice yourself making more mistakes than usual, prioritize getting a full night's 
sleep to recharge. You will likely find that with proper rest, your focus and accuracy improve. 

  
The Action I Want You to Take: Implement these strategies in your daily routine by consciously practicing them whenever 
you encounter mistakes or setbacks. 
  
And the Benefit to You: By adopting these approaches, you will develop a more resilient mindset, enhance your ability to 
learn from mistakes, and maintain focus on your goals despite occasional setbacks. 

Make it a great day! 

Steve Bobowski 
Dale Carnegie Coach 

Dear Carnegie Coach Bobowski: 

Sometimes I feel as though I 
make mistakes that build up on 
me. I start with one mistake, I get 
upset and angry, and then I make 
another, from there it builds.   

Generally, I’m pretty on top of 
things, but sometimes it is just 
like one mistake after another.  
What can I do to stay on track 
and not make these mistakes?  

Cory



Consumer Confidence Torn Between Today 
and Tomorrow 
Ray Keating, Chief Economist, SBE Council

Given that consumption is the endpoint of the economic process, if you will, it obviously pays to 
keep an eye on what consumers are thinking, as well as doing. 

In terms of consumer confidence, the latest read from The Conference Board pointed to overall confidence essentially 
being unchanged in March – with the index moving down slightly from 104.8 in February to 104.7 in March. 

But consumers apparently are torn, with increasing confidence on what’s happening now and less confident about what 
they see six months down the road. 

As reported: 

“The Present Situation Index—based on consumers’ assessment of current business and labor market conditions—
increased to 151.0 (1985=100) in March from 147.6 in February. Meanwhile, the Expectations Index—based on 
consumers’ short-term outlook for income, business, and labor market conditions—fell to 73.8 (1985=100), down from 
76.3 last month.” 

The kicker? “An Expectations Index reading below 80 often signals a forthcoming recession.” As noted in the following 
chart from The Conference Board, consumers have been worried intermittently about a recession for a while now. 

https://www.prnewswire.com/news-releases/us-consumer-confidence-little-changed-in-march-302099617.html


It was explained: “Assessments of the present situation improved in March, primarily driven by more positive views of 
the current employment situation… However, expectations for the next six months slipped to the lowest level since 
October 2023. Consumers’ outlook for future business conditions, labor market conditions, and income expectations all 
deteriorated in March.” 

But – and this a big, hopeful “but” – the perceived likelihood of recession, while still high, has been moving in the right 
direction. Again, see the following chart from The Conference Board. 

Whenever I take a look at measures of confidence or attitudes, it pays to keep in mind that what consumers say and what 
they do sometimes diverge. For example, growth in real personal consumption expenditures in the GDP data have been 
solid in three of the last four quarters. 

In the end, though, whether we’re heading into a recession or not, serious concerns and shortcomings are evident in the 
U.S. economy, as I recently explained, and few policymakers seem to be serious about implementing a true pro-growth, 
pro-entrepreneurship, pro-investment agenda. 

Raymond J. Keating is chief economist for the Small Business & Entrepreneurship Council. 

https://sbecouncil.org/2024/03/25/the-economy-then-and-now-state-of-the-post-pandemic-recovery/


W246S3245	Industrial	Ln	
Waukesha,	WI	53189-7379	
Office:	262-542-7296	
Email:		info@mathisonmfg.com

Collaborative Engineering 
Contract Manufacturing 

& Assembly

Mathisonmfg.com

We’ve moved beyond the role of traditional sheet metal fabrication; working with 
plastics, composites, laminates and other material. Contact Mathison Manufacturing 
for your toughest engineering and manufacturing challenges - a trusted partner for 
engineering product solutions. We have the resources and expertise in SolidWorks 
and Design for Manufacturability (DFM). 

Tired of rising costs, labor difficulties, and supply chain issues? Talk to a trusted and 
experienced partner who will take lead on your projects. Let’s have a conversation.

Specialists in: 
Embedded Technologies • Medical Systems • Aerospace & Aviation • Lighting & Signage • Green Energy  
Food & Beverage • Water Purification • Agriculture • General Manufacturing & Assembly •  Inventory Management

Visit us on the web at:

More Than Metal Fabrication… Much More.

mailto:info@mathisonmfg.com


IBAW / DALE CARNEGIE PRESIDENTS CIRCLE 
A LEADERSHIP PROGRAM FOR CEOs,  
PRESIDENTS, AND BUSINESS OWNERS

As the CEO, President, or Owner you are asked to 
produce more results with fewer resources, meet 
and exceed competition, innovate and motivate.  
This creates very difficult teams and leadership 
challenges.  Leaders must encourage teamwork, 
bottom-up idea generation, alignment, loyalty 
and above all commitment. Rather than direct 
and dictate, leaders must inspire and motivate! 

The Presidents Circle: 
The IBAW and Dale Carnegie Training have 
developed an exclusive Leadership program for 
IBAW members only.  The Presidents Circle 
combines peer group engagement and highly 
targeted executive Dale Carnegie Training among 
peers to help you achieve significant results.  These 
results will be achieved by providing insights, 
peer challenges, and developing leadership skills 
which are aligned with your organization and which 
will help drive agendas. By combining corporate mission, vision and values with our unique methodology employees will begin 
supporting a world they helped create.Ultimately, the only sustainable competitive advantage is the innovation, motivation, and 
creativity of the employees of an organization. Establishing a strong leadership culture provides the environment where innovation 
and creativity can flourish. 

 Program Specifics: 
• Meetings with other IBAW CEOs/Presidents/Business Owners 
• 10 monthly meetings 
• Dale Carnegie Executive Leadership Training workshop each session. 
• Round Table Issues Discussed and Resolved  
• Guided Yearly planning 
• Accountability among peers. 
• Business Results 

     
The President’s Circle will help you achieve results by: 

• Providing training among peers 
• Creating and sustaining change initiatives 
• Ensure continuous improvement and bottom-line impact 
• Align the organization behind a common vision 
• Develop a habit of fact-based decision making at every level. 
• Strengthen and implement strategic planning 
• Create a value based culture to ensure loyalty 
• Build energy and trust up and down the organization to insure customer loyalty. 

  Commitments: 
• Attend meetings 
• No cost for meetings, a benefit of IBAW membership 
• Referrals or 3 enrollments



Sales can be a tough road of ups, downs, potholes and a few bumps.  

But it can also be fast paced, exhilarating and rewarding. 

If you’re in sales, you know there are things only other sales people understand; the thrill of scoring the big account, the 
uncertainty of “let me think about that.”, the frustration of phone calls or emails that don’t get returned. IBAW’s  Sales 
Roundtable is a support and knowledge resource for sales professionals, business owners, marketing and branding experts 
who are charged with driving sales. 

Join us to discuss the strategy, tactics, inspiration, and motivation to increase sales. It’s a FREE benefit of your membership! 

Who should attend:  
• Sales professionals of any level. 
• Business owners 
• Sales Managers 
• Marketing & P.R. Professionals 

IBAW SALES ROUNDTABLE 
2nd Monday of the Month 

8:00 am - 9:30 am 
Free & open to IBAW members only 

Register at IBAW.com



Articles by national speakers

Meeting Recaps

In IBAW meetings and publications in recent years we have introduced you to Wisconsin’s 
new tax incentive - the Wisconsin Manufacturing and Agriculture Credit (referred to as the 
“MAC”).  The MAC came about in 2011 to provide an incentive for Wisconsin 
manufacturers and agricultural companies to remain and grow here, and also perhaps to 
have out-of-state companies move here.  It was scheduled to begin in 2013, and when fully 
phased-in by 2016 it would essentially exempt any Wisconsin manufacturing and 
agricultural income from Wisconsin income tax.  The MAC was championed by 
Representative Dale Kooyenga and Senator Glenn Grothman in the legislature. 

The MAC, however, had some problems for individual taxpayers when it was drafted and this glitch was 
recently identified.  Here is the issue in a nutshell: the MAC would reduce a taxpayer’s Wisconsin individual 
income tax, but then would trigger a Wisconsin minimum tax for nearly the same amount.  Thus, there may be 
little, if any, net savings for the MAC in 2013 (a “MAC Attack?”).  The legislature is trying to remedy this 
situation now so that taxpayers can realize the proper tax savings with the MAC on their 2013 Wisconsin 
individual tax returns. 

Legislative Update:  It seems that all key legislative leaders are now on board to correct this issue.  It was 
approved by the legislature’s Joint Finance Committee last week.  The Senate and Assembly will be in session in 
March and voting on final passage for several bills, one of which is this tax bill with the MAC correction.  It looks 
like the legislative timetable will have the bill passed near the middle of the March, before going to the Governor.  
Thus, a best guess now is that the bill would be enacted into law somewhere in the latter half of March, 2014.   

MAC Attack Options:  For any of our individual taxpayers taking advantage of the MAC, this may present some 
filings logistics.  Here are the possibilities:

1. Best case scenario - in some cases the taxpayer’s share of the MAC for 2013 will be used and not result in a    
Wisconsin Minimum Tax.  A taxpayer in this situation could go ahead and claim the MAC and file their 2013 
Wisconsin individual return.  There would be no need to wait for the legislation to pass.  

2. Next, a taxpayer has generated a MAC for 2013, but it will trigger a Wisconsin Minimum Tax.  The taxpayer in 
this case could wait until the law is changed (and then wait a little for the WDR to update its computer 
processing systems) and then file their Wisconsin tax return and claim the MAC, and not incur the Wisconsin 
Minimum Tax.  This could present a tight timeline for the April 15 deadline, and you may need to file for an 
extension.

3. Similar case as #2, but this taxpayer could file their Wisconsin individual return with the MAC, but also incur 
and pay a Wisconsin Minimum Tax for 2013.  Then, once the corrective law is enacted go back and file an 
amended 2013 Wisconsin tax return to obtain the proper tax benefit of the MAC.  You would not need extend, but 
you would need to amend.

We’ll keep you posted as this legislation moves forward.  

If you have any questions, please contact Jim Brandenburg or Brian Kelley at Sikich, LLP in Brookfield (262)754-9400.  

Legislative Fix Moving Ahead for Wisconsin’s 
New Manufacturing & Agricultural Credit
Jim Brandenburg, CPA, MST - Sikich LLP

Articles submitted by our 
members & sponsors.

Magazine Content Needed - 
Consider Submitting an Article!
The IBAW magazine is in need of content, we rely on our 
members and sponsors to supply us informative articles.  The 
digital magazine is sent out to over 650 contacts statewide and 
the magazine is parked on the web where, on average, it gets 
over 1100 views. 

Consider writing an article on a timely business related topic to 
your particular field of business. This is an outstanding 
opportunity for you and your company to gain exposure and 
increase your brand awareness to a statewide audience. There 
is no cost to submitting an article.

Contact Steve Kohlmann for details.

mailto:steveIBAWOffice@gmail.com?subject=email%20subject


THANK YOU TO OUR SPONSORS. 
Click on their name to visit their website.

Ixonia Bank 
ITU AbsorbTech  
Mathison Manufacturing 
North Shore Bank 
Sikich 
Lauber Business Partners  
von Briesen 
Oak Hill Business Partners 
Boerke Co. 
Rickert Industries 
Insperity 
Merrill Lynch 
Lauber Business Partners 
Saturn Lounge 
The Rauser Agency - Robertson Ryan & Assoc. 
Crux Commercial Partners 
Trans International 
Pro-Active Engineering 
Annex Wealth Management 

Red Elephant Chocolate 
Hypneumat Mfg 
Lemberg Electric 
Wisconsin Lutheran College 
InCheck Solutions 
Beyond Vision 
Gross Automation 
Town Bank 
Ollenburg, LLC 
Signature Bank 
Titus Talent Strategies 
CCB Technology 
Keller Construction 

Sponsors support helps IBAW continue to bring 
insightful programming to small business owners.  

Help keep Wisconsin business strong! 

Ask about becoming a sponsor today! 

Get  Connected.  Get  Insp i red.  Get  In formed.

http://www.redelephantchocolate.com
https://www.wlc.edu
http://www.hypneumat.com
https://www.lembergelectric.com
https://www.wlc.edu
http://inchecksolutions.com
https://www.beyondvision.com
https://grossautomation.com
https://www.townbank.us
https://ollenburgllc.com
https://www.signaturebank.bank
https://www.titustalent.com
https://ccbtechnology.com
https://kellerbuilds.com
https://www.ixoniabank.com
http://www.ituabsorbtech.com
https://www.mathisonmfg.com
https://www.northshorebank.com
http://www.sikich.com
http://www.gklaw.com
https://www.lauber-partners.com
http://www.vonbriesen.com
https://www.associatedbank.com/?gclid=CjwKEAiAhcGjBRDot_fjjtPKrgsSJACNYh769coKuDAb-h2zi0cZ9VwPFoe9ChtUYCQwHU6GjGOVaxoCIF7w_wcB
http://oakhillbp.com
http://www.boerke.com
http://www.hrdclaw.com
https://www.insperity.com
http://fa.ml.com/tcfvgroup
https://www.lauber-partners.com
https://saturnlounge.com
https://therauseragency.com
https://www.cruxcre.com
https://www.ticominc.com
https://www.proactivepcb.com
https://annexwealth.com


Education • Networking • Political Advocacy  

www.ibaw.com / 262-844-0333 / IBAWOffice@gmail.com

As an advocate for small business, the IBAW offers intimate meetings on 
relevant topics such as Leadership, HR, Sales, and 

Political Issues. 

Business Leaders...Leading Business 

 Join us. 

THERE’S ROOM AT THE TABLE

“ I almost always come away from an IBAW meeting with useable material that helps 
me with my business. Many times, a speaker will give me something that applies to 

ITU AbsorbTech. Other times, it is a conversation over breakfast that gives me value.”
  

Jim Leef, President & CEO, ITU AbsorbTech

“Being involved with a business organization like the IBAW is critical for small 
business owners in Wisconsin for growth and to have a voice with government.”

Rich Meeusen, Former CEO, Badger Meter.

http://www.ibaw.com
mailto:IBAWOffice@gmail.com


IBAW  
960 Timber Pass 

Brookfield, WI 53045 

Office: 262-844-0333 
IBAW.com

Membership Application 

Name______________________________________________Company______________________________________________ 

Address____________________________________________City, State, Zip_____________________________________ 

Phone______________________Email Address_________________________________Website________________________

MEMBERSHIP INVESTMENT 
IBAW membership is based on the number of full time employees in your company.

Paying By Check? Please make check payable to IBAW.   Want to pay credit card? If you would like to pay by Visa, 
MasterCard or American Express, you can pay online at IBAW.com or by calling the IBAW office at 262-844-0333.

Number of employee in your company AMOUNT

                                                     1 - 15  Employees ...............$350.00

                                                   16 - 25  Employees …………$500.00

                                                        26 - 49 Employees…………..$600.00

                                                  50 or more Employees...........$750.00

 Add SPECIAL OPTION: Prepay breakfasts meetings.  Get 12 for the price of 10!           $320.00                                                             

Amount Enclosed

MEMBERSHIP BENEFITS apply to your entire team. 

• Monthly Sales Roundtable  - free with membership  
• Monthly 5 Star Breakfast Program   
• C Level Peer to Peer Networking 
• Monthly Digital Statewide Magazine - free with membership 

• Informative workshops  
• Business Behind the Scenes Tour 
• Legislative Updates & Representation from Madison & Washington D.C. 
    ...AND MORE!




