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Eva Schmid, with her son, 
Bennett, 3 months, outside 
their Dubuque home. 
Schmid is the owner of Lotus 
Marketing and works from 
home.
Photo by Nicki Kohl

Working
from
home
Employees share their experiences
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A survey published on July 13 by Nulab 
asked 856 people who were working from 
home about their preparedness to work 
from home. Nulab creates software to im-
prove team collaboration. About 29% of the 
respondents said they were working from an 
existing home office and about that same 
percentage was working from bedrooms. 
The survey found that desk workers were 
likely to be more productive than those 
working from other locations including a 
dining table, couch or bed.

The study also looked at remote produc-
tivity and found that 35% of respondents 
said they were more productive, 22% said 
their productivity remained consistent and 
about 43% said they became less produc-
tive.

The women who participated in the sur-
vey were more likely than men to feel less 
productive when working remotely. Since 
many COVID-19-related parental respon-
sibilities such as homes schooling and day 
care often fall to women, there might be 
greater obstacles to productivity for wom-
en while working remotely. Men made up 
55.7% of the respondents; women, 44.3%. 
The average age of respondents was 36.2 
years old.

We checked in with some local work-
from-home employees to find out if they are 

happier, what the positives and negatives 
are and if they feel their productivity has 
changed from when they are in the office.

PUBLIC DEFENDER SEES 
INCREASE IN 
WORKLOAD

To m  G o o d ma n  ha s 
worked as a public defend-
er with the Dubuque Pub-
lic Defender’s Office since 
1997. He’s been a lawyer 
since 1982. He occasionally 
worked at home prior to the 
pandemic when he would 
bring files for a large case 

home to organize. Now, he has what he calls 
a “hybrid situation,” in which staff members 
take turns staffing the office on a daily basis 
to check voicemail and receive snail mail.

When the pandemic began, courts were 
shut down, and Goodman continued to 
work preparing cases for the eventual re-
opening.

“The crime rate was low in April and 
May because of the pandemic, but over 
the summer, it intensified. As people have 
been quarantined longer, cases of domes-
tic violence and child abuse have increased 
substantially, and so has my caseload,” 

Goodman said.
At the end of May, the Iowa Supreme 

Court issued an order suspending all 
in-person oral arguments until July 13, and 
allowing appellate courts to conduct oral ar-
guments through videoconference or phone 
through 2020.

Goodman said paperwork for court filings 
that would have taken 10 minutes prior to 
the pandemic now takes an hour because 
of additional forms required for videocon-
ferencing.

“I’ve become more of a clerical than a 
lawyer because I don’t have the support staff 
at home as we did in the office. The secre-
tarial staff is now doing extra data entry, 
updating calendars and other tasks which 
takes them away from helping to proof and 
edit forms that are completed by the public 
defenders.”

He credits the State of Iowa for doing a 
technology upgrade in 2019.

“If the pandemic had occurred last 
year, we all had desktop computers and 
we wouldn’t have been able to work from 
home. With the upgrade, we now have lap-
tops with signing capabilities so that we can 
email documents to clients for their signa-
ture without having to snail mail the doc-
uments.”

Goodman says learning all of the differ-
ent platforms for videoconferencing has 
been a challenge. And taking a deposition 
via teleconference isn’t the same as in 
person.

“It’s easy to miss the body language over 
the videoconference.” He’s happy that 
in-person depositions resumed in August.

He’s missing the camaraderie of the office 
staff, but says there is a good support net-
work through the public defender’s office.

“There is sharing within the network of 
things others have learned, plus there are 
virtual education modules featuring re-
nowned lawyers that I can watch at no cost.”

During his lunch break when in the office, 
Goodman walked to a nearby yoga studio to 
practice and relax.

“Now, at home when trying to do a down- 
facing dog, I could end up with an actual 

BY JILL CARLSON

W ho knew that in March, when the COVID-19 pandemic 
hit, we’d still be working from home months later?

Originally we thought the situation was only going to 
be for a little while. But as the pandemic spread across 

the country once, then again, working from home is the best way to 
keep employees safe on the job.

Were workers prepared to suddenly work from home? Many scram-
bled to make office space in their apartments and homes. Parents 
carved out virtual school space for their children and a space for 
themselves to be productive at their job while working from home. 
Often, the kitchen or dining room table became the desk for parents 
and children.

Continued on page 7

Tom Goodman

IN HIS WORDS

“If the pandemic had occurred last year, we all had desktop computers and we wouldn’t 
have been able to work from home. With the upgrade, we now have laptops with signing 
capabilities so that we can email documents to clients for their signature without having 

to snail mail the documents.”
Tom Goodman
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dog below me.” said Goodman, who owns 
three dogs.

Another disruption to working at home 
was that in his cul-de-sac, many of the 
neighbors were doing home renovations 
and large construction projects.

“There were dump trucks and lots of 
noise going on daily, which made it hard to 
focus.”

His wife is also working from home using 
the home office. Goodman is using the din-
ing room table.

“There are boxes on the floor surrounding 
one end of the table, and I work at the other 
end. I brought all of my files home, and on 
days I work in the office, I tote needed files 
with me in a box or bag.”

MORE FAMILY TIME
Eva Schmid owns Lotus Marketing and 

counts Dubuque Regional Humane Society 
and Crescent Community Health Center 
among her clients. While she worked from 
home occasionally prior to the pandemic, 
she’s moved all business to her home office.

Eva and her husband Matt are new par-
ents to son Bennett, who was born on July 

16.
“I feel lucky that we are 

on a good sleep schedule 
both day and night with 
Bennett, which allows me 
to schedule my days a lit-
tle easier,” Schmid said. 
“If I have a meeting on a 
day when our nanny isn’t 
here, I schedule it during 
Bennett’s nap time. I’m 

enjoying spending time with my baby and 
husband.

“I do miss spending time with clients. 
I got a Zoom subscription so that I could 
hold video calls, but it’s not quite the 
same,” Schmid said. “Another thing that 
I’ve noticed is that it’s easy to sit at the 
desk working for long periods of time and 
not get up to walk around.”

Matt began working from home in the 
guest bedroom that has been turned into 
an office.

A majority of respondents, 72.3%, to 
the Nulab survey said they were com-
pletely prepared to work remotely. Most 
already had a computer, a strong Internet 
connection and headphones. More than 
50% of respondents had in-home printers 

and scanners. Office supplies including 
standing desks, back pillows and blue-
light glasses were things that respondents 
said they wanted but didn’t have at home.

In the Nulab survey, 57% of respon-
dents said their employer would not 
allow them to bring work-related equip-
ment home with them, except for laptops 
and computers. Almost 32% of respon-
dents said they spent their money to pur-
chase necessary additional equipment 
with an average of $35 spent on these 
purchases.

GENEROUS EMPLOYER 
PROVIDES OFFICE EQUIPMENT

Vernie Klein’s employer, Medline Indus-
tries Inc., has been generous in providing 
the needed equipment to ensure employees 
can do their job from home.

It supplied dual monitors, laptops, key-
boards and a stipend for workers to buy a 
desk, printer and webcam, as well as a sec-
ond stipend for internet usage.

“I was able to bring my sit-to-stand desk 
and office chair home along with other 

Continued from page 6

Continued on page 8

Nine months into the pandemic, employees who are working from home are still making the best of a bad situation.
Metro Creative

Eva Schmid
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things including my name-
plate to re-create my office 
at home,” Klein said.

Medline supplies med-
ical products to hospitals, 
nursing homes, dental of-
fices and clinics, as well as 
Walgreens, Walmart and 
the general public. Med-
line is on the frontline of 
personal protective equip-

ment, which is needed in the 90 countries 
that Medline does business in to protect 
health care workers, essential employees 
and anyone who is at risk for contacting 
COVID-19.

In order to obtain PPE supplies, Medline 
flew planes to China to pick them up. They 
also converted a plant to produce hand san-
itizer.

Klein has worked at Medline as a dedicat-
ed service representative taking orders for 
medical supplies for more than four years. 
About a year ago, Medline began a pilot 
project that allowed employees to work from 
home one or two days per week in order to 
prepare employees to work remotely in the 
event of a crisis or pandemic.

“I have an autoimmune disease, so work-
ing in a building with 500 employees isn’t 
feasible for me during the pandemic,” Klein 
said. “While it’s isolating to be away from 
co-workers and the camaraderie of being 
in the workplace, it’s better for my health to 
work from home.”

Klein said saving money on gas and wear 
and tear on the car and having free time 
during the lunch break was also an incen-
tive for working at home. “Since I only have 
to walk out to my kitchen to prepare my 
lunch, I have time to clean my apartment, 
read a book, run errands, go for a walk and 
schedule appointments.”

TAKING A SCHEDULED BREAK
Sara Albertsen is a lead-generation spe-

cialist at Cartegraph, a company based in 
Dubuque that provides asset management, 
work order management and space man-
agement software to governments, utilities, 
universities and commercial campuses.

She’s been with the company for one 
month, recently changing jobs from a differ-

ent company in which she 
also worked at home be-
cause of the pandemic. Her 
job is to contact potential 
customers to explain ways 
that Cartegraph can assist 
their business.

Two of Albertsen’s three 
daughters attend virtual 
school in a dedicated work-

space in the finished basement. Albertsen 
is working from her bedroom in space she 
carved out.

“I put a sign on my door that says, ‘When 
this door is closed, do not interrupt unless 
it’s an emergency,’ which helps to let my 
kids know when I’m not available,” Albert-
sen said.

As a new employee who started her job 
during the pandemic, Albertsen was virtu-
ally onboarded by Cartegraph Director of 
Marketing Kate Ernst.

“I want to make sure that Sara along with 
the other marketing employee that was on-
boarded during the pandemic feel like they 
are part of the team,” Ernst said.

Ernst said she holds virtual happy hours 
with her employees in addition to weekly 
one-on-one meetings. Albertsen mentioned 
Fika, something that Ernst began in the mar-
keting department but will possibly roll out 
to all 130 employees.

Fika is a Swedish word 
that means “to have a 
break” and is a key part 
of Swedish culture. Ernst 
schedules a daily, 15-min-
ute break at 2:30 p.m. on 
each of her employee’s 
calendars so that they can 
walk away from their work 
and recharge.

“It builds camaraderie and helps employ-
ees come back to work with a clearer mind,” 
Ernst said.

This practice continues during the pan-
demic while employees are working from 
home.

Ernest said productivity has remained the 
same or, in some cases, increased.

“Everyone is meeting their deadlines and 
achieving the goals that were set pre-pan-
demic. One other thing that the pandemic 
has changed is that there is much less travel-
ing around the country for meetings, which 
helps with productivity, too.”

“It’s been fun getting to know employ-
ees on video calls, especially when a pet 
or child chimes in on the call,” Ernst said. 
“Or there might be a guitar hanging on the 
wall behind someone on the call and that 
encourages others on the call to ask about 
the person’s hobby to learn more about that 
person.”

Continued from page 7
TIPS FROM WORK-AT-HOME EMPLOYEES
It’s important to find quiet time during the work day and after work. Right now home is 
not really an escape, so get outside, go for a walk, visit the Mines of Spain, and go for a 
bike ride, Tom Goodman
Try to make your work-at-home space as close to your work space as possible. Make 
it comfortable so that you are less stressed and anxious about being productive. Don’t 
become distracted by laundry or dishes that need to be done. Remember you’re not 
alone, even though you’re alone, everyone is doing it too. Reach out for help. Don’t be 
afraid to see what resources the employer offers such as an employee assistance pro-
gram if you need some mental health counseling or other assistance, Vernie Klein
Keep a routine by getting ready for work to a reasonable degree which helps get into 
the work mood. Make a task list to avoid missing anything. Also, take a break, Eva 
Schmid
Try to minimize distractions, don’t go on social media or listen to the news; don’t do 
chores around the house. Keep a mind space of work, but do take breaks. Keep rou-
tines as much as possible. Give your coworkers grace; we are all doing our best, Sara 
Albertsen
Make a point to reach out to coworkers to ask how their weekend was or how they 
are doing. Since we don’t have the ability to talk in the office, it’s important to keep the 
conversation going, Kate Ernst

Kate Ernst

Vernie Klein

Sara Albertsen
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BY SHERRI EDWARDS • PHOTOS BY DAVE KETTERING

Simplifying Sales
Greg Cox (left) is Tri-Tech Systems chief operation officer, and Pat Murphy is president. The Dubuque business provides 
technology solutions to retailers.

Tri-Tech Systems builds software solutions 
 that work for specialty retailers
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Behind the scenes of 
almost every purchase 
is a sophisticated 
system, called point-of-

sale, that facilitates transactions 
for retailers and consumers. 
Pam Lewey depends on it for 
her business, The Bike Shack, in 
Dubuque.

“We use a set program where 
we can pick and choose 
features,” said Lewey, general 
manager. “We put in our 
inventory and then there are 
sections of the POS system that 
are incredibly useful for our 

particular operation.”
Since 2000, The Bike Shack 

has used a POS product from 
Tri-Tech Systems, a Dubuque 
company that provides software 
and other technology solutions 
for specialty retailers. Tri-Tech 
has served businesses for more 
than 30 years.

“The best part of working with 
Tri-Tech is that everything we 
need comes in one package. 
Their AIM system saves our 
purchasing history, helps 
manage accounting and much 
more,” Lewey said.

Dave Cox founded Tri-Tech while liv-
ing in California, and he serves as chief 
financial officer. His son, Greg Cox, is a 
partner and is chief operating officer.

Regarding his father, Cox said, “He 
wanted to create a software program for a 
niche market. He knew some people that 
owned music stores and saw the current 
solutions did not handle everything these 
retailers do, like student rentals and les-
sons.”

So, the senior Cox developed a POS 
system. According to the U.S. Small Busi-
ness Administration, a basic POS system 
is “a place where retail transactions are 
made.” However, present-day systems, 
including those from Tri-Tech, do more 
than managing sale transactions.

“Throughout the years, more features 
have been added, and we started branch-
ing out to several other retail markets,” 
Greg Cox said. “Currently, our primary 
markets are music, bike, sports/fitness, 
vacuum/sewing and gun retailers; how-
ever, we have other types, too.”

The company moved to Dubuque, the 
Cox family hometown, in 1990. Greg 
graduated from Wahlert Catholic High 
School in 1993 and has worked with his 
father since.

He has held various positions and 
considers his father a mentor. During his 
career at Tri-Tech,Greg has watched the 
company respond to changes in the field 
and grow — all while staying flexible to 
client needs.

“Our software handles everything the 
off-the-shelf POS systems (do) … also 
handling several things those packag-
es don’t, such as long- and short-term 
rentals, repair and services, lessons and 
scheduling or range reservations,” Greg 
said.

At The Bike Shack, their POS records, 
stores and analyzes data — providing 
faster, comprehensive information man-
agement to help the store understand 
purchasing patterns and better meet con-
sumer interests.

The store’s AIM system, which stands 

for Accounting Inventory Management, is 
the name of Tri-Tech’s primary POS and 
retail management product. This system 
offers a variety of features, customizable 
for each specialty retailer.

“We also have e-commerce solutions 
that interface directly with AIM,” Greg 
said. “Several years ago, we purchased 
a local software company called PC 
Poll that has software that polls data 
from cash registers. They sold products 
through re-sellers, so that opened op-
portunities for those re-sellers to sell our 
products.”

Tri-Tech’s second partner and chief 
executive officer, Paul Acton, agreed that 
Tri-Tech’s ability to adapt while address-
ing client requirements is its greatest as-
set.

“With so many clients using our soft-
ware across multiple verticals, it’s enjoy-
able to work on projects that will better 
serve customers whether it’s a more ef-

IN HIS WORDS

“Throughout the years, more features have been added, and we started branching out 
to several other retail markets. Currently, our primary markets are music, bike, sports/

fitness, vacuum/sewing and gun retailers; however, we have other types, too.”
Greg Cox, of Tri-Tech Systems

Continued on page 11
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Tri-Tech started with two employees. Today, it has nearly 50. Its clients are local and nationwide.

SIX KEY FEATURES  
OF A POS SYSTEM
For retail businesses seeking a POS 
system, the U.S. Small Business 
Administration recommends the  
following features:
• Tools that integrate hardware and 
software.
• The ability to coordinate sales from 
more than one source or location.
• Consolidation of sales data for im-
proved access to information and 
monitoring of metrics.
• Availability of inventory tracking and 
management.
• Information on employee sales per-
formance.
• Tax management.

ficient way our software can handle real 
world problems, or new modules, or ways 
to attack problems based on newer and 
ever changing technologies,” Acton said.

That works for The Bike Shack.
“Access to their tech support is great. 

Tri-Tech can resolve any problem, even 
the bugs we bring to their attention. They 
also are our IT department and help with 
computer issues and regular mainte-
nance,” Lewey said.

To create this seamless system for 
clients, Tri-Tech has to keep pace with 
changing technology.

“To give our customers a cutting-edge 
system, (leadership) does a great job of 
staying abreast of the newest technology 
and orchestrating our team in what and 
when to implement,” Greg said. “Chang-
ing the structure of a system that is as 
robust as ours, with millions of lines of 
code, is not an easy task.”

Acton fully embraces that imperative. 

After the Cox family relocated Tri-Tech 
to Dubuque, Acton was a senior at Clarke 
University and worked at the Toll Bridge 
Inn. Through a mutual friend, he learned 
the company was seeking a software de-
veloper.

Once hired, Acton said, “The company 
consisted of just Dave and myself with 
under 100 clients, all in the music indus-
try. Today, we employ right under 50 em-
ployees, with thousands of clients across 
many vertical markets.”

Tri-Tech continues to maintain a family 
business model. Greg’s wife and two sons 
are full-time employees, and two daugh-
ters work there part-time.

“I really like working internally with 
our team,” Greg said. “We take pride in 
the fact that we have a very low turnover 
rate with employees and several have 
been here for 20-plus years.”

The company has been located on 

Continued from page 10

Continued on page 12
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TRI-TECH SYSTEMS
Owners: Paul Acton, Greg Cox.
Address: 3162 Cedar Crest Ridge, 
Dubuque.
Telephone: 800-670-1736.
Online: www.tritechretail.com.
Services: Offering point-of-sale and 
business software.

Cedar Crest Drive since 2000. Cox, Ac-
ton and others did the construction on 
the original building, with an expanded 
warehouse added in recent years.

“We have our complete operation with 
all departments under one roof,” Acton 
said. “That includes development, sales 
and support departments. We can just 
walk from one department to the other 
to get questions answered and resolve 
any issues that might arise for a customer 
quickly and correctly with minimal de-
lay. While I do wish I still had the time to 
do actual coding, I enjoy heading up the 
development team and our development 
efforts.”

Close working quarters temporarily 
ended once COVID-19 hit. Acton and 
Greg had to rethink Tri-Tech’s business 
model, for their onsite employees as well 
as responding to unprecedented circum-
stances for their clients.

“We decided early on to purchase a 
bunch of laptops, webcams, headphones 
and software to help us in the event 
we needed to all work from home,” Ac-
ton said. “There was a time that we had 
about 75% of our workforce working from 
home.”

Even as a technology company, the two 
partners discovered new ways to conduct 

business processes, increasing their use 
of online platforms, video meetings, 
shared calendars and more to continue 
getting work accomplished.

The pandemic ushered in unknowns 
for specialty retail clients, some of which 
temporarily closed and others that are 
struggling to bring up the level of sales 
compared to prior to the crisis.

“We have monthly maintenance plans 

that our customers pay for, and we did 
not know how many would be canceling 
with their stores being closed,” Greg said. 
“Most of our sales come from cold calls 
or trade shows, so that presented chal-
lenges for our team.”

Today most of the company’s staff have 
returned to the office. In addition, Greg 
said it was fortunate that most retail cli-
ents have continued their contracts for 
services.

“Our sales team kept pushing and kept 
finding new customers to add. The abil-
ity for our whole company to be able to 
adjust and adapt and keep pushing gives 
us great pride in the team we have here,” 
Greg said.

The company is looking forward to the 
end of COVID-19 and the ability return to 
in-person meetings and events. Also, they 
soon will release an app allowing clients 
to directly interface with Tri-Tech’s da-
tabase. This will help retailers use POS 
features in a new app format.

Lewey said her store will continue to 
rely on evolving technology from Tri-Tech 
with service vital to The Bike Shack’s suc-
cess.

“Being local, I can go there easily to 
buy supplies like labels or quickly discuss 
tech needs. They even help us with mar-
keting promos. I can’t think of anything 
we need that they don’t do.”

IN HIS WORDS

“To give our customers a cutting-edge system, (leadership) does a great job of staying 
abreast of the newest technology and orchestrating our team in what and when to 

implement. Changing the structure of a system that is as robust as ours, with millions 
of lines of code, is not an easy task.”

Greg Cox

Continued from page 11
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PROFESSIONAL DEVELOPMENT FOR THE DUBUQUE COMMUNITY

Give Yourself the Gift of Professional Development and Get Ready for 2021!

Feel like there aren’t enough hours in the day to get
everything done? Discover strategies for managing
your work and achieving your full potential while
nurturing your emotional well-being, finding
balance, and renewing energy.

Social Intelligence can pay dividends in your ability
to manage and lead in your profession. Learn
how self-awareness, self-regulation, empathy, and
motivation are driven by our biology and affect our
personal and work lives.

In and professional situations, effective
communication is essential for productivity, team
building, and project success. Gain strategies for
more effective verbal and written communication.

JANUARY 1–28 MICRO COURSES

DECEMBER 1–28 MICRO COURSES

Establishing your personal brand can lead to exciting
professional opportunities for advancement and
profitability for you and your organization. Explore the
tools and techniques to identify and build a visible
presence online and within your community.

Whether entering or re-entering the workforce or
positioning yourself for the next step in your career,
mastering 10 essential skills will make you a sought
after and valuable teammember.

Regardless of your title, you have the opportunity
to serve as a leader. This micro course will provide
strategies for leading through challenging
situations and boost your effectiveness as a leader.

LEARN MORE: clarke.edu/careerplus QUESTIONS: careerplus@clarke.edu PRICING AS LOW AS $160/COURSE

BALANCING LIFE AND CAREER BE SEEN: DEVELOPING YOUR PERSONAL BRAND

THE EFFECTIVE EMPLOYEE’S TOOLBOX

DEVELOPING THE LEADER WITHIN

EMOTIONAL & SOCIAL INTELLIGENCE

PROFESSIONAL COMMUNICATION STRATEGIES

Micro courses start on the
1st of every month

Stackable credentials
with a degree pathway

100%
Online

15 hours of
self-paced content

Led by
local experts

Affordable
professional development
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KATHIE 
ROTZ
Unity  
Consulting
She is a leadership 
consultant and 
John Maxwell 
Certified speaker, 
trainer and coach 
with the Dubuque 
business

Is this question confusing or profound to you? 
“People will buy despite you, but will it be from you?”

When I first heard this a few weeks ago I thought 
it was extremely confusing and somewhat contra-
dictory. The more I ponder this question the more 
profound it becomes.

During the financial crisis of 2008, my husband 
and I owned a bookstore. Financial challenges during 
this time was an understatement. 
Customers would come into our 
store for our kindness, knowledge 
and research but then choose to 
purchase elsewhere online where 
their resources were cheaper.

We found many of our books 
in local big box stores for a price 
less than what we paid as a sup-
plier. Our customers were buying 
despite us and it was not from us.

During the pandemic of 2020, 
I own a direct selling business 
where I sell cooking tools. I have 
been in this business for 18 years. 
People are cooking more at home 
now, so I know that there is a need 
for these tools. Plus, other local 
stores cannot keep cooking tools on their shelves.

My sales this year have increased by 200%. My cus-
tomers are buying during this uncertain year and it 
is from me. However, there are other consultants in 
this same business who are struggling and not getting 
sales.

What is the difference between my approach to 
business in 2008 vs. 2020? What is the difference be-
tween my direct selling business and others who sell 
the same tools?

Besides being more seasoned in life and growing 
from lessons learned, I also am passionate about 
thinking differently. There is obviously a different 
mindset in those who succeed in the same business, 
during the same time period, as me.

I do not want to be in the position ever again that I 
was in back in 2008. I do not want to feel unempow-
ered, helpless and drowning. I got angry and chose 
to focus my energy on these three areas:

CONNECT
Connect with people. It is as simple as that. Even 

though people can be scary and intimidating, do not 
avoid them.

I visited a socially distanced outdoor vendor re-
cently and the business owner sat with her back to 
her products. This in turn kept her back to the people 
who were shopping. If people wanted to buy, why 
should they choose you to buy from? You are not 
even smiling at them or showing an interest in them. 
Shoppers do not need to be convinced to buy your 
products; they need to be convinced to buy from you.

ASK
Not everyone thinks like you. So, 

stop assuming that you know how 
everyone else is thinking. Your in-
come might be reduced during the 
pandemic; you could be nervous 
about spending money. This does 
not mean that everyone is in the 
same situation as you.

If you have something to offer 
then share it with everyone and 
ask if they would like one, too. 
My business statistics show that it 
takes 10 asks before I receive one 
yes. If I need 10 yeses then I need 
to ask 100 people. If I do not ask, I 
will get 100% no.

KNOW
Know the value in what you provide. Believe in 

your products. Know your value and strengths and 
how you can help people. Believe in yourself. Be con-
fident. If you doubt yourself others will feel that hesi-
tation and walk away from what you offer.

While checking out at a convenient store the ca-
shier asked me if I would like to add to my order a 
new candy bar that was strategically placed on the 
counter. She asked it this way: “Would you like to try 
this new candy bar? You don’t have to if you don’t 
want to.” I do not think she believed in the candy bar 
or the process of asking for my business.

Success comes from the power of thinking differ-
ently. Regardless of who you are or what you sell peo-
ple are spending money this year and they will buy 
gifts to give during the holiday season.

Connect with any person you come in contact with, 
ask if you could help them with their needs and know 
that you have a valuable solution to offer. As a reward 
for your focus and growth, their purchases might be 
from you.

Is this question confusing or profound?

Connect with people. 
It is as simple as 
that. Even though 

people can be scary 
and intimidating, do 

not avoid them.

KATHIE SAYS
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JOSSELYN 
SMITH
Management 
Resource 
Group
She is an 
administrator with 
the Davenport, 
Iowa-based business

You’ve likely heard the phrase, “people don’t leave com-
panies, they leave managers.”

It is possible you might have firsthand knowledge of why 
that phrase speaks volumes. A positive relationship be-
tween manager and employee is one 
of the key pillars to retaining quality 
employees.

A manager should not only be con-
cerned with the accomplishment of 
business tasks but also with equip-
ping the workforce to desire to do tasks 
well. A company invests time, energy 
and other resources into its employees 
with the expectation that they will be 
around for the long haul.

A manager whose behavior is in-
effectual creates an atmosphere that 
is the opposite. When the opposite is 
true, the oft-quoted phrase comes into 
play and, ultimately, the business pays 
the cost for those failures.

Not everyone is born to be an effective manager or 
leader. The skills that go into being a quality manager are 
taught or role-modeled. If someone has not had the benefit 
of guidance and instruction, chances are he or shw they 
won’t “discover” those skills on their own. Since managers 
are directly responsible for what a job is like day-to-day for 
an employee, it is to the benefit of all that managers have 

the skills required to be the best leader they can be.
In the Forbes article, How Bad Bosses Compel Good Em-

ployees to Leave, by Terina Allen, she states, “It is up to you 
to develop or drive out the bad bosses … Develop effective 

leaders who will make it a priority to 
do the most important things …”

There is opportunity for someone 
who is in a leadership role and strug-
gling. Coaching is a great way to come 
alongside a leader to help in develop-
ing the desired skills. Coaching has 
become a popular developmental 
tool for companies concerned with 
improving the performance of their 
leadership.

Harvard Business Review, in the ar-
ticle What Can Coaches Do for You?, 
lays out some points that will heighten 
the benefits of a coaching relationship.

• The individual being coached 
should have a desire to learn and grow.

• The coaching relationship needs to be a good match 
and the coach chosen carefully.

• Leadership needs to be supportive and committed to 
the development of the individual being coached.

These are just a few of the considerations to take into 
account when looking at coaching to turn a poor leader 
into a good, even great, leader.

Don’t lose good employees to bad managers

A positive relationship 
between manager 

and employee is one 
of the key pillars 

to retaining quality 
employees.

JOSSELYN SAYS
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BRIAN 
NELSON
Grand  
River  
Medical 
Group
He is board- 
certified family 
medicine physician 
at the Dubuque 
institution

There was a recent CDC report that stated 40% of 
Americans have avoided or delayed seeking medical care 
during the pandemic due to concerns about COVID-19.

However, there should no longer be a fear of getting 
COVID by coming to the doctor’s office, as most clinics 
have taken many precautions to limit the risk of exposure 
during a visit. While early in the pandemic it was sug-
gested to postpone all nonessential 
medical visits, do not let COVID-19 
keep you from your annual physical 
exam and preventative medicine any 
longer.

During the past few months, I have 
seen some of my patients’ health 
decline from the decision to contin-
ue delaying seeking medical care — 
some declines include increases in 
anxiety, depression and weight gain.

As a physician, I view an annual 
exam or general medical checkup as 
an important time to make sure my 
patients prioritize their health.

One question I have been asked 
many times is “do I really need an 
annual exam?” The answer is yes and 
here is why.

THEY HELP PATIENTS 
ESTABLISH A 
RELATIONSHIP WITH  
A HEALTH CARE 
PROFESSIONAL

When you have a primary doctor, 
you can build a long-term relation-
ship with that person. He or she gets 
to know your medical and family his-
tories and are better able to assess 
your health when an issue or health 
concern arises. This can help you 
avoid visits to the emergency room 
or an urgent care location where they 
might not have access to your health 
record.

KEEP UP ON 
PREVENTATIVE MEDICINE

Promoting health and well-being 
resulting in disease prevention is the 
main goal of preventative medicine. 
There are different screening recom-
mendations for all ages, but these can 
include screening exams like making 
sure a patient is up to date on her mammogram or en-
suring a person older than 50 has had a colonoscopy. 
It could involve labs, such as a cholesterol or anemia 
screening.

In children it involves developmental screenings and 
in older individuals it could involve fall prevention coun-
seling or excessive alcohol use screening. Depression 
screening also is part of a complete annual checkup. Be 

sure to contact your primary doctor to review your per-
sonal and specific preventative medicine needs.

KEEP REQUIRED IMMUNIZATIONS  
UP TO DATE

Children certainly have routine vaccinations through-
out childhood, but adults also should make sure they are 

not falling behind. Adults should be 
getting their pneumonia vaccine at 
65, shingles vaccine is recommended 
for adults older than 50 and tetanus 
shots should be kept current through-
out life.

Flu shots are more important than 
ever this year and should be a yearly 
vaccine for all (starting at 6 months 
of age).

IDENTIFY RISK FACTORS 
FOR COMMON CHRONIC 
DISEASES AND 
DETECTING DISEASE 
THAT HAS NO APPARENT 
SYMPTOMS

For example, I often get asked 
“what can I do to prevent a heart 
attack or stroke?” While we cannot 
control our family history (genetics), 
we can make sure blood pressure is 
controlled, watch our sugar (diabe-
tes), avoid smoking and watch what 
we eat to help control our cholesterol.

At an annual exam we would make 
sure your blood pressure is in rec-
ommended range, check your sugar 
levels and create a plan if your levels 
are high, and counsel on options for 
quitting smoking if needed. We would 
check a patient’s cholesterol and if 
high, might recommend medicine, 
such as a statin.

Often patients have questions 
about specific diseases and providers 
can help alleviate stress and educate 
on concerns, rather than using Dr. 
Google to get their answers.

ENCOURAGE EXERCISE 
AND A HEALTHY DIET/
LIFESTYLE

It always is important to reinforce 
the importance of good diet and exercise. Even just a sim-
ple weight check can be eye-opening to patients and help 
motivate them to make changes to their lifestyle. This re-
ally applies to all ages.

Many people do not want to listen to their parents or 
significant other but are willing to have that discussion 

Annual exams during the pandemic

When you have a 
primary doctor, you 

can build a long-
term relationship 

with that person. He 
or she gets to know 

your medical and 
family histories and 

are better able to 
assess your health 
when an issue or 
health concern 
arises. This can 

help you avoid visits 
to the emergency 
room or an urgent 
care location where 
they might not have 

access to your health 
record.

BRIAN SAYS

Continued on page 18
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jason@EXITdubuque.comsteve@EXITdubuque.com

3345, 3339 & 3347 
Hillcrest Road
Prime retail or offi ce space 
available in this multi-tenant 
building with several well-
established businesses. Located in a high-traffi c commercial area 
just off JFK near Fareway, Panera Bread and Dupaco. Spaces 
vary from 800 SF to 1935 SF. Call for competitive pricing amounts 
on each unit.

245 Railroad Avenue
A complete renovation is nearly 
complete and you will be in awe 
of the results. This space offers 
4700 SF of a one-of-a-kind space 
for retail, restaurant, offi ce or 
many other uses. With HyVee as 
a shadow anchor tenant, this location provides a signifi cant 
fl ow of vehicle and foot traffi c on your doorstep. 
Offered for lease at $15/SF/YR.

0 Pennsylvania Avenue $319,000
GREAT LOCATION FOR YOUR NEW BUSINESS!  Here is a 1 acre 
commercial lot on busy Pennsylvania Ave. All utilities to lot. 
Current lot size is 1.70 acres but seller is having survey completed 
to separate of the 1 acre that is being sold.

COMMERCIAL LOT

4840 Asbury Road 
Suites 102 & 103
Located on Dubuque’s west 
end this multi-tenant building 
is the home to Pancheros & Great Clips. Suite 102 offers 1500 SF 
and suite 103 has 1710 SF of leasable space with ample parking 
adjacent to the customer entrance. $15/SF/YR

600-678 Central Avenue NOW $1,495,000
INVESTORS TAKE NOTE!! Here is an opportunity to own almost 
an entire city block just 1/2 block south of the courthouse in great 
downtown area near everything including Five Flags Center, 
Millwork district and Casino! Includes 20 apartments, storefronts, 
land, etc. Owner Financing Available!

5205 Pennsylvania Avenue $799,000
BETTER THAN NEW!  Energy effi cient 10,500 sq ft building. 
Features LED lighting, in-fl oor heating, spray foam walls, so low 
utility costs! Current business is moving to new location and will 
lease back from new owner through March 2021. 

REDUCED - MOTIVATED SELLER!

SALE PENDING
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▶ A Professional.

With a vibrant staff ready to help,
we invite you to stop by any
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with their provider to motivate them to make 
changes resulting in long-term benefit. Your 
visit should increase awareness of the im-
portance of maintaining your health.

YOU MIGHT SAVE MONEY
Why do we do general maintenance on 

our houses or cars? One answer is that we 
want to keep our possessions in tip-top 
shape make them run better or maintain 
their value. The same applies to our body.

Doing preventative medicine, trying to 
catch medical issues early or just doing a 
check of our health is the best way to prevent 
a problem, or catch it early, both of which 
will certainly save money in the long-term. 
An emergency room visit or stay in the hos-
pital is expensive.

An annual exam should motivate people 
to take better care of themselves and quit 
unhealthy habits before they do develop 
a chronic health condition. If you delayed 
your annual exam/general medical check-
up because of COVID-19, I would strongly 
encourage you to make that call and set up a 
visit to your doctor to have that exam.

Offices have taken precautions to help 
screen COVID patients before they arrive at 
the office. Doctors and staff will be wearing 
masks (which we all should be doing any-
way) and offices are doing extra cleaning to 
further reduce risk.

Continued from page 16

WENDY 
LYONS
Two Rivers 
Marketing
She is a copywriter 
for the business, 
a division of 
Woodward 
Communications 
Inc., parent 
company of the 
Telegraph Herald

Need to brainstorm a creative solution for a busi-
ness challenge you’re facing, but everyone on your 
team is working from home?

Good news: Fresh ideas, breakthrough thinking 
and creativity don’t have geographic limits.

Here are eight pro tips about how to brainstorm 
remotely — and be more efficient and productive, 
wherever in the world your team is.

USE THE RIGHT  
BRAINSTORMING TOOLS

Conference calls don’t always cut it. Creative 
thinking is visual, so it helps to have a video brain-
storming solution. There are many collaborative 
tools and technologies designed to bring your team 
together in the same virtual space. Here are a few 
virtual brainstorming tools to consider:

• Video conferencing programs: Google Hangouts 
Meet, GoToMeeting, MeetingRoom.io, Microsoft 
Skype for Business and Zoom.

• Virtual document tools: Confluence, Dropbox Pa-
per and Google Docs.

• Visual brainstorming tools: Miro, Mural BS and 
RemoteHQ.

DEFINE A CLEAR, SPECIFIC, 
MEASURABLE GOAL

This step is even more crucial when not everyone 
is in the same room.

Consider these examples: A list of 10 names for 
your company blog. Three potential themes for this 
year’s annual meeting. Five ways to roll out a new 
product to your dealers. Share the goal of the brain-
storming session and any relevant background infor-
mation with each attendee — either by email or via 
a shared virtual document (such as a Google doc) at 
least 24 hours before you collaborate remotely.

INVITE THE RIGHT PEOPLE
Select a facilitator with a deep knowledge of the 

challenge you’re brainstorming around. This person 
shouldn’t be afraid to speak up and keep everyone 
on topic. Consider having a second person in charge 
of taking notes on a shared virtual document. Then, 
invite no more than six participants to your remote 
brainstorming session to give everyone the chance to 
contribute and be heard.

8 tips for remote brainstorming sessions

Continued on page 19
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STICK TO YOUR SCHEDULE
Watch time zones so you are considerate of 

all participants’ work hours. Start the remote 
brainstorm session promptly and set a hard 
stop.

It’s easy to be distracted in a home office, so 
make the most of the group’s time by setting 
the ground rules up front — ask everyone not 
to engage in side chats or work on other tasks. 
Let them know that the goal is important, their 
contribution is valued and you’ve got just a set 
amount of time to generate solid, workable 
ideas.

ASK PARTICIPANTS TO BRING 
AT LEAST ONE IDEA

Good places to start: Look at ideas that have 
been successfully implemented in the past and 
brainstorm ways to build on those. Research 
what other brands are doing and think of ways 
to do them better. Then, during the remote 
brainstorm session, go around and ask each 
person to share, let everyone digest the options 
and discuss from there.

CAPTURE ALL IDEAS ON A 
SHARED VIRTUAL DOCUMENT

Record each idea that bubbles up — with 
no judgment. Being able to see the group’s 
thinking will help keep everyone focused and 
on task. Encourage participants to sketch out 
their ideas, shoot a picture of them and upload 
them to a shared drive.

NARROW DOWN THE BEST 
IDEAS AND SHARE NEXT 
STEPS

Do a round-robin and ask everybody to 
briefly explain their rationale for their top picks. 
Or have them put their name next to their fa-
vorites in the shared virtual document.

Thank everyone for their time and let them 
know the plan for moving the group’s ideas 
forward.

FOLLOW UP
Did one of the ideas from your brainstorm 

session get selected for your company or cli-
ent’s new product? Be sure everyone hears 
about it and is congratulated. You might even 
share a virtual toast to remote collaboration 
and creative genius.

Continued from page 18

Good news: Fresh ideas, 
breakthrough thinking 

and creativity don’t have 
geographic limits.

WENDY SAYS
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TODD 
LINK
Dupaco 
Community  
Credit 
Union
He is senior vice 
president of risk 
management and 
remote delivery 
at the Dubuque 
business

The year 2020 will be marked by most as one nearly 
everyone will wish they could forget.

The pain surrounding COVID-19, store stock outs, 
remote learning for those with children, financial 
stress and challenges to psyche from managing these 
uncertain times are just a few of the items on most 
minds.

Whatever the individual case, 
few will look back at 2020 chanting 
“encore.”

Yet, in all areas of life we are wit-
ness to innovation with amazing 
medical breakthroughs, technol-
ogy, day-to-day living, workplace 
evolution and adapting to a new 
way of life to combat COVID-19.

Additionally, there are exam-
ples all around us of people who 
have not only adapted to this “new 
world” but also during the past six 
to nine months have thrived in this 
environment. 

What factors allow someone to 
thrive under incredibly challenging 
conditions while others struggle to 
keep their heads above water?

The topic has been a passion 
of mine resulting in considerable 
graduate research, teaching on the 
topic and personal dives into the 
research during the past 20 years. 
In fact, the very question of what leads some individ-
uals to extraordinary results under intense challenge 
and pressure is really a part of what defines these 
individuals. 

Their achievement and their commitment to 
achieve becomes one in the same.

Throughout modern history we have witnessed so 
many individuals do this on life’s stage (both large 
and small) that the list would be endless. 

Some notable modern examples include Michael 
Phelps, Capt. Chesley Sully Sullenberger, Capt. Al 
Haynes, Nelson Mandela and, most recently, Dr. An-
thony Fauci.

There are a million reasons that lead to above-av-
erage achievement under challenging conditions 
but I have taken the liberty recently to speak with 

several individuals who I know have thrived in this 
COVID-19 environment. 

Here are some of the traits I have found with these 
individuals:

• I have very little control of the situation around 
me but I have total control over my reaction to it. 
(i.e.: The locus of control is not given to the situation 

or another — self-empowerment.)
• I see pain in others and I can 

help. (i.e.: Empathy)
• This situation and the changes 

occurring around me give reason 
to pause and think. (i.e.: Curiosity)

• There is so much happening 
right now that I really don’t slow 
down to worry or distract myself 
from the goal/task at hand. (i.e.: 
Goal driven)

• I try to find joy every day. 
There is always something to make 
me laugh and smile. (i.e.: Finding 
joy)

So perhaps the small sample size 
of traits noted above offer some ex-
pansive insight into thriving during 
uncertainty — self-empowerment, 
empathy, curiosity, task/goal driv-
en and finding joy.

 Research suggests that the more 
we take the focus off self and put 
into ser ving others, the better 

we move through challenging situations in a pur-
pose-driven way.

The irony is that not only is this trait linked to 
overcoming challenges but also is a component of a 
satisfied life for many.

Success during this pandemic shouldn’t be defined 
by how much a person earned or how many awards 
were won, but perhaps more important goals like 
peace of heart, helping another laugh, comforting a 
friend, holding a door or being able to find joy/levity 
in the moment.

The world is filled with challenges but one thing 
is certain, continuing to learn, read, grow and chal-
lenge ourselves to be our best-self serves us well not 
only during a pandemic but after as well. Stay well.

And might I ask, “What have you been reading?”

Insights to thrive during uncertainty

Research suggests 
that the more we 
take the focus off 
self and put into 

serving others, the 
better we move 

through challenging 
situations in a 

purpose-driven way.

TODD SAYS



bizTimes.biz, Dubuque, Iowa, November 2020 21

844.642.2338, ext. 1339

www.nicc.edu/solutionsInfo

REGISTER TODAY!

Professional Development
to Help You Rise Above.
Northeast Iowa Community College has exciting opportunities
for you and your business to rise above the economic effects of
the pandemic. Our expert instructors are leading specialized
webinars, new career pathway certificate training, and
discounted courses to ensure you have the skills to move forward
through COVID-19 recovery, into 2021 and beyond.

Learn local, pay less with these COVID-19 Recovery Courses.

Business and Community Solutions

� Nov. 10 Sherpa Leadership: Service and Leadership Lessons I Learned Climbing Mt. Kilimanjaro
Instructor: Liz Nead

Let’s Get Creative and DesignWays to Innovate and Problem Solve
Instructor: Lisa Schaefer

� Nov. 17 We Are All in this Together – Collaboration During a Pandemic
Instructor: Lisa Schaefer

� Nov. 30 You Can’t Say That: Strategies to Master Diversity in a New Decade.
Instructor: Liz Nead

� Dec. 3 Problem Solving and Critical Thinking
Instructor: Lisa Schaefer

� Dec. 7 The Virtual Adventure: Strategies for Success in Uncertain Times
Instructor: Liz Nead

This essential training is developed in response to COVID-19 Recovery efforts and offered at a one-time discounted rate
using Economic Development Administration grant and Workforce Training and Economic Development funds. Limited
seats are available.
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MEET A LOCAL LEADER

Gary Collins
Chief executive officer of Crescent 
Community Health Center

Gary Collins grew up in northeast 
Ohio as the middle son of three to 
hardworking parents. He attended 
Muskingum University in New Con-

cord, Ohio, where he received a Bachelor 
of Arts in accounting and business with a 
minor in political science. He attained his 
Master of Business Administration at Bald-
win Wallace University in Berea, Ohio.

Collins is enjoying his “encore career” 
now as a health care leader after a cor-
porate finance track that led him abroad 
for expat assignments to Belgium, Italy 
and China. His 25-year finance career 
included Emerson Electric, General 
Electric and Lincoln Electric.

His health care career started in 
Ohio before he moved out to the West 
Coast (Sonoma County) where he led 
activities at two health centers. He met 
his fiancé, Clay, in Sacramento and 
moved to Dubuque in 2019. Clay fol-
lowed in January 2020. Gary and Clay 

appreciate working in their yard, doing 
small projects around the house and 

exploring the tri-states. They also enjoy 
bike riding and pretty much any outdoor 
activity.
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in his words
Unyielding integrity is a universal 

characteristic that should guide 
leaders in their journeys. My maternal 
grandmother was the role model and 

spent a significant amount of time with 
my brothers and me growing up in 

northeast Ohio. She was industrious 
and taught us to respect others, work 

hard and lived by example a life of 
great joy balanced with pride in her 

family.

BY KEN BROWN • PHOTOS BY NICKI KOHL

Gary Collins is chief executive officer of Crescent 
Community Health Center in Dubuque. 

Can you name a person who 
has had a tremendous impact 
on you as a leader?

Mr. David Farr was the presi-
dent of Ridge Tool (an Emerson 
division) when I was manager 
of financial planning and anal-
ysis. His leadership style was to 
encourage leaders to focus on 
“making an impact.” He was a 
man of his word in that he al-
lowed me to make an impact in 
our European operations as one 
of the youngest leaders at Emer-
son. When I later asked him why 
he wanted me to do the project, 
which took around 18 months, he 
explained it was “because I raised 
my hand to do it when nobody 
else would.” That has really been 
ingrained in my actions through-
out my career that has led me 
to incredible opportunities. Mr. 
Farr is now the CEO of Emerson 
and remains one of my mentors. 
I have found the following to be 
true with most things in life – you 
must ask for opportunities and 
remain passionate about your 
work.

What are the most important 
decisions you make as a leader 
of your organization?

Every decision a leader makes 
will have an impact on a per-
son, process or the organization. 
Leaders must make the best deci-
sions daily with the information 
they have to ensure the finest 
outcome(s). Probably the most 
important decisions I make will 
impact workforce or our patients, 
so I make every effort to consider 
all actions.

As an organization gets larg-
er, there can be a tendency for 
the “institution” to dampen the 
“inspiration.” How do you keep 
this from happening?

Fortunately for Crescent 
Community Health Center, our 
volunteer board creates a won-
derful governance structure that 
ensures we stay on track with our 
mission, vision and values with 
the actions we take as a health-
care leader. I will also add that 
our strategic planning process 
and the work around the com-
pletion of the objectives sparks 
inspiration and provides renewed 

focus on what our priorities are 
for our future.

Which is more important to 
your organization — mission, 
core values or vision?

At Crescent Community Health 
Center, I am grounded by our 
mission and the vision keeps me 
moving forward. Our values en-
sure we stay on our path and are 
the tools with which we lead. It is 
hard to move forward without all 
three. Depending on the life cycle 
and vitality of the organization, 
one might “lean into” one of the 
three with more pressure at any 
given point in time.

What is one characteristic 
that you believe every leader 
should possess?

Unyielding integrity is a uni-
versal characteristic that should 
guide leaders in their journeys. 
My maternal grandmother was 
the role model and spent a sig-
nificant amount of time with my 
brothers and me growing up in 
northeast Ohio. She was indus-
trious and taught us to respect 
others, work hard and lived by 
example a life of great joy bal-
anced with pride in her family.

What advice to you have for 
future leaders?

Listen more and do not assume 
you know everything because you 
do not. It is humbling to realize 
you will never know enough to 
have every answer and be 100% 
successful all the time. What that 
does for a future leader is to re-
mind them that each day is an 
opportunity to learn something 
new that will aid in continuous 
improvement of the leadership 
skillset. It also reminds us of the 
importance of teams and en-
abling the skills of everyone.

What lessons can leaders take 
away from the current pandem-
ic?

Have a plan B, remain trans-
parent, communicate openly, 
partner with other stakeholders 
and show appreciation.

What are two or three of the 
best things about being a lead-
er?

Making an impact, teaching 
others, working with teams to-
ward a common set of goals.
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DOWNS
He has a dentistry 
practice in 
Dubuque

Editor’s note: This is the last column about the three 
pillars of infection control.

The prior columns were on the first two pillars: Per-
sonal Infection control with emphasis on oral hygiene 
mitigation procedures in dental offices and home per-
sonal care, then surface infection control using a safe 
surface disinfectant called hypochlorous acid. The final 
column is on airborne pathogen control.

A study can be found on the CDC website outlining a 
case of COVID-19 infection transmission in a Chinese 
restaurant in Wuhan where people 
sitting near an air conditioning unit 
outlet were infected by people in an-
other part of the restaurant at an air 
intake section. Those who did not sit 
directly under the air outlet at other 
tables did not get infected. This case 
and others show that the SARS Cov 2 
virus can go through the HVAC sys-
tem to infect others in a building.

Many approaches to air quality in a 
building have been attempted. They 
include HEPA filtration, negative air 
exchanges, ultraviolet light, ozone, 
ionized air and hydrogen peroxide.

Ultraviolet light will kill virus but 
cannot be used while people are in 
the room. It often is used at night 
when no one is present. In the day 
time, infected air and surfaces are not 
mitigated. It does not go around cor-
ners, either. It is difficult to have the 
light shine everywhere. Some have 
placed them in HVAC ducts, but the 
air goes by it too fast to be disinfect-
ed. Most air and surfaces need about 
five minutes of exposure time to kill.

You must use UVC light, not UVA 
or UVB light. It must be at 254 nm 
and at one joule of power per cubic centimeter for 90% 
of that five minutes of exposure. It is useful for decon-
taminated K 95 masks and CPAP masks for reuse. It is 
good for the destruction of ozone and has been used in 
some HVAC systems that way. In other words, the HVAC 
air treatment unit purposefully makes ozone to kill mi-
crobesthen, then ozone is destructed before it is fed into 
the room for people to breathe. It is not good to breathe 
in too much ozone.

Hepa filters generally have a pore size of 0.3 micros. 
Viruses normally range in size from 0.02 to 0.1 microns. 
This means that they likely will not be filtered out unless 
they are aggregated into larger clumps. That can be done 
with ionizers.

The SARS cov 2 virus is 0.125 microns in size. If it is 
attached to a water droplet, then likely it will be filtered 
out. This is often the case. But what do you do with the 
virus floating around in the room before it gets into 
the HVAC or portable filtering machine to filter it out? 
Obviously, this could infect someone before that filter 
removes it. Hepa filters and staged filters with carbon 
layers do have a place in air mitigation.

Ozone, like ultraviolet light, will kill microbes and do 
it well. It, too, must be done after hours so that you do 

not breathe it. It combines with nitrogen in the air to 
produce toxic nitrates. If it is used to kill the virus then 
destructed with UV light, that can be a way to use it. 
During the day when it is not present in a room, viruses 
can remain in the air.

It also has an advantage of killing the virus in the fur-
niture and around corners. It can damage plastics, latex 
and oxidize equipment. It is good at removing volatile 
organic compounds form the air and odors too. These 
VSCs and VOCs can be toxic to your health, and remov-
ing them is a good thing. Ozone also can be used to dis-

infect water.
There are basically two types of air 

ionization in the marketplace. One 
is generally called a PCO system or 
photocatalyst oxidation. The other is 
a bipolar cold plasma oxidation sys-
tem, and is the one I recommend.

PCO systems are older and there 
are many on the market. Often you 
will recognize them when their web-
sites talk about them being used at 
NASA space agencies and that they 
purify the air better than any system. 
Often they come in portable units for 
a single room.

They generally do not produce 
many ions and could reach a max-
imum of 6 feet from the unit. These 
ions do kill viruses and are usually 
negative ions. Often they produce 
contaminants such as formaldehyde, 
ozone and titanium dioxide, which 
you do not want.

They might claim they produce 
no ozone or not enough to worry 
about, but if they are a unit installed 
in the HVAC system, ozone builds 
up in pockets in the ducts then gets 
released at times all at once. It is not 

ideal to have only negative type ions on these single nee-
dle point systems. The HVAC PCO systems produce such 
weak ions that they do not last much farther than 6 feet 
of travel in the duct work.

Bipolar cold plasma ion system is the only system I 
have found that produces both negative and positive 
ions. Both types kill different varieties of pathogens. 
What is good about ionizers is that they are working all 
the time to kill viruses in the air.

Some of the virus can be removed or killed in the air 
before it reaches any surface or person. Not only does it 
sanitize the air but also university studies show that it 
kills the corona virus 229e, a SARS Cov 2 surrogate, on 
surfaces and furniture and does so at more than 99% in 
one hour.

You have constant air and surface cleaning going on. 
It also removes pollen, volatile organic compound toxins 
such as those created by toxic cleaning agents and their 
solvents in the air. It also kills bacteria and mold. Imag-
ine door knobs, furniture, clothing, hair and typewrit-
ers all being cleaned 24 hours a day every minute of the 
day. Fogging does not have to be done to clean the air. 

Pillar No. 3: Airborne infection control

Many approaches 
to air quality in 
a building have 
been attempted. 

They include HEPA 
filtration, negative 

air exchanges, 
ultraviolet light, 
ozone, ionized 

air and hydrogen 
peroxide.

RICHARD SAYS

Continued on page 25
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Surface clean the most obvious areas with 
HOCL and let the ionized air do more.

I recommend the Clearairexp bipolar ion 
system. These ions are made at an optimal 
percentage — 60% negative ions and 40% 
positive. If only negative ions are produced, 
you can have electrical equipment damage 
but the positive ions protect that from hap-
pening while increasing microbial kill.

This system has 13 patents and has a 
patented ozone removal system. It produc-
es massive numbers of ions and therefore 
does not just travel 6 feet down the HVAC 

system before it is depleted. Ions not only 
kill but also aggregate particles and viruses 
together into larger clumps that fall from the 
air to the floor to allow the filter systems on 
the HVAC or HEPA filters to work better re-
moving the particulates from the air. VOCS 
and VSCS toxins are removed. Pollen is re-
moved. Dust is removed. Mold, virus and 
bacteria is killed and removed.

The system comes with a particulate 
monitor that sits on the counter so that you 
can see how clean the air is. It measures the 
air particles in parts per million. Anything 
below 150 PPM is considered extremely 
clean air. It is the only system brave enough 

to provide this meter with the system to 
prove that it is doing the job.

This system is in our dental office and 
my home and should be installed in every 
nursing home, school and business. There 
are places where this HVAC system will not 
work because the heating system is boiler 
or radiant heat. In those cases there are bi-
polar portable room systems out there and 
this company will also have portable sys-
tems soon.

I hope this column helps many to have a 
happier and safer experience in these trying 
times.

Continued from page 24

BY ARIANA TAYLOR

Navigating on a computer with a traditional 
mouse never came easy for 8-year-old Isabelle 
Dapkus, who has developmental disabilities.

Isabelle struggles with fine motor skills, 
which affects her ability to use online materi-
als for virtual learning, said her mother, Julia 
Dapkus.

However, after countless moments of frus-
tration, Isabelle is now able to access her 
schoolwork and scroll through YouTube on her 
own, all thanks to a fidget mouse — a tactile, 
multi-sensory device that resembles a toy.

“She’s never been able to use a mouse be-
fore, like ever, and it wasn’t for lack of trying, 
but it was just not the appropriate tool,” said 
Dapkus, 41, of Livonia, Mich. “The first time 
she was exposed to it, she took right to it and 
shrieked with the delight because it was hot 
pink.”

As virtual learning has become a common 
option for families during the COVID-19 pan-
demic, online schooling has become a struggle 
for students with developmental disabilities, 
especially as access to autism centers and 
in-person therapy has become limited.

Enter the hoglet, a learning tool created by 
a Michigan company to help students like Is-
abelle focus on computer tasks and navigate 
online lessons with little or no help.

The hoglet — which takes its name from its 
resemblance to a baby hedgehog — is special-
ly designed with elements from a fidget toy to 
increase focus for those with developmental 
disabilities and autism spectrum disorders.

“The cool thing about our products is that 
they don’t exist currently. This is a device for 
anyone who learns differently and anyone who 
needs to fidget, no matter their age, no matter 
where they’re from,” said Parker Lynch, creator 
of the Hoglet and CEO of HedgeHog Health. “I 
had this idea far before COVID, but I think in a 
time of need like this, there’s no more relevant 
time for a product like this to come out.”

The multi-sensory fidget mouse is covered in 

a silicon body with nubs all around it that help 
children grip the device. The hoglet is wireless 
and minimizes clicking sounds as to not irritate 
those with autism spectrum disorder.

Parker met Dapkus at a fundraiser for a non-
profit the Livonia woman runs to help special 
needs families, and he eventually asked her 
and her daughter to test the mouse out.

Children who use a fidget device have an 
increase in concentration, are not as restless 
and more likely to complete therapeutic and 
educational tasks, according to a study.

The Flushing Hospital Medical Center in 
New York, which performed the study, found 
that fidget toys can be beneficial for all stu-
dents, including those with learning disabil-
ities. The study showed a 10% increase in 
academic scores of students who used fidget 
toys and a 27% increase in scores of students 
diagnosed with ADHD.

Because of research of his own that saw sim-
ilar results, Lynch decided to create a tool sim-
ilar to fidget toys that could provide the same 
functionality.

“There’s clinical studies that show that when 
you fidget, it helps you increase focus for at 
least some people,” he said. “There’s so many 
learning devices out there, but they’re not real-
ly available for kids in school.”

Lynch has a dual master’s in early child-
hood education and special education from 

New York University and spent 10 years as a 
teacher. During his first teaching job, Lynch 
noticed a student carried a fidget toy around 
the school, and when the boy wasn’t allowed 
to have the fidget toy in the computer lab, he 
was not focused.

Lynch took it upon himself to bring the stu-
dent a fidget toy in the computer lab and saw 
the student concentrated during the entire as-
signment while using it.

Five years of research and testing later, 
Lynch founded HedgeHog Health and patent-
ed the company’s first product, the hoglet.

“There’s no substitute for the actual class-
room so we intend on being a supplemental 
service,” he said. “So if you can get into the au-
tism center, we think you should still go there 
too.”

The Hoglet will go on sale in December, 
though pre-orders can be made now. The com-
pany has been able to raise about $70,000 for 
production.

Lynch and HedgeHog Health are working on 
a removable and washable cover for the hoglet 
as well as another mouse that will stimulate all 
five senses.

“I think the hoglet is so universal the special 
needs community is hit hard with this shut-
down ending our resources. Our support was 
just stripped away immediately, and kids re-
gress,” Dapkus said.

Dapkus’ nonprofit, Communication Is Key, 
provides resources for communities and fam-
ilies to help those with complex communica-
tion needs such as Isabelle, who is a complex, 
multimodal communicator.

The nonprofit provides grants for schools 
and parks to build play stations with alternative 
communication tools, plus and scholarships 
and course giveaways for parents to be trained 
on how to deal with their children.

“People who have neurotypical kids don’t 
appreciate the basics of everyday living that 
our kids work so hard for,” she said.

Ariana Taylor writes for the Detroit News.

A reinvented computer mouse, with good reason
BIZ UPDATE

The fidget mouse.  Tribune News Service
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As I see it, there are two apparent threats we face 
nationally at this time.

The first one is China. The communist party there 
has a goal of world domination by 2030. What “dom-
ination” means is anybody’s guess. I suspect it will 
change as things roll along.

The previous presidents here ba-
sically gave away much of our econ-
omy while enabling them to build 
up theirs. They did a very good job 
at our expense. Those who, older 
than 50 at the time, took from our 
capability and capacity and gave to 
them just simply sold us out.

It continues to be a very bad idea 
with terrible eventual consequenc-
es. Some businesses were able to 
work deals that made sense to them 
for their parochial advantage. So we 
are now in a precarious position 
regarding how we will engage with 
them.

We have businesses here in-
volved in business deals there. We 
also have a strange election going 
on that could either protect Amer-
ican interests or let the Chinese have what we ought 
not give away.

We cannot expect that business folks will just stop 
doing business with the Chinese or even know the 
national consequences of doing business there. That 
takes strong and intelligent governmental leadership.

Business folks will move toward profit unless reg-
ulated in some way. Whatever we have done during 
the past 30 years has not been effective for our coun-
try, although independent businesses have done all 
right. Once in a while government does have a se-
rious job to do, and surely getting the policies right 
with China must be at the top of the list.

The second threat facing us is the prospect of the 
stock market collapsing because of the election re-
sults.

It likely will not do so. If one looks at the statistics 
regarding how the market reacted to elections since 
1929, it is amazing how little volatility has ruled the 
day.

Once after an election the market dropped about 
6% but recovered in due time. What it will do now 

is anybody’s guess but the histor-
ical data would suggest not doing 
much of anything if you have a 
good arrangement of stocks and 
bonds to match your normal risk/
comfort level.

Prior to looking at the statis-
tics, I was contemplating doing 
something (anything) that would 
insulate against the kind of loss/
recovery we all saw in February 
and March. I hung on through that 
but honestly it took a lot to keep 
the faith.

Now, of course, I am very glad I 
did. We are almost back to where 
we were in December. I always 
preach about businesses incorpo-
rating statistics into decision mak-
ing and in this case following my 

advice has helped greatly. 
Of course past performance does not guarantee fu-

ture results so if the market goes into a long freefall 
and does not recover as it always has, then I will have 
been wrong.

These two threats are serious but manageable. 
The China threat requires extreme governmental 
skill. This is worrisome. The stock market threat re-
quires each investor to manage his or her portfolio 
with equal parts of faith and strategy. This also is a 
bit tense.

Finally, whoever wins this election will have a gar-
gantuan job to do. Our freedom will be at stake for 
the sake of decisions and direction our country takes 
over the next four years.

May God hold us in the palm of His hand.

A look at 2 threats our nation faces

These two threats 
are serious but 

manageable. The 
China threat requires 

extreme governmental 
skill. This is 
worrisome.

MATT SAYS

BIZ LOCAL

DUBUQUE MAIN 
STREET HANDS OUT 
AWARDS

Dubuque Main Street handed out its 
annual business awards.

The nine winners were unveiled during 
a virtual awards ceremony. The winners 
were:

Outstanding retail (expansion): The 
Midwest Girl, 898 Jackson St.

Outstanding hospitality-COVID-19 
impacted development: Wicked Dame, 
214 W. First St.

Best adaptive reuse: Marita Theisen 

Childcare Center at Steeple Square, 1584 
White St.

Best total building rehabilitation: The 
Driftless, 168 E. 10th St.

Best facade improvement project: 
Central Avenue Mercantile, 1902 Central 
Ave.

Best public improvement project: 
City of Dubuque government for Central 
Avenue improvements.

Best upper story/rear facade devel-
opment: CSM Consulting, 1838 Central 
Ave.

Best special event: United Way of 
Dubuque Area Tri-States’ Over the Edge.

Best COVID-19 pivot (organization): 

Dubuque Farmers Market.

GDDC RECEIVES 
AWARD

Greater Dubuque Development Corp. 
received a gold award for the commu-
nity broadband expansion initiative for 
the category of Resiliency, Recovery and 
Mitigation from International Economic 
Development Council. Category sub-
missions had to represent a successful 
recovery from a natural or manmade di-
saster or represent replicable measures 
undertaken to promote long-term resilien-
cy in the event of future disaster.
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JFK Road at Dodge St., Dubuque, IA 

563-583-5781 • 800-747-4221 • www.TurpinDodge.com

•  Complimentary membership, no dues, 
no fees

•  Priority next-available bay service for 
your business vehicles

• Extended service/repair hours

• Free loaners for selected vehicles
• Free shuttle service
•  Expertise in commercial fi nancing options
• 24/7 towing service available
•  We will come to your place of business

BusinessLink has you covered.
Our investment in your company provides:

We’ve got the New 
Ram Commercial 

Vehicles you need!

adno=130749
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563.590.8346

.COM

d d dedbqbuildingtrades@gmail.com

Trades Council

DU
BU
QUE AREA

L
A
B
O
R-M

ANAGEMENT

CO
U
N
C
IL

Why Choose A Union Contractor?

The Alliance for Construction Excellence (ACE) is a committee of the Dubuque Area Labor-
Management Council formed in 1990 to address issues of mutual concern to construction contractors
and trade unions. The Alliance is committed to the concept of “safe, quality construction, on time and

within budget” using union contractors.
As a DALMC member and affiliate of local building and construction trades you are automatically

enrolled as a member of the ACE.

Alliance for Construction Excellence

Safetyyy
OSHA safety and on-the-job training
under the guidance of a seasoned
journeyman, workers in training
(apprentices) receive a thorough
and complete understanding of their
profession.

Increased Productivityyy
Economic experts have estimated that
union construction productivity can
be as high as 17%-22% greater than
non-union companies. Factors such as
a highly trained workforce, union halls
that keep employment rates high and
skilled workers all contribute to high
productivity.Track Record

Union contractors have a proven track record of perffrforming to the
highest standards in the industry. They have a proven reputation
of excelling on fast track and demanding projects where other
contractors would falter. Union contractors can assure owners
that “unskilled laborers” will not perffrform work that requires special
knowledge or experience.

Fair Waggges
Everyone deserves to earn a fair
living in this society. Unions in this
country established the “middle
class” and continue to work hard to
maintain that milestone.

A&G Electric Company
A1 Crane Rental
Cedar Valley Steel
Crawford Company
Geisler Brothers Company

Hawkeye Electric
Modern Piping Company
Paulson Electric Company
Portzen Construction Company
Westphal & Co. Inc.
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Dereka Williams (from left), Gwendolyn Fountain and Monique McCauley display 
their awards for Women of the Year during the Salute to Woman Awards at Diamond 
Jo Casino in Dubuque on Oct. 7. These women are known as the Queens for 
Peace. Earlier this year, the trio founded the Switching Places Foundation, which 
aims to continue the dialogue sparked by the Black Lives Matter movement. Photos 
by Nicki Kohl

SNAPSHOTS

McCauley accepts the award for 
Woman of the Year.

Fountain accepts the award for Woman 
of the Year.

Williams accepts the award for Woman 
of the Year

Dani Urbain accepts the award for 
Woman of Innovation for her leadership 
at John Deere Dubuque Works and 
John Deere Davenport Works.

Kelly Larson, director of human rights 
for the City of Dubuque, accepts 
the award for Woman Who Makes a 
Difference.

Nicole Salazar accepts the award 
for Woman to Watch for her work as 
an officer with the Dubuque Police 
Department and volunteer efforts 
throughout the community. 

Nancy Van Milligen, president and CEO  
of Community Foundation of Greater 
Dubuque, spoke during the awards 
banquet.

SALUTE TO WOMEN

Scan the code to see more 
pictures at:
www.thonline.com/bizTimes/
galleries/

Have photos you’d like to 
submit? Go to:
www.thonline.com/biztimes/
galleries/submit/
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APPLE RIVER  
STATE BANK

APPOINTED: Sandy Frank as manager 
of the Scales Mound, Ill., office. She start-
ed in 2001 as a teller in Scales Mound and 
Apple River. In 2005, she moved to the 
bank’s bookkeeping department in Gale-
na.

IIW
HIRED: Morgan Johnson as marketing 

coordinator. Previously, she was an event 
coordinator with a minor league baseball 
team. She completed two internships 
while attending Iowa State University — 
one focused on event coordination, while 
the other was geared toward marketing 
and promotions. She graduated with a 
bachelor of science in public relations.

COTTINGHAM & BUTLER
HIRED: Marija Duffy as a client service 

representative.
HIRED: Taylor B. McElmeel as a ser-

vice representative.
HIRED: Ashley M. Duschen as a client 

service representative.
HIRED: Lillith D. Harbaugh as a ser-

vice representative.
HIRED: Mark A. Ellis as a financial 

 analyst.

STATERA INTEGRATED 
HEALTH AND WELLNESS 
SOLUTIONS

HIRED: Amye Valant as a certified Pi-
lates instructor.

HIRED: Emily Roling as a board-certi-
fied family nurse practitioner.

HIRED: Tobey Roling as a certified 
yoga teacher and AFAA-certified primary 
group fitness instructor.

MEDICAL ASSOCIATES 
CLINIC

HIRED: Emily Kuhl as a board-certi-
fied occupational therapist. She received 
a master’s of science in occupational ther-
apy from the University of Wisconsin-Mil-
waukee and a bachelor of science in 
therapeutic recreation from the University 
of Wisconsin-La Crosse. She previously 
worked as an occupational therapist at 
Southwest Health in Platteville, Wis.

CITY OF DUBUQUE
HIRED: Adrienne Breitfelder as city 

clerk. Breitfelder works as a program man-
ager for IBM. She also served as a member 
of the city’s Human Rights Commission.

As city clerk, Breitfelder will be respon-
sible for preparing business items for the 
city council, maintaining city council public 
records, providing legal notices, adopting 
resolutions and providing secretarial ser-
vices to the city council. Breitfelder will 
replace Kevin Firnstahl, who has retired.

HONKAMP KRUEGER
HIRED: Michael Runde for the market-

ing department.
ACHIEVEMENT: Caissa Tuley, audit 

associate, passed the certified public ac-
countant exam.
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MEDONE
HIRED: Justin Taber as pharmacist.
HIRED: Sara O’Connell as account-

ing specialist.
HIRED: Molly Dieujuste as senior 

member advocate.
HIRED: Dawn Galle as member ad-

vocate.
HIRED: Zach Little as account man-

ager.
PROMOTED: Anji Lewis to senior 

member advocate.
PROMOTED: Danni Manternach to 

strategic account executive.
PROMOTED: Danielle Barton to 

strategic account executive.
ACHIEVEMENTS: Shelby Sloan , 

clinical programs coordinator, celebrat-
ed an anniversary.

ACHIEVEMENTS: Susan van Beers, 
member advocate manager, celebrated 
an anniversary.

ACHIEVEMENTS: Denise Diaz, EDI 
specialist, celebrated an anniversary.

ACHIEVEMENTS: Courtney En-
gevold, clinical review coordinator, 
celebrated an anniversary.

ACHIEVEMENTS: Rocio Gonzalez, 
mail order pharmacy technician, cele-
brated an anniversary.

ACHIEVEMENTS: Sheila Johnson, 
office manager, celebrated an anniver-
sary.

ACHIEVEMENTS: Molly Ties, con-
troller, celebrated an anniversary.

ACHIEVEMENTS: Alex Zimmer, im-
plementation and project manager, cel-
ebrated an anniversary.

MCGRAW HILL
HIRED: Regan Stevens as a busi-

ness development representative.
HIRED: Theresa Collins as a prod-

uct developer.
PROMOTED: Melissa Homer to lead 

content licensing specialist.

PROMOTED: Jacob Sullivan to lead 
content licensing specialist.

PROMOTED: Brianna Kirschbaum 
to lead content licensing specialist.

PROMOTED: Fran Simon to lead 
content project manager.

PROMOTED: Kelly Hart to lead con-
tent project manager.

PROMOTED: Jodi Rhomberg  to 
lead product developer.

PROMOTED: Jolynn Kilburg to se-
nior program manager.

MARITA THEISEN 
CHILDCARE CENTER

HIRED: Kim Rawson as a preschool 
teacher.

OPENING DOORS 
BOARD, EXECUTIVE 
TEAM

ACHIEVEMENT: Andy Benko, direc-
tor, C&F Global Quality and Operation 
Services, John Deere, as board a mem-
ber.

ACHIEVEMENT: Brock Even, vice 
president, chief financial officer and 
treasurer, Spahn & Rose Lumber Co., 
as board a member.

ACHIEVEMENT: Eric Foy, vice pres-
ident, business development manager, 
Heartland Retirement Plan Services/
Dubuque Bank and Trust, as board a 
member.

A C H I E V E M E N T:  K i m  B u d -
de, board president — vice presi-

dent of human resources, Kunkel & 
Associates Inc., for the executive team.

ACHIEVEMENT: Mike Welbes, vice 
president — CPA, ABV/partner with 
Honkamp, Krueger & Co., for the ex-
ecutive team.

ACHIEVEMENT: Mira Mosle, BVM, 
secretary/treasurer — Sisters of Chari-
ty, BVM., for the executive team.

Ties HartZimmer Sullivan RhombergStevens Simon Kilburg

Lewis Sloan EngevoldManternach van Beers GonzalezBarton Diaz Johnson

Continued from page 31
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THEISEN’S HOME- 
FARM-AUTO

HIRED: Brad Powers as IT project co-
ordinator.

PROMOTED: Heidi Lingle to human 
resource manager.

DUTRAC COMMUNITY 
CREDIT UNION BOARD 
OF DIRECTORS

ACHIEVEMENTS: Kevin Mueller and 
Michael Ready were re-elected and Har-
lan Pedretti was elected to its board of 
directors.

The board’s officers are David Eggers, 
chairman; Daniel Deutmeyer, vice chair-
man; John Vail, chief financial officer and 
treasurer; and Susan Kern, secretary. 

Committee chairs are Pedretti, credit 
committee; Nicholas Specht, audit com-
mittee; and Kern, nominating committee.

A.Y. MCDONALD 
HIRED: Colton P. Bratcher as material 

handler.
HIRED: Tammy A. Clemen as factory 

production support coordinator.
HIRED: La Von K. Petsche as casting 

dispatcher.
HIRED: Drew A. Tatum as utility worker.
HIRED: Matthew N. Zenner as labor 

foundry.

CARL KULCZYK 
MEMORIAL AWARD

ACHIEVEMENT: Mary Rose Corrig-
an, Dubuque’s public health specialist, 
received the 2020 Carl Kulczyk Memorial 
Award from Iowa Primary Care Associa-
tion. The association provides technical 
assistance and training to Iowa’s com-
munity health centers. The award was 
established in recognition of Kulczyk’s 
contributions to the community health 
field prior to his death in 2008, the release 

states. Corrigan was nominated for the 
award by Crescent Community Health 
Center, of which she served as board 
president for nearly 15 years.

COLLEGE  
OF SAINT VINCENT

HIRED: Susan Burns, Clarke Univer-
sity’s vice president for academic affairs 
and dean of faculty, will take the helm at 
College of Mount Saint Vincent. Burns will 
succeed President Charles Flynn Jr., who 
is retiring at the end of the year.

Powers Ready EggersLingle Pedretti DeutmeyerMueller Vail

Continued from page 32
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- Granite counters, tile shower
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3458 Wagon Wheel 
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- Fireplace in kitchen
- Built by Nick Meyer Construction  
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Dave Sandman 
563-599-7444 
 www.DaveSandman.com
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MedOne hires VP, director
MedOne, in Dubuque, hired Cabe But-

ler as vice president of information tech-
nology and Eric Rile as director of pricing 
and analytic.

Wartburg Theological 
Seminary names 
president

The Rev. Kristin Johnston Largen will 
take the helm at the Wartburg Theological 
Seminary in Dubuque on Feb. 1, school 
officials announced.

Largen serves as a professor of sys-
tematic theology at United Lutheran 
Seminary and associate dean of religious 
and spiritual life and college chaplain at 
Gettysburg College, both in Pennsylvania. 
She also is a Wartburg alumna.

She will fill the role occupied by inter-
im President Kristine Stache, who has 
served in the interim position since the 
departure of the Rev. Louise Johnson at 
the end of 2019.

“I eagerly anticipate the opportunity to 
work with our dedicated staff, including 
the outstanding members of the admin-
istrative cabinet,” Largen wrote in a mes-
sage to the Wartburg community. “I look 
forward to partnering with them as we 
continue to shape Wartburg as a dynam-
ic, vibrant place where learning leads to 
mission, and mission informs learning.”

MercyOne adds Schwager 
as director

MercyOne Medical Center announced 
the hiring of Christie Schwager as di-
rector of imaging services at MercyOne 

Dubuque and Dyersville medical centers.
She has served as radiology supervi-

sor since February 2019 and assumed the 
interim director of imaging services role 
in February 2020. She holds a bachelor’s 
degree in science from the University of 
Dubuque.

Bentley VP at Alliant 
Credit Union

Alliant Credit Union announced hir-
ing Nancy Bentley as vice president of 
consumer lending. She has more than 
32 years of credit union experience, in-
cluding time as a branch manager and a 
member of a senior lending team.

Westmark promotes 
Johnson

Westmark Development in Dubuque 
has announced the promotion of Kevin 
Johnson to vice president of operations.

Largen Schwager

Bentley Johnson

BIZ LOCAL

FEH DESIGN HONORED
FEH Design was awarded Outstand-

ing Emerging Professional Friendly Firm 
from the American Institute of Architects 
Central States.

The architectural, engineering and 
interior design firm was one of the top 
three applicants out of 32 Midwest 
businesses that exhibited outstanding 
support for young professionals. Crite-
ria for the award included providing fair 
compensation and benefits for emerging 
professionals, supporting architectural 
licensure, investing in professional de-
velopment, creating opportunities for 
growth and demonstrating commit-
ment and innovation to train and mentor 
emerging professionals.

STEELE EARNS TOP RANKING
Steele Capital Management in 

Dubuque has been ranked among the 
top 100 rated financial firms in the coun-
try by CNBC. The ranking is based on a 
proprietary methodology developed by 
CNBC, in partnership with data provid-
er AccuPoint Solutions. It was based on 
data from thousands of advisory firms.

SOUTHWEST HEALTH HONORED

Southwest Health in Platteville, Wis., 
was recognized as a 2020 Guardian 
of Excellence Award winner by Press 
Ganey. The nationally recognized award 
honors top-performing health care or-
ganizations that achieve or exceed the 
95th percentile on a national basis for 
performance based on patients’ experi-
ence as reported directly in patient sur-
veys, according to a press release.
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BY DANIEL MILLER AND RUSS MITCHELL

Could your car keep you 
safe from COVID-19?

Some high-end car makers are targeting enhanced protection

Chinese carmaker Geely Auto announced in February that its 
forthcoming ICON electric sport utility vehicle will include an N95-
certified air purification system. Tribune News Service
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SOCIETY OF AUTOMOTIVE ENGINEERS INTERATIONAL TRADE ASSOCIATION

“The goal of reliably filtering coronavirus from a vehicle cabin has myriad 
challenges. There’s no silver bullet.”

The novel coronavirus has 
created an opportunity for 
businesses that purport to 
offer high-end products with 

enhanced protections against infection 
— from $250 face masks to $20,000 
private jet flights and $200,000 home 
ventilation systems.

Luxury car makers could be the next to 

capitalize.
At a time when there’s more focus than 

ever on what people are breathing in 
— read: A deadly virus, wildfire smoke 
— well-heeled buyers could be enticed 
by cars with advanced air filtration 
systems and other devices designed to 
protect against a variety of dangerous 
particulates, including some pathogens.

Chinese automaker Geely Auto, whose 
parent company owns high-end brands 
Volvo and Lotus, announced in Febru-
ary that in response to the coronavirus, 
its forthcoming Icon electric SUV would 
feature an N95-certified air purification 
system that could “isolate and eliminate 
harmful elements in the cabin air” in-
cluding viruses. The same month, Geely 
said it would invest about $54 million to 
build “healthier cars” with “comprehen-
sive virus protection.”

Volvo and Lincoln are rolling out ad-
vanced air filtration systems for 2021 
models. They use sensors to identify tiny 
particles and enhanced filters to clean 
the air that enters a car’s cabin, a version 
of technologies that Tesla has offered 
since 2015. While those systems are not 
being touted by the manufacturers as 
protection measures against COVID-19, 
that doesn’t mean anxious — and flush 
— car buyers won’t pay for any add-on 
that might make their trip to the country 
club for socially distanced brunch at least 
feel a bit safer.

“As a product, of course it has viability,” 
said Mike Ramsey, automotive analyst at 
Gartner Inc. “Luxury car makers are try-
ing to cook up new ways to differentiate 
the product from vehicles that are largely 
the same but much cheaper.”

The coronavirus is ordinarily spread 
through respirator y droplets passed 
among people in close contact, more 
often than not indoors, according to the 
Centers for Disease Control and Preven-
tion. Contracting the virus from driving a 
car through contaminated air seems an 
edge case, to say the least.

A far more likely means of catching the 
virus inside a car would come from trav-
eling with an infected passenger.

No automobile cabin air filter can pre-
vent one passenger from transmitting a 
virus to another — a fact endlessly re-
peated in the media maelstrom that fol-
lowed President Trump’s controversial 
motorcade drive-by Oct. 4 while he was 
fighting COVID-19. Doctors say the best 
bet is to travel only with people you’re 
reasonably sure do not have the virus.

Although Geely’s February announce-
ment led at least one news outlet to de-
clare the company would be making 
a “virus-proof car,” other publications 
questioned the validity of the company’s 
claims, and, more broadly, some experts 
are skeptical that in-car filtration systems 
can protect against COVID-19.

“The goal of reliably filtering corona-
virus from a vehicle cabin has myriad 
challenges,” warned an article published 
by the Society of Automotive Engineers 
International trade association, which 
enumerated several technical challenges. 
“There’s no silver bullet.”

Geely, whose vehicles are not sold in 
the U.S., declined an interview request. 
In response to a question sent via email 
about the ability of its system to protect 
against the virus, a company spokesper-
son replied with a statement that touted 
its commitment to using in-car materials 
that “prevent the spread of germs” and 
predicted increased demand for “clean 
vehicles” with systems that can “remove 
bacteria.”

When it comes to filtering out corona-
virus particles, the issue hangs in part 
on their size and the abilities of the sys-
tem in place. For example, HEPA filters 
— the type used in Tesla’s system — are 
designed to block particles of a specific 
size, with different efficiency for those 
that are smaller or larger. Most are certi-

fied to block 99.97% of particles that are 
0.3 micron in diameter, and can effec-
tively capture smaller ones too, the En-
vironmental Protection Agency has said. 
According to various reports, the virus 
particles range from about 0.06 to 0.125 
micron in diameter.

Whereas Tesla’s system uses HEPA fil-
tration, those offered by Volvo and Lin-
coln do not.

Microbiologist Gary Kobinger, who is 
heading a team of 10 or so virologists 
and immunologists working at Laval Uni-
versity in Canada to create a COVID-19 
vaccine, said it is possible for an in-car 
system to block the coronavirus, provided 
the vehicle is outfitted with a HEPA filter 
and “all the air that goes into the car goes 
through” it. But, he wondered, “What is 
the quality of the filter they are using?”

“It gets complicated quickly,” said Ko-
binger, who was a lead developer of the 
Ebola vaccine that received U.S. Food and 
Drug Administration approval in 2019.

Technical challenges notwithstanding, 
automakers are introducing new systems 
to regulate cabin air quality, betting that 
consumers are now paying more atten-
tion to the issue.

On Sept. 15 — with wildfires roar-
ing across the West Coast — Volvo an-
nounced the worldwide rollout of the 
Advanced Air Cleaner option, available 
in the U.S. on most 2021 Volvo models for 
$250. The system, aimed at various pol-
lutants and allergens, is equipped with 
an ionizer that puts an electric charge on 
particles as small as 2.5 microns com-
ing into the car, causing them to stick to 
the air filter. Sensors measure cabin air 
quality and post results on the car’s cen-
ter-stack screen.

Continued on page 39
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Volvo “aims to bring the purity of Scan-
dinavian air to customers around the 
world,” according to a promotional video. 
The company has offered the technology 
on some of its cars in heavily polluted cit-
ies in China for several years.

But “it ’s  not only China that has 
an air quality problem,” said Anders 
Lofvendahl, head of cabin air quality for 
Volvo. “More than 90% of the human pop-
ulation are breathing bad air.”

Volvo’s ionizing filter system was de-
veloped with Blueair, a home and com-
mercial building air filtration company in 
Stockholm. Using electrostatic filtration, 
the system, Lofvendahl said, takes up far 
less space and is better able to capture 
small particles than competing technol-
ogies.

Lincoln, the premium automobile 
brand at Ford Motor Co., likewise pio-
neered advanced cabin filtration sys-
tems in China. What the company calls 
Auto Air Refresh will make its debut in 
the 2021 Lincoln Aviator SUV as part 
of an option package called Elements 
Plus. Lincoln said it uses a laser sensor 
to identify particles as small as 2.5 mi-
crons, and an air filter to trap them. It’s 
included in a $1,450 option package that 
includes heated seats and several other 
items.

Whereas Lincoln and Volvo are only 
now rolling out advanced air filtration 
systems, Tesla has included one on some 
models for years.

Tesla has offered what it calls a Bio-
weapon Defense Mode for several years 
in Models S and X, which can cost up-
ward of $100,000 for fully optioned, 
high-performance versions. (The feature 
is not available in the Model 3, the com-
pany’s least-expensive vehicle, with a 
starting price of $37,990.)

The defensive feature is advertised to 
stop bacteria such as anthrax, should an 
owner ever require it. In a Sept. 9 tweet, 
Musk described the filters in Models S 
and X as “hospital-grade,” adding: “This 
has a big effect on health.”

In 2016, when Tesla announced a suc-
cessful test of its air filtration system, it 
mentioned viruses. The company said 
the system was tested in real-world en-
vironments such as “smelly marshes” 
and “major cities in China,” adding: “We 
wanted to ensure that it captured fine 
particulate matter and gaseous pollut-
ants, as well as bacteria, viruses, pollen 
and mold spores.”

Electric vehicle enthusiast websites 
Tesmanian and InsideEVs have said Bio-
weapon Defense Mode might protect 
passengers from COVID-19, yet skepti-
cism remains. A 2015 report by technol-
ogy news website Gizmodo included the 

3rd Floor for Lease
801 Bluff Street • Dubuque, Iowa

• 13,900 SF available for lease 

• Downtown Dubuque location

•  Entire 3rd fl oor of 3-story 
building

•  On-site parking spaces 
available and adjacent to public 
parking garage

•   Comfortably accommodate
50-90 employees

• Access to loading dock

•   Move-in Ready or Confi gure 
to Suit

•   Offi ce Furniture Negotiable

www.dbqpropertygroup.com

ad
no

=
12

57
04

Tesla has offered what it calls a Bioweapon Defense 
Mode for several years in Models S and X, which 
can cost upward of $100,000 for fully optioned, 

high-performance versions. The defensive feature is 
advertised to stop bacteria such as anthrax, should an 

owner ever require it. 
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perspective of several experts who 
said that Bioweapon Defense Mode 
could protect against some bacte-
rial agents but was unlikely to be 
effective against many viruses.

Tesla did not respond to requests 
for comment.

HEPA f i l tration is  f inding a 
toehold in the automotive sec-
tor beyond carmakers’ offerings. 
Third-party companies such as 
Bosch sell aftermarket HEPA filters 
that can be installed in most cars. 
However, they require perfect fit in 
order to work properly, which can 
be a challenge. Also, HEPA filters 
are more expensive than conven-
tional ones, and require regular 
changing in order to be effective. 
Some experts say unless a car is 
properly sealed, a HEPA filter might 
not be better than a regular air fil-
ter.

Because the bigger risk with 
automobiles is the spread of the 
virus between passengers, there’s 
an opportunity for companies of-
fering products beyond those that 
filter outside air. Ramsey said that 
he wouldn’t be surprised “to see 
UV light or ozone cleaning systems 
deployed more broadly.” Such de-
vices sanitize the air inside a vehi-
cle’s cabin, potentially protecting 
passengers from another infected 
rider. And this product segment al-
ready appears to be catching on in 

the country first struck by the pan-
demic: China.

Shanghai-based Yanfeng Au-
tomotive Interiors, which builds 
products for carmakers and mo-
bility companies, introduced an 
ultraviolet sterilization system for 
vehicles in 2019 in response to the 
growth of ride-hailing services, 
which have wanted to assure cus-
tomers that cars are clean. Called 
the Wellness Pod, the console is 
an “antimicrobial device” mount-
ed inside a vehicle that emits UV 
light. In a statement, the company 
said that the Wellness Pod destroys 
“both bacteria and viruses to en-
sure a healthy environment,” add-
ing that “directly exposed surfaces 
experience up to 99.9% reduction 
in bacteria.”

Since the COVID-19 pandem-
ic began, Yanfeng has received “a 
significant uptick in interest from” 
automakers,  Debra Ortisi,  vice 
president of communications for 
Yanfeng, said in an email interview.

The Wellness Pod’s effectiveness 
in eradicating pathogens including 
the flu and SARS previously was 
confirmed by a third-party labora-
tory, but its capabilities with regard 
to COVID-19 have not yet been as-
certained, Ortisi said. Once Yan-
feng is able to find a lab that can 
test for COVID-19, the company 
will move forward with such an ef-
fort, she said.

Yanfeng declined to disclose the 

price carmakers and others pay for 
the system.

Beyond the issue of the corona-
virus, another recent cataclysm has 
brought attention to the quality of 
in-car air: The wildfires that have 
devastated California, Oregon and 
Washington.

“Air filtration has value, particu-
larly for people with asthma or al-
lergies, but now with all the fires on 
the West Coast, cars that have these 
filters are even more desirable,” 
said Ramsey, the analyst.

Many air quality experts agree 
that properly installed car-based 
HEPA f i l t rat ion systems of fer 
p ro t e c t i o n  f ro m  w o o d  s m o ke 
particulate matter, which the En-
vironmental Protection Agency 
says ranges in size from 0.4 to 0.7 
micron.

Ed Avol, professor and chief of 
environmental health at USC Keck 
School of Medicine, said that in the 
fight against air pollution, in-vehi-
cle HEPA filters “may be the next 
level of improvement.”

But he said that existing pas-
senger compartment air filters are 
“pretty good” — and there’s an easy 
way to increase protection.

“If you roll up your windows 
and set it to recirculate,” Avol said, 
“that will dramatically reduce the 
particles in the passenger compart-
ment.”

Daniel Miller and Russ Mitchell 
writes for Los Angeles Times.

IN HIS WORDS

“If you roll up your windows and set it to recirculate, that will dramatically 
reduce the particles in the passenger compartment.”

Ed Avol, USC Keck School of Medicine

Shanghai-based Yanfeng Automotive Interiors, which builds products for 
carmakers and mobility companies, introduced an ultraviolet sterilization 

system for vehicles in 2019 in response to the growth of ride-hailing 
services, which have wanted to assure customers that cars are clean. Called 

the Wellness Pod, the console is an “antimicrobial device”  
mounted inside a vehicle that emits UV light.

Continued from page 39



bizTimes.biz, Dubuque, Iowa, November 2020 41BIZ BOOKS

BOOK DETAILS

BY LOS ANGELES TIMES

In July 1969, in a bar with a black-and-
white television, Bob Thompson watched 
Apollo 11 land on the moon. One of 
25,000 workers at a North American 
Rockwell aerospace plant, he had played 
a small part, spraying foam on the com-
mand module.

Nursing a longneck Bud, “Bob was 
thinking about the moon,” writes Jim 
Tankersley in his book, “The Riches of 
This Land.” “Kings and queens and Jesus 
Christ himself. They all stared up at that 
moon. And when the time finally came 
for people to make the trip to that moon, 
nearly 240,000 miles from surface to sur-
face, it started right here. In Downey, 
California.”

Half a century later, Tankersley, a 
Washington-based journalist,  f inds 
Thompson, 77, at a small hut housing the 
Downey Historical Society, answering 
schoolchildren’s questions about what it 
was like to build flying machines at the 
long-shuttered plant.

What they weren’t asking is how, with 
just a high school degree, Thompson 
managed to land a well-paying job, buy 
a house and retire with a pension — the 
basic trappings of the middle class so few 
of their parents can now enjoy without a 
college education.

Tankersley’s book, somewhat grand-
ly subtitled “The Untold, True Story of 
America’s Middle Class” takes us on a 
road trip. It starts in his childhood home 
in Yamhill County, Ore., where loggers 
and mill workers were thrown out of 
work by automation and new forest man-
agement rules. It winds through Ohio, 
where manufacturing was decimated as 
executives exported jobs to nonunion 
factories in Southern states and low-
wage countries such as Mexico and Chi-
na.

Along the way, besides Downey’s aero-
space retiree, we meet a Black father in 
Winston-Salem, N.C., who juggles two 
full-time jobs as a highway construction 
worker and a ballpark janitor; a Mexican 
immigrant hairdresser in Chicago who 
lost her home in the Great Recession; 
and the feminist founder of a boutique 
venture capital firm in Manhattan.

Much of Tankersley’s account parallels 
a well-worn path of explainers on how 
Donald Trump eked out his 2016 elec-

tion victory by fanning the fears of white 
blue-collar workers in swing states.

But the book also lays out a persuasive 
case that the analysis was distorted by 
white politicians, business leaders and 
their media enablers. And there  lies a 
lesson for the 2020 election as the econ-
omy staggers under the COVID-19 pan-
demic and racial tensions erupt.

In 2016, the nation’s disillusioned vot-
ers were not just White, but also Black 
and Latino. And the failure of many of 

those voters to show up at the polls in 
battleground states such as Michigan was 
largely overlooked by journalists, Tanker-
sley contends.

Coverage data in 2016 reveals “a clear 
and damning picture of the attention 
news organizations showered on work-
ing-class White Americans, to the exclu-
sion of workers of color,” he writes. “We 
whitewashed the middle class.”

‘Riches’ tries to tell what went wrong
Author takes on the 
story of the middle 
class up to today.

“The Riches of This Land: The Untold, 
True Story of America’s Middle Class” 
by Jim Tankersley; PublicAffairs (320 

pages, $28)
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In California, 45,000 health care work-
ers were recently wooed by the National 
Union of Healthcare Workers. They ulti-
mately voted to stay with the Service Em-
ployees International Union.

Tankersley’s thesis: Saturation public-
ity for Trump’s us-against-them rhetoric, 
from the Obama birther myth through the 
smearing of Mexican immigrants and the 
demonization of Muslim refugees, fueled 
white voters’ “government by grievance 
mentality.”

Meanwhile, economic studies showing 
how Blacks, Latinos and immigrants con-
tributed to the post-World War II middle 
class — boosting the prosperity of Whites 
along the way — were mostly ignored.

For corporations that have crippled 
unions giving workers a collective voice, 
even as executive pay and benefits sky-
rocketed, Trump’s divisive strategy, 
echoed by other Republicans, was con-
venient.

“Ruling elites,” Tankersley writes, “con-
vinced one group of distressed workers to 
blame their troubles on another group of 
distressed workers. They have taken little 
responsibility for the policies they have 
pushed that hurt working families, killing 
jobs and stifling wage growth.”

Economic data can be eye glazing, but 
Tankersley weaves it into compelling por-
traits of human suffering and resiliency. 
Start with this: Bob Thompson, the aero-
space retiree, is no outlier. Even today, 
about one in three American workers has 
no formal education beyond high school. 
That’s 46 million people.

And what’s happened to those workers 
over time?

From 1979 to 2018, according to cal-
culations by the Congressional Research 
Service, wages rose by 14.4% for a typical 

American college graduate with a bach-
elor’s degree, after adjusting for infla-
tion. For workers who earned no higher 
than a high school diploma, wages fell, 
by 12.3%.

And yet, Tankersley reports, “an entire 
class of economic thinkers in Washington 
kept churning out research papers about 
how, actually, those workers were doing 
just fine. They had PlayStations!”

Are white blue-collar workers worse off 
than everyone else? He cites Marianne 
Wanamaker, a University of Tennessee 
economic historian and former member 
of Trump’s Council of Economic Advis-
ers, whose research found that Black 
men have experienced no gains in rela-
tive economic mobility since the 1870s. 
That’s no typo. 1870s.

“The Riches of This Land” dwells at 
length on the economic plight of Black 
Americans, 13.4% of the U.S. population, 
and chronicles the travails of a multigen-
erational African American family across 
several chapters. But most of the book’s 
race-related statistics make no mention 
of Latinos, 18.5% of the U.S. population, 
and its account of a Mexican American 
family is cursory.

That might be understandable as the 
Black Lives Matter movement dominates 
headlines. But in California, where Lati-
nos make up nearly 40% of the popula-
tion, one can’t help but wonder: Why the 
blind spot?

Readers seeking more depth about how 
corporations have suppressed wages and 
benefits for the working class might want 
to turn to Steven Greenhouse’s recent 
history, “Beaten Down, Worked Up.” Rick 
Wartzman’s account of businesses pivot-
ing to a singular focus on shareholders 
over their employees and their commu-
nities, “The End of Loyalty,” also offers 
the kind of in-the-trenches reporting that 
is lacking in “The Riches of This Land.”

But where Tankersley excels, as we face 
another its-the-economy-stupid election, 
is in parsing data on America’s ailing 
middle class and leavening it with sym-
pathetic portraits. As much as anything, 
he seeks to refute Trump’s xenophobic, 
White-centered and misguided vision of 
how to make America great.

Continued from page 41
Economic data can be eye glazing, but Tankersley 

weaves it into compelling portraits of human suffering 
and resiliency. Start with this: Bob Thompson, the 

aerospace retiree, is no outlier. Even today, about one in 
three American workers has no formal education beyond 

high school. That’s 46 million people.
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Plan for life’s biggest moments.

Products offered throughWealth Advisory Services are not FDIC
insured, are not bank guaranteed andmay lose value.

Dubuque Bank and Trust’s Wealth
Advisory Services team offers a
full range of wealth management
solutions to meet the needs of
individuals, families, businesses, and
organizations. We have a wide range
of skills, experience and knowledge,
all focused on helping you reach your
long-term financial goals.

Contact your DB&TWealth Advisor for your
financial planning or wealth advisory needs.
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