¥

The Portland Observer's

m ORI

4

Socially Responsible
Businesses Give Back

BY CHARLES B. MACLEAN, PuD

“Doing well by doing good” has
become the mantra of socially respon-
sible businesses. Pure altruism has been
tempered by the recognition that busi-
nesses give-back tothe community needs
to be targeted and accountable as in-
vesting in ones own business. Business
giving is being treated as an
investment...not just a nice thing to do.

What if you operated your business
as if community give-back seeds and
accelerates an upward spiral of better
employee morale, better productivity,
better company reputation, better re-
cruitment and retention, better profits,
better community and a better place to
do your business?

What if in the long haul, not giving-
back to the community that generates
your profits...triggers a downward spi-
ral.

Todiscoverhow other businesses do
their give-back and how you can do it
your way...read on.

Why not develop and commuit to a
“Give-Back Plan” thatincludes the same
components as those in your start-up or
existing “‘Business Plan™: measurable
outcomes and budget.

Americh Massena & Associates 1S
Portland’s quiet investment consulting
firm (located in NE. Portland) with a
heart and a wallet for community give-
back. In 1994, early in their business
life, Tony Americh and his partner Lisa
Massena made a 10-year commitment
to support and track the same kids,
many on the cusp of trouble. Now they
“invest” 6-figures each year in dollars
and countless hours.

At AmerichMassenabetterthan99%
of the 35 employees volunteer regu-
larly, many as weekly tutorsintheschools
adopted by the firm. Many tutor in the
moming before they come into work.
They find that the *“feel-good™ of com-

munity give back carries forward onthe
job. The Grant-Madison Business-to-
School partnership has grown from tu-
toring, to minority scholarships, math
clubs, summerscienceandartcampand
more,

The results for the kids...reading and
math scores up, reduced drop out...and
a deep knowing that someone cares
who is constant in their life.

Tips From Tony Americh

1. When interviewing potential em-
ployees,ask them about their volunteer-
ing experience. (Candidates who gothe
extramile in volunteering offthe jobare
more likely to volunteer to go the extra
mile on the job.)

2. Hire people who nurture others
and themselves. (They are more likely
to nurture your customers/clients t0o.)

3. Make it easy to volunteer before
work in the moming. (The “volunteers
high™ will carry over onto the job and
will be talked about over coffee
breaks...grinning rather than griping.)

4. Encourage 1:1 mentoring rela-
tionships between employees and kids.
(Employees who mentor off the jobare
good candidates to mentor on the job
and help bring new employees up to
speed more quickly.)

5. Allow “volunteering” to become
part of your culture that distinguishes
yourbusiness fromtherest. (It'sabond-
ing thing that becomes even more es-
sentialasyougrow.)Says Tony Americh,
“] can’t understand why more busi-
nesses don’tbudget the time and dollars
from day one forcommunity give-back
Maybe we can be a blueprint.”

Debi Coleman, Chair & CEO of
Oregonhigh-techcompany Merix Cor-
poration, said, “I'd draw the map on
whobenefits from doing business inour
state and ask how much do they give
back...and to be credible in pointing the
finger, I'd look at my own company’s

Charles B. Maclean, co-author
of “Philanthropy Now: Seeding
The New Generation Of
Entrepreneurial Givers”

giving first.”

Where would yourbusiness showup
on that map?

So what can you do now?

Here are a few possibilities.

Call Business For Social Responsi-
bility at 503.725.5722 to get the inside
track on community give -back.Call
Junior Achievement at 503.238.6430
toteach kids what makes yousuccessful
in business.

Call the Urban League of Portland at
503.280.2600 to help build strong and
self-reliant families.

Call self-Enhancement Inc. at
503.249.1721 tomake adifference one-
on-one, day-after-day in the life of a
youth at risk.

Call United Way at 503.226.9306 to
focus your give-back to your commu-
nity of choice.

For information about the research
and giving support tools, call
503.297.1490 or e-mail
charles.maclean@rrillium-hollow.org
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Beginning And Successfully
Operating A New Business

Continvep From PAGe C8

BE CAREFUL HERE, for trying
to do everything for everybody when
you don't have the resources to pro-
duce it, can lead to disaster. It will
lead back to poor quality, customers
will be upset, and your image in the
market place (all things we’ve previ-
ously discussed) will deteriorate.
Thenit's extremely difficult to build
back a good reputation, even if you
have corrected your problems.
Growth should be contained to no
more than 20% to 25% maximum per
year. You would be best served to

keep it at 15%

7. Financial Management: In
business, you must understand cash
flow, things like debt to equity, and
managing to the bank’s covenants.
[earning what different financial ra-
tios tell you is extremely important.
It's then that you can judge your
success, tell when to invest in more
equipment or people, or when disas-
ter is just around the corner.

8. Park Your Ego and remember
that there is always something to
learn. that whatever you do can al-
ways be done better, and that you can

fail if you don’t pay constant atten-
tion to everything you are doing. We
can easily get inflated ideas about
what and how well we are doing
things, and if we aren't careful, we
can as easily lose everything

Kirby Fox is the founder and chair-
man of EXCELL (Executive Lead-
ership Exchange) with three chap-
ters in Portland, two in the Mid
Willamette Valley and one in Boise,
Idaho. EXCELL is peer-group advi-
sory boards for private sector com-
pany presidents and chief decision-

makers
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 Seaside Motel 6 #4062
John Wolf

Owner

2369 S. Holladay Drive

Seaside, OR 97138

Office: 503-738-6269 Fax: 503-738-4276

For Reservations Call 1-800-4-MOTEL-6

A Licensee of Motel 6 Operating L.F
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