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with tomatoes and
anchovy parsley sauce
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1900 Camden Ave
San Jose, TA 95124

| Preheat the oven to 400°F

M

Place 3 tablespoons clive oil into a saucepan over low heat,
add the onions, and saute for about 3 minutes until tender.
Fold the tomatoes into the onions, add salt, and cook for
about 10 minutes, stirnng occasionally, untl the tomatoes
soften and begin to break down. Set aside.

3. In a food processor, combine the anchovies with
1 tablespoon olive oil, the garlic, basil, thyme, pepper.
and parsley. Pulse to make a loose paste and set aside.

Place half of the tomato-onion mixture in an even layer in
the bottom of a 3-quart baking dish. Add 1 layer of potato
slices, then spread the anchovy mixture over the slices,

add ancther layer of potatoes, and top with the remaining
tomato mixture. Sprinkle the top with 1 tablespoan olive oil,
cover the dish with aluminum foil, and bake for 30 minutes.
Remove from the oven and sprinkle the top with Parmesan
cheese. Bake uncovered for 8 to 10 minutes, just until the
cheese melts. Serve warm,

At the Table of La Forterza
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Essential Terminology for
Business Professionals

Knowing c

stomary business jargon and using it inits proper

context is essential for effective communication with other business
professionals. &Y BONMIE JOFFE

1/ Black swan: Used

to describe a negative,
unforeseen financial event
that can potentially cause
damaging outcomes.

2/ Bootstrapping: &
small-business finandal
approach that reinwests
profits or uses ane’s own
financial resources to
start or grow a company
and avold borrowing from
a bank or an investor.

3/ Business cycle:
Fluctuations in revenue
that businessas experiance
during pericds of growth
or contraction. varying in
beth intensity and time.

4/ Capital expenditure:
The purchasa of additional
fixed assets, including

machinery, buildings,
and land, as well a=
repair and maintenance
of existing assets to
build and retain value.

5/ Capitalization rate:
Generally expressad in
percantages, it's the rate
of rerurn a company
experiences through
generated income from
its real estate holdings,

&/ Depreciation: &
nonmenetary expense
based on the reduction in
the value of assets over
tima, such as machinery
and equipment.

7/ Diversification: As 3
risk-reduction strategy,
a company diversifies its
portfallo by introducing

new products and services
to customers or markets.

8/ Economies of scale:
When an item is purchased
in large quantities,

the price of the item
typically decreases.

9/ Fixed costs: The costs
a business incurs, such

as rent or mortgage
payments, nsurance, and
property taxes, that remain
the same regardless

of production levels.

10/ Kay performance
indicator (KPI): A
guantifiable measurement
of a comparny's overall
success and its long-term
performance.

11/ Operating costs: The
day-to-day expenses
businesses need to aperate,
such as rent, payroll,
insurance, equipment,
inventory, supplies,
maintenance, and repairs.

12/ Profitand loss
statement (PEL) The PRL
MEasUres a company’s
financial performance
during a particular period
through a financial and
cash flow statement

and balance sheet.

13/ Return on investment
{ROI}: A perfarmance-
based rating that evaluates
the profitability of an
investment, calculating the
return compared to the cost
of the initial investment.

14/ Triple bottom line:
Many businesses measure
thair performance based on
a sustainability framewark
as it relates to profit,
people, and the planet,

15/ Variable costs:

Based on a company's
productivity levels, costs
vary—more production
increases costs, and less
production lowers costs. B
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STHE COFOUNDER
AMD CEO OF FUZZY,
Zubin Bhettay leads a
revalutionary solution for pet health.
Fuzzy's convenient digital service
drastically reduces prices for pet
owners while responding to surging

demand for affordable care.

and the consumer response has
bean nothing short of extracordinany.
Between April 2021 and April 2022,
Fuzzy witnessed a 533 percent
increase in telehaalth consults, Last
yiar, Fuzzy acquined pet-supplement
company Dandy, expanded its in-
app services, and initiated strategic

partnerships with various pet retallers.

Bhettay shares the moment that
opened his eyes to a gap in the pet
health industry, his reasoning behind
the business decisions that have
made Fuzzy successiul, and the
power of putting consumer neads at
the farefront of its business maodel.

What is Fuzzy?

At Fuzzy, we're on 2 mission to
make pet care more accessible,
affordable, and equitable by making
veterinarians and their thoughtful
recommendations available
anywhers, anytime. We ara a one-
stop shop for pet wellness with

2447 live chat and telehealth for pet
parents, custom cara plans, and
vet-curated products.

Why was this company founded?

| founded Fuzzy in 2008 after rushing
my dog. Mo, to an emergency clinic
only to learn the issue was treatable

at home. By spending seven hours

in the waiting room and leaving

with a $2.500 veterinary bill, |
witnessed firsthand the financial and
geographical barriers to pet care. At
present, three out of four pats will
not receive the care or medicine they
need due to cost and overwhelmead
veterinary clinics. Fueled by my own

Over the course of the company’s life span,
WE've put pets an their caretakers—both pet
parents and veterinarians—at the center of all

our effonts to reimagine the cang journey.

experience and lack of accessible
veterinary care, | bagan reimagining
the overall pet care journey to
improve access to quality care.

What v
Fuzzy like?

= the early days of

Fuzzy started with a small group of
people wha were incredibly passionate
about solving a problem we all
Identifled with In caring for cur gwn
pets orworking in the veterinany
Indistry. Pet care s broken, and once
we got that in our heads, we heard and
saw it everywhere. Sowe hustled—aue
went to dog parks every morning at
T-00 a.m. tospeak to as many pet
parents as possible. We expermented
with growth tactics dally to acquire
customers and then obsessed over
the guality of the product we were
delivering, Everyone contributed
beyond their role or title at the
company to make solving this problem
areality. | always advise founders to
celebrate every one of the small wins in
the early days; it's easy to overlook the
power of thosa victories,

What is the greatest challenge

you've faced as Fuezy's leader?

Making the hard decision to pivot
fram our ariginal business model and
let go of @ number of very talented

NACTION




pecple who were no longer a
fit for the future business. Qur
initial model was focused an
delivering vetarinary care in-
home. After launching inthe
San Francisco Bay area and
seeing exciting early traction,
we expanded inta Mew York,
Customers absolutely loved
the service, but the cost and
operational complexities of
maving vet teams around
citles were really challenging.
At the beginning of 2020,
our cofounder, Eric Palm,

and | werne evaluating the
company’s performance from
the previous year and the

future outlook of the business.

We realized that the in-home
care model was flawed, and
wewantad to build a business
that could quickly grow to
serve every ane of the ninety-
six million households in the
country with a pet.

We decided to shut down
the in-home care business
and pivot to building tha
virtual veterinary cilnfc with
telehealth and medication
delivery, We made the
incredibly difficult choice to
cut TO percent of our team
and rebuild from scratch.

FUBM RHETTAY
D M D)

How has the company grown since

its founding?

DOver the course of the company's

life span, we'va put pets and their
caretakers—both pet parents and
weterinarians—at the center of all our
efforts to reimagine the care journey.,
We have built our company around
this, finding top professionals in their
raspective fields.

8 7 BUSINESS INACTION

HEADSHOT LIPD CHING, S4N FRANCI SO0 BUSIVESS TIMES

Merging technology and medicine
can be difficult. We've seen this
through the advances in human
health care, Still, we are continuing
to position our company as the clear
answer to how technology and health
care can work together ta benefit
animals in the best way possible.

What was the key to the company's
exponential growth?

We've been fortunate to bulld ina
category that people care deeply
abaut. their pats, and [ucky with
the timing of some key shifts in
the marker namely, telemedicine
adoption as a result of the pandemic.
We've also been bold in our
axperimentation. When we've seen
aarly signs of success, wi havan't
hesitated to be aggressive. That's
yielded positive results for aur
business and the people in it

What made you decide to make

Fuzzy a subscription service?

Prewentative pet care is one of the
best ways to cut costs and relieve
the strain on veterinary clinics. Our
goal at Fuzzyis to provide actionable,
daily advice that keeps your pet
heaithy in the long term. With a

subscription to Fuzzy, members can
chat with veterinary experts on how
to best care for their specific pet—
anytime, amywhere.

What gaps in the pet care market
does Fuzzy work to fill?

‘With the pet boam of the pandemic
and the veterinary shortage, Fuzzy

Is working tobe a "first stop” for pet
parents to spaak with veterinarians
and understand if in-person care

is necessary, which in turn helps to
alleviate the strain on the vetarinary
industry as pet ownership continues
to skyrocket Because Fuzzy is
available anline and 24./7, pet parents
can seek advice, get personalized
recommendations, and place orders
for products at any hour of the day,
ensuring they are taking the absolute
best care of their pet na matter
where thay live or what time their
local veterinary clinic opens, We see
ourselves as a complement to what
local veterinarians provide, extending
those services around the clock

What is your favorite service that
the company offers?

‘We recently launched a journal
feature in the Fuzzy app that | really

For more info, visit furzy.com.

Think about what

your cllents really
Fﬂkﬂ need from your
Action business. How are
you working to
respond ta consumer
demands, and why
shailed people
choose you instead
of your compelitors?

love. It lets you keep track of all your
activities with your pet so that Fuzzy
vets can help to make even more
specific recommendations for your
dog or cat. |t sends fun notifications,
too, reminding you to take play
braaks or brush your pet’s teeth!

What advice would you give to
fellow entrepreneurs?

Ba clear about the misson and
visian you're building toward, and
communicate this often. Be incredibly
selective about how and wha you
hire. Work with your teams on getting
crystal clear on your strategy: this

s how you're going to achieve your
wvision. Communicate it regularly, and
have your management teams do
the same. Have a relentless bias to
action: execute. ship product, grow,
learn—especially from those people
that are paying for your prodwct—
and iterate. ®
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Why These Fortune 500
Companies Failed

How could a company that once held a dominant
spot on the Fartune 500 list fade into obscurity?
Here's what today's business leaders can learn
from their storied falls from grace. By ANDRE RIOS

HILE FORTUNE'S FAMOUS LIST of 300 corporate

superpowers may seem like a knighting that all but

shields a business from failure, there are classic cases
of this simply proving untrue, These thres well-known, once-
admired companies are now propped up as examples of how
not to operate.

American Motars Corporation
Its name alone was so broad and all-encompassing that
American Motors Corporation (AMC) seemed synonymous
with the nation's role in automotive-engineering development,
Oneca the owner of sub-brands like Rambler, Mash. and Jeep—
the |atter being the anly well-knawn brand teday—AMC took
strides that have influenced the automotive market long
after its closure. AMC was the first to implement four-wheel
drivetrains in afford able family cars. It is also respansibla for
developing the leep Cherokee and Grand Cherokes, paving
way for the madern SUY, the most popular body style inmany
parts of Amaerica today. Some of its vehicles, including the 1969
Rambler American, are considered highly sought-after classics.

Founded in 1954, AMC held its own against the "Big Three"
manufacturers—Ford, Chrysler, and General Motors —even

earning a spot on the Fortune 500 list
alongside them. When the US slipped
into a recession in 1958, AMC was

the only automaker to report a sales
incraase rather than slashed revenue,

However, fortune reversed for this imperiled
company, which was plagued with internal
problems like poorly timed vehicle releases,
slow response to customer demand, and
irresponsibla financial management
Customers balked at AMC's pltifully small
lineup of vehicles and largely preferred mare
cutting-edge models by the Big Thres,

In 1287, Chrysler swooped in to purchase

an indebted, spiraling AMC. It's rumored

that Chrysler made this decision solely to

get its hands on the Jeep brand, which has
consequently flourished since it was taken
under Chrysler's wing. s Bob Sorokanich of the
popular automaotive Blag Jalopnik writes, this
was “a move that helped the larger automaker
survive its closest scrape with death and

made Jeep into the modern juggernaut it is
today” The term "modern juggernaut” certainly
could not apply to AMC, an abbreviation

now associated with a TV network.

> MCI
In 2004, MCI Inc. ranked at number 168 on
thi Fortune Global SO0 list, but this would be
one of the |ast times MC| stoocd amang titans.
At the time, it was one of the largest and most
diversified communications corparations in
the waorld, contending with ATET as a glant that

connected people intermationally, Anyone who
remembers MCI's famous pin-drop commercial
and seemingly permanent billboard in Times
Square might wonder what exactly happened
to such a global communications success.

In 1963 Microwave Communications Inc. opened
its doors to stand toe to tos with ATET, one of the
largest monopolies in US history. Competition
fueled MCl to develop impressive long-distance
phone call technology. building the nation’s
second-largest fiber-optic network. By 1290,
MCI served a network of aver 46,000 miles
and offered a whopping fifty communications
sarvices, including voice and data.

However influential MC| may have been,
though, It couldn't cutlast the game of
competitive buyouts and mergers that has
historically plagued the communications
ind ustry. Amid suffering profits, rallying
consumar demand for more advancad




communications preducts, and legal
scandals like accounting fraud,

MCI epiraled and Verizon acquired
the campany in 2006,

It's difficult to unpack what exacily

want wrong with MCI. It came about in
anenvironment with rapidly changing
technology, and its once revolutionary
developments like long-distance
communications now seem all but
unimpress ive, Overall, MCl may have
failed to keep up with competitors'
nascent technalogles—and a 3500 million
fraud lawsuit did little to bol ster consumer
confidence or MCI's battom line.

*| SEARS

Therise and fall of Sears is one of
Amaricas finest examplas of a seemingly
untouchable business crumbling under
theweight of its own legacy. Once the
largest and maost powerful retailer in the
world, Sears Is now known for the ghostly
stains where its letters once hung onan
emply side of the local shopping mall,

For older generatians, this histaric
cultural stapla may bring several
images to mind: perhaps the Sears
Tower in Chicago, where the company’s
headquarters perched high above

the metropolitan skyline, or the mail-
order catalog that families across the
nation awaited like a lost pet returning
home ta scratch at the front doaor.

Sears, Roebuck and Co, began in 1893 as
a mail-order service. Founders Richard
Wi. Sears and Alvah C, Roebuck sold

fine jewelry and clothing via intricate
catalogs with hand-drawn artwork and

a generous selection, Their willingness
to ship fashion goods to distant rural
areas that didn't have access to Main
Streat clothing stores and jewalers soon
prajected Sears Into stellar success.

Though a failure toevolve eventually led
to Sears’ twenty-first-century demise,

the company sucteeded through

several trarsformations throughout its
history A series of brilliant owners and
axscutives guided Sears past economic
hardship, founded the company's flagship
department store, and expanded its product
lime to Include appliances and mail-order
modular homes. In fact, Sears expanded
into subsidiary services that survive to
this day, including Allstate insurance and
the: Discover credit card, AL its pealk, Sears
reported billions of dollars in profits.

But in the early 200105, various challenges
plagued the company. Walmart’s
unbeatable prices unseated them ac
America's leading retailer, and burgeoning
consumer preferences for online shopping
challenged brick-and-maortar retail, Under
CED Eddie Lampert, underperforming
stores were ordered to close, controversial
staffing cuts led to intermal discord,

and the dated Shop Your Way In-store
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rewards program was a failure—it
Just couldnt keep upwith online
retail outlets like eBay and Amazon.

Betwaen 2010 and 2017, Sears’
retail sales plummeted by

526 billion. Then. in 2018, Sears
made headiines whan it filed for
Chapter 11 bankruptcy. By 2022,
anly about twenty stores remained
apen, each af which operates
under Independent franchisees.
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In the eyes of most of the warld,
Sears is a retailer of the pasL
Some may reflect fondly an their

Reflact on how yeur

Take
Action

; arganizstion ould
erstwhile and now-ironic slogan,

"Sears has everything,” or the
bygone experlence of sifting

kesp up with the
latost economic
challenges. How
are you responding

through thair selection at the |ocal o consumer
mall, And yet public nostalgia Semane Coid
p your immediate
would be poor consolation to competitors be
Sears’ final executives; they would offaring mew

praducts ar services

likely prefer ta hold a spot on
the Fortune 500 in 2023, =

Lo outpace you?
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Increase New
Leads with
Wehsite Views

More eyes on your content can lead to
more qualified leads in your pipeline.

BY LUKE ACREE




F YOU SPEND JUST TEN

minutes scrolling through your

feed on Instagram, Linkedin, ar
Facebook, you'll [fkely ancounter dozens
of ads. Many of these ads will make sense
given your search history and personal
interests, while others might feel random
or less personalized to you. You may even
betempted to click on those that pique
your curiesity to learn more.

This is the daily experience of mare than
five billion intermnet users across the
globe. Surfing the internet is not a passive
experience but an active one. The more
ofter a brand can get in front of its target
audience, the better its chances of turning
that audience into paying customers.

Digital marketing and advertising is
expected to reach over $300 billion by
2027, and if you want your business to
be part of the conversation, you need to
narrow your focus. Converting leads inta
customers |5 the end goal, but attracting
leads to your website is an effective
means to that end. These tips can help
you da it effectively,

Who is your audience, and where can
you find them?

Before you can think about how to attract
new leads to your website, you need to
have a clear picture of who your audience
is and the places they frequently go

online. For example, if you lead a financial
services firm and your target audience is
retirees, you may not want to put all your
time and money toward TikTok ads.

Look at your client database or CRM, and

then ask yourself the following:

* Whao do | enjoy working with?

= What do my top clients do for a living?

= Where do mast of my clients live?

= What kind of lifestyles do my clients have?
= What do my clients value?

These guestions can help you start to
determing the types of clients you work
best with and those you'd want to attract
You'll need to get to know your target
demographic first to create the kind

of content that will speak to them and
convert thenn.

What's more, you'll want to monitar how
your target audisnce behaves online by
paying attention to the times they are
mast active, what kinds of content they
are most likely to interact with, and what
information they are willing to give you.
There is a lot of data out there about when
the general public is most active. For
axample, early on weekday mornings is a
popular time to post, but you'll want to pull
numbers for your specific audience, One
way to do this is to look at the analytics

on your mast recent ad or post. Review

96 7 BUSINESS IN ACTION

information like the time it was
posted and who engaged with it
and haw (e.g., Did they click to learn
more? Laave a comment? Save
the post?h and how many pecple
viewed it. If the engagement on
your posts aligns with your target
audiance, then you'll know you're
an the right path; if not, you'll
want to pivot and test by posting
at different times and on different
platfarms until your engagement
analytics are more satisfactory,

You can also do research into your
direct competitors’ engagement
since they are likely to have a similar
target audience. Pay attention

to the types of posts they have
success with, who is commenting or
interacting and when, and the time
aof day they most frequently post.
Use this infarmation as a guide to
improve your own engagement.

Methods for attraction

Once you know your audience, the
kind of contant they respond to,
and when they're most active, you
«can begin thinking through and
improving your content strategy,
‘While there are numerous ways to
attract clients to your site, the ideas
that follow are some of the most
efficient and cost effective.

Digital marketing and adventising is expected to reach over
$900 illion by 2027, and if you want your business to be
part of the conversation, you need to narrow your focus.

Social media ads

Many businesses have found success
throug h targeted social media ads,
This should be a tactic in every
business's marketing arsenal, but

not many people are aware of how

to streamline the process, There are

three types of ads | recommend every
business runs:

# Branding ads

Solidify your position as the ga-
to expert inyour industry by
maklng your name and business

Dusinessinaction com £ 17



synanymous with it These ads will not
immeadiataly generate leads, but they will
keep you top of mind with your audlence,

# Product ads

Tout a specific product or service that you
offer, You could prompt visitors to buy
directly through such ads or redirect them
to a landing page or your wabs e,

® Lpad magnet ads

An item of value you give to someone in
exchange tor their email address and other
contact information. You can save contact
information from these new leads, add it o
your database, and retarget the leads with
different ads.

Platforms like Facebook allaw you to
narrow the target audience of your ads
by factors like location, age, and interests
to make them even more effective. These
ads are also inexpensive {costing less
than a cup of coffee a day In some cases)
and allow you to manage the cost by
manipulating the leﬂUBﬁCy and reach al
your ads

Landing pages and lead magnets

As previously mentioned, you can direct
people to a landing page through your
ads; however, landing pages can also be
stand-alone tocls. They are designed to be
lead-converting machines, enceuraging

visitars to giva thair information in

In addition to ads and lead
magnets, sharing relevant
content is ouaranteed to
help you stay top of mind
with your audience and
encourage visitors to
spend more time on your
wehsite and social pages.

Make sure every
Iﬂ’n‘.l e lead that comes
Action through your website is
addad to your database
and placed into &
drip campalgn to be
retargeted with erail
marketing and ads_

exchange for an [tem of value, also
called alead magnet, or to buy
something directhy from your website,
When designed well with a clear call
to action, landing pages are a highly
effective way to gather information
from qualified leads that are already
looking for what you have to offer.

The item of value you offer should
depend onyour audience For example,
a property management company
might want to present a downloadable
guide for purchasing a rental property
ar ane-back cn the best practices for
landlards. Think about what kind of
information your audience nesds, and
then make cuna you give them just
enough of it to trust your authority

and want to learm more. Afteryou've
collected contact information from the
people who clicked on and downloaded
it, be sure toinput it into your database
for retargeting.

Content marketing and social proof
In addition to ads and lead
magnets, sharing relevant content
is guaranteed to help you stay

top af mind with your audience

and encourage visitars to spend
mere time on your website and
social pages. There are a variety of
approaches you can take, including
blagging about topics important

to yvaur industry, posting videos of
client testimonials, and sharing
industry updates. For any strategy
you use, the most impartant thing
to remember s consistency. Posting
contentan an irregular basis will
not drive the results you want; you
need to be posting on a consistent
schedule—for instance, every
Monday, Thursday, and Saturday-—
while keeping In mind when your
audience is most active.

At its core, content marketing
presents you as the authority,
prometes trust, and draws more
attenticn to your business, This helps
generate sacial proof, which is the
idaa that tha more peaple see athers
engaglng with and enjoying your
content, the likelier they will be to da
the same, When people recognize
and trust you, they will keep coming
back for mare, increasing your

cornwversion and referral rates.

What's next?

Drawing people to your website
without a clear follow-up strategy |s
like catching a fly in a trap and letting
it go. Aswith any new lead, you want
to make sure people have a reason
to keep n touch. You can ensure
that people return to your website—
whether it be for entartainment
purposes. information on new
products or services, or business
updates—by keeping In front of
them through additional ads, emails,
and social posts. Mever allow a new
lead ta Fmget about you bacaise,
ance they do, they will move on to
somebody else, B

About the author: Luke Acres isan
authority on (eadership, a lead
genaration specialist, and a referral
expert who has helped mora than
100,000 entrepraneurs and small
businesses grow their companies.
He hosts Stay Paid, a sales and
marketing podcast, and has been
featured in Entreprensur, Forbes,

and Foundr.com,
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Matt Pye, senior vice president of sales and marketing for
Just Born Quality Confections. discusses why his company
is still flourishing after one hundred years.

Tell us about your company's
origins and history:

Sam Born goew up in Russia, learned
how to makes French chocolates in
France, and then immigrated to the
United States to pursue his dream
to make candy. He opened a small
retail store and factory in Brooklyn
in 1923 and produced & fresh line of
candy daily, declaring the candies
“ust Born)" which is where our name
comes from, The company relocated
to Bethiehem, Pennsylvania, during
the height of the Great Depression
in 1932, The family bought a vacant
printing facility where the Saturday
Evening Post had been printed and
found an ample labor force thanks to
Bethiehem Stesl We have been part
of the Lehigh Valley ever since.

How has the company grown
over the past century?

Just Born has grown from a small
operation making all kinds of candy
to becoming the tenth-largest candy
company with four iconic brands

that consumers know and love—
Peeps, Mike and [ke, Hot Tamales,
and Goldenberg's Peanut Chews.
We now employ almost six hundred
associates, who produce and sell
our brands primarily from our
headguarters and original factary in
Bethlehem and our Peanut Chews
factary in Philadelphia.

Your company has survived
World \War I, the Great
Depression, and a few other
recessions. What makes your
products so timelessly loved?

Our candies are baloved by somany
because they are trusted, having been
around for a long time: Geldenberg's
Peanut Chiaws since 1917, Mike and Ike
since 19440, Hot Tamales since 1950,
and Peeps since 1353

In addition, our fans have an
emotional connectionwith our
brands, particularly with Peeps,
Many folks grew up receiving Peeps
in their Easter baskets and now
maka Peeps a spacial part of Eastar

celebrations for their children and
families. Goldenberg's Peanut Chews
has a strong following in Philly and
Nisw York bacause it has baen a
year-round regional treat for over
ana hundred years, Hot Tarmales s
America's number one dnnamon-
flavored candy. and Mike and lks
has become cur largest brand with a
multitude of fruit flavors that appeal
to 3 wide audience.

\What have been the biggest
challenges in Just Born's
history? How did your team
overcome them?

Moving the family business from
Brooklyn to Bethleham during the
neight of the Depression was a risky
move, But it was the rightone for the
long term, as the company has grown
from a regional manufacturer of a
warlety of candles to a producer of
well-known national brands.

Similarly, closing our doors for six
wapeks at the start of the COVID-19

pandemic was a risky move, but it

“Moving the family business from Brooklyn to Bethlehem during the height
of the Depression was a risky move. But it was the right one for the
long term, as the company has grown from a regional manufacturer of
a variety of candies to a producer of well-known national brands.”
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was done because the company's
number one priority Is the safety
and health of our associates. Our
associales appreciated getting pald
during this time, and, thankfully,
our retailers respected this tough
decision. We came out of the
temporary shutdown strenger than
ever with loyal associates and our
brands in high demand.

How many family members
have run the business? How
important is the family aspect
Lo your company’'s success?

Seven family members have run the
business over the last one hundred
years. Sam Born was our founder.
Born's brothers-in-law, lrv and Jack
Shaffar, joi ned the business shortly
after the retail store opened. Sam's
son Bob joined the company in 1946
and was instrumental in automating
the Peeps production process. Bob's
son Ress and Jack’s son David joined
the business in 1978 and became co-
presidents in 1992, David Shaffer and
his son-in-law Gardner "Chip" Jatt
are the current co-CEOs.

Remaining family owned and the
family commitment to giving back to
our community in a variety of ways
has allowed Just Born to thrive, The

anly way aur company can thrive

i5 If pur cemmunity is thriving. We
have built a culture of respect, and
aur purpose is to bring sweetness to
peopla’s lves,

Why focus on perfecting a
few core products versus
expanding your products
exponentially, as other
confectionary companies
have done?

Our focus onour four brands has
allowed us ta invest and grow them
inte some of America's most beloved
brands. Cur challenge isin howwe
educate people about our family

company and history outside our

local market bacause we know people
today care as much about the culture
and story behind the products they
buy as they do about the products
themselves. We have a great story

to tall, and we have an opportunity

24 £ BUSINESS IN ACTION

to continue to connect our family
company with our brands.

Waould you elaborate on
your company's stated goal
of "bringing sweetness to
people’s lives"?

“Bringing sweetness to people’s
lives" is about more than just the
great candy we make, It's about
bringing swesetness to peoplein a
variety of ways, including being an
employer of cheice, volunteering in
the community, providing grants

to local nonprofits, producing in

# landfill-free facility, and being

& good corporate citizen. How we
do things is just as important as
what wie do. We strive to be a highly
respocted confectioner with beloved
brands and enthusiastic fans. Being
raspactful in everything we dois our
core value and has not changed over
the years.

How does Just Born account
for consistent monthly demand
versus seasonal demand?

We have great production associates
who are organized by the different
praducts we make: chewy candy,
marshmallow candy, and chocolate

candy. The everyday business is
easler o track and produce based on
history, new distribution, promotions,
and regular everyday sales.

Peeps are truly seasonal, with most
of the sales ccourring at Easter,
DOnce the dedicated marshmallow

team finishes production for Easter
(usually every Januaryl, they move
right inta producing Halloween, then
Christmas, and then Easter for the
following year. Peeps candy is 50
unigque and in such high demand
that we woerk with ocur retallers to get
early forecasts to be able to produce

“"Our focus on our four
brands has allowed
us to invest and

grow them into some
of America’s most
beloved brands.”




al

the product year-round and then sell
it during three seasonal periods.

How do you decide betwean
having only tried-and-true
offerings versus expanding
them to a wider audience
of consumers?

W think we've struck a perfect
balance of providing fans with the
well-knawn and loved classics that
they've seen for generations while
still coming up with refreshing new
ways for fans to enjoy our candies.
We do a lot of research and testing

to develop new products and flavors
that fit with the brand equities and
expand the fan base.

With Peeps, for example, the
timeless yellow chicks have been
ol best seller for years; however,
we have been able to dramatically
graw the brand through flavors
that have maora appeal to a younger
audlence |ike Party Cake, Sour
Watermelon, and Cottan Candy. We
have also developed products that
are more indulgent for adults to
enjoy, such as our Peeps Delights,
which are classic individual Peeps
dipped In chocolate.

Your company doesn't just
make confections; it makes
guality confections. Tell us
about what qualtl;y has
meant to your reputation
and success:

There's a reason the word guality

is in our company name, Just

Born Quality Canfections. We

are committed to consistently
praducing products of the highest
guality and will continue to focus on
cutting-edge product innovatian,
‘We take great pride in knowing

that our candies are a major part

of many people's family traditions
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and holiday celebrations, which is why
quality is so important to us. Families
have shared our confections with
loved ones for generations, and people
often say that our treats evoke happy
memories and feelings of nostalgia.
Though it may seem simple, our
candies mean more to our fans, which
is why we aim to provide the highest-
quality product possible,

Just Born is celebrating its
one-hundredth anniversary in
2023, What does that mean
to the family?

Mot marmy Family businesses survive
beyond the second genaration, so

to be celebrating one hundred years
with the third generation leading the
way is amazing. Staying true to our
family values. our engaged associates,
and our iconic brands are at the core
of our success, so the focus of our
ane-hundredth anniversary will be to
henor and celebrate our associates,
stakeholders, and community,

which have all played a major role

in the success of our company,

Going forward, we are committed to
remaining family owned, making our
brands more widely available, and
bringing sweatness to people’s lives.

“We take great pride in knowing that our
candies are a major part of many people’s
family traditions and holiday celebrations,
which is why quality is so important to us.”
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MPLOYEES ARE THE HEART

of any company. They're the

anes operating it day-to-day
and actively striving to meet the mission

The Keys to Grafting an
Effective Job Description

Well-written job descriptions help to recruit qualified candidates
outside of your arganization who can further grow your business.

and vision of the business. Because no
arganization can excel without quality
employees, it's vital to have effective and
enticing job descriptions posted online to
attract outside applicants, This process
can bring in new perspectives and
candidates with specialized skills that can
help your business continue to grow. It's

BY ALLISON GOMES

essential that you work to create carefully
thought-out and crafted descriptions, so
here’s a closer look at what to include.

> Use a specific job title

The job title is the first thing that potential
applicants see when looking for open
positions. Many job seekers start by
searching forstandard keywords and
phrases that can help narrow down Uhair
search. However, because there are over
ten million current job openings in the
US, titles also need to stand out from

the pack It's therefore important for job
titles to beas spaciﬂc as possible without
straying too far from the standard, For
example, if you're hiring for a writing
position, you'll want ta include "writer®

in the title, but you can get mare specific
with phrases like “content writer”
“praposal writer,” or UK writer” Having
this specificity will help to bring in more
qualified applicants wha are looking for

thete positions.
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» Glve a clear overview of the
Jjob and responsibilities

You want to ensure that you're accurately
advertising the job opening, sa it's important
that you and your HR department and
recruiters first understand what the job will
entail. After all, if you don't fully understand
what the position involves, applicants won't
either. So consider the responsibilities

of past employees in this role orif it's

a new role, what value job seekers can
bring to your company. This examination

of duties and priorties can help you
explain them better in the job description.
You can include a quick averview of the
job, company, and expectations of the
position and then offer more specifics

on the day-to-day by listing out the job
responsibilities in bullet points. These
sections will help applicants determine

if they are interested in the role and hawve
what ittakes to fulfill the responsibilities.

* Include any requirements

Job descriptions should include details

on any skills, education, and past job
experiences that appllcants need to
possess to satisfactorily perform the
responsibilities. For example, if a candidate
needs to have an MBA, include thatin

the job description. Similarly, if there’s

a specific skill they need, like graphic
dasign, that should also be listed on the
application. This allows candidates to see

for themselves if they meet the minimum
requirements far the position befaore
applying, which can in turn save you Hme
when your HR department and recruiters
start reviewing applications.

» Dffer a glimpse atthe
benefits and salary

Listing benefits such as health insurance,
a 40k match, and the amount of time off
is a great way to attract applicants. In fact,
according to an Indeed survey, B3 percent
of joby seekers stated that benefits were &
major factor in thelr decision to accept or
dedline a job offer. So any company-paid
banafits that your organization offers can
help incentivize more qualified applicants
to apply far the position.

According to another Indead survey,

68 percent of active job seekers are more
likely to apply for a position if the salary

is listed in the job description, Therefore,

it can be vital to your recruiting process
that you at least touch an salary in the
description. You can opt to include an exact
salary or salary range or state that it will be
discussed inthe interviaw process,

* Talk about company culture

Company culture can play a large rale in
not only bringing in new employess but
also keaping them. The workforce has
changed greatly inthe past few years;

While many
aspects of job
descriptions arg
fact hased, it's
also a good iea
o make youp
iescriptions
more enticing
fon applicants by
adding in some
nersonality.
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empioyees now pricrtize working for
arganizations with strong values and
beliefs. Culture can give smployees

a sense of belanging that can
ultimately create s more valuable
working experience for everyone, It's
therefore important to note in your
job description how your organization
encourages work-life balance,
maintains open communication
between departments, or offers career
growth. This gives applicants a loak
into your organization thatcan help
them determnine if the company’s
walues ane aligned with their own,

» Show some personality

While many aspacts of job
dascriptions are fact based, it's
also a good idea to make your
descriptions more enticing far
applicants by adding in some
personality. You can opt to
include a joke, add guates fram
current amployess, or use phrases
that reflect the culture of your
business. When your language
gives insight into the character of

your organization, it can attract
applicants to your cppaortunity
and, ultimately, your company.

* Regularly update your
job descriptions

‘While it can take some time to write
affective descriptions, It is important
1o keep them up to date. Positions
change, new responsibilitias are
added, and departments shift

Iﬂkﬂ Examinge your organization’s cumrent recrultment process, and
i determine H you could benefit from creating more detalled and
ln["m accurate job descriptions

around, 50 you want to make sure
that your descriptions reflact what
the positions currently are. This can
make the hiring process easler since
the HR department and recruiters
have a more accurate idea of what to
Iook for in potentlal applicants. It can
alsao set candidates up for success
since they know what to expect fram
the pasition should they be offered it.

Job descriptions ara an essantial
part of the recrultment process

and help your organization bring in
new talent So be sure to take the
time to craft a well-thought-out
job description to make the process
easier and more effactive for
everyone iInvolved. B
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How to Master Event Hostin

Planning a business event could position you for success and
bring added benefits to you and your company.

BY LAUREN KiM
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It's crucial that you pick a target audience for your event,
whether it's clients, business leaders in your industry, or

|eaders across industries.

and entertainment. You should consider
whether you want to seek event sponsors
since the revenue from your event might
not cover all its costs,

Set a budget

Knowing your format and other basic
details of your event will help you to
determing (ts budget and what you want
to charge for attendance. You may want to
set a ticket price that is competitive with

similar events and ideally covers your costs,

A basic way to settle on your ticket price [s
to campute all of your expenses and then
divide that sum by the lowest number of
pecple you expect to attend. Computing
haw much to charge can be tricky since
you'll want to cover your projected
expenses and not make your ticket prices
koo high.

Make it memorable

You'll also want your event to foster
positive word of mouth, so it should be

both productive and fun. Consider these
Ideas to make It stand out:

= Pick a good location. An appealing
destination, like a major city of resort
locale, can help attract more people.
You'll also want te pick a place that's not
difficult to get to.

Provide a schedule. Publicize a schedule
for your event sa participants will know
what to expect, and include breaks for
food, rest, or entertainment.

= Feed them well. Provide an interesting
and varled menu, such as one
influenced by your event’s locale or
one that mixes healthy meals with
tasty finger foods, savory tidbits, and
decadent desserts.

Let guests mingle. Make time for
downtime, such as during a coffee break
ordinner, so your guests can recuperate,
socialize, and share ideas.

| s i |
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= Animate your virtual event.
If your event will be & virtual
one, find ways to engage with
your audience. You could add
visually appealing elements like
graphics and animations, invite
participation through guestion-
and-answer sessions, and
introduce a surprise speaker.

Promote your event

Once all the details of your event
are sel, you can start promoting it
A good place to start is by working
yaur CARM and getting the word out
to all your clients and contacts, You
could also publicize the eventon
yowr website and through emall
marketing, social media (including
event hashtags), and paid
advertising; build exciternent by
running a ticket giveaway, and offer

adiscount for early-bird registration.

Boost your ticket sales by bullding
awebsite for your event and
providing an opportunity for
online registration, ®

Crunch the numbers
Tili& to determing whather
Action hesting a business
event would be a
gold mine for your
organization.
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“No pain, no gain” may be an awesome motivational mantra in the
weaight raom. Butin the board room? Not so much, To succeed in
business, you need to understand your customers’ pain points and
clearly explain how you'll remedy them better than anyone else-
which is where your value proposition saves the day.

Alaina Chiappone, a
PR specialist at Ottar
Public Relations in St
Petarsburyg, Florida,
discusses why a value
proposition is vital to a
business's success.

Why is a value proposition important?
It's gssentlally a promise W your custamers
about the benefits your product or service will
daliver to them, It's also an important toal to
differentiate yourself from your competitors.
With attention spans being so minimal today,
youl miust clearly communicati your value
o your custormers almost immedlately or
they are going to lose interast and miss it. So
having a concisely written value proposition,
placed where they're going ta seeit, is vital
for conwverting & casual ressarcherintoa
custemaer, Thal's where the valuse proposition
packs the biggest punch

Where exactly should a
customer see it?
The more often they sea it, the batter. |t
shiould definitely be on your website, But
it's also important 1o repurpose it into other
content, especially social media, to drive

yolr message about what you're offering

customers. You must make sure that the
value ls baing communicated anywhere
that somabody finds you.

What are the key elements of
a value proposition?
Typically, there are three things. First s
the headline, a concise statement that
says what the potential customer will gain
from purchasing your product or service.
Then there's the subheading: a couple of
santences that explain the who, what, where,
why, and how-who will benefit, what thay
will get from using your product or service,
where they can get it why they need it to
salve their problem or achieve whatever
goal they have, and how youlldo it and da it
batter than the competition. Finally, a lot of
times thera will be a visual elemeant ta help
illustrate your points.

It comes down to understanding them not
only from a demographic perspective but
also from a psychagraphic percpective,
What are they trying to accomplish?

What is getting in theirway, and what do
they expect of a product or service that

is addressing the problem? Getting inta
the mind of the cansumer is so impartant

because once you understand how

they're thinking, you can better
communicate how you're going

to solve their problems. That's

why clearly stating your valus is

so essential to the core of your
communication strategy. If you're not
constantly referring back to those
ideals of your valus proposition,
you're wasting an opportunity to

ralay that message to your audiance

CGan comparies be too detailed
with their value proposition?

Definitely, especially when it's

something that the founder has such
excltement about They want to tell
you everything, so you have to rein
tham ina litthe bit, While additional
Information is helpful, it usually
clutters the value proposition space.

Tha value propoesition should be

With attention Spans heing
80 minimal today, you must
cleanly communicate your
Valllg to your customers
almost immediately or they
are going (o lose interest
and miss it

- ALAINA CHIAPPONE

kept concise and very clear: this is
whal we offer, this is how we da it,
and this is who is going to benefit
from it. | wouldn't go over three
lines at a tima without breaking

It up with visual representation,
because that's critical to keeping
people’s attantion, A block of text
can deter people and mask your
value proposition. So keeping it
clean and on your home page is
moest Important, and making sure
that your value proposition is near
your call to action and that both
are near your Subscribe or Sign Up
button gives them the right amount

of information to take the deep dive.




How do value propositions mesh
with calls to action?
In & perfect world, you will convert
someone solely onthe value proposition.
Thaat said, nobody i going to complete
your CTAIf they don't understand the
value. So | would say that if your CTA
is elsewhere, and it's buried in a sea of
information, they're going to forget the
value propasition that they just read.
Always keap in mind that wherever your
CTATs, you need your value proposition
right there. They are so integral to each
ather. For example. a potential customer
may just say, "l don't know if | want a free
trial. It's just an email that I'm going to
have to unsubscribe from.” Reminding
them of the value is going to keep their
interest and their business.

What's the most common mistake
with value propositions?
Going too creative. You have this one
statement, followed by a couple of short
sentences. |f you get too artsy with it. you're
going to lose the maeaning and infarmation
behind it, and your value proposition
morphs more inta a tagline or slogan. |t
becomes too abstract,

What makes a value proposition
different than a tagling?
That's a good question. Let's take Apple
as an example, Apple's tagline is Think
different. That's nat their value proposition,

Taka
Action

Review your
Eompany’s valus

to your audie

It doesn't tell me as a consumer exactly
what I'm getting, why I'm going ta benefit
fram it, and how it's different from Android,
The tagline is more of an idea about the
brand that convays its voice and massage
versus its value

It goes back to abstract versus concrate:
more of your brand’s image, veice, and
persona versus the value that your specific
product or service provides, When you
think of Apple, it's constantly Innovating

ta make life easier, and when you have

ar Apple device. you're a part of that
community. That's its value proposition,

Is it possible to overstate a
value proposition?
Mo. It needs to be apparent at the various
touch paints of & potantial consurmaer,
whether they're coming to you from a
brachure, a billboard, your social media,
or your website. It needs to be apparent
at thelr first point of contact and the
key factor behind all your messaging.
graphics, testimonials, product pages,
and main pages. After all, it will drive your
overall strategy.

Unfortunately, | think a lot of companies
focus an their slogan. tagline, mission
statement, and even their positioning
statement and sometimes forget the value
proposition. But it's a very important tool
that's often overlooked. =
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PRODUETIVITY

Gonducting a
Midyear Gheck-In
on Your Business

January resalutions

EY CHRISTY MURDOCK EDGAR
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EMEMBER YOUR NEW YEAR'S

resolutions for your business?

Maybe you had a detailed planin
place for your budget or your operations.
Maybe you were golng to invest more effort
into your content creation or make your
office a model of efficiency.

If you're like many business leaders, you
may have hit a few home runs while letting
some of your new, good habits fall by the
wayside. |deas you implemented may not
have warked oul the way you thought, and
some goals might have simply been too
hard or too expensive to implement.

Rather than walting until the end of

the year and starting over with the next
iration of changes, take time for a
ridyear review to see where you are now
so that you can redirect as needed and
position yourself for a strong second half
of 2023, As a bonus, you'll also ensure
that your 2024 New Year's resolutions are
better infarmed and more meani ngful,

Begin with a self-evaluation

Take some time to look inward first—make
sure that you are fully engaged with your
business and ready to participate in

the process of implementing a midyear
check=in. This may mean that you need to
spand some uninterrupted, focused time
contemplating. Be honast with yourself

&6 F BUSINESS [N ACTION

about your level of Invelvement in
the day-to-day of your business, get
feedback from your team, or work
with a mentor or advisor. Do what
yoru need to doto put a successful
process In place.

Review your previous goals

Look back at the goals you set for
yourself sarlier in the year, How
successiul were you in putting
theminto practice in a meaningful
wiay? IF you've struggled with your
goals, itcan be helpful to figure out
if the problem lies with the goals
themselves or theirimplermentation.
Do some digging to determine

what went wrong so you can better

understand how to plan for the future,

Monitor your finances

Do you have the money you need
to meet your responsibilities for
the next six months? If not, do you

have aptions in mind toincrease
your cash flow, or do you need to put
new financial strategles in place?

As much of what will happen in the
months ahead will hinge on your
financial picture, be sure that you
have a thorough understanding of it
from the beginning.

Béulpo youic s pagic ity
Make sure you are caught up with
your quarterly tax payments. If your
tax attorney filed an extension that
dalayed your tax filing until October,
you could have a large tax payment
due. It's critical to ensura that your
taxes are under control; if they're not,
make plans so that they're properly
set up for mext year

Look at your industry

Are there changes In the Industry

that could be affecting your business,

wither now or in the next six months?

Rather than waiting until the end of the year and starting over
with the next iteration of changes, take time for a midyear
1eview 1o $ee where you are now so that you can redirect as
needed and position yourself for a strang second half of 2023,

If you need to update your planning
based on industry changes, consider
focusing on one of the following:

* Reducing costs
+ Increasing marketing

Changing your product or service
in same way

Expanding your market
geographically

Expanding into a new market niche

-

Expanding your product line ar
sarvice afferings

It doesn’ take long to fall bahind in
thi face of & big shift in your Industry,
whether it's an innovation, a new
competitor, a market slowdown, or a
s ponse to an economic downturmn.
Makea sure that you are keeping an eye
an how your business is responding to
the broader forces atwork.

Review your current content

At least every six months, someane
in your arganization should ke
reviewing your content, both

anline and offline. Whetherit's

vour websita, soclal media, printed
marketing materlals, video content.
ar other items, it's essential to make
sure that contact information is
accurate and that you're presenting
your best face to potential clients
and colleaguas.
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Assess your marketing budget

Take a look at the marketing you've been
doing to see what's been working and

what hasn't. Now is the time to assess your
marketing budget and redistribute based on
what has been effective. If nothing seems to
have been effective. orif it's too soon to tall
what is working. you may want to dig deeper
and make sure that you are measuring the
right analytics for the relevant channels and
assessing them on a more frequent basis.

Reevaluate your KPis

If you decide that you 're not getting enough
information to determine what's working
inyour business and what's not, make sure
that you are developing and evaluating
SMART (Specific. Measurable, Attainable,
Relevant, Time-Bound) KPls.

Is the information speckfic enough?
Can | tell whether | am making
measurable progress toward my goal?
Is it possible for me to attain my goal

in the time allotted and with the
resources provided?

How is my goal relevant to my business?

What is the time frame for achieving
this goal?

Be in ing p

Taking a long, hard look in the mirror to
analyze yourself and your business can

be intimidating. It's often easier to gloss
over small problems—which allows tham ta
becaome big ones, Your best friend In this
procass is rigorous honesty with yourself
and your advisors. That will allow you to
face up to your needs so that you can meet
challenges head-on before they become
insurmountable ohstacles.

Communicate with your team

Once you've done the work, [t's time to
share your findings with the appropriate
members of your team, Maybe the

results will become part of thelr midyear
performance reviews. In cartain cases, you
may find that you'll need 1o make some
staffing changes.

Clear communication that's positive

and action oriented is Insplring, Avoid
placing blame, and ensure that you're
providing the ools your team needs to
succeed as they embark on implementing
improvements for the second half of

tha year. ®

Don't feel like it's all on you to navigate the rest of the year. Bring in the help
that you need, whether it's an sttormey, a financial planner, or anexpert, to
halp with your marketing or oparational management
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EIGHT

The number of
seconds it takes a
buyer to decide if
they are attracted to
your home or not.

B &

Find the right buyer.
Sell your home fast.
Call me—I can help.

Kulwinder Sandhu

= |

| REALTORE, DRE # 01720754

! BRG Realty Corp
o 1000 Comden Ave, San Jose CA 95124
ksandhu@brgreattycom.com

(408) 205-0664




Front of Tear Out Card 2

(farinata)

1 b

1 c. chickpea flour, available at

most grocenes

thsp. extra v
oil, plus more for cooking
g

and finishing

Kulwinder Sandhu, REALTOR®, DRE # 01720754
Sall Your Home For Top Dodar!

Freshly ground black pepper

Direct: (408) 205-0664
Email: ksondhu@orgraaitycons.com
BRG Realty Corp

1900 Comden Awve
SanJose, CA 95124

Back of Tear Out Card 2

I In a large bowl, slowly whisk 13 cups water into the chickpea
flour until combined. Stir in 2 tablespoons oil and salt. Cover
with plastic wrap and let the batter rest at room temperature
for at least 1 hour, or up to 12 hours.

! When you are ready to bake the pancake, preheat the oven
to 400°F.

i. Heat 1 tablespoon olive oil in a 12-inch cast-iron skillet cver
medium-high heat. When the oil is hot, add the batter—
it will cover the bottom of the skillet.

Transfer the skillet to the oven and bake for 20-30 minutes.
After about 20 minutes, check doneness by inserting a knife
in the center of the pancake to see if it comes outclean

If the top has not yet browned, set it under the broiler for

1 or 2 minutes.

Let cool completely, then transfer the farinata to a platter

or cutting board. Cut into wedges, drizzle with additional

olive oil, and top with a ridiculous and abscene amount of
coarsely ground black pepper. Serve warm.

Racipen taken from At the Table of La Forterza by Annette Josept
133, Phot




Kulwinder Sandhu, REALTOR®, DRE # 01720754
BRG Recity Corp

1900 Camden Ave

San Jose, CA 95124
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You deserve to feel like royalty in your new home, no
matter what kind of home you're looking for. All you need is
an experienced real estate agent to make sure that the home

you get is the home you've always wanted.
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Kulwinder Sandhu
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