
Distribution count: 10,000

Published: Bi-Monthly

Distribution area:   Serving customers between I-575 and I-85, comprised of 
the businesses centered in the areas of Woodstock, Alpharetta, Milton, 
Windward, Roswell, Johns Creek, Cumming (South Forsyth), and East Cobb.

Focus:  Small Business journeys with columns emphasizing usable 
information for small business owners.

INTRODUCTION TO THE 
SMALL BUSINESS JOURNAL 

(770) 924-3131

10 � AROUND TOWN SMALL BUSINESS JOURNAL

Y
ou find that the days keep getting a little longer,

the cash keeps getting a little shorter, there are

more fires to put out than you have water for,

you just lost that big account, or that new big account is

not paying on time. You need to figure out how to turn

things around, or if this year is proving to be very

lucrative, you need to manage the growth and expansion.

If this seems familiar, that’s because this is not new, it is very common

for businesses to have these issues. Fortunately, there is help, advice,

and hands-on support for these common small business predicaments,

and that help is available right here in our own community.

To assure that you will be advised with credibility and

expertise, a Business Advisor’s credentials, experience, and

professional associations must demonstrate integrity.  The Alpharetta

business community includes several professional, Small Business

Advisors who hold all of those qualifications.  They can analyze your

specific business needs and assist you in achieving the business success

you have always dreamed possible. 

One of the most credible indicators of experienced practical

help and advice for entrepreneurs and small business owners is the

Institute for Independent Business (IIB).  The IIB is a non-profit

research, training, and accreditation organization for senior business

executives, established in 1984, to provide practical advice that works

for the independent business community. Today, the IIB has more than

four thousand accredited associates located in 25 countries.  Five of

North Fulton’s local IIB associates are Adrian Bevan of Adrian Bevan &

Associates, Inc.; Ronna Campbell of Highlands Management Partners,

LLC; Mark A. DiNunzio of MarketPoint Solutions, LLC; David

Funderburke of Brookwood Advisors; and Dale M. Murphy of Dale

Murphy Management.

Each of these advisors is an independent business owner, and

each knows the reality of running a business — they have been there,

seen it, and done it.  Since they are each accredited by the IIB, they have

all demonstrated competence in several management areas and have

held senior level executive positions for many years. Each Associate has

specific areas of expertise and services. Because they all follow a strict

Code of Ethics set forth by the IIB, they will readily refer you to the most

qualified IIB expert in their network who can effectively help you

resolve the problem at hand.  Accredited IIB associates will only offer

unbiased advice and practical solutions they feel would be beneficial to

your business.

Dunn & Bradstreet reports that 89% of all business failures

are due to the lack of general business management skills and planning.

The IIB accredited, Small Business Advisors are available to help you

create a successful business by avoiding these obstacles. As Ronna

Campbell states, “We are a ‘one-stop shopping’ experience.  We cover

all of the business disciplines, allowing the business owner to focus on

the two or three things that he does best. We let him be in the places

where he wants to spend his time.”

The “Board of Directors” aspect that the IIB advisors can

bring to independent business owners can help them set the direction

of the company and ensure that systems, programs, and resources are

in place and are being utilized efficiently.  At the same time, this

advisory “Board” helps keep the management of the small business

accountable. The advisory board serves as a network for all of the

business disciplines that make up every business.  Dale Murphy explains

that, “We, as a group of advisors, offer a holistic approach based on

what the business owner wants.  We can help with the things that they’re

not comfortable with, and we can offer a very targeted focus to help

make sure that those undesirable things get done within a time frame.”

“One of the good things that we bring to the table for our

customers,” says David Funderburke, “is our connections with other IIB

associates around the world.  For example, those connections give us

the ability to put our clients together with a source for products or

materials that they can’t readily obtain; or a distribution channel who

can help them begin selling their products in Europe.”

Mark DiNunzio adds, “In many cases, a business owner has

not taken time to write down their business plan. What they may not

realize is that the planning process does not need to be complicated or

take a large amount of time. However, without a plan in place they tend

to remain unfocused, making it difficult to make the best decisions for

their business.  Out of the many good ideas they come across everyday,

we show them how to select the great ideas that will make the most

positive impact to their business and help them attain their vision.”

“Half the battle is getting business owners to recognize what

their real issues are,” adds Adrian Bevan, “and we are skilled at

identifying the problem, offering solutions and then working with our

client to get it fixed.”

The accredited associates of the Institute for Independent

Business provide many different support services including marketing,

sales, business development, employee staffing, recruiting and

retention, contracts management,  analyzing insurance coverages, and

planning management succession strategies as well as exit strategies for

the future.  If you have a business challenge, an unrealized opportunity,

or you are simply not sure where to begin to get your goals closer to

reality, contact one of the Alpharetta area IIB Small Business Advisors

for expert assistance that will help you realize your vision and Win the

Game of Business.
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Adrian Bevan is the Principal of Adrian Bevan &

Associates and has more than twenty-five years experience

as a Senior Executive with private corporations, both in the

United States and Europe. Adrian offers business and

management advisory services providing practical and

sound advice to small and medium-sized businesses that

don’t have access to the resources and expertise typically

available to larger corporations.  Adrian’s core

competencies include business and strategic planning,

start-ups, and business reviews. 

As well as being an Executive Associate of the Institute for

Independent Business, Adrian is also a member of the

Greater North Fulton Chamber of Commerce Small Business

Committee and serves on two sub-committees which

promote learning and networking activities to Chamber

members.
Adrian is committed to helping business owners resolve

their day-to-day issues and challenges.
Adrian can be contacted at (770) 814-7907 or at

adrianbevan@iib.ws.

Adrian Bevan

Dale Murphy is the Principal Consultant for Dale Murphy

Management, a company that specializes in helping business

owners get sales and profit results.  Dale has over thirty

years of successful retail experience with major retailers

including Target and PetSmart.  His expertise is in the areas

of business planning, process improvement, marketing,

logistics, pricing, customer relations, operations, team

development, and human resources.

Dale is an Executive Associate of the Institute for

Independent Business.  He supports business owners with

the sound advice necessary to meet their immediate needs,

as well as to prepare their company for the future.  New

clients can expect better sales, more consistent cash flow,

improved profit,  and fewer employee issues.  Dale can be

contacted at dale@dalemurphymanagement.com or at

(678) 366-3148.

Dale Murphy

Ronna is originally from Alabama and is currently the

Principal Business Advisor of Highlands Management Partners,

LLC.  She has worked with familiar corporations such as

Prudential, Wachovia, IBM, Host Communications, Inc.,

Corporate Marketing Associates, and the GEM Group.  Ronna

specializes in exit strategy planning, management support,

guidance, and offers practical advice to business owners.  In

addition to her advisory position with Highlands Management

Partners, she is an adjunct professor of business and economics

with Strayer University.Ronna also holds the credential of Executive Associate with the

Institute of Independent Business and an MBA from Harvard

Business School. She is committed to helping independent business

owners resolve their day-to-day challenges with sound independent 

business advice.  Ronna can be contacted at ronna@

highlandsmanagement.net or by phone at (678) 624-9971.

Ronna Campbell

Mark DiNunzio is the Founder and President of

MarketPoint Solutions. He has over twenty-five years of

experience in Executive Management specializing in sales,

marketing, and process improvement. Mark has worked

with companies of all sizes helping them to grow sales,

increase profits, and to build high performance, results

oriented organizations. MarketPoint Solutions offers the expertise to complement

the skills of the business owner and management team, to

address current problems, determine future plans, and solve

the most challenging needs of running a business. 

Mark is an Accredited Executive Associate of the Institute

for Independent Business, a Certified One Page Business

Plan Consultant and a Certified Identity Theft Risk

Management Specialist. He has worked in a number of

industry sectors including: manufacturing, wholesale

distribution, construction, retail, and professional services.

To reach Mark, visit www.marketpointsolutions.com,

send an email to mark@marketpointsolutions.com, or call

(404) 307-6521.

Mark DiNunzio

As an accredited Executive Associate of the Institute for

Independent Business, David is the principal consultant of

Brookwood Advisors. He has over twenty-five years of

experience as a senior executive with medium and large

consulting organizations; additionally, he has experience in

software companies and commercial real estate

development; and he has operated his own technology

consulting business. Working with clients in the service,

retail, manufacturing, and home health care industries,

David's primary focus is in information technology 

and business management. His expertise also 

includes business planning, operations, financial

management, project management, customer service, 

human resource development, and training. David's plan 

is to help the business owner achieve the vision for 

their company with practical advice that works. David can be

reached at (770) 339-1689 or by email at

DavidFunderburke@BrookwoodAdvisors.com.

David Funderburke
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You work hard as the owner of a small business.  You are

not only the owner of the company, but you may be the

CEO, CFO, CIO, lower- mid- and top-level manager, and

employee.  Revenue, expenses, costs, production, profit, loss,

cutting back, and expansion are always on your mind — all words

that represent money.  Yet, money and finance are often confusing

and frightening and best left to someone who knows which

financial standards and guidelines would benefit you, your

company, and its community.  Enter the Business Banking folks at

Crescent Bank.

Jeff Roach and Susan Kite work with and for the North

Georgia small business community to assist busy business owners

with their finances.  They both are a vital part of Crescent’s

Business Banking department and can offer a variety of services to

meet all of your financial business needs.

Jeff has been a banker in Cherokee County since 1985.

He continues to watch the area grow and he enjoys watching his

clients’ businesses expand with the assistance that he can offer.

Jeff has been working strictly with Small Business Administration

(SBA) loans for almost fifteen years — confirmation that he knows

the SBA lending process.  Seven years ago he started the SBA

department at Crescent Bank and has since delighted in seeing

how his customers sometimes go from having almost nothing to

being a success in their industry.  One example of his interest in

his customers is the business story of Ken Emory.

SBJ

B
U

SI
N

E
SS

 F
E

A
TU

R
E

VOLUME I  /  ISSUE I � 21

Ken appeared in Jeff’s office about eight years ago with

not much more than his shiny enthusiasm and his “blond surfer-

guy” looks, wanting to buy a carwash.  Jeff recognized Ken’s

enthusiasm and began to work with him to create a player in the

carwash industry.  Through three SBA loans and Ken’s questions of

“What do I need to do to expand?”, Jeff helped him experience the

growth and satisfaction of owning his own successful business.  Ken

has continued his relationship with Jeff and Crescent Bank, building

and selling a Hurricane Bay carwash at Towne Lake, and he is now

building two more in Loganville and Snellville and has plans for

three more locations.  This client/banker relationship has lasted

through the years as Ken started and progressed through explaining

his vision to Jeff, executed his vision, and “graduated” from the SBA

process.  He has now accumulated enough capital to allow himself

and his business ventures entrance into another facet of business

finance.

Jeff and Susan have worked with many people who have

dreams to own their own businesses; but sometimes the dreams are

unusual and not everybody can see the need for the product

envisioned.  One Crescent Bank customer bought a business that

made machinery that would produce commercial grade

downspouts for larger buildings.  As time passed, this man took that

business and evolved it into one that actually manufactures the

commercial downspouts.  The Business Banking partners at

Crescent Bank played a part in making this very successful change,

even though they would have never thought that there was a need

for this type of business!
Susan Kite has also enjoyed helping customers with their

small business financial needs.  Susan has been with Crescent Bank

as a conventional lender since 2001, joining the SBA department in

2006.   She has been involved with small businesses for over 20

years, including experience as a director with the SBA’s 504 Real

Estate Program
Susan explains that working with customers,

their SBA applications, and the resulting life of the customer’s

business is “almost a partnership”.  She helps her clients with start-

up situations, with growth and expansion, and with franchise

concepts.  Susan tells the story of how she arranged an SBA loan to

help a gentleman buy an American Bodyworks workout franchise in

Kennesaw, and how he eventually sold it to a single mother, Susan

White.

Ms. White came to Crescent Bank with the desire to buy

this workout franchise.  A conventional banking business loan

would not have been do-able for Ms. White, so Susan arranged an

SBA loan package in which a ten-year payback would allow Ms.

White to make lower payments and keep more money each month

for her own family.  Ms. White bought the American Bodyworks

franchise and is now operating her own business thanks to the

“partnership” that developed between her, her new business, and

Crescent Bank.  As a post-script to Susan White’s story, the

gentleman who sold her the franchise is now opening another

workout location — a result of business banking relationships at

work!

For more details on Crescent Bank business services, visit

www.crescentbank.com or call Jeff Roach at (678)454-2376 or


