Fast Lane

Butch Gelnovatch, Berenfeld, Spritzer, Shechter and Sheer

Making the change

How Butch Gelnovatch uses trust to make difficult decisions easier to digest at Berenfeld, Spritzer, Shechter & Sheer By Mark Scott

move a compary forward. Last som-

mer, Butch Gelnovateh, managing
pariner at Berenfeld, Spritzer, Shechter &
Sheer, decided it was time to sell off the
firm’s condominium practice, a branch of
service the accounting firm had been
irvolved with for many years. The tricky
part of making auch a move was that this
practice was handled by Marc Al
Berenfeld, a partner whose name just hap-
pened to come first in the title of the
firm.

“It was a third of his practice,
Gelnovateh says, It was $300,000
worth of business. He trusted me
entongh to do that.” By Movernber,
Berenfeld’s work  had  been
replaced.

Trust has played a kev role in
growing the 2006 revenne of the
lilemploves firm to $18 mullion,
up 51 percent. from the previous
vesr.

Smart Business spoke with
Gelnovatch  about  how  trust
makes potentially diffioult deci-
sions easier to digest.

s ometimes, bold steps are needed to

=

0Q: How do you create a vision for
the future?

You can’t know where vou're
going if vou have no idea where
vou want to end up.

We narrowed it down to the
areas that we were in and did
well at, and the areas that a firm
our size should be in that we
were not in. We put together a
plan on how to promote the
areas (in which) we had a really deep
experiise, and then we went out honting
for the right people to fill the gaps that we
lnew we had,

Char forus wasn't on growth; our focus
was on being a highly sought-after account-
ing firm. We picked five areas that we just
went out to people and started talling
about instead of talking about a whole list
of services.

Unless we had laid it all out, we were just
sort of out there in the marketplace and not
reallv projecting a focused approach. The
secret to the success is planning and focus-
ing on the areas that you know are going to

have a markeiplace, bui also that you
knowy that vou have an expertise.

0: How do you find employees to fit the
mold?

We have one recruiter on site, but then
we have a group of recruiters that are pro-
feasional that work with us. The last piece
i getting vour people out there, all wour
partners and principals and managers, and

go conmecting with people that they know
from professional organizations.

Wewve been tremendously successful.
Good people bring good people with them.
If wour hire senior-level people and they are
good people, ather people follow,

0: How do you deal with mistakes?

When I first started working, [ was very
irnpatient and probably not as empathetic
as [ should be to people who didnt do a
good job or didn't do well. But the minute
vou atart getting all over people and velling,

they turn you off. They are nonproductive
for at least that day and probably all weelk.

You need to take that under considera-
tion and say, “Look, we do have an issue,
but lets not drill this person into the
gronnd so they are ineffective to take care
of the problem. Let’s get them moving in
the right direction’

0: What is the key to assessing employee
performance?

If the people didn’t fit in the area
we brought them in for, we try to
find a place for them to fit some-
where else. If we can't do that, then
we try to find them someplace else
to work. The truth of the matter is, if

vou don't buy in, if you're not a tearm

player, its just not a good fit for yo,
Human nature is to try and reform
evervhody, We determined that we
gpent more time trving to reform
people that were marginal than we
did pampering the people who are
your stars, So von end up losing stars
hecanse they didn't get attention.

We trv to make an assessment very
early whether thev are going to fit or
not. We do extensive amount= of train-
ing. We're trying to work toward hav-
ing tearma of people to help other peo-
ple ot

If five people come up to vou
because they worked with five differ-
ent people, and thev say that person is
just not cutting it, you can be pretiv
sure that person is not cutting it and
probably never will.

Q: How do you build trust as a leader?

Yo have to get these people to work for
wou and work as one. Sit down with every-
body and gather their input and their
thoughts. Be collaborative. After the first
couple times, they will always come in and
grve voul thelr opinion.

A ot of times, they are nght. That's the
scary part about scmeone who doeant
have that tvpe of relationship. Youre malk-
ing these decisions in a vacunm on what
voul think and the limited amount of infor-
miation that you have.
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