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Grow ing Your  Business is EASY 
w it h t he NH Business Guild!

$125/Year  Join Today!

Our  m ot t o is prom ot e, connect , succeed and all of  
our  program s & plat form s are designed t o help you 
do t hat !

- Online Direct ory List ing
- Flackery Magazine
- Event s, Classes, & Workshops
- Tools, Resources, & More!

Back  t o Cont ent s

https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
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Edit or 's Not e  Say goodbye t o 2020 & hello t o new 
oppor t unit ies!

I think it 's fair to say that 2020 has been a difficult year 
for everyone.

Nobody had a pandemic plan, and a lot of us had to 
scramble to adjust to the realities of a long-term 
disruption to business.

Here at Buzz Media, we decided to treat 2020 as a 
transition. Instead of trying to cobble together a 
temporary solution to the COVID-19 challenge, we have 
spent most of this year laying the foundation for the 
evolution of NH Business Guild.

- Online Learning Platform
- Success Funnel Podcast
- Expansion to the entire USA

It was a lot of work, but we redesigned our long-term plan and will be re-branding in 
January 2021 as The Business Guild. 

It 's a big step, but with COVID dragging on and so many businesses struggling to 
adjust it felt like the right decision.

We may have a new name, but we are still committed to our core goals of creating 
the tools and opportunities you need to promote, connect, and succeed. 

In the meantime, please take a few minutes to check out our articles and 
advertisers. If you like what you see, share the magazine with your friends and 
colleagues. Or better yet, join The Business Guild and have your business featured.

Pat  Ham m ond

Editor/Publisher Flackery

Back t o Cont ent s
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The Success Funnel Podcast  
Com ing January 2021!

successfunnelpodcast .com

You've got  quest ions? 

We've got  your  answers
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603-206-5846

www.idealhealt h l lc.com

170 S River  Road, Bedford, NH 03110

It 's al l  about  creat ing HEALTHY 
habit s rat her  t han rest r ict ions

- quickly lose 2 - 5 pounds a week
- learn how to read labels & plan meals
- understand how your body processes food so you can 

make better choices
- enjoy a healthy lifestyle!

No gimmicks, no magic pills, and no requirement to buy expensive 
supplements for the rest of your life

Discover  t he REAL you w it h one of  our  

f ree sem inars!

Call Today!

Back t o Cont ent s

http://www.idealhealthllc.com/
https://www.facebook.com/Ideal.Health.LLC
mailto:idealhealthllc@comcast.net
https://twitter.com/IdealHealthLLC
http://www.instagram.com/steph_idealhealth/
http://www.youtube.com/channel/UCrsvrmI9Kz443aLcL2lf-zg
http://www.youtube.com/watch?v=LN6mZs6yPk4
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Don' t  f ear  
f ai lu re.

Fear  being in t he

EXACT SAME

place next  year

as you are t oday
- Mel Robbins
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Situational 
Awareness
Back t o Cont ent s
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If you?re not familiar with the concept, 
situational awareness involves a 
persistent real-time review of 
resources, threats, allies, and how to 
leverage or avoid them so you can 
stay on track to achieve your end goal.

When people talk about situational 
awareness, they?re usually talking about 
the ability to recognize potential threats or 
hazards. Things like surveilling your 
surroundings when you enter a parking 
garage or convenience store late at night. 
Making note of suspicious people and 
potential escape routes if someone tries to 
attack.

In the business world, situational 
awareness is more than a defensive 
posture.

We?ve all met the guy who seems to fall 
into deals. He meets the right people at 
the right time and is always ahead of the 
curve when something new pops up.

It isn?t luck that puts him in that position. 

He is always in the right place because he 
operates in the present, tuned in to what?s 
going on around him. He maintains 
situational awareness.

This is not a one-and-done activity.

It?s also an activity you shouldn?t delegate.

You can hire people to help share the 
burden, but no matter how well you plan 
and how many people you have on board 
to execute that plan, it is up to you as the 
business leader to maintain an 
observational stance so your company can 
respond with efficiency and expedience 
when threats and opportunities pop up.

I know it sounds exhausting and more 
than a litt le overwhelming, but it?s worth it.

For a well-managed organization, 
situational awareness can also open the 
door to new opportunities. 

This is something we?ve seen a lot this year 
with the pandemic.

Companies that have a firm foundation 
and are good at assessing the 
current environment are the 
ones who rose to the 
challenge of COVID-19.

They were able to pivot when 
the pandemic hit because they 
already had systems in place 
to review the situation and 
recognize options and 
opportunities that fell outside 
their existing business plan.

How t o overcom e t hreat s & f ind new 
oppor t unit ies w it h sit uat ional awareness

Sit uat ional awareness is an 
ongoing process t hat  t akes 
pract ice, ef for t , and 
cont inuous vigilance t o do 
it  well. 
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With all the benefits, you?d think that 
embracing the practice of situational 
awareness would be time-consuming or 
expensive, but it?s not. 

In fact, it?s easy for any business to 
implement.

All you need to do is pick a time - once a 
day, week, month, or quarter - and commit 
to answering six simple questions.

1. What is your current status?
2. What tasks have you completed?
3. What are the next steps?
4. Identify potential issues
5. Identify opportunities
6. Suggest responses to those issues 

and opportunities

We?re not talking about a twenty-page 
white paper. A few bullet points for each 
item are enough to give a general overview 
of where your company is so you can 

adjust your strategy and reallocate 
resources as needed.

The last thing you need to know about 
situational awareness is that it?s always 
about the now and what is happening in 
this moment.

While there are real benefits to seeing a 
problem and being able to address it 
before it becomes a real threat, the true 
value of embracing situational awareness 
in your organization is that it can give you 
an edge when mining for new ideas, leads, 
and opportunities.

Even if we spent every waking hour 
planning, there is no way to account for 
every conceivable variable. But when you 
practice situational awareness, you will see 
problems, or potential problems, before 
they become disasters. And that will give 
you the ability to adapt your strategy so 
you can be proactive rather than reactive.

To put it another way, do you want to be 
the guy who always seems to be in the 
right place at the right time or the guy who 
gets blindsided when the deal falls 
through?

Ensure consist ency in your  
sit uat ion repor t ing w it h our  
FREE 1-page St at us Check  
Canvas 

It 's al l  about  what  is 
happening now... 

Page 14

Back t o Cont ent s
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Book Your  Appoint m ent  Today!

peacefulst rengt hm assage.com

167 S River  Road, Bedford, NH 03110    603-738-6393

Check  out  our  new service -- Thai Massage

Get  R
elie

f

To
day!

Back t o Cont ent s

http://peacefulstrengthmassage.com/
http://www.youtube.com/watch?v=JbXgdJftqwE
https://www.facebook.com/PeacefulStrengthMassageTherapy
http://www.instagram.com/peacefulstrengthmassage/
https://www.linkedin.com/company/peaceful-strength-massage-therapy
https://peacefulstrengthmassage.com/
https://peacefulstrengthmassage.com/book-now
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A big part of situational 
awareness is the ability to 
collect information in a way 
that makes it easy for 
decision makers to see the 
big picture, evaluate the 
current status, and respond 
based on real-time data.

It?s easy to have tunnel 
vision when you?re working 
on a project.

We get so absorbed with 

the task at hand that we 
forget to look up and notice 
that the outside world is 
continuing without us.

Doing routine status checks 
will help you stay on track 
and adapt when the pieces 
of the plan outside of your 
control change.

The best way to ensure 
consistency in your 
reporting is to use a matrix 

that asks pre-defined 
questions.

- The Current Status
- What has been done
- What needs to be 

done
- Known/Potential 

Issues
- New/Potential 

Opportunities
- Solutions

The Business Guild has 

St ay on t op of  t h ings w it h our  
St at us Check  Canvas

BUSI
NES

S T
OOLS

Back t o Cont ent s

https://nhbusinessguild.com/application/files/7316/0659/2568/status_check_canvas.pdf
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designed a free one-page 
Status Check canvas to 
help you and your team 
develop the habit of 
routinely monitoring 
important projects and 
essential tasks involved in 
running your business.

Nobody needs another 
high maintenance system 
with a steep learning curve, 
but we do need a fast, 
dependable way to pull 
together coherent 

information on a recurring 
basis.

With six basic questions, 
this simple form provides a 
straightforward way for 
you to stay on top of goals 
and projects and develop 
an awareness of changing 
environments.

- Stay ahead of 
problems

- Recognize new 
opportunities

- Pivot with ease

If 2020 has taught us 
nothing else, it?s the 
importance of situational 
awareness. Using tools like 
the Status Check canvas 
can ensure your team isn?t 
simply moving through a 
to-do list, but are actively 
assessing the current 
conditions so you can 
make better decisions and 
respond with confidence 
when problems and 
opportunities arise.

If  you l ike t he St at us Check  Canvas, you'l l  love our  ot her  
planning canvases

Business Canvas Email Market ing Canvas

Market ing Canvas Product  Development  Canvas

https://nhbusinessguild.com/download_file/view/148/273
https://nhbusinessguild.com/download_file/view/143/273
https://nhbusinessguild.com/download_file/view/102/273
https://nhbusinessguild.com/download_file/view/108/273
https://nhbusinessguild.com/download_file/view/148/273
https://nhbusinessguild.com/download_file/view/148/273
https://nhbusinessguild.com/download_file/view/143/273
https://nhbusinessguild.com/download_file/view/143/273
https://nhbusinessguild.com/download_file/view/143/273
https://nhbusinessguild.com/download_file/view/102/273
https://nhbusinessguild.com/download_file/view/102/273
https://nhbusinessguild.com/download_file/view/108/273
https://nhbusinessguild.com/download_file/view/108/273
https://nhbusinessguild.com/download_file/view/108/273
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You?ve heard it all before. Your brand image 
is whatever the public perceives it to be.

The fact is, it?s true. Whether you?re a 
well-established restaurant, a brewery, 
bank, or a golf club, you?re offering a 
service, a product, but more importantly, 
an experience.

What you put out into the universe will 
impact people?s immediate perception of 
you, which will hit your sales line.

Whether you?re a 
human or a box of 
wine, the outside 

reflects the condition (or quality) of the 
inside.

People (especially these days) will hear 
about you one way or another and do a 
litt le homework. With the COVID-19 
pandemic, we all have time to do so.

Truth be told, that is second-level activity. 
Before a potential customer checks you 
out on social media, visit your website, 
read reviews, and ask their friends what 
they think about you, they?ll have a gut 
reaction.

Brand Check : What  do people really 
t h ink  about  your  business?
By PETER JUDE RICCIARCI,  Brandartica, LLC

Where Does Your  Brand St and?

Back t o Cont ent s
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If their first impression of 
you is is cheap, off-brand, 
and poorly executed, they 
will never even get to that 
point. You lost a sale, a 
customer, and it will be 
challenging to get them 
back.

- We all make 
mistakes.

- Mistakes are 
forgivable.

- They are part of the 
process.

Brandartica recommends 
taking a moment to do a 
self-audit.

Remember, this isn?t about 
you personally; you are 
usually not your own client.

- Does your website 
look good?

- Does it function 
correctly and simple 

to navigate?
- When did you 

develop your logo? 
What was the 
intention?

- Does it have the 
flexibility to represent 
you across multiple 
platforms?

- Is your copy strong, 
concise, 
consequential, or 
does it compel 
people to take a 
specific action?

These are only a few 
questions; we have more - 
several more!

Our entire premise is built 
upon the idea that great 
ideas are not contingent on 
huge budgets. A smaller 
business can grow, evolve, 
and be as financially 

lucrative as a corporation.

Find a collaborative partner 
who shares both your 
successes and failures. 

Find a creative partner who 
has branding and design 
experience. 

Find someone who can 
deliver what you need but 
the audacity to disagree 
with you, and offer 
solutions that improve your 
situation.

That is how a business 
succeeds. From New 
Hampshire to New York, 
from Boston to Miami, Los 
Angeles to Six Guns, 
Arizona.

Brandartica is a nimble, effective, and wildly creative production 
team based in Southern New Hampshire. We are proud to call 
ourselves an Advertising Anti-Agency. Our bags are packed for 
adventure with decades of branding, design, and communications 
experience. We?re problem-solving partners offering creative 
solutions that increase our clients? sales revenue. If you?re curious 
or exhausted by the status quo, send us an email at 
info@brandartica.agency.

mailto:info@brandartica.agency
https://brandartica.agency/
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SELLING YOUR BUSINESS? 

HOW TO GET THE FIRST 

$10 MILLION TAX-FREE!
By Pat Hammond, The Business Guild

Back t o Cont ent s
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Have you ever had to pay capital gains tax 
after selling property or cashing out an 
investment?

It?s disappointing, right?

No matter how much money you make in 
the deal, you know the government is going 
to be first in line for their share.

According to the IRS, most people are 
subject to a 15% capital gain tax, but 
depending on your taxable income and 
the particular item you sold, you might 
owe 25% or more on those gains. [1.]

It?s one thing to talk about houses, or 
stock, or rare coins, but think about what 
happens when you sell your business.

Whether it was a lifetime commitment, or 
a company you built hard and fast, your 
business is the direct result of your efforts 
and you want to maximize the reward for 
all that hard work, not give it to the 
government.

What if I told you there is a litt le known law 
designed for small businesses that 
provides an exemption up to ?a maximum 
of $10 million or 10 times the adjusted 
basis of the stock?? [2.]

Buried deep in IRS Tax Code, you can find 
Section 1202 - Partial Exclusion for Gain 
From Certain Small Business Stock.

Enacted in 1993, this law, commonly 
referred to as the Qualified Small Business 
Stock (QSBS) Exclusion, was designed to 

encourage small business investment.

The benefits of this law have evolved over 
the last twenty-seven years with two 
significant changes in 2009 and 2015.

There were no changes to stock purchased 
prior to the act, but the American Recovery 
and Investment Act of 2009 raised the 
exemption rate from 50% to 75% on stocks 
purchased between February 18, 2009 and 
September 27, 2010. Five years later, the 
exemption rate was further increased by 
the Protecting Americans from Tax Hikes 
(PATH) Act of 2015.

The PATH amendment to Section 1202 
raised the exclusion to 100% on stocks 
purchased after September 27, 2010.

Keep in mind this tax exclusion has several 
qualifications and only applies to the first 
$10 million, but a 100% capital gain 
exclusion of $10 million is still a significant 
benefit for any qualified business.

This is where the gotcha comes in. 
Congress developed QSBS to encourage 
small business investment and job growth 
at a time when there was a lot of 
excitement about new technologies. While 
it wasn?t specifically written with tech 
companies in mind, technology 

QSBS - A l i t t le known t ax break  for  sm all business owners 
sell ing a business...

Who is t h is exem pt ion 
for?
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edcar t ercpa.com

- Sm all Business Taxes
- IRS Audit s & Dem and Let t ers
- Est at es & Trust s

If  you have received  an IRS dem and let t er  or  are being audit ed, I 
can help.

Skip t he overwhelm , I can help you m ake 
sense of  your  t axes.

781-799-1188
Call Today!

t axhelp@edcar t ercpa.com

Ed Car t er , CPA

Back t o Cont ent s

http://www.youtube.com/watch?v=s4X0pqjbpPw
https://edcartercpa.com/
mailto:taxhelp@edcartercpa.com
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corporations are the type of organizations 
most likely to qualify.

Corporate attorney Robert Baker, partner 
at Peak Corporate Counsel in Manchester, 
NH says, ?What they want are scalable 
businesses that have the opportunity to 
hire folks and become the backbone of the 
American economy.?

With that in mind, the IRS has five 
qualifying requirements before you can 
claim the QSBS exemption.

1. The business must be a 
C-Corporation

2. The business must meet the trade 
test

3. It must meet the 80/20 rule with at 
least 80% of the company?s assets 
used in active conduct of a qualified 
trade

4. You must hold the stock for at least 
5 years

5. The business value must be $50 
million or less

The C-Corp requirement may seem to fly 
in the face of how many perceive the 
typical American small business, but when 
you look at the trade test, the businesses 
that qualify for this exemption are the type 
of businesses that plan to seek investors 
and have a clear exit plan.

Remember, we?re talking about an 
exemption for qualified small business 
stocks and limited liability companies (LLC) 
and sole proprietors can?t issue stock.

In typical IRS fashion, the guideline for 
what types of trades qualify for the QSBS 
exemption is vague to the point of 
ambiguity.

They offer a general overview that says 
qualified trade [3.] means any trade or 
business other than ?

(A) any trade or business involving the 
performance of services in the fields of 
health, law, engineering, architecture, 
accounting, actuarial science, performing 
arts, consulting, athletics, financial 
services, brokerage services, or any trade 
or business where the principal asset of 
such trade or business is the reputation or 
skill of 1 or more of its employees,

(B) any banking, insurance, financing, 
leasing, investing, or similar business,

(C) any farming business (including the 
business of raising or harvesting trees),

(D) any business involving the production 
or extraction of products of a character 
with respect to which a deduction is 
allowable under section 613 or 613A, and

(E) any business of operating a hotel, 
motel, restaurant, or similar business.

As with most parts of IRS Code, once you 
start digging there are a lot of 
cross-references to other sections of IRS 
Code and IRS Court decisions that may 
clarify or contradict the part you?re 
reading.

The short version is most organizations 
that provide a service are excluded, but 
don?t make assumptions until you speak 
with your attorney.

More often than not, companies whose 

What  is a Qualif ied 
Trade?

https://peakcounsel.com/
https://peakcounsel.com/
https://peakcounsel.com/
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value is derived from development of 
technology or intellectual property are 
going to pass this test.

For example, the rule specifically excludes 
?any banking, insurance, financing, leasing, 
investing, or similar business,? but I?ve 
seen an argument that suggests a 
company like Square, a business known 
for payment processing, could pass the 
QSBS trade test if their core assets are 
derived from the sale of their Square 
Reader and other payment processing 
products rather than the act of processing 
payments. [4.]

Except for the trade test, the other 
exemption qualifiers are fairly 
straightforward.

The requirement to own the stock for at 

least five years to qualify for the 
exemption shouldn?t be an issue for the 
founders who are issued stock at 
inception, though it is possible an 
employee who takes company stock as an 
equity incentive could miss the cut-off if 
the business is sold before they reach that 
5-year threshold.

To satisfy the 80% test, you simply need to 
prove that 80% of the company?s assets 
have been used for active conduct of 
qualified business activities.

With a few minor exceptions, that means 
the business had to use 80% of its assets 
as working capital for a product or service 
that meets the trade test. You can offer 
other non-qualified products and services 
as long as you can prove that 80% of your 
assets went into the ones that fell within 
the qualified trade guideline.

For the last requirement, all you need is a 
balance sheet to prove your company?s 
assets are $50 million or less.

The best way to get started is by talking 
with your attorney about choosing the 
right form of business when you start your 
company.

Having an open dialogue with a tax 
specialist or legal professional will help 
you dodge hurdles and find hidden gems 
and unexpected bonuses like the QSBS 
exclusion.

Attorney Andrew Grosvenor, with Merritt 
and Merritt in Manchester, NH says ?It?s 
good to know about QSBS if you?re in the 

How t o Get  St ar t ed

IRS Schedule D - Capital Gains and Losses

Back t o Cont ent s

https://merritt-merritt.com/
https://merritt-merritt.com/
https://merritt-merritt.com/
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
https://www.irs.gov/pub/irs-pdf/f1040sd.pdf
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tech sector as a C-Corp, but 
there isn?t much you have to 
do that is deliberate other 
than setting up as a 
C-Corp.?

He says he hasn?t seen too 
many people take 
advantage of the 
exemption, though Baker 
says he?s had in-depth 
conversations about QSBS 
with about half of his 
clients with 5 or 10-year 
exit plans.

And that may be the key to 
this. Nobody is going to 
start a business and build it 
around the hope that a law 
enacted in 1993 is going to 
be on the books by the 
time they?re ready to sell 
their business, but it is nice 
to have this information 
when it?s time to sell.

The upside of all this is 
once you jump through 
all those hoops making 
sure you qualify for your 
$10 million tax 
exemption, all you have 
to do to claim it is 
complete Schedule D - 
Capital Gains and Losses 
and attach it to your 
standard 1040 tax form.

If you want more 
information or need 
advice about whether 
your business qualifies, 
talk to your attorney or 
tax accountant. In my 
research, every attorney 
and tax specialist I spoke 
with was familiar with 
Section 1202, but none of 
the general accountants I 
interviewed had ever heard 
of it. 

At torney Robert  Baker, 
Peak Corporate Counsel

At torney Andrew 
Grosvenor, Merr it t  and 
Merr it t

Ed Carter, CPA

Where to find 
resources
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https://www.govinfo.gov/content/pkg/USCODE-2011-title26/pdf/USCODE-2011-title26-subtitleA-chap1-subchapP-partI-sec1202.pdf
https://www.govinfo.gov/content/pkg/USCODE-2011-title26/pdf/USCODE-2011-title26-subtitleA-chap1-subchapP-partI-sec1202.pdf
https://www.govinfo.gov/content/pkg/USCODE-2011-title26/pdf/USCODE-2011-title26-subtitleA-chap1-subchapP-partI-sec1202.pdf
https://www.govinfo.gov/content/pkg/USCODE-2011-title26/pdf/USCODE-2011-title26-subtitleA-chap1-subchapP-partI-sec1202.pdf
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
https://andersen.com/publications/newsletter/Q1-2017/what-is-qualified-small-business-stock-qsbs
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While this year was certainly challenging, it 
was straightforward ? hold an online, 
Zoom-style event or no event at all, next 
year 's events are still up in the air. 

How much longer will the uncertainty over 
COVID-19 go on? 

While we hear that a vaccine is imminent, 
we expect that doctors, nurses, and other 
front-line workers, as well as our elderly 
population, will be first to receive it. 

What about those people who simply 
refuse to be vaccinated and carry on as if 
nothing ever happened? Do you want to 
exhibit at an event where one-third of the 
participants have not been vaccinated?

When will the state-by-state restrictions on 
large gatherings end, and when will 
governors lift travel and quarantine 
restrictions on residents of highly 
infectious states?

All these considerations will have an 
impact on whether a trade show will 
happen in person, online, or not at all.

Have you already signed an agreement to 
commit your company to exhibit at a 2021 
trade show?

Step back and remember why you decided 
to exhibit at the show in the first place.

Maybe the attendees are your perfect 
target audience and having them all in one 
place at one time will help increase your 
sales exponentially. Maybe you?re 

Are trade shows a key 
component of your company?s 
marketing strategy? 

A report published by 
professional services firm PwC 
predicts that the global trade 
show market will increase 
from $34.4 billion in 2019 to 

$40.1 billion in 2023. Trade shows are the fastest-growing source of revenue for 
businesses in the United States.

It?s no wonder, then, why exhibiting at regional conferences, national trade shows, and 
global trade fairs is consistently listed as a top marketing strategy and receives the 
largest percentage of funds in marketing budgets.

What PwC could not have foreseen when they released their 2023 growth prediction, was 
the COVID-19 Coronavirus and the impact it would have on every business from startups 
to large enterprises.

The 2021 Trade Show 
Landscape: What  Are 
Exhibit ors t o Do?
By LISA MASIELLO, TECHmarc Labs, Inc.

What  do I do now ?

The 2021 t rade show 
landscape is a lot  m urk ier
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launching a new product and the show will 
help generate a lot of excitement for your 
business across your industry.

Although the show management?s strategy 
may still be uncertain, your company?s 
reasons for choosing to exhibit in the first 
place were based on solid business 
objectives. They were the right objectives 
aligned to the right show when you made 
the original decision, and they are still the 
right ones now.

While we can?t eliminate the stress and 
uncertainty of the current trade show 
landscape, there are many activities you 
can complete now which will help pave the 
way for a much smoother 2021 event 
season for you and your team.

As an exhibitor, you know that events, 

whether smaller regional conferences or 
large industry expos, take a lot of time and 
effort to prepare for, so you need to start 
early.

On the other hand, you don?t want to 
waste money building a large trade show 
booth structure or creating materials that 
may not be used.

While there is still uncertainty about what 
direction many 2021 trade shows will take, 
there are standard marketing tactics that 
you need to complete whether your show 
is in person, virtual, or a combination of 
both.

For example, every exhibitor produces a 
product  f lier , company brochure, or 
other piece of collateral to dist r ibute to 
at tendees.

You will need to write and design these 
items regardless of whether you ultimately 
print copies to distribute in person or 
make electronic PDF files available online. 

Save t ime by preparing them now and 
put t ing them aside unt il show 
management  makes a f inal decision 
about  the type of event .

Here are some other marketing tactics 
which you can implement immediately. 
If you analyze your exhibitor checklist, I 
bet you?ll find more items than you 
think.

- Determine how your company?s 
business objectives should be 
incorporated into your trade show 
sales messages, collateral, product 

Your  New Exhibit or  
Market ing Roadm ap

More t im e-saving t ips

Back t o Cont ent s
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positioning, etc.
- Establish specific, 

quantifiable goals 
that you want to 
reach whether the 
show is online, in 
person or hybrid.

- Write and design 
product and 
company brochures 
and any other 
necessary collateral. 
Hold off on printing 
them for now.

- Write and create 
pre-show email 
marketing campaigns 
to inform prospects 
and customers that 
you will be exhibiting. 
Offer them a 
discount registration 
code if you have one.

- Write and create 
post-show email 
marketing campaigns 

to thank participants 
for attending and 
provide them with 
additional 
information on your 
company and 
products.

- Work with your sales 
team to determine 
what constitutes a 
qualified lead and 
come to an 
agreement on how 
the leads will be 
turned over to sales 
for immediate 
follow-up after the 
show. How and when 
will the leads be 
distributed to each 
salesperson? What 
will the follow-up 
process be and how 
will the sales team 
convert these leads 
from prospect to 

customer?

Remember, trade shows 
are a multi-billion dollar 
industry that provide a 
unique opportunity to 
connect with potential 
customers that isn?t easy to 
replicate on any other 
marketing channel.

The COVID-19 pandemic 
may change how they are 
presented, but they are not 
going away. Making these 
basic preparations now will 
give your business the 
ability to respond quickly, 
whether your event is in 
person, online, or both.

Lisa Masiello is an author, business owner, and 
award-winning B2B marketer.

Her book, Trade Show 411, provides exhibitors like you 
with the knowledge and tools you need so you can 
stop pulling your hair out. The book will be released 
in Q2, 2021.

 Subscribe to Lisa?s newsletter at 
www.LisaMasiello.com 

You can also connect with Lisa on LinkedIn.

https://www.lisamasiello.com/tips-for-exhibiting-at-trade-shows
https://www.linkedin.com/in/lisamasiello
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Pivot may be the current word du jour, but 
it?s not a new concept in business.

The thing that has changed this year is 
that the COVID-19 pandemic forced almost 
every business in every country to rethink 
their strategy, redirect resources, and react 
to a rapidly changing environment. 

No matter how large or small the 
organization, companies had to rework 
everything from how and where 
employees work, to production, products, 
and delivery.

And this, my friend, makes now the perfect 
time to embrace the fine art of the pivot.

Before we get into how to pivot, we?re 
going to look at the top three reasons your 
business should pivot.

1. Too much competition/shrinking 
market

2. Scarcity of resources
3. Normal evolution & refreshing your 

brand

When the marketplace gets too crowded 
or your customer base dwindles, you have 
a choice of either offering a new service to 

3 Reasons You Need t o Pivot  
Right  Now

At its core, a business pivot is a way to adapt to a changing 
market. It could be anything from creating new products and 
services, to targeting new customers or responding to new 
challenges.

Back t o Cont ent s
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existing customers or 
remarketing an existing 
product to a new 
demographic. 

This is the primary reason 
most organizations 
embrace the pivot.

The next item to consider is 
lack of resources

Prior to 2020, the biggest 
resource issue most 
businesses faced was 
their inability to find 
qualified employees. This 
persistent problem was 
ironically solved when 
COVID-19 forced many 
companies to adopt a 
more relaxed attitude 
about remote workers 
which opened the door 
to recruiting outside of 
their local geographic area.

Unfortunately, a bigger, 
more pressing problem 
emerged.

Between trade restrictions 
and production delays 
caused by factories closing 
to curtail the spread of 
COVD-19, many industries 
faced a shortage of key 
production materials.

This sudden, unexpected 
disruption of the supply 
chain forced business 
owners to make hard 
decisions about how to 

meet customers? needs and 
keep their factories open.

It?s what you could call a 
hard pivot.

They had a dual challenge 
of figuring out what they 
could do today with 
alternative resources or 
materials on hand and 
finding a market that 
needed what they could 
build.

In a perfect world, a pivot 
to new products or markets 
would be part of your 
existing business plan, but 
it?s not a requirement.

For example, many 
restaurants adapted their 
business model to 
accommodate COVID-19 
restrictions by extending 
take-out service, partnering 
with delivery services, and 
creating outdoor seating 
that provided the required 
social distancing for 
in-person dining.

Other businesses 
promoted existing services 

to bridge the gap.

New COVID-19 patient 
protocols forced Cathy 
Leer, owner of Family 
Physical Therapy Services 
in Bedford, NH, to rethink 
how her practice worked 
with patients.

Increased cleaning time 
meant they had to reduce 
the number of 
appointments per day.

Leer opted to promote 
telehealth, a service she 
already offered, to 
provide followup and 
guidance to patients 
who did not require 
supervised in-person 
treatment.

It wasn?t a perfect 
solution for a service that 
typically involves physical 
interaction, but it was the 
best choice to free up 
limited in-person 
appointments for patients 
who required hands-on 
treatment while ensuring 
all of their clients were 
receiving the level of care 
they needed.

In each case these 
businesses overcame an 
unexpected lack of 
resources, space and time, 
by pivoting to embrace an 
alternate solution.

Given t he r ight  
sit uat ion, any 
business can benef it  
f rom  a well-t im ed 
pivot .
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Granit e St at e
Paralegal

(603) 860-7268   ?  info@gsps.legal

Services LLC

We br ing you t he best  in 

paralegal suppor t

- Minim ize Cost s
- Maxim ize Ef f iciency
- Expedit e Work f low

- Solo Pract it ioners
- Sm all t o m id-size law  

f irm s
- Account ing Firm s
- Tit le Com panies
- Com panies w it h in-house 

counsel
- Legal Aid

Wit h over  25 years of  exper ience our  t eam  of  paralegals can help you 
m inim ize cost , m axim ize ef f iciency, and br ing your  cl ient s t he prom pt , 
professional at t ent ion t hey are look ing for . 

(603)860-7268

Are you a solo pract it ioner  or  at t orney 
in a sm all of f ice?

Call Today!

www.gsps.legal
Back t o Cont ent s

mailto:info@gsps.legal
https://granitestateparalegalservices.com/
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The third reason for you to 
embrace the pivot is 
evolution.

Not all pivots happen in the 
moment. At some point or 
another we all need to 
refresh our brand, move 
into new markets, and 
evolve our offering to 
respond to customers? 
changing needs.

Most companies have a 
business plan that includes 
future goals like developing 
companion services or 
relaunching existing 
products to new audiences, 
but it?s up to you as the 
business owner to have a 
plan in place that will guide 

you through the transition.

Regardless of whether you 
plan your pivot or launch it 
on the fly, there are a few 
questions you need to 
consider before you start.

- Is this something the 
market wants or 
needs?

- Do you have the 
resources to make 
this change?

- How quickly can you 
implement the 
change?

The last thing you have to 
know about pivoting is that 
it doesn?t have to be a 
monumental event.

Back in the spring we heard 
about companies switching 
gears to pivot from making 
things like vodka to hand 
sanitizer, but the changes 
your company makes are 
likely to be smaller and 
more organic.

Pivoting is an integral part 
of building a sustainable 
business. Think evolution 
rather than revolution.

All it takes is a willingness 
to shift your focus and 
re-imagine the possibilit ies, 
and you will find there are 
many options to expand 
your offering and improve 
your bottom line you can 
do today.

https://www.loanviser.com/
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The problem is there is a difference 
between working hard and working smart.

If you are working flat out completing 
meaningless tasks, then you?re just wasting 
time.

Busywork may make you feel good about 
how hard you?re working, but it?s a delaying 
tactic. A one-way ticket to failure. And the 
worst thing about it is that you make the 
choice to do it every day.

It may not be a conscious choice, but it?s a 
decision you make every time you load up 
your to-do list with tasks that don?t move 
your goals forward.

So why do you do it?

For many people, it comes down to a lack 
of engagement with their goal.

They embrace the idea that doing 
something is better than doing nothing, 
and if they fill up their day looking busy, 
they won?t have to look too hard at their 
stated goal.

It happens a lot more often than you?d 
think.

We live in a world where anything is 
possible. All it takes is an interest and a 
litt le effort for anyone to create their own 
opportunity. It?s called the paradox of 
choice, and it?s overwhelming.

So overwhelming that it?s easy to get 
tripped up by the idea of doing what you 
think you should do versus doing what you 
want to do.

But you know what? You didn?t  quit  your  
day job just  so you could fol low  
som eone else?s dream s.

The good news is that it only takes three 
easy steps to get back on track.

The first step is to make sure your goal is 
something you want to achieve.

- Does it excite you?
- Is it important to you?
- Can you see yourself achieving it?

Once you have identified your goal, the 
next step is to commit to it. 

There are no shortcuts in commitment. 
Once the goal has made it through the first 
step it 's up to you to  follow through.

St uck  in a rut ? St op wast ing t im e 
on busywork
Anyone who has ever worked for a large 
corporation knows this trick. Be the first 
person in the office, work through lunch, and 
be the last to leave and everyone will think 
you?re a hard worker. It doesn?t matter what 
you do during the day, as long as it looks like 
you?re getting things done.

The only tasks on your 
to-do list  should be 
things that  move your 
goals forward
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The third step is to eliminate everything 
that doesn?t support your goal.

This is the hardest part. 

Busywork is insidious and once activities 
become habits, it?s difficult to cull them 
from your daily routine.

The easiest way to do this is to keep a log 
of everything you do every day for a week.

- Activities
- Dates
- Start/End Times

Take copious notes that include what 
you're doing, how long it takes, and why 
you?re doing it.

At the end of the week, set aside 30 
minutes to review how you spent your 
time.

- What did you do?
- Why did you do each task?
- Which task did you repeat?
- How much time did you spend on 

each activity?
- Which tasks were related to 

achieving your goal?

This exercise will be an eye-opening 
experience, and you will walk away with a 
better understanding of how much of your 
daily activity is busywork.

Once you identify all the activities that fill 
t ime but don't support your goals, cut 
them.

Don?t panic if this activity 
leaves a lot of holes in 
your schedule.

It?s temporary. 

As soon as you get back 
on track, you?ll be filling 

most of those slots with activities that 
support your goals.

Think quality instead of quantity.

This is not a time management problem. 
You can?t throw a new productivity system 
at it and hope for the best.

If you?re working flat out completing 
meaningless tasks, then you?re just 
wasting your time.

That is the definition of busywork.

The best way to escape from your rut is to 
let go of the busywork and follow through 
on your commitment to your goal. 

And if you?re still struggling to make that 
leap from filling your time doing 
something to doing something 
meaningful, then you should go back to 
step one and take another look at your 
goal. Shut out the noise and be honest 
with yourself. 

Sometimes it only takes a minor shift of 
focus to see how to make your goals 
something that inspires you to greatness.

There is a dif ference bet ween 
work ing hard and work ing 
sm ar t

?Hey, I?m working hard... 
look at  how much I 
f inished this week...?

Back t o Cont ent s
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www.johnm organva.com

https://www.johnmorganva.com/
https://www.johnmorganva.com/
http://www.newenglandwebstrategies.com/
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Things you need 
t o succeed3

There are no 
shortcuts, success is a 
long game. You don't 
need to be the 
smartest person in the 
room, you don't even 
need a lot of money, 
but if you want to 
succeed you do need 
these three things.

1. Investment of time, 
money, and a commitment to your goal

2. Network of people who believe in you and build you up on 
the dark days, people who can connect you to the people you 
need to know, and people who are willing to give you the 
benefit of their experience

3. Passion - You can learn or hire the skill, but you can't 
achieve anything if you're not passionate

Once you have all of these things, the possibilit ies are 
unlim ited. 

Back t o Cont ent s
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Flackery is now  accept ing YOUR feat ured 
post s & sponsored cont ent !

No t im e t o w r it e? No problem !

 I've teamed up with the fabulous Lisa J. Jackson 
from wr it eyourwaynh.org to bring "Your Words, 
Only Better " to Flackery!  

Lisa will interview you about your business and 
story idea then craft it into a written article 
featuring your ideas and expertise.  

- No struggling to find the right words
- No issues finding the time to write
- No excuses!

Not only will the article be included in Flackery, 
this is original content you can share with clients, 
on your website & social media!  

 

 

Get  t he biggest  bang for  your  buck  w it h a 
digit al ad in Flackery!

The great thing about a digital publication is that your 
ads are digital too.  This means your ad isn't limited to 
basic content and contact information.  

- Link to Website, Landing Pages & Social Media 
Platforms

- Embed Digital Media (Video, Audio)
 Coupon Codes, Special Offers & More!

- Even better, your Flackery ad is shareable, 
pinnable content that is available 24/7.  All it takes is a 
few shares and the potential audience is exponential. 

When was the last time a print ad did that?  

Prom ot e YOUR Business in Flackery!

Click  here for  subm ission guidelines & rat es !

http://writeyourwaynh.org/
http://
http://
http://
http://
http://
http://
http://
http://
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Did you know t hat  t he NH 
Business Guild of fers a w ide 
range of  professional services 
for  your  business?

- Digit al Publishing - We can design 
look books, portfolios, magazines, and 
other publications to promote your 
business

- Ask  t he Exper t  - Get easy to 
understand answers to your basic 
business, web design, graphic design, 
and general tech questions

- Brand St rat egy - Develop your 
brand and create a plan to connect to 
your target audience

- Online Classes & Course Host ing 
- Coming Soon!

All of our services are budget-friendly  and tailored to your needs. 

Members also enjoy discounts on community partner and 
member-to-member services such as advertising, content creation, 
business strategy, and more!

We're not  just  
net work ing & 
m arket ing!

NH Business Guild 
Services for  YOUR 
business

$75/Year  Join 
Today!

nhbusinessguild.com

Back t o Cont ent s

https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/join-today
https://nhbusinessguild.com/
https://nhbusinessguild.com/
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Key Takeaways

- Plan Early

- Have a team of 

advisers

- Understand your 

expectations

- Open discussions 

with key players

- Know your 

company's value

- Have a "Plan B" 

for after the sale

Your  Business 
Could Be Here

NH Business Guild Mem bers

nhbusinessguild.com

Ed Car t er , CPA

781-799-1188

IRS & Small Business Specialist

https://www.newenglandwebstrategies.com/
https://nhbusinessdirectory.com/business-listings/queen-city-buzz-pat-hammond
https://nhbusinessdirectory.com/business-listings/ideal-health-llc
https://www.smarketingconnect.com/
https://nhbusinessdirectory.com/business-listings/socialwize-llc
https://nhbusinessdirectory.com/business-listings/peaceful-strength-massage-therapy
https://nhbusinessdirectory.com/business-listings/your-creative-solutionist
https://nhbusinessdirectory.com/business-listings/john-morgan-virtual-office-manager
https://nhbusinessdirectory.com/business-listings/insight-mortgage-corp-megan-carver
https://nhbusinessdirectory.com/business-listings/write-your-way-lisa-jackson
https://www.spyrianbusinesssolutions.com/
https://nhbusinessdirectory.com/business-listings/terzakis-associates
https://nhbusinessdirectory.com/business-listings/allegra-boverman-photography-and-creative-ave
https://nhbusinessdirectory.com/business-listings/spectrum-consulting
https://nhbusinessdirectory.com/planstin-inc
https://nhbusinessdirectory.com/business-listings/loanviser
https://nhbusinessdirectory.com/business-listings/new-england-web-strategies
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/business-listings/granite-state-paralegal-services-llc
https://members.nhbusinessguild.com/join-today
https://members.nhbusinessguild.com/business-listings/wbc-office-suites
https://members.nhbusinessguild.com/business-listings/ed-carter-cpa
https://members.nhbusinessguild.com/business-listings/ed-carter-cpa
https://members.nhbusinessguild.com/business-listings/ed-carter-cpa
https://members.nhbusinessguild.com/business-listings/ed-carter-cpa
https://members.nhbusinessguild.com/business-listings/ed-carter-cpa
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Business Resources

Business Ment or ing & Planning 

For a small state New Hampshire has an abundance of  free and low-cost 
resources for startups and small business owners.  Here is a short  list  of 
organizat ions who offer classes, tools, and one-on-one mentoring to help 
you with your business challenge.  

NH Dist r ict  Sm all Busin ess Adm in ist rat ion : Free on line tools, art icles, and  links to 
partner resources.

Cen t er for W om en  & En t erp rise: Free and budget -f riend ly classes and w orkshops

NH Sm all Busin ess Developm en t  Cen t er (NHSBDC): Free on line tools, 
budget -f riend ly m entoring  & business advice.

Vet erans Busin ess Ou t reach  Cen t er for New  En g lan d :  Free resources for 
veterans, act ive duty service personnel, and  their spouses in terested  in  start ing  or 
expand ing  their ow n business.  Includes in form at ion  about  how  to start  a business, 
business p lann ing , fund ing , and  other general business top ics. 

Live Free an d  St ar t : Live Free and Start  is a collaborat ion  betw een the Governor's 
off ice and  the p rivate sector.  They offer m any f ree resources for local sm all 
business ow ners looking  to start  or g row  their business in  the Gran ite State.  Th is is 
a g reat  resource for anyone looking  to p repare or seek outside fund ing . 

Business Meet ing & Event  Space

Man ch est er

W BC Off ice Su ites: Conference room , m eet ing , off ice and  desk space.

Jup iter Hall: Meet ing  and  event  space.

Lon don derry

CoW ERC of Londonderry: Conference room , m eet ing , off ice and  desk space.

Milford

Cow ork ing  House (CoHo): Conference room , m eet ing , off ice and  desk space.

Back t o Cont ent s

https://www.sba.gov/offices/district/nh/concord
https://www.sba.gov/offices/district/nh/concord
https://www.sba.gov/offices/district/nh/concord
https://www.sba.gov/offices/district/nh/concord
https://www.sba.gov/offices/district/nh/concord
https://www.sba.gov/offices/district/nh/concord
https://www.cweonline.org/
https://www.cweonline.org/
https://www.cweonline.org/
https://www.cweonline.org/
https://www.cweonline.org/
http://www.nhsbdc.org/
http://www.nhsbdc.org/
http://www.nhsbdc.org/
http://www.nhsbdc.org/
http://www.nhsbdc.org/
http://www.nhsbdc.org/
http://www.cweonline.org/About-CWE/Veterans-Business-Outreach-Center
http://www.cweonline.org/About-CWE/Veterans-Business-Outreach-Center
http://www.cweonline.org/About-CWE/Veterans-Business-Outreach-Center
http://www.cweonline.org/About-CWE/Veterans-Business-Outreach-Center
http://www.cweonline.org/About-CWE/Veterans-Business-Outreach-Center
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Phot o Credit s

Cover Photo Money f rom  PxHere

p. 9 Photo Brow n Lion  Laying  on  Brow n 
Grass by Ansie Potg ieter on  Unsp lash  

p. 10 Train  Stat ion  Photo by Had i 
Goldstein  on  Unsp lash  

p. 16 Business vector created  by 
p ikisuperstar - w w w.f reep ik .com

p. 18 Briefcase Filled  w ith  Money Photo 
form  PxHere 

p. 24 Sale  vector created  by 
m acrovector - w w w.f reep ic.com

p. 26 Expo Design  vector created  by 
m acrovector - w w w.f reep ic.com

p. 28 Fish  Jum ping  f ro Bow l g raph ic 
f rom  Moham ed Hassan f rom  PxHere

p. 32 Desk Covered  w ith  Papers Photo 
f rom  Wonderlane on  Unsp lash

Back Cover Photo Sh irt  and  Neckt ie 
f rom  duduhp on  f reeim ages.com
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Planst in offers unique health plans through medical cost 
sharing designed for self-employed and small businesses.  

Coverage provides lower monthly and out -of-pocket costs .  

Members typically see healthcare savings from 40% -60% .

- Coverage is available to business across 50 states 
- Large nat ional PPO network of doctors and hospitals
- Members enjoy low-out-of pocket costs and flexible 

plan design 

Contact : 603-560-3851            Timothy@planst in.com

PLANSTIN.COM

Our  Plans Are Available All Year

Did you m iss open 
enrollm ent ?

We've got  you 
covered!

Back t o Cont ent s

mailto:Timothy@planstin.com
https://planstin.com/small-business-health-benefits/


434343 Flackery - Wint er  2020

Allegra Boverm an Phot ography

Let  m e t ell your  st ory

AllegraBoverm an.com

Por t rait s

Fam ily, Engagem ent , & 
Children's Por t rait s

Special Event s - 
Conferences, Galas, Et c...

Business & Indust r ial 
Phot ography

Edit or ial - News, Feat ures

Com m unit y & Public 
Relat ions

http://allegraboverman.com/
http://allegraboverman.com/
http://allegraboverman.com/
http://allegraboverman.com/
https://www.facebook.com/allegrabovermanphotography/
https://www.instagram.com/allegraboverman/
https://twitter.com/fotochica
https://www.linkedin.com/in/allegraboverman/
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Business Rule #6: Ask  for  Help
We can't all have expert knowledge or experience about everything. 

I know people who are at the top of their field. They've written books, taught college 
classes and managed successful businesses. These are people who are experts and 
the thing that makes them successful is that they know when to ask for help.

- If you're struggling to get a project started
- If you're not sure what the next move should be
- If you feel overwhelmed

If any of these things sound familiar it might be time for a lifeline. 

It could be as simple as asking someone to take an objective view and tell you you 
are on the right path or it could mean hiring a sub-contractor to handle the things 
you can't. 

Either way, asking for help is not failure. In fact, it 's what smart people do.

Back t o Cont ent s


