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Sales Roundtable 
Monday, March 13th, 2023 | Time: 8:00 am - 9:30 am  
Location: von Briesen Technology Center, 20975 Swenson Drive, 4th Floor.

This month we'll have the always popular Open Format. Bring your biggest sales and marketing 
challenges and we'll work on them as a group. You'll get valuable input from your peers that only 
other sales and marketing professionals can give.  

Sales Roundtable is a free event open only to IBAW members. Register at IBAW.com

“ … Sales Roundtable is a great place to send my 

sales and marketing team, it’s easily worth the 

price of membership on its own.”

FREE EVENT

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

Register at IBAW.com

Wisconsin Monthly Business Meeting 
Friday, March 17th - 7:00 AM - 9:00 AM   
Location: The Wisconsin Club, 900 W. Wisconsin Ave. Milwaukee

One of the premier medical facilities in the the midwest is in our backyard - Milwaukee Regional Medical Center 
(MRMC) and it's a powerhouse. 

Consisting of the Medical College of Wisconsin, Froedtert Hospital, Children's Hospital, The Blood Research Institute, 
The Cancer Center, The Eye Institute of Wisconsin, Curative Care and others on the campus, each making huge 
advancements in the medical field.   

This month Dr. John Raymond, Sr. MD. President & CEO of the Medical College of Wisconsin will bring us up to 
speed on this amazing facility and the miracle advancements in medicine taking place right in our own backyard.  

* Advanced registration and payment is required *

http://www.ibaw.com


Social Event! 
Thursday, March 23rd - 3:00 PM - 4:00ish PM   
Location: Bear Arms Shooting Range,9653 North Granville Road, Mequon, WI, 53097



Industrial and Construction Services  
• 2022 was a year marred by inflation, tight capital markets, labor scarcity, and broken supply chains, persisting 

conditions which are unlikely to simply disappear in 2023 despite a hot start to the year in public markets 

• However, in the face of these economic hardships, operators in the construction services market are optimistic 
about 2023, driven by a much clearer understanding of anticipated project costs and pricing than they were at 
the start of 2022 

• Backlogs are strong across geographies on the commercial construction side as geographic hot spots such as 
Florida, Texas, Denver, and the Mid-Atlantic regions continue to thrive and defy predictions of an end to the 
building / restoration boom 

• Furthermore, regions that experienced lulls over the past two years such as Chicago and NYC are picking up the 
building pace 

• On the industrial side, many executives are forecasting a strong year in 2023 fueled by an uptick in project starts 
in Q4 (including the much anticipated $2.2bn Champlain Hudson Power Express Transmission in New York) as 
well as publicly announced capex spending increases as a result of deferred maintenance projects from large 
companies including Chevron and ExxonMobil 

• As monetary policy becomes clearer and economic certainty is restored to some extent, industrial access and 
multi-craft contractors are getting more aggressive on pricing, reinstating margins to at or above historical levels 
after having been squeezed over the past several years 

M&A Conditions 
• Despite global M&A volume being markedly lower in 2022 compared to the highs of 2021, the buyer universe 

remains robust as they continue adjusting to the new and ever-increasing rate environment 

• Construction and industrial service M&A has picked up in recent months as both strategic and financial buyers 
are eager to do deals 

• Specifically, TKO Miller is seeing more active buyers seeking industrial and field service, multi-craft, and 
scaffolding acquisitions than there have been in arguably the past decade 

• Transaction multiples ticked up considerably for the Construction Services and Energy & Infrastructure 
sectors (see below) 

• New buyers are also emerging on the commercial rental side, as mid-sized companies begin to explore 
acquisitions as an avenue for growth in the fragmented market 

• Improving margins / overall financial profiles in the industrial service sector are making sellers more attractive 
while also providing the liquidity / stability to allow larger players to re-engage in acquisition searches 

• TKO Miller expects 2023 to be an active year for construction and industrial services M&A

Industrial and Construction Services 
Update - Q4 2022 
Timothy Oleszczuk, Managing Director,  TKO Miller



Economic Analysis: 4th Quarter Real GDP 
Revised Down 
Ray Keating, Chief Economist, SBE Council

Real economic growth for the fourth quarter 2022 was 
revised down in the U.S. Bureau of Economic Analysis 
most recent report. 

Revisions: GDP down, Inflation Up 
Real GDP growth for the fourth quarter (on a seasonally 
adjusted annualized basis) was revised down from 2.9 
percent to 2.7 percent. At the same time, a measure of 
inflation was revised up, with the PCE price index revised 
from 3.2 percent to 3.7 percent. 

Meanwhile, real GDP growth for all of 2022 wasn’t 
revised, remaining at a sluggish 2.1 percent. 
It’s striking how poor economic growth was in 2022. Of 
course, we had the dramatic decline and recession in 
2020 due to the pandemic, with the change in real GDP 
coming in at -2.8 percent. And then we saw some 
revitalization – a quasi-snapback – in 2021, with real GDP 
growth registering 5.9 percent. 

That should have positioned us for strong growth in 
2022, especially as supply chains were recovering. 
Instead, though, we saw the economy shrink during the 
first two quarters of 2022 – that is, -1.6 percent in the first 
quarter and -0.6 percent in the second quarter – which 
effectively was another recession after the one we 
experienced in 2020. 

That was followed by average growth (+3.2 percent) in 
the third quarter of 2022, and now this latest estimate of 
a below-average 2.7 percent in the fourth quarter. Over 
the past seven decades, real annual GDP growth in the 
U.S. has averaged 3.1 percent. 

Policy Matters: Pro-growth policies needed 
All of this should prod our elected officials to get focused 
on policymaking that actually will help rather than hinder 
economic growth. The policy focus should be on policies 
that enhance the incentives and freedom to startup, 
build, operate, and invest in businesses, resulting, in part, 

in enhanced productivity that helps drive both profits and 
worker income higher. For example: 

●Reducing personal income, corporate income and 
capital gains taxes will boost incentives and resources 
available for entrepreneurship and investment. A 
permanent expensing option for all capital 
expenditures by business will drive innovation and 
productivity. Making permanent the small business 
deduction and other key measures included in the Tax 
Cuts and Jobs Act would produce certainty and growth. 

●Regulatory relief and modernization – that is, rolling 
back costly, nonsensical regulations and streamlining 
the regulatory process  – likewise will reduce the costs 
of and increase incentives for starting up, expanding, 
running and investing in businesses. 

●Free trade will open new opportunities for 
entrepreneurs, businesses and workers, as well as 
expanding choices and reducing costs for consumers. 

● And immigration reforms that welcome entrepreneurs 
and workers will help meet shortfalls on both fronts, and 
further fuel growth. 
Get policymaking right, and economic, income and 
employment growth will accelerate. Unfortunately, 
policymaking has been pointed in an anti-growth and/or 
uncertain direction for more than 15 years now – and the 
U.S. has paid the price in lost output and income. 

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

https://www.bea.gov/sites/default/files/2023-02/gdp4q22_2nd.pdf


You develop a different perspective when you live more of 
your career as a client versus on the marketing agency 
side. Seventeen years ago, I was a manufacturing client 
searching for a digital vendor to help make sense of 
search engine optimization (SEO) and Google Ads, 
formerly Adwords. These tools were foreign concepts to 
me. Charged with growing a start-up business division, I 
had to learn what these marketing tactics were all about in 
short order. Today, I help clients navigate this process, 
ultimately connecting their marketing and sales plans into 
sustainable systems that consistently grow revenue over 
time. In this article, I provide a foundational understanding 
of SEO and Google Ads, best practices from my 
experience, and how to navigate these constantly 
changing tactics as a small business owner or C-Suite 
leader. 
  
Aren’t SEO and Google Ads the same thing?    
Short answer: No, not at all. It’s essential to understand 
SEO and Google Ads are not apples-to-apples. Both have 
distinct purposes, characteristics, and approaches that can 
help boost awareness of your business. All businesses 
should try to implement an SEO strategy. SEO is an 
“unpaid,” long-term marketing strategy to increase organic 
ranking to the first few pages of a search engine results 
page (SERP) by incorporating keyword research into the 
copy. In simple terms, this helps expand a brand’s visibility 
when a person is searching on the internet. It also involves 
strategy-based, multi-tactic execution, which includes 
developing technical and off-page SEO and great content 
for your organization. You will still pay for someone 
(internal or external) to implement the strategies of SEO, 
such as creating content. In the long run, you are building 
a trustworthy brand online. 
  
On the other hand, Google Ads is paid advertising to 
appear on the first page of a SERP while also getting leads 
to convert (i.e., land on your website and contact you). The 
execution is more straightforward and similar to a light 
switch. You create a new campaign based on keyword 
research, complete the technical set-up, and determine a 
budget. Boom. The results are often quicker bursts of 
traffic to your website. When complete, turn it off. Turn it 
on when you need some more attention. Google Ads are 
best for time-sensitive campaigns, and new product 
launches into new markets. Your main goal is to gain 
interest and convert leads.  
  

An example may help. For our start-
up business, I wanted to create 
awareness of our medical cart 
development services. I sought the 
help of a vendor who did the 
keyword research for me. Then they 
helped set up and execute my first Google Ads campaign. 
When I started to receive results, there was a problem. 
Hospitals called to purchase our carts, but I didn’t sell to 
them. My target was medical device OEMs. There was a 
disconnection between who my target audience was and 
how the vendor executed my campaign. Not their fault by 
any means, but I had to reevaluate what was broken in the 
process. I realized the vendor didn’t truly understand who 
my target customer was and how they searched. The 
vendor was a technical expert, not an expert in my 
business. 
  
My most valuable lessons learned:  
• It’s hard to keep up with algorithm changes, 

crawls, and Google transformations when you’re 
already handling the operations, finances, and a 
team of employees. Ask for help.  

• Stay engaged! No one knows your business better 
than you. Vendors are there to provide the 
expertise, and it’s okay to say, “No, that’s not right.” 

• Conduct Google Ad campaigns in three-month 
pilot runs and collect the metrics. See what’s 
converting and what isn’t. Measure and adjust! 

• The more niche your ideal customer, market, or 
services are – more often than not –  the keywords 
you compete for could cost less.  

• When writing for SEO, consider how your ideal 
customers are searching. Write to them while 
staying relevant and accurate.  

• There is no perfect budget for an SEO or Google 
Ads strategy. It depends on how many leads you 
need to fill your pipeline. I’ve seen companies 
spend thousands, and some spend hundreds. 

  
At the end of the day, be engaged and ask questions. 
You’re trying to predict human behavior and, even more 
importantly, your customers’ behavior. People don’t scroll 
beyond the fold, so try your best to keep your head above 
water.  
  
Want to chat with me about your experience? Reach out to 
me at jcollins@knot-magic.com. 

Client Confessional: SEO and Google Ads 
Julie Collins, CEO, Knot Magic

mailto:jcollins@knot-magic.com


SINGAPORE/LONDON—The U.S. dollar steadied on 
Tuesday, having lost ground a day earlier, climbing 
particularly against the Japanese yen, and on track for 
its first monthly gain since September. 

The greenback’s rally gathered momentum in recent 
weeks as upbeat economic data led to mounting 
expectations that the U.S. Federal Reserve will have to 
raise interest rates more than initially expected. 

The dollar index, which measures the currency against a 
basket of peers, was flat at 104.7, but was still set for a 
February gain of 2.5 percent, its first monthly increase 
since September. 

“The dollar has made its rebound—fully justified—on the 
strength of the January numbers that came through in 
February, and the repricing for the Fed,” said Ray Attrill, 
head of FX strategy at National Australia Bank, referring 
to the strong run of U.S. economic data. 

“I think we’re sort of lurching from one major data print 
to another … The next move in the dollar is really a 
function of how the February data starts to play out in 
March,” Atrill said. 

U.S. Treasury yields have also moved higher with the 
inflation sensitive two-year yield back at three-and- a-
half-month highs. 

The dollar on Tuesday gained particularly against the 
Japanese yen, climbing 0.4 percent to 136.78, its 
highest in more than two months. 

Japan’s policy of keeping yields pinned down means 
the yen is sensitive to moves elsewhere. Incoming Bank 
of Japan (BOJ) Governor Kazuo Ueda said this week it 
was premature to comment on how the central bank 
may shift policy. 

And on Tuesday, incoming Deputy Governor Shinichi 
Uchida brushed aside the chance of an immediate 
overhaul of the BOJ’s ultra-loose monetary policy. 

“The initial signs from Ueda are that he’s in no rush (to 
change policy), and as long as he’s not in a rush if yields 
go higher then that continues to pressure the yen,” said 
John Hardy, head of FX strategy at Saxo. 

The yen is also at its weakest in two months against the 
euro and the pound. 

Elsewhere, sterling built on its gains from the previous 
session against the dollar, rising 0.24 percent to 
$1.2092. 

It surged 1 percent on Monday after Britain and the 
European Union announced a new deal for post-Brexit 
trading arrangements for Northern Ireland, known as 
the Windsor Framework. The euro was flat at $1.0611, 
having risen 0.6 percent in the previous session on the 
news. 

The euro pared some earlier losses after higher-than-
expected French inflation data, which sent short-dated 
eurozone yields to their highest in at least a decade. 

The dollar also climbed 0.5 percent against the 
Swedish crown after data showed the country’s 
economy fared much worse than previously thought in 
the fourth quarter of 2022. 

By Rae Wee and Alun John

Dollar Heading for 1st Monthly Gain Since 
September 
Rae Wee and Alun John, Reuters News Service



We just returned from a WEDC (Wisconsin Economic Development Corporation) sponsored 
trip to Mexico.  These are wonderful opportunities for Wisconsin-based manufacturing 
businesses to go to a foreign market and pursue sales in a safe and productive 
environment.  If you make something, this is what you want to do!  My brother Dan and I 
went there the last full week of February and have just returned. 
  
For a reasonable and subsidized cost, the WEDC helps put these ventures in place.  We get a specific country 
briefing, the local contracted agency does outreach for us based on our requirements and sets up our 
appointments.  When we arrive in-country, we are picked up at the airport and all participants stay at the same 
hotel.  There is a cultural activity on the night of our arrival, and then we head out to our assigned meetings the next 
morning.  For those meetings, we have a professional in-country driver and a translator on an as-needed basis 
based on our language skills.  In the end, we gather together, tell stories of our great fortunes and then head home 
to go to work on the multiple activities that we’ve identified during our visit. 
  
Our flight left Chicago just a bit late as they were looking for potable water.  Apparently, there are only (2) water 
trucks in the entire O’Hare fleet and we had to wait for one of them to service the plane.  Other than that, there were 
no problems with our direct-to-Monterrey flight on United Airlines.  Upon landing we found our driver and were 
transported without incident to our hotel, arriving around 3pm-ish.  Our room was not ready but they took our 
luggage and we were off to our cultural event. 
  
Monterrey is a beautiful city in the northeastern area of Mexico and represents their 3rd largest economy.  They have 
an awesome city culture which we were able to enjoy in the 83-degree F temperatures.  We rode on a boat that took 
us from one end of the riverwalk to the other, well into the downtown area.  This is a man-made river that is cleaned 
by chemicals.  There are no fish or wildlife of any kind in this river and there are river taxis that run the 2.5 km 
distance into the city.  We exited the museum district and the group walked around for a couple of hours admiring 
the sights and sounds of Monterrey.  Afterward, we ended up in a fairly upscale restaurant for a fantastic dinner of 
crickets, worms, and ant eggs.  Ask me about the food next time we talk! 
  
Monday and Tuesday were full of calls in the greater Monterrey area.  We visited with a number of automation and 
controls integrators as well as a few solar systems providers.  In spite of some personal difficulties experienced 
during one of our meetings, we were able to recover with a dinner that evening with their team.  This was way more 
normal food and included some of the best beef ribs I have ever tasted.  Bottom line, there is business here and 
now that the epidemic is over, everyone is just itching to get going and get it done! 
  
Tuesday evening, we flew from Monterrey to Mexico City which again was uneventful.  Mexico City sits at 7600 ft and 
I stayed on the 33rd floor of the hotel.  You betcha, I was oxygen-deprived – big time. 
  
Wednesday morning, our driver picked us up bright and early and we went to Cholula, Puebla in east-central 
Mexico.  Yes – this is the famous hot sauce that I have almost every morning on my eggs!  Yet, no one there seemed 
to know anything about it.  We made our first appointment and then had a cancellation for our second 
appointment.  So as long as we were there, we stopped and had our pictures taken in front of a cathedral that was 
put on top of a pyramid.  We also stopped in an open-air market and experienced the dead chickens and fish and 
mole sauces along with crafts and local cultural items.  To get there and back, we climbed to over 10,500 ft before 
descending into the city! 
  

Mexico is Open for Business! 
Bob Gross, President, Gross Automation

Article continues  ⬇



Thursday turned out to be rather a down day.  Our main appointment 
was canceled as they either had lost their job or had quit or 
something.  Fortunately, our other appointment was “out of town” and 
turns out that he was visiting Grand Rapids, MI.  So, he met our sales 
rep in Grand Rapids for lunch while we enjoyed the warm, yet polluted 
sunshine of Mexico City.  Then, that evening was the closing dinner of 
the trade venture at one of the nicer restaurants in Mexico City.  Way 
too many tequilas/margaritas flowed that evening as we said goodbye 
to each other and celebrated our many successful adventures. 
  
Friday was the busiest single day of the trip for us.  We left at 7a for 
Querétaro, in north-central Mexico.  It is one of the smallest cities and 
states in Mexico and we returned to Mexico City well after 8p that 
evening.  We had multiple awesome calls and discussions with mostly 
automation and controls integration companies, all wanting to get 
back to work and put the pandemic behind us. 
  
After a hotel special breakfast buffet on Saturday morning, we packed 
up, got picked up by our team, and headed off to the airport.  There, 
we bought as much tequila as we were allowed, mostly airport-
exclusive ones.  Plane was old but the United flight was direct back to 
O’Hare.  Let me know, then come on over and have a taste of Mexico 
with me that is unique and not available outside of Mexico – except 
here at Gross Automation! 
  
The stats for the end of our trip:  
We made (10) in-person sales visits to current and potential  
To our ground team in Mexico for their fantastic efforts go our many 
thanks.  Our main contact person was in quarantine due to her 4th 
Covid infection.  Yet, she still delivered.  How awesome and dedicated 
is that? 
  
Have you ever considered exporting to or importing from Mexico?   

Next time you see me, ask me about how Mexico is doing and how our 
business there is growing. 
  
Mexico Is Open For Business! 
                
Muy bueno! 

Bob



Stubborn Business Owner Gets Out of His Own Way 

You think you know what is best for your business, and you are 
probably right. But there is an unease associated with “I think”... 
it’s called ambiguity. In manufacturing, ambiguity can be the 
difference between 10X year-over-year growth, and folding.  

We can’t deny this is a different era of business ownership, 
ushered in by the forthcoming workforce shortages and the 
competition of major players. A business would be smart to tap 
into all the tools available to make them successful, but often our 
hesitancy of the unknown gets in our way. To put it more bluntly, 
we, as business owners, get in our own way of growth. Do you 
want to be a part of the 3,700 Wisconsin manufacturers that won’t 
exist in 2030?1 Then change is in order. 

One of the major issues holding us back from growth is our inability to communicate the productivity of each work cell in 
the facility. This is because our measuring methods are inexact and outdated. By comparison, if you were running a 
marathon, our current tracking would equate to measuring mile time with a sundial. The reality is manufacturing facilities 
need to maximize machine utilization, or fold to those who are. As our aging demographics across Wisconsin head into 
retirement this decade, our state will face a deficit of 1,000,000 bodies. In order to thrive through this, we have to adapt 
and utilize new ways to monitor productivity and empower teams to lean on these methods, which will expose areas of 
inefficiency and drive continuous improvement.…. otherwise known as, the Glass Factory. 

Glass Factory (Noun) –Transparent manufacturing when viewed through the eyes of the customers, employees, and 
supplier, therefore enabling increased efficiencies.  

This article marks the fourth in a five-part series which will be published in the Independent Business Association of 
Wisconsin’s newsletter providing insight into The Glass Factory, an innovative approach to help small- and medium-size 
companies navigate the forthcoming workforce challenges.  

Step three walked through the importance of education within your company. By explaining and teaching the necessary 
changes that will happen over the next 10 years, you will empower your employees to stick with you, grow their skill sets 
within your company, and work alongside you to grow the company itself. 

Once everyone inside the company has the same vision to embrace what is needed to help the company succeed, you 
can implement the next phase of identifying your inefficiencies. Remembering back in Step One we talked about 
measuring productivity of your equipment. Step two is running a pilot program to demonstrate how monitoring your 
equipment can identify where you need to focus in on inefficiencies. Step 4–Abolish Ambiguity leverages your recently 
empowered and informed team (Step 3) to scale the results of Step 2 throughout your facility. They will take the 
knowledge you’ve given them, and outfit other critical pieces of equipment throughout your facility, to track real-time 
productivity. Continuous data collection will further expose gaps in system inefficiencies and show you where you can 
integrate equipment and functionality to automate what you need, and to upskill your employees.  

Road to 2030 - Building the Glass Factory 
Step 4: Utilizing Data to Grow the Bottom 
Line 
Matthew Kownick, Owner, Left Hand Engineering

Article continues  ⬇
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During Step 4 of Glass Factory approach, within 6 to 12 months, all of your equipment will have an established 
baseline for average production rates. These rates will be communicated on a visual dashboard for you and your team 
so you can see in real-time how your whole facility is operating, and address problems more quickly. This will serve as 
the playbook for running daily production, uncovering inefficiencies, and driving continuous improvement. The data 
itself does not drive change, but it provides the ability to see what’s actually happening and focus your resources on 
improving the root cause of your profit loss, or inability to grow.  

No repetitive process should yield any speculation on if/how it performed. We will simply know.  

In Conclusion–Getting Out of Your Way 

Right now you think you know how to run your business. By implementing Steps 1-4 of the Glass Factory approach, 
you will know with certainty how to grow your business, improve profits, and maximize efficiency. That is a substantial 
shift in confidence you need to make important decisions about the future of your company. The difference is the data 
you will collect and the team you will upskill.  

It is important that we get out of our own way as business owners, to implement the changes necessary to prosper. 
Glass Factory is showing us how to do just that. 

Next Month- Step 5 of the Glass Factory- Adding Windows  

Shifting into this proactive mindset will prepare your company for The fifth step in the building of the Glass Factory–
Development of Customer and Supplier Portals. With 1-2 years of actionable data points, the Glass Factory will have 
enough information to build out the final stage of transparency. Customers will be able to log into your company and 
see exactly where their order is at. Suppliers will have the ability to do the same thing.  

1The Pendio Group- Tedx MKE- Todd McLees- Now- Innovation Outpost 



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

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

Program Leader: Steve Bobowski

We’ll be sending out information shortly on the next 
event!



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.

AT&T 
ITU AbsorbTech 
Old National Bank 
Ixonia Bank 
North Shore Bank 
Sikich 
Lauber Business Partners  
von Briesen 
Vrakas 
Boerke Co. 
Rickert Industries 
Insperity 
Merrill Lynch 
Lauber Business Partners 
Saturn Lounge 
The Rauser Agency - Robertson Ryan & Assoc. 
Crux Commercial Partners 
Annex Wealth Management 
Red Elephant Chocolate 
Hypneumat Mfg 

Wisconsin Lutheran College 
Gross Automation 
Town Bank 
Ollenburg, LLC 
Signature Bank 
Titus Talent Strategies 

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.ituabsorbtech.com
https://www.oldnational.com
https://www.ixoniabank.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://v-b.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://annexwealth.com
http://www.redelephantchocolate.com
https://www.wlc.edu
http://www.hypneumat.com
https://www.wlc.edu
https://grossautomation.com
https://www.townbank.us
https://ollenburgllc.com
https://www.signaturebank.bank
https://www.titustalent.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

BUSINESS LEADERS...LEADING BUSINESS

“ 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

 SPECIAL OPTION: Prepay breakfasts meetings.  Get 12 for the price of 10! Add $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 Tours 
- Legislative Updates from Madison and Washington D.C. 

… AND MORE!




