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“The Choices We Make!” - (ynthia Homis

A few months ago | picked up a book titled “Tough Choices”, a NY Times
bestseller, by Carly Fiorina, former CEO of Hewlett Packard, and the first
female CEO of a Fortune 20 company. It was so encouraging to read her
story. | was reminded that everyone faces challenges and if we are intent
on making a difference, we have tough choices to make.

When the company asked Carly to step down from her position, it was handled in such a
different manner than past CEO’s. Many false rumors and accusations were made about her
and her accomplishments. She tells of the hours spent in deep reflection to confront the
issues. How could she present the truth in a manner that she had always exemplified, to be
honest, to the point and with conviction? She was faced with an uncomfortable situation yet
came out ahead.

“I am Woman Hear Me Roar,” a song from the 1970’s became an enduring anthem for the
female liberation movement. It set the stage for the female gender, bringing her recognition
for all her abilities. “lI Will Survive,” another song that immediately draws women to the dance
floor , reminds her that under the most difficult situations, decisions can be made! We may
not be the CEO of a large company, like Carly Fiorina, but whatever role we find ourselves in,
we face choices each day. We must choose to complete tasks with dignity and give 100%
of our abilities.

This is not a call to feminism, or to ‘hear me roar!’ It's a reminder that you are a woman with
great inner strength. A woman with abilities that others may not have. A woman with the
strength to carry on. You do have choices to make!

I challenge you to take some time to discover how you can make choices. Sometimes our
daily routine and the business of completing the job, clouds our vision, making it difficult to
see the outcome. Be sure to take a good look at the situation and the choices you have.
Evaluate them. Ask the questions: Who will this effect positively or negatively? Is it going to
meet the expectations of what you do for your company? Will it strengthen the company?
Does it serve the overall mission of the company? Your answers will determine your choices!

My own experiences have taught me that a quick response or decision is not always the best
choice. Think about your answer, then make that decision. You don’t have to roar to make
your voice heard! Speaking with conviction - along with passion for your decision - will get
your message across.

To be a woman who will “Survive” - means we need to “pull up the boot straps, saddle up,
strive for excellence, and enjoy the ride!” Let’s not just be in a survival mode. Let's make a
difference through the choices and decisions we make, each day, in the lives of others, the
company’s future and ultimately in our personal growth.

Cynthia Homis is Executive Vice President of Client Development of Status Group, LLC.
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“Fiat justitia, ruat coelum...”

...Is a Latin quotation meaning: “Let justice be done, though the heavens may
fall.” It signifies the belief that justice must be realized regardless of
consequences. This is one of my favorite quotes and why | believe in the

law.” — Robert Freeman, Esquire — Status Group’s General Counsel

Robert Freeman graduated from high school at the age of 16. One could say he was a child
prodigy. If you ask him, however, he will modestly proclaim he is just a surfer from
Southern California. For a brief second, you may believe him, until you ask him questions
about the law. It is then, that you will see the passionate side of a man who wants to make
a difference in the world around him. He will tell you proudly, that he went to law school for
himself, and stayed in law for his father.

Robert’s greatest life lessons were taught by his father, Allan Freeman who was a musician,
conductor and teacher. “My father is my mentor”, he says, “There is a quote he would tell
me from Shakespeare, “This above all else...To thine own self be true”. — “My father taught
me a lot of things...most importantly, he taught me how to survive!”

Survival in life is one thing. Survival in the courtroom is quite another — Robert Freeman has
been up against some of the toughest lawyers — and each has been a learning experience.
“Truth, Justice, and the American Way,” is what | love about the law,” says Robert.

Robert Freeman was most recently a successful trial lawyer in Orange County, California,
but he also has extensive experience as a mediator and as an arbitrator. He possesses
over eighteen years of experience as a top negotiator for large insurance companies such
as Liberty Mutual, State Farm, and C.S.A.A. During his extensive career, he has been
instrumental in resolving numerous, multi-million dollar disputes.

He earned his Bachelor’s Degree, with honors, in Business Marketing from California State
University at Long Beach in 1987. He earned his Masters of Arts degree, again with honors,
in Conflict Resolution and Negotiations from California State University at Dominguez Hills in
1992. He earned his Juris Doctor from Loyola Law School in 1997. He was admitted to the
California Bar Association in 1997. He was admitted to the Nevada Bar Association as
General Counsel in 2006.

Robert Freeman, Esq. is Status Group’s newest addition as General Counsel.
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Mark your calendars for the following dates:

\

GROUP September 11, 2008 STATUS GROUP
Las Vegas Chamber of Commerce
Town Square Shopping Center
Two Sessions: 10:30AM -11:30AM and 12:30PM- 1:30PM
Lunch provided 11:30AM — 12:30PM
Speaker: Status Group will host a lunch panel discussion titled:
“Bounce Your Business Ildeas and Questions off the Brightest Business
Minds Available.”
RSVP: 702-252-7005

STATUS

NEVADA STATE BANK® e%es
A better way to bank. STATUS GROUP

Who: Nevada State Bank and the Status Group
What: Social Networking Event
Where: Status Group Offices -8920 W. Tropicana Ave. Suite 105
Las Vegas, NV 89147
RSVP:

Office: (702) 252-7005

When: September 18, 2008 5:00pm to 7:00pm.

Join us for a Wine and Cheese reception

MEDIA COVERAGE - September

Status Group’s Allan Goldner was quoted in an article on
September 5, titled “Tight Credit Hurts Businesses,” by In
IN B“SI NESS Las Business, staff writer, Nicole Lucht. "We have to do almost
VL"[]ilH all alternative financing for companies now. We know
where the money is. There is a lot of money internationally

and there are still local investors that want to seize a good
opportunity.” says Mr. Goldner, Chairman of Status Group

70 Radio Advertising Commercials airing on 970 AM
AM KNUU, featuring Allan Goldner, Status Group
S e Chairman.



https://www.nsbank.com/index.jsp
http://www.inbusinesslasvegas.com/
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Finding your Brandé | de

Allan Goldner

Once upon atime, in the little hamlet of Vegas, there lived an entrepreneur who began a

business. She sold Gizmos. Anything you wanted to know about Gizmos, you only needed to ask
her. Long before she came to this little hamlet, she sold Gizmos in another hamlet called LA-LA
Land. She did very well there for many years. But now, everything was different. Nobody knew her
here. She loved selling Gizmos and wanted to make her business stand apart from all of the other
businesses that also sold Gizmos. Over and over she pondered, “How will someone in Vegas know
that it’s better to buy a Gizmo from me?” She sold the Gizmos at similar prices. She stood behind
her Gizmos, and the few customers that she had were very happy. Still, she knew that she just
couldn’t wait around for her business to grow. Somehow, she must find the puzzling secret that
would make her business a preferred choice for Gizmos enthusiasts.

One day, while she was waiting for her phone to ring, there appeared a mysterious stranger. At first
she was alarmed. Was this stranger here to sell her something? But after a few moments of
conversation, she was relieved to learn that the stranger was here to help. Are you a wizard, she
asked. “Yes”, the stranger answered, “but only in the arts of consultation.”

The stranger knew next to nothing about Gizmos, but seemed to know a lot about

business. Apparently, this experience could help her sell more Gizmos. The entrepreneur and the
stranger talked and talked. The stranger eagerly listened to her stories about how she helped her
customers get the most from their Gizmos, because she knew so much about them. She can make
the Gizmos keep running smoothly and she was always available for her customers if something
went wrong. She told him about how long she had been around Gizmos and how much she enjoyed
the Gizmo business.

After atime, the stranger began to speak. “What you need is a brand. A brand is something that
clearly identifies your company as the best choice to buy Gizmos”. “Yes”, she said, “That’s it.
That’s what | thought too”! “But what is my brand? What makes me different? How can | promote
my business differently from the other business selling Gizmos”? The stranger smiled and asked,
“What is the difference between your Gizmos and theirs”? She thought a while and sadly replied,
“None. A Gizmo is a Gizmo”. Ah, the stranger answered, “So why should they buy the Gizmo from
you”? Again she thought and after a long while she felt frustrated and blurted out, “I don’t know
except, | love Gizmos. | always have. | know more about them then anyone! After all these years of
working with them, I’'m a Gizmo expert”! Then suddenly, she got quiet for a moment, and
understanding came into her eyes, “It’s me! I’'m the difference. I’'m the brand!” The stranger nodded
approvingly and said, “When you’re selling the same Gizmos as everyone else, then you must be the
brand”.

The stranger vanished as quickly as he had appeared, and the entrepreneur set about putting
together a plan and a budget to promote her new brand. In a short time, the whole village knew
about the Gizmo expert who was now selling Gizmos in the hamlet of Vegas. It wasn’t long before
everyone knew just where to go when they needed to buy a Gizmo. As for the mysterious wizard, he
was already helping the next entrepreneur.
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j Nevada

7 Microenierprise
Initiative
NMI 6s MI SSI ON:

“To enhance the economic self-sufficiency and the quality of life of
low to moderate income
Individuals through entrepreneurial training, technical assistance
and access to loans for new
And expanding businesses throughout the state of Nevada”.

WHO WE ARE
A business development corporation, incorporated in the state of Nevada in
1991.
A non-profit, tax exempt 501(c)(3) organization.
A Certified Community Development Financial Institution (CDFI).
A U.S. Small Business Administration Intermediary Lender.
A U.S. Small Business Administration Women’s Business Center.

www.4microbiz.org

Nevada's Center for
Entrepreneurship
and Technology

Nevada’s Center for Entrepreneurship and Technology, presents the 2009
NCET Entrepreneur Expo, slated for Friday, February 27 from 11 a.m. — 7
p.m. at the South Point Hotel & Casino. This free event will feature 100+
exhibitors, all specializing in helping people start and grow small
businesses, and two dozen professional speakers. Attendance is expected
to reach 1,000 and opportunities for exhibiting and sponsorships are now
available!

Visit www.NCETexpo.com or call (775) 853-4226.



http://www.ncetexpo.com/
http://www.4microbiz.org/

