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As you read this, we will be halfway through 2017! Where has the time gone? 
For TMA members and guests, 2017 has been filled with a number of great 
events that were well received.
First, there was the combination TMA/CMBA/IWIRC/Federal Bar sponsored 
farewell dinner for Judge Morgenstern-Clarren, on April 27th at the Drury 
Hotel. It was a nice evening, filled with farewells to the judge, as well as some great networking with 
fellow professionals. Our thanks to the team of Suzana Koch, Samantha Pringle, Jeremy Campana, 
Liz Lynch, Rachael Steinlage and Rocco Debitetto for their work orchestrating this event.
In May, we enjoyed the Great Lakes Conference at the Avalon Inn and Resort in Warren. Weather 
forecast or not, our intrepid golfers went out in a downpour and celebrated relief when, a few holes 
in, the skies cleared and the balance of the day was beautiful. The course dried out nicely and golfers 
enjoyed their day in the sun. Networking and cocktail hour was followed by dinner that evening. 
More networking and cigars was accompanied by twin screens, featuring the Cavs win as well as the 
Penguins victory. Could there be a better evening? 
The next day, Dick Kiko of Kiko Company gave a thought-provoking keynote address, Success in 
Life Comes in 3’s, followed by a panel presentation on franchisor/franchisee restaurant bankruptcies 
and the issues each presents. A great thanks goes to MJ Hilker and her team of Sarah McIntosh, 
Lance Frew, Jason Haines, Matt Dekukoski, Barry Sullivan, George Horvat, Dan DeMarco and 
Andy Allaire for putting together a well-executed program that has received rave reviews from 
participants.
On June 13th we held our annual TMA/ACG Shoreby Event. An evening of great networking, 
food and spirits on the shores of Lake Erie that attendees look forward to each year. The setting is 
inspiring, and the time and ability to meet current contacts and introduce yourself to new ones makes 
this event a “must do.”
Coming up quickly is our annual Golf Classic at Mayfield Country Club, on July 17th. A celebrated 
event at a great venue with great networking is what brings folks back year after year. Hope we see 
you there!
Our TMA Board has seen some further changes this year as Patrick Whelan of Chikol moved out of 
the area and was replaced by Sarah McIntosh from Kiko Company. Lance Frew departed the Board 
and was replaced by Thomas Furnas of Inglewood. Welcome to both of you! Both of these changes 
were effective as of the June 6th board meeting.
And last but certainly not least, I should also mention TMA Ohio NextGen had a social hour 
at Beerhead, on the East Bank of the Flats, on June 8th. These events are open to all younger 
practitioners who want to sip a beer, socialize and learn a bit about NextGen. The group also 
sponsored a panel presentation in June on developing cash flows in liquidation and bankruptcy 
scenarios. 
We welcome you to any and all of our events. If you’re interested in joining, or becoming more 
involved in the Ohio chapter, please see any of the current board members or officers listed in this 
publication.
Have a great summer!
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Chikol is a middle market operational management support firm that 
has over 20 years of experience in situations that require: re-orienta-
tion of management focus; balance sheet restructuring; operational 
improvement; marketing re-direction; refinancing; recapitalization & negotiations with lenders 
and investors. Chikol also is qualified to serve as State or Federal Receivers & as Special Pur-
pose Trustee or financial advisor for Companies in Bankruptcy or Restructuring proceedings. 
Our history includes over 30 transactions where we were involved in highly leveraged situa-
tions as owners/managers.  Count on us—“We’ve been there!”
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I was reflecting on the last time I had an opportunity to share some thoughts with my colleagues in the 
corporate distress practice, and we noted companies undergoing generational ownership transition.  
We highlighted the impact of “tribal knowledge” that had been missed in a number of those acquisi-
tions. In keeping with this view, this time we’re talking about the next generation of team members 
these groups of owners have to deal with—the Millennials!  
We’re not talking about the ownership, but the members of their teams containing this educated 
gang, joining the company as staff members. 
Over the many years working in this business, we have witnessed the following:  
n  Early on, a lot of activity was in helping companies operationally dealing with the 12%+/- cost of 

money that was historically typical.  
n  At some point, work transitioned to private equity (PE) firms buying into the middle market 

-dealing with the loss of the core “tribal knowledge” that was the soul of ownership and getting the 
firms back on the profit trail to enhance enterprise value.  
n  Since the crash of 2008-12, work has often been with companies that weren’t sold in the PE boom 

but rather those being passed on to the next generation.
n  Now, new owners, both private and PE, are struggling to find committed staff. Not only did the 

previous ownership generation get older, but so too have the sergeants needed to run these com-
panies. New owners are building their teams for the next 20+ years and having more than a tough 
time. 

These are companies that the family sold or passed down, and the new owners took over and at-
tempted to continue management in a familiar fashion. Preservation of the company’s “tribal knowl-
edge” was helpful, but the transition between generations (meaning millennials) appears tougher 
than had been expected.
The challenge is now how to build a bigger tomorrow while preserving the historic culture that 
allowed the success to continue over so many years. Working with the next generation to plan the 
next 20 years while getting the current owners to go along with the changes (all while not appearing 
heavy- handed) is a challenge for all turnaround and profit-improvement consultants.  
These dynamics require evolutionary operational plans that entail more than the trusty 13-week cash 
flow and refinancing to bridge the next year or so. It instead requires looking at the situation as if you 
are the buyer of the business. 
This is a return to the work we all performed before the financial crisis that “pulled up” PE/Mez-
zanine middle market activity. What surprises us this time is that work is being generated through 
lenders rather than interested ownership.
When borrowed money cost more than 3-5%, debt levels mattered more. Today, it is harder to access 

Millennial & Middle Market Businesses 
Dennis Kebrdle, Chikol
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debt due to total dependence by lenders on cash flow. Cash flow has always been the lifeblood of 
leveraged deals, but the balance sheet counted more in the past. These family companies usually have a 
strong balance sheet but need cash flow improvement. It’s the 1990’s again!
The best players in these situations are those in which the next generation has spent time at something 
other than the family business. Preferably, members of the family have spent 3-10 years at a large 
company, gained reporting skills and operational viewpoints different than their family’s business. 
These new owners/managers have recognized that motivating and getting improved production from 
the millennial group takes a different tack than in Uncle Tony’s day.  
New staffers also have different types of motivation and have to be treated in a manner perhaps un-
heard of or intolerable just 20 years ago. Managers willing to make these changes stand to win where 
others fail. We need millennial staffers who show up and focus on the targets set by this group of 
owners. Our experience tells us that real success can be achieved with a couple of approaches in both 
factory management and internal processing operations.  
There are drivers that motivate millennials and benefit the employer. Here are a couple that we highlight:
n  More time off—4-10-hour day workweeks with periodic overtime to increase income on a consistent 

basis. This also helps companies with seasonal sales. In retail, having the best staff there for custom-
ers is beneficial and has the impact of reduced benefit costs per hour.
n  Immediate measurement of performance & self-reporting the results—visible to everyone. Self-proc-

lamation using white marker boards with color indication of performance—blue-good; green-incen-
tive; red-bad tracked every hour and tied to the planned rates. Management by “walking around” 
rather than filling out reports or “looking over my shoulder” is preferred. Management can provide 
immediate encouragement, personally tied to actual results. By tracking hourly targets, management 
controls “bites,” providing for continuous improvement.
n  Immediate reward for improved performance—personal recognition & monetary reward—a combi-

nation of individually measured incentive plans and group profit sharing. We’ve helped bring back 
piece rate compensation for the individual and shared profits for the team in some cases. This allows 
for reduced base wage rates, which has a positive impact on the cost of overtime. We are promoting 
incentive plans that are tied to the lowest-paid person in the plant or company, with the staff compen-
sation driven from that baseline. This illustrate for staffers that the entire staff is in it together.
n  Integrate technology into the sales process & production planning—this proves that the company 

will be acting in ways the younger staff sees the world, using technology as a core requirement in 
their world.

We are having success with established management that enjoy the constant interaction and incentives culture. They accept the 4-10-hour 
day approach, as it adds at least 2.5% of capacity (one fewer day of breaks and other time wasters that average 1.1 hours/day); our cor-
porate incentive plans, where the management bonus is tied to what the floor sweeper earns; and an approach to sales where one blends 
online marketing and account management.
Our operational teams, most of whose members have owned their own businesses, are enjoying this group of engagements. It will be re-
freshing to again see manufacturing, distribution and service businesses grow and create wealth in our markets.

July 17
26th Annual TMA Golf Classic. 
Mayfield Country Club.

September 19
TMA/CFA Joint Event. Time and 
Place to be determined.

October 19
TMA/CMBA Education Event. 
CMBA headquarters.

November 9 
TMA/IWIRC social. Time and 
Place TBD.

December 7 
Annual TMA/CMB Holiday 
Event. Evening event. Place TBD

NOTE: The dates and subjects listed in this 
tentative 2017 calendar are subject to change 
to accommodate speaker’s availability, facility 
availability, verification of availability of 
other organizations in the case of joint events, 
and current events which might pre-empt this 
current schedule. This schedule will be updated 
as necessary.
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Directions to:
The Mayfield Country Club
1545 Sheridan Road
South Euclid, OH 44121
 
From I-271: (Exit 32) West on Cedar Rd. to Richmond Rd. Right on 
Richmond Rd. Left on Mayfield Rd. (US-322).  Left on Sheridan Road 
then left into club drive.

Turnaround Management Association
Twenty-first Annual TMA Golf Outing

Monday, July 17, 2017


