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From the Dean…

During its brief but dynamic history Grand Valley State 
University has earned the loyalty and support of this 
West Michigan community by committing significant 

resources of intellectual, cultural, and social capital to the 
region. The Seidman Business Review (the “Review”) continues 
to build on that commitment.

I am pleased to offer for your edification this, the most recent, 
edition of the Review. Again, the Seidman College of Business 
faculty combines its collective expertise and experience 
with its genuine commitment to the regional economy to 
provide cutting-edge, practical commentaries, focused on 
sharing existing and emerging business issues, knowledge, 
and innovations — in ways that are relevant and compelling 
for West Michigan businesses and other pubic and private 
organizations and citizens. 

This edition begins with Seidman’s annual West Michigan 
economic and commercial real estate forecasts for 2008 and a 
performance retrospective of West Michigan’s regional stocks 
for 2007. In addition, this issue includes the first annual 
Supply Management report for the West Michigan economy. 
Finally, the following pages include articles addressing a 
number of other very timely topics —  from the workplace 
challenges associated with rising incidents of improper uses of 
Methadone (METH) on the job and re-integrating non-violent 
ex-offenders, to innovative ideas for taming out-of-control 
healthcare costs, to the local housing market crunch, to 
highlights of the community’s Hispanic-owned businesses. 

I hope you find this edition of the Seidman Business Review 
as informative, enlightening, and useful as ever. Moreover, I 
urge you to peruse the “Panel of Experts” on the last page of 
this issue. Seidman’s faculty experts are committed to West 
Michigan business.

— H. James Williams
Dean, Seidman College of Business
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• Business confidence has declined significantly for 2008
•  Employment is expected to be relatively flat in 2008
•  Overall sales are expected to grow at a lower rate of 1.5% for 2008 
•  Exports continue to be a bright spot; expected growth is 5% during 2008
•  The decline in regional confidence and sales reflect the ongoing restructuring and an expected slowdown of the national economy

Grand Rapids Economic Forecast 2008
Hari Singh, Ph.D., and Nancy Boese, M.B.A.1

Seidman College of Business

1 Hari Singh is Chair of the Economics Department. Nancy Boese is the Business Tools Specialist for The Michigan Small Business & Technology   
 Development Center (MI-SBTDC). We were aided by invaluable research support from Elvira Yaparova and graduate research assistants at MI-SBTDC.

Introduction
The survey for the greater Grand Rapids economy (Kent, Ottawa, 
Muskegon, and Allegan Counties) was conducted in November 
2007. A survey was mailed to the CEOs of 673 organizations 
based on a representative sample. We drew a representative 
sample for the different sectors of the regional economy and 
geographical diversity of the area. Eventually, 159 organizations 
responded. Due to the small sample size the survey should be 
interpreted with caution. 

Although we discuss the survey results in terms of averages, 
the data are represented in a histogram format to show the 
entire distribution of responses. The employment, sales, and 
export numbers are more volatile as raw averages (when 
calculated without adjusting for outliers — responses beyond 
one standard deviation). Since the average of a small sample is 
overtly influenced by extreme numbers, the averages without 
the outliers tend to be more reliable. The histograms, however, 
depict all the observations to show the broad picture.

Confidence Index
A major goal of our survey is to 
historically track the overall business 
confidence of the Grand Rapids 
metropolitan area by a Confidence 
Index. The Confidence Index 
respondents use a scale from zero 
percent (no confidence at all) to 
one hundred percent (complete 
confidence). The current results need 
to be interpreted in a larger historical 
context. During our surveys of the 
region for the last twelve years, when 
the economy has been growing steadily 
at a robust rate, the Confidence 
Index has depicted a high level of 
confidence, generally around 80% for 
the private sector. In response to the 
question, “How confident are you in 
the economy for 2008?” here are the 

average responses for the private sector and the government/
non-profit sector over the last 13 years (Figure 1).

Let’s examine the private sector responses after adjusting for 
outliers. In the previous survey, the Confidence Index was 
lower at 60.2 % at the end of 2006, amid economic evidence 
that the economy was growing slowly. The results this year 
indicate that business confidence of the private sector has 
come down to 55.77%. Respondents are expecting a marginal 
improvement in confidence to 59.78 for 2008. The government 
and nonprofit sectors are slightly higher, presently (58.33%) 
but projected to decline in 2008 to 54.06%. This is the first 
year that overall confidence has fallen below the 60% benchmark. 
Factors that continue to depress expectations for 2007 and 
2008 include the sub-prime housing market crisis, high energy 
prices, and weak job growth prospects due to restructuring. 
The mortgage finance hardships along with the slump in the 
housing market could not have come at a worst time.
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Employment
Due to the ongoing restructuring in the manufacturing sector, 
the regional labor market in West Michigan has been repairing 
at a very slow pace. Last year employment was projected 
to grow at 0.70%. Figure 2 indicates projected employment 
growth for 2008. Overall, the growth in employment for 2008 
is relatively flat. The mean without the outliers indicates that 
total employment will grow at only 0.14%. 

Employment data traditionally has quite a bit of noise — it is 
difficult to find out exactly what is going on due to sample 
variances. What is interesting is that we get our employment 
numbers from two sources which are giving different 
signals for the Grand Rapids area. The establishment survey 
(nationwide sample of 160,000) which samples businesses and 
government agencies indicates that employment has increased 
marginally. This survey does not include self-employed 
workers. However, the household survey (nationwide sample 
of 60,000) indicates the number of employed workers in the 
Grand Rapids area has fallen marginally. The discrepancy 
between these two surveys may have to do with the fact 
more self-employed workers are leaving the area. It may also 
be that the household survey counts persons with multiple 
jobs only once whereas the establishment survey counts 
multiple job holders for each payroll. If individuals’ jobs are 
increasingly fragmenting, they will be double counted in the 
establishment survey. However, it is difficult to pin down the 
exact differences. 

The economic situation in Michigan has been relatively 
worse compared to the national economy. West Michigan 
has traditionally relied more on the manufacturing sector. 
Employment in the manufacturing sector continues to 
decline as more consolidation in the workforce takes place, 
particularly in auto and auto-related industries, and there 
has been recent weakness in the furniture industry due to 
the construction slowdown. The full economic impact of 
the consolidation and buy-outs of American automakers has 

yet to take place. This will have a relatively less negative 
impact in the west compared to the east side; however, the 
consolidation and job losses in manufacturing will continue in 
West Michigan. New jobs will be created in the services sector 
particularly in health, education, and financial services. 
 
Our survey indicates that 55% of respondents are likely to 
hire new workers in 2008. Most respondents who intend to 
hire expect to employ permanent workers (73%) as opposed 
to temporary workers (27%). However, given that new job 
applicants will enter the labor market; net job opportunities will 
be quite limited.

Sales
In times of robust economic growth, sales have grown at an 
annual rate of 5%. Sales projections made by respondents for 
last year were 2.58% without outliers. Next year sales growth 
is expected to slow to 1.45% (Figure 3). The expectations of 
our respondents indicate it may take considerable time before 

the higher trend growth rate of 5% is achieved. 
Note: our sales numbers are for the nominal 
sales of all goods/services produced in the West 
Michigan economy.

Export growth
During good times in the late 1990s, the expected 
growth in exports has generally averaged higher 
than 5%. Last year, exports were projected to 
grow at 5.8% without outliers. In 2008, exports 
are projected by respondents to grow at 5.76% 
with outliers and 4.36% without outliers (Figure 
4). Given the volatility in exchange rates and 
uncertain prospects for worldwide growth, it is 
not surprising that expectations for growth in 
exports are volatile. The falling dollar relative to 
the Euro has helped the exports sector recently. 
Overall, exports continue to show a robust growth 
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pattern. Compared to domestic sales, export growth is a 
bright spot for the regional economy. This year we surveyed 
a larger proportion of service firms to make the sample more 
representative of the economy. This resulted in a decline of 
the respondents who export their output. Since the expected 
growth of exports is based on a much smaller sample, it 
should be viewed with caution.

The expectations about achieving a robust regional growth 
rate of 5% appear to have become gloomier. The results 
indicate that compared to last year, respondents have become 
significantly more pessimistic about the return of good 
economic times. An overwhelming majority of the respondents 
(87%) expect a significant economic rebound (a robust 5% 
annual growth) only after 2008. A majority (57%) do not see a 
return of good times until after 2009. This finding corresponds 
to the historically low business confidence for 2008 compared 
to previous years. 

These results are consistent with Dr. Brian Long’s West 
Michigan Supply Management survey of purchasing managers 
(N.A.P.M.) that shows a significant drop in production and 
employment in the second half of 2007.

What is the final word on the national and regional 
economy? At the national level, there is considerable fiscal 
stimulus. The Federal Reserve Bank is in the process of 
lowering interest rates to prevent a further slow down in 
the economy. The declining housing market continues to 
be a drag on economic growth. The real growth in output 
for 2008 is expected to slow down due to impact of the 
continued high energy prices and the consolidation in the 
housing market. The amount of job growth has slowed 
significantly. There is talk of a possible recession. The 
growth in real output at the national level will be between 

1% to 2%. There will be considerable variation in GDP 
growth in the quarterly estimates. 

At the regional level, since the consolidation in the 
manufacturing sector is likely to continue, the outlook is less 
optimistic. Employment will be mostly flat (0.14%) and sales 
will grow at a slower pace (1.45%) for 2008. Due to the falling 
dollar, export growth continues to be a good opportunity (5% 
annual growth). 

West Michigan will continue to diversify away from 
manufacturing into specialized services such as health care, 
financial intermediation, and education. In spite of difficult 
times, the state needs to ensure it will create a highly qualified 
work force for the future. State resources need to be leveraged 
to position ourselves strategically in growth sectors of the 
future. Besides health care and homeland security, state 
policies need to promote more renewable energy production 
options within the state so that more job opportunities are 
created in Michigan.

Acknowledgments
We are very grateful to all the organizations that participated 
in the survey.
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  Retail:
The expansion of existing users within the marketplace will 
contribute the most to the growth of the West Michigan 
retail market.

The West Michigan retail market recovered during the 
second half of 2007 after a slow first half. Construction 
continued and rates held firm, as retail moved into 

the hyper-supply phase of the market cycle. Vacancy rates 
peaked at 8.1 percent during the second quarter of 2007 and 
rebounded to 7.8 percent at year-end. A steady increase in 
occupancy is expected throughout 2008 as more construction 
projects are completed.

Growth along the M6 South Beltline continues to be one of 
the strongest retail corridors in West Michigan. Metro Health 
Village, the first of its kind in the nation, opened in 2007 and 
national retailers are already looking at Metro Health Village 
as a place to expand. With limited speculative construction 
in 2008, we expect vacancy rates to decrease and rental rates 
to stabilize as the space is absorbed. Similarly, Rivertown 
Parkway continues to be one of the most desired submarkets 
in the area due to its accessibility and high visibility. Almost 
30,000 square feet was under construction on Rivertown 
Parkway at year-end with gradual increases in construction 
during 2008 as space becomes occupied. 

2007 came and went with no groundbreaking on the proposed 
lifestyle centers in Walker or on the East Beltline. There has 
been a lot of attention on the 450,000 square foot lifestyle 
center in Walker. Cabela’s sporting goods is making a push 
to add a second franchise in Michigan and JC Penny will look 
to add one of only five new stores in Michigan. National and 
local retailers are looking at it as a place to expand or enter the 
market, and are hopeful the project will get underway in 2008. 
Additionally, interest in the new lifestyle center proposed at 
East Beltline and 3 Mile Road gained traction and development 
looks promising in 2008. It will include retailers such as 
Barnes & Noble, Talbots, and Anthropologie, and restaurants 
such as PF Chang’s China Bistro. 
 
The retail market in downtown Grand Rapids has picked 
up and will continue into 2008. More local retailers are 
looking to downtown as a place to expand, which is mainly 
attributed to the healthcare and hospitality expansions. As 
there becomes more residential completions, the urban retail 
market will also help revitalize downtown Grand Rapids. We 
can expect increased activity with healthier occupancy and 
rental rates through 2008 downtown.

In summary, after a slow start in 2007 the West Michigan 
retail market rebounded, and as there are more healthcare 

completions we can expect that 2008 will pick up drastically. 
Interest will be focused around the two proposed lifestyle 
centers in Walker and on the Beltline. Expansion of existing 
users within the marketplace will contribute the most to 
the growth in the area. The attraction of new retailers to 
West Michigan will be contingent on the lifestyle centers 
developing and beginning construction in 2008.

West Michigan-Grand Rapids Commercial Real Estate Review and Forecast
Gary Albrecht, CCIM, Vice President
Grubb & Ellis|Paramount Commerce
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Office:
Despite uncertainty created by the state budget and taxation 
changes, continued modest growth is expected in 2008.

T he Grand Rapids office market experienced modest 
improvement in 2007 as overall vacancy rates dropped 
from 16.2 percent in the first quarter to 15.9 percent 

year-end. This accounts for nearly 160,000 square feet of 
positive absorption, despite new construction completions 
and new vacancies resulting from the closing of mortgage 
companies throughout the area. We expect gradual 
improvement in 2008 with several major projects coming to 
fruition and little new construction speculated. 

Highlights for downtown included the openings of the new 
Grand Rapids Art Museum (GRAM) and the JW Marriott, 
which is one of only three of the “luxury-brand” hotels to 
open worldwide and the only one in the U.S. in 2007. The 
24-story structure adds a strong presence to the downtown 
skyline and the GRAM brings to the area the world’s first 
LEED certified art museum. 

The downtown market maintained healthy occupancy rates 
with slight increases in rental rates. Discussions of a new 
Class A tower have quieted as prospective tenants renewed 
and extended their existing leases. There is surprisingly 
little Class A product offering 30,000-plus-square-feet of 
contiguous general office space in the central business 
district (CBD). As a result, we expect to see moderate rent 
increases in Class A and B office rates downtown.

The suburban markets remained soft with some tenants 
looking at the CBD as a place to expand operations. Much 
of this attention is attributed to the medical and hospitality 
development. During the second half of 2007, Metro Health 
Village welcomed the opening of Metro Health. Their 
unprecedented move to the 170-acre campus, which consists 
of a hospital, support services, retail, and restaurants, will 
have a major impact on the suburban market. We expect 
rental rates to hold and net absorption to be marginal as the 
suburban office market begins to absorb the glut of space 
vacated by the mortgage company operations.

The rapid development of “Medical Mile” along Michigan 
Street is scheduled to bring over 450,000 square feet of 
medical related space online in 2008. The announcement 
of MSU relocating its College of Human Medicine further 
demonstrates Grand Rapids as an emerging leadership in 
the life sciences. However, second-generation medical office 
space vacated will create a new set of market challenges. 
Landlords will have to upgrade or reposition their assets to 
remain competitive and maintain occupancy.

In summary, 2007 witnessed major downtown openings, 
continued boom of the medical sector, and an overall 
healthy market. Looking to 2008, we eagerly anticipate 
the market reaction to the nearly two billion dollars 
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in downtown development, as years of investment and 
construction finally come online. The uncertainty in the 
business community created by the new Michigan Business 
Tax and shaky state budget will likely result in shorter 
term leases, as companies wait cautiously to determine the 
real impact on their operations. However, bioscience and 
healthcare industries will continue to play a vital role in 
the growth of West Michigan.

Investment:
Overall demand is expected to remain strong while tightening 
financial markets will have a tempering effect on prices.

2007 saw the culmination of a number of major 
construction projects and civic investments in 

the greater Grand Rapids area. Downtown was host to the 
opening of the Grand Rapids Art Museum, the only LEED® 
certified art museum in the world, as well as the only new J.W. 
Marriott hotel in the nation. Medical expansion continued 
downtown and the relocation of Michigan State’s medical 
school was announced. These projects highlight the region’s 
ability to create strong, positive, and sustainable growth. 
Significant out-of-state interest was the trend during 2007 
and should continue into 2008. Unprecedented investment 
demand from around the country, along with a large pool 
of quality investment properties, were taken to market by 
long term local investors seeking to capitalize on the strong 
demand and steady pricing, which contributed to a very 
positive; active year.

The second half of 2007 witnessed an overall tightening in the 
financial markets, not only in West Michigan but around the 
nation. As of August, top financial lenders became much more 

cautious and are addressing financing with more scrutiny, 
leading to higher interest rates for the majority of long-term 
financed deals. This credit tightening is expected to have a 
tempering effect on prices as we enter 2008. Expect to also 
see tightening from local lenders; however, short-term rates 
should continue to remain at historical lows. Overall, financing 
remains available and rates remain near historic lows.

The Grand Rapids Industrial market was the most active 
investment sector during 2007 with a significant number 
of single-tenant transactions and a variety of large portfolio 
sales. Although the region has lessened its dependency on 
manufacturing, West Michigan’s manufacturing community 
continues to be a leading economic indicator based on the 
area’s large population of skilled labor. 

Retail strip center sales were driven by 1031 exchanges 
during 2007, which buoyed prices more than anticipated. 
A slight decrease in leasing activity in the West Michigan 
retail market has led to an overall increase in vacancy. 
Occupancy and location will be the two primary factors 
impacting retail investors in 2008.

The consolidation in Grand Rapids’ central business district 
slowed; and, as forecasted, office transactions slowed overall 
in 2007. The transactions that did trade were primarily long-
term, single-tenant transactions or were associated with the 
medical expansion. We expect 2008 to be a similar year with 
focus on acquisitions of medical properties and value-add 
opportunities of large projects experiencing vacancy issues.
Multifamily housing sales were limited in 2007, but student 
housing remained strong and continues to attract a variety 
of investors. The downtown rental housing market was 
fueled primarily by student housing, which can be expected 
throughout 2008. Although activity was less than anticipated 
in 2007, rental and occupancy rates have stabilized, which 
should create stable investment activity in 2008.
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900 Brooks 310,000 SF Industrial
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1515 Arboretum 63,000 SF Office

Millbrook Apartments 73 Units Apartments
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Industrial:
A diverse, creative, and flexible supply base remains a 
significant factor in the overall health of the industrial market.

Corporate downsizing and plant shutdowns slowed in 2007, 
having a positive effect on the Grand Rapids industrial 
market. The vacancy rate decreased from 9.8 percent 

during the first quarter of 2007 to 9.5 percent year-end. While 
large plant closings and layoffs make headlines, much of the 
occupancy growth has been local, incremental, and somewhat 
behind the scenes. However, in contrast to the last seven 
years, we are finally witnessing companies based outside the 
area seriously consider Grand Rapids as a viable place for new 
or relocated operations. This renewed interest is due to the 
presence of our highly skilled and competitive-wage work force, 
the vast intellectual capital of our local supply base, and the 
availability of large manufacturing facilities featuring heavy 
infrastructure at prices found almost nowhere else in the nation. 
Several companies are currently under contract to take sizeable 
spaces off the market while many others have shown serious 
interest. We expect this trend to continue in 2008, as word 
travels about the opportunities that exist in West Michigan. 

There was approximately 750,000 square feet of new 
construction in 2007, almost all of which was built specifically 
for an end user. We expect speculative construction to be 
almost non-existent, at least throughout 2008. Current lease 
rates, combined with high construction costs and tighter 
lending practices, make it difficult for developers to make 
industrial speculative construction a profitable enterprise. 
New construction has been triggered by users unable to 
find existing facilities to meet their needs. In addition, 
redevelopment of older manufacturing sites continues to offer 
affordable alternatives to those considering new construction.  

The leasing market remained favorable to tenants, as it has 
been for the past seven years. Many leases trended toward 
shorter terms during 2007, as the current rates for short and 
long term leases have become almost identical. Tenants are 
choosing to minimize their risk by committing to shorter 
terms while betting that long-term rates will not be higher 
than they presently are. As a result, overall occupancy levels 
improved even though lease terms were shorter than most 
landlords desired. Landlord concessions remained static, but 
as occupancy increases, we expect to see a slight shift in 2008 
toward a more landlord-friendly environment. 

The locally-based manufacturing sector continues to be the 
most critical component of the Grand Rapids industrial market. 
These companies occupy the majority of the existing inventory 
and drive demand for bulk warehouse space. Many local 
companies have survived and adjusted to the new realities of 
the domestic auto and office furniture industries. They have 
branched out and started to apply their expertise toward new 
markets such as medical devices, defense industries, and 

various high tech, low volume manufacturing niches. As more 
locally based companies delve into these growing markets, they 
will contribute to the continuing diversification of the supply 
base that has been essential to the overall health of the region. 
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West Michigan Stock Returns
Gregg Dimkoff, Ph.D., Professor of Finance
Seidman College of Business

Index Rises, But Local Stocks Sting Investors 
On average, investors in stocks of West Michigan-based 
companies lost money in 2007. Three out of four companies 
saw their stock prices decline. Interestingly, prices of only 
three of the fourteen stocks comprising the Index rose, while 
the others fell, often substantially. How does the Index rise 
by almost 7% when three-quarters of the component stocks 
fall, and nearly half of them fell more than 30%? It’s because 
the Index is weighted by the number of shares outstanding of 
each company. Perrigo, Gentex, and Spartan Stores, the three 
companies rising during 2007, account for nearly 42% of all 
outstanding shares among West Michigan-based companies. 
In contrast, the five banks together account for only 7.5% of 
outstanding shares. As a consequence, even though bank stock 
prices were decimated in 2007, their impact on the Index was 
relatively small. The same weighting methodology is also used 
by both the S&P 500 and NASDAQ Composite Indexes. 

The stocks of the other West Michigan companies have been 
affected by problems unique to their industries. In fact, the 
worst performing industries in the U.S. last year were housing, 
auto manufacturing, and as a consequence, banking. West 
Michigan firms are concentrated in these industries, and 
therein lies the heart of the problem.

Table 2 on page 10, shows the 2007 performance of individual 
West Michigan stocks listed from best to worst.

The best performing West Michigan-based stock during 
2007 was Perrigo. And what a year it was. The company’s 
stock soared to its highest price in more than 10 years in 
December after the FDA approved its generic version of 
Prilosec OTC. This was icing on the cake after earnings 
had already increased more than 60% during the first 
nine months. Investors also have been impressed with the 
company’s’ new CEO who is expected to more aggressively 
pursue new generic over-the-counter products.

Gentex also ended the year with a higher price. Net income 
was 16% higher for the first three quarters of 2007 reflecting 
a double-digit increase in sales of automotive auto-dimming 
mirrors. As an encore, Spartan Stores tacked on a 9% stock 
price increase to 2006’s rise of 101%. The company continues 
to grow quickly, with both revenue and net income up sharply.

The performance of West Michigan banks, measured both 
by earnings growth and stock price, has been a mainstay of 
the West Michigan Stock Index over the past two decades. 
Increases in bank stock prices have padded the portfolios of 
many West Michigan investors year after year. Bank stock 
prices came crashing down in 2007, however. 

Earnings of local banks tanked right along with Michigan’s 
economy. Unlike much of the U.S.— where banks are hurting 
mostly because of the sub-prime mortgage collapse— local 
banks are being pounded by the collapse of the housing 
industry brought about by poor economic conditions. Loans 
to many real estate developers have defaulted as demand 
has dried up for housing, making it impossible for the many 
developers to repay their loans. Michigan’s recession has also 
reduced the demand for quality commercial loans. The result 
is uncharacteristically high loan losses, lack of loan demand, 
and huge losses. Because there is no sign of a quick reversal, 
stockholders have pounded down local bank stock prices from 
5% (OAK Financial) to 62% (Independent Bank), wiping out 
several years of gains. 

On the positive side, dividend yields on several local banks 
range from 7 to 9+%. Yet, when yields are that high, it’s 
because investors fear future bank earnings and cash flows 
won’t be high enough to maintain the existing dividend levels. 
That presents a once in a lifetime opportunity, and risk, to 
new investors in bank stocks.

The collapse of the housing industry continues to take its toll 
on Universal Forest Products. Lower levels of both new housing 
construction and remodeling projects reduced the company’s 
profitability by nearly 40% through the first 9 months of 2007. 
Its $29.46 price contrasts sharply with its $80 price in May 
2006, just before the nation’s housing bubble burst.

Both Steelcase and Herman Miller struggled with earnings 
throughout most of 2007. But office furniture orders began 
picking up in October, and by mid December, both companies 
reported earnings far exceeding stock analysts’ predictions. 
The announcement drove up the prices of both companies, 
changing stock returns for the year from around -20% each to 
-13% for Steelcase and -11% for Herman Miller.

 2007  2006  2005

West Michigan Index + 6.7%  5.5%  4.5

Dow Jones Industrial Average   + 6.4 16.3 - 0.1

S&P 500 Index  + 3.5 13.6  3.0

NASDAQ Composite Index  + 9.8   9.5  1.1 

Table 1          Stock Market Returns

The West Michigan Index consists of 14 publicly-traded companies headquartered in West Michigan. 
Each company’s return is weighted by the number of shares of common stock outstanding, the same 
procedure used in the S&P 500 Index and the NASDAQ Composite Index. In contrast, the DJIA’s Index 
uses a simple unweighted average return.
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LOCAL COMPANY RETURNS
1/1/07 through 12/31/07

   
    2007  PRICES PRICE CHANGE
    
 Opening  Closing  (%)  

Perrigo 17.30  35.01 +102 

Gentex Corporation 15.56  17.77 + 14

Spartan Stores Inc 20.93  22.85 + 9

OAK Financial 35.361  33.65 -    5

X-Rite Inc. 12.30  11.62 -    6 

Herman Miller, Inc. 36.36  32.39 - 11

Steelcase 18.16  15.87 -  13

Wolverine World Wide 28.52  24.52  -  14

Universal Forest Products  46.62  29.46 -  37

Meritage Hospitality Group   4.72  2.15   -  54

Community Shores Bank 13.36  5.96 -  55

Mercantile Bank 35.522  15.50           -  56

Macatawa Bank 20.253  8.59 -  58 

Independent Bank 25.29  9.50 -  62

1 Price adjusted for a 10% stock dividend on May 11.
2 Price adjusted for a 5% stock dividend on April 19.
3 Price adjusted for a 5% stock dividend on May 9.

Table 2

Meritage Hospitality Group, the nation’s only publicly-traded 
Wendy’s and O’Charley’s restaurant franchisee and operator of 
53 Wendy’s restaurants, lost $1.1 million on flat sales during 
the first three quarters of 2007. That’s not what investors were 
expecting, and caused its stock price to be hammered by 54%. 

There’s an old saying that history is written by the survivors. 
The same is true with the West Michigan Stock Index. Two 
publicly traded firms in the Index in 2006 have disappeared:  
Riviera Tool Company and Clarion Technologies. Riviera 
was liquidated in bankruptcy proceedings mid-way through 
the year, resulting in a 100% loss. Similarly, Clarion’s 
stock price fell to less than a penny per share effectively 
eliminating it as a stock investment. In finance, this is called 
survival bias: The Index showed a slightly higher return 

than investors actually earned because the Index is based 
on only the surviving firms, and ignores those which have 
gone bankrupt. On the other hand, these two companies had 
relatively few shares outstanding, so their effect on the Index 
would have been negligible.

The big question is what lies ahead for 2008. Of course no 
one really knows, but that fact doesn’t stop many people 
from making a stab. Until it becomes apparent that the 
recession in the auto and housing industries is about to end, 
the stocks of most West Michigan-based publicly traded 
companies won’t rebound quickly, and perhaps not for at 
least 1–2 years. That’s bad news for current investors in these 
stocks. But for new investors, even a small increase in stock 
price could translate into a good return.
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Despite the weakened condition of Michigan’s economy, 
the west side of our state was able to hold its own 
throughout most of 2007. Although the West Michigan 

economy was far less robust than it was in the late 1990s, the 
economic performance for most of the year was positive. 

For firms associated with aerospace or defense, it was a banner 
year. Because of the high level of spending for defense, almost 
all of our area firms were at or near capacity throughout most 
of 2007. Furthermore, aircraft component manufacturers, 
especially those selling to domestic airframe manufacturers 
such as Boeing, applauded the demand for new aircraft brought 
on by renewed profitability for the major airlines. 

The office furniture industry, one of the key industries for the 
west side of Michigan, has a business cycle that is different 
from most other industries. For instance, the so-called dot-com 
boom of the late 1990s resulted in the creation of new office 
space at an unprecedented level. At that time, many of our local 
office furniture firms set record levels for sales and production. 
When the dot-com bust began to take hold in late 2000, the 
market was loaded with a vast amount of unused and unsold 
office furniture, resulting in about a 30% drop in furniture 
sales. It took our local firms about six years to recover. 

Although the office furniture industry began in 2007 on a 
positive note, the tide began turning late in the summer as 
the sub-prime credit problem began to spill over into the 
commercial construction industry. As with any industry, there 
are exceptions, and some types of furniture are still selling very 
well. However, overall sales of office furniture are now lower. 

Other firms respond to the overall market. For instance, 
industrial distributors largely derive business from the activity 
level of all of the manufacturing firms in the area. Firms that 
either supply or service the building trades have obviously 
not been doing well since the onset of the housing crunch. As 
local business conditions have softened, it follows that capital 
equipment manufactures have had their orders reduced, 
unless they have been able to identify replacement business 
outside of the state. 

By far, the most challenged industrial sector for 2007 has been 
firms associated with the production of auto components 
for the Big Three auto firms. Throughout the year, sales 
for the domestic nameplates have been fading, resulting in 
incremental reductions in order releases. For several firms, 
this has resulted in workforce reductions brought on by the 
lower demand for shipments as well as the continued squeeze 
on costs. Many local firms are also struggling to successfully 
attract new business from the Japanese and Korean 
nameplates where sales continue to rise. 

About the Survey
The monthly survey of business condition, published under 
the title of “Current Business Trends,” first debuted in 
Kalamazoo in February of 1979 and was expanded to Grand 
Rapids in 1988. At present, the survey encompasses 45 
purchasing managers from N.A.P.M.- Greater Grand Rapids 
and 25 from N.A.P.M. Southwestern Michigan. For both 
surveys, the respondents are purchasing managers from the 
region’s major industrial manufacturers, distributors, and 
industrial service organizations. 

Patterned after the nationwide survey conduced by the 
Institute for Supply Management, the strength of the survey is 
its simplicity. Each month, the respondents are asked to rate 
eight factors as “SAME” or stable, “UP” or improving/rising, 
OR “Down” as in declining/falling. 

New Orders
As the name implies, this index measures new business 
coming into the firm, and signifies business improvement, or 
business decline. When this index is positive for an extended 
period of time, it implies that the firm or organization will 
soon need to purchase more raw materials and services, hire 
more people, or possibly expand facilities.

As Figure 1 illustrates, early 2007 showed some considerable 
improvement in new orders. By mid-summer, the growth rate 
subsided considerably, and was sharply lower for the month 
of October. 

Figure 1: NEW ORDERS
Percent “Up” vs. “Down”

West Michigan Supply Management: A Year in Review
Brian G. Long, Ph.D., C.P.M.
Director, Supply Management Research
Seidman College of Business

-20

-15

-10

-5

0

5

10

15

20

25

30

DecNovOctSepAugJulyJuneMayAprMarFebJan

5

-11

13

16

26

9

3
5

-2

-17

4



Seidman Business Review  •  Winter 200812 

Production
As new orders come in and materials arrive at the loading 
dock, production schedules are posted to meet the customer’s 
needs. Although production schedules respond to demand, 
they also respond to seasonal factors such as holidays, 
external factors such as bad weather, materials shortages, and 
other uncontrollable influences. 

In early 2007, production schedules were slow. These 
schedules rebounded in the middle of the year, and some 
forecasters thought that these stronger numbers would 
foreshadow a strong finish for the year. Unfortunately, as 
noted by Figure 2, the last few months of the year did not 
turn out to be positive. 

Figure 2: PRODUCTION           
Percent “Up” vs. “Down”

Industrial Inflation
Although inflation was a problem for most West Michigan 
buyers throughout 2007, experienced purchasing managers 
will recall other years that were far worse. Most of the 
problems were related to the price of oil, which resulted in 
higher fuel prices, higher freight costs, and higher cost for 
plastic resins and petrochemicals. 

As 2007 draws to a close, the base prices for many key 
commodities such as aluminum, lead, zinc, copper, and 
nickel are lower in price than they were just six months ago. 
However, except for our April report, DELIVERED prices 
have been slow to come down, and many firms are still 
complaining about the high prices for these commodities (See 
Figure 3). Hopefully, 2008 will see some price relief for most 
of these major commodities. 

For domestic consumers, inflation limits their ability to buy 
as many goods and services as they would like. For most 

industrial firms, industrial inflation results in a nearly direct 
deduction to bottom line if the higher costs cannot otherwise 
be offset. Many years ago, higher costs of doing business 
could be passed along to the customer in the form of higher 
prices. The market for most industrial goods was fairly well 
contained within the United States, and most competing firms 
faced similar cost structures. 

In today’s “world market” environment, ANY attempt to 
pass along higher costs is often met with the threat from 
the industrial customer to terminate the contract and take 
the business overseas. In the case of the Big Three auto 
companies, they simply refuse to listen to pleas for higher 
prices to relieve the stress of higher raw material costs — even 
though most firms have little or no control over the markets 
for commodities such as plastic resins, steel, or copper. In 
fact, the Big Three are now pressuring their West Michigan 
suppliers to seek offshore sources as means of cost reduction. 
Clearly, this is not a positive trend for the Michigan economy.

Figure 3: PRICES
Percent Reporting “Up” vs. “Down”

Employment
The employment index measures the expansion and 
contraction of the firm’s entire workforce, including office and 
production personnel. Many firms will remain stable for long 
periods of time, until significant economic events result in 
new hires or layoffs. Others will add or subtract people one or 
two at a time. 

Even though the economy remained fairly positive for 
much of 2007, the number of firms adding new jobs was 
fairly limited. Regrettably, as Figure 4 shows, more firms are 
reporting workforce reductions in the later part of the year.
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Figure 4: EMPLOYMENT
Percent Reporting “Up” vs. “Down”

Looking Ahead to 2008
The mood of many West Michigan businesses turned 
decidedly negative in October when Lansing lawmakers 
passed a new sales tax on a wide variety of services that 
are purchased by most industrial and non-industrial firms. 
Although these new taxes were repealed, they were replaced 
by a surcharge on the new Michigan Business Tax. When all is 
said and done, most businesses will be looking at a higher tax 
burden in 2008 than they faced in 2007. 

Although most of our local indicators have turned slightly 
negative, we are still uncertain about how deep the sub-prime 
quandary will cut into the economy as we look forward to 
2008. Whereas tightening of loan requirements have clearly 
been felt in the slumping housing market, the auto finance 
firms as well as every other form of consumer credit have 
seen tightening as well. At the national level, declines in 
automotive and housing have been offset by strong demands 
for export goods, including those associated with the aircraft, 
machinery, and agricultural industries. On a nationwide 
basis, job losses in Michigan have been offset by job gains 
in other parts of the country. With the U.S. Treasury officials 
and various committees in Congress working on band-aid 
solutions to the problem, we can hope that there will be 
enough fiscal and psychological relief to keep us out of a 
recession. At this time, there is still at least a 60% chance that 
a recession can be avoided. However, we will certainly enter 
2008 at a slower pace.
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Weakness in Grand Rapids Housing Prices
Paul Isely, Ph.D., Associate Professor of Economics
Elvira Yaparova, Seidman Graduate Student
Seidman College of Business

The weak housing market has been one of the most 
important business stories of 2007. A weak housing 
market decreases the value of a house. As a result, 

the wealth of the individual consumer drops, decreasing 
their financial security. There are many ways to measure the 
weakness in the housing market such as the number of house 
sales, foreclosure rates, and median house prices. However, 
for the homeowner the most important value should be the 
quality adjusted price index for housing in their area. A price 
index gives an idea of how prices are changing for houses 
with the same size, building materials, location, and many 
other characteristics.

A change in the number of house transactions can give an 
idea of the strength or weakness in an overall housing market. 
Using data from the Grand Rapids and East Grand Rapids 
assessors’ offices, it is easy to see on the following graph a 
drop in the number of housing transactions (City of Grand 
Rapids, City of East Grand Rapids). However, the number of 
transactions dropped sooner and faster in East Grand Rapids. 
Year-over-year, the number of houses sold has dropped every 
year since 2003 in East Grand Rapids and since 2005 in Grand 
Rapids. Possible reasons could be that owners in East Grand 
Rapids are trying to wait out the housing slowdown before 
they sell, alternatively it might be more difficult for buyers to 
afford the more expensive homes in East Grand Rapids.              

  
Foreclosures can put downward pressure on housing prices 
because they put a greater supply of houses on the market. 
Michigan has had some of the worst foreclosure rates in 
the nation. Michigan’s foreclosure rate has increased from 
1 foreclosure in 538 households in September 2006 to 1 

foreclosure in 314 households in September 2007 (RealtyTrac). 
However, West Michigan has not been as bad, with Kent County 
having only 1 foreclosure in 429 households in September 2007. 

The median price of a house is reported by the National 
Association of Realtors for metropolitan areas. This is found 
by arranging the prices of houses sold for an area in a list and 
then reporting the price of the house in the middle. The NAR 
reports a 3% drop in the median price of a house in Grand 
Rapids between July of 2006 and July of 2007 (National 
Association of Realtors). Unfortunately, the median price of 
houses in a region can change either due to a change in the 
value of individual houses or because people are choosing 
to buy a house that is less expensive. The result is that an 
individual house owner does not know what is happening to 
the value of their house.

The previous data confirm what many already know: there 
is weakness in the housing market in the Grand Rapids area. 
However, it does not really tell what has happened to the price 
of individual houses. Economists use a quality adjusted price 
index to better define how prices have changed in an area. The 
best known example of a price index is the Consumer Price 
Index issued by the Bureau of Labor Statistics. Stylistically, a 
price index tries to compare prices between two identical items 
sold at different times. This idea can be used to compare prices 
in the Grand Rapids housing markets.

There are many statistical ways to try to determine how a price 
for a house of the same quality changes over time. One way 
to do this is to use a technique called a fixed effect regression. 
This technique basically compares the price change over time 
for individual houses. Using data from the Grand Rapids 
and East Grand Rapids assessors’ offices, the sale prices for 
every house sold more than once between 1987 and 2007 are 
compared (City of Grand Rapids, City of East Grand Rapids). 
Although there might be things such as renovations or an 
owner that does not keep up maintenance that affect the 
change in the price for a particular house, this technique will 
find the cumulative effect of all houses across the entire city. 

The index indicates for every 100 dollars spent on a particular 
house in 1987 how many dollars would need to be spent in 
another year to buy the same house. Looking at the graph of 
the price index, it can be seen that for both Grand Rapids and 
East Grand Rapids an average house price would have doubled 
between 1987 and 1998. After the year 2000, a typical house 
in Grand Rapids appreciated more than a typical house in East 
Grand Rapids. However, since the start of 2007 the Grand 
Rapids housing market has given up much of this additional 
appreciation with the price index dropping approximately 10% 
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in Grand Rapids, but only dropping 
3.5% in East Grand Rapids. 

 Looking at the last two years in 
greater detail, the quarterly price 
index is calculated. The price 
index shows generally no change 
in the price of a house between the 
beginning of 2005 and the third 
quarter of 2006. However, the price 
index shows a drop in the price of a 
typical house every quarter since the 
third quarter of 2006. In fact, between 
the third quarter of 2006 and third 
quarter of 2007 the value of a house 
has fallen almost 15%. This means 
that a typical house sold today would 
sell for the same price it would have sold for in 2003 or 
2004. Initial data for the fourth quarter of 2007 shows a 
continuation of the downward trend in prices. 
 
This has not been a forward looking analysis and one 
bad year does not mean that the weakness in the market 
will continue into the future. There are many things 
that affect housing prices, but for West Michigan the job 
market is one of the primary concerns. As can be seen in 
the following graph, there is a strong correlation between 
employment and the moving average of housing sales. 
Unfortunately, the employment level in the Grand 
Rapids area has not improved over 2007 (U. S. Bureau 
of Labor Statistics). 
 
Overall, 2007 was a bad year for the real estate market 
in Grand Rapids and East Grand Rapids. There were 
decreases in the value of individual houses, and 
decreases in the number of houses sold. Until the job 
market improves drawing people who will buy houses to 
Kent County, these measures of the housing market will 
continue to show weakness for the near future. 
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Community Reintegration for Ex-Offenders?
Nancy M. Levenburg, Ph.D., Associate Professor of Management
Seidman College of Business

I was recently in an Ottawa County courtroom when a man was 
called to appear before a judge on a charge of non-payment 
of six months of past-due court costs and fines. Thinking he 

must owe a massive amount of money, I was stunned when the 
judge indicated that the total amount due was $128.

The judge asked the man what the reason was for his failure 
to pay. “I can’t find a job,” replied the man. “Are you actively 
looking for a job?” asked the judge. “Yes, sir,” replied the man, 
“at least four days a week.” “And you can’t find anything?” 
asked the judge. “No, sir,” responded the man, “Every job 
application asks if I have ever been convicted of a crime … so 
what can I say? I can’t even get a job at McDonald’s.”

The man was sentenced to spend thirty days in jail. Since time 
spent in jail is not free, he will face an ever bigger bill owed to 
Ottawa County and even bleaker prospects of either finding a 
job or paying off his $128-plus-more bill when he is released 
in thirty days.

Commission of a crime can include a range of possibilities, 
from driving under the influence of alcohol or drugs to failure 
to maintain automobile insurance (or lapse in maintaining 
it?) to issuing bad checks, criminal mischief, violations of 
the communications fraud act, falsifying government records, 
custodial interference, furnishing or permitting minors to use 
tobacco or alcohol, and even violations of wildlife laws. While 
I don’t know what the man did to warrant his $128 in court 
costs and fines owed to Ottawa County, it strikes me that based 
on the dollar amount alone, whatever he did must have been 
fairly “minor,” in the larger scheme of things. Yet, how tragic it 
is that the seemingly paltry sum of $128 will disrupt not only 
his life, but that of his family… all because, while he admittedly 
committed some type of crime initially, he was subsequently 
apparently unable to find gainful employment locally. 

Interestingly, encouraging “reentry initiatives at local levels” 
was one recommendation made by Governor Granholm’s 
appointed task force to tackle the problem of jail and prison 
overcrowding within the State. In fact, the goal of the 
Michigan Department of Corrections’ (MDOC) Michigan 
Prisoner ReEntry Initiative (MPRI) is to implement “a seamless 
system of services for offenders from the time of their entry 
to prison through their transition, community reintegration 
and aftercare in their communities.” (More information can be 
found about MPRI at: http://www.michigan.gov/corrections/ )  
Indeed, it seems as though a major component of community 
reintegration would be finding a place to work … and live. Yet 
the same have-you-ever-been-convicted-of-a-crime question 
that appears on employment applications is also on many 
apartment rental agreements. If a truthful, positive response 
generates an automatic dismissal of the applicant from any 

further consideration by the prospective employer (or lessor), 
where can the applicant work or live?

On the other hand, employers have a duty to protect their 
employees from possible risk or injury if they hire individuals 
they know, or should have known, pose a risk to others … and 
can be liable for damages under the tort of negligent hiring 
if there are breaches in demonstrating reasonable care. A full 
background investigation, including a criminal record check 
and reference checking, may be crucial in situations where 
the job is safety- or security-related. (For example, a bank 
would not want to hire a person previously convicted of an 
armed robbery for a teller’s position.) Yet, for other positions 
in which there may be no such opportunity to do harm to 
others (or a nexus of liability), should the prior commission 
of a crime necessarily preclude the applicant from being 
considered for a job … or place to live?

Quite recently, Chef Jeff Henderson published a book titled, 
Cooked: From the Streets to the Stove, from Cocaine to Foie 
Gras, in which he describes his journey from cocaine addiction 
(and a twenty-year prison sentence) to executive chef at the 
Bellagio in Las Vegas. As told by Henderson, this was only 
made possible because a small restaurant owner took a chance 
on him and hired him as a dishwasher. He worked his way up 
from there, having garnered experience as a cook in prison 
kitchens. A central theme in his book is redemption.

I have been told that the Quakers (Religious Society of Friends) 
have an active outreach program in terms of welcoming 
convicted felons into their homes and communities, dating 
back to their eighteenth century protests over prison brutality 
in the colonies, which ultimately resulted in reforms in 
punitive laws and prison codes and a Nobel Peace Prize award 
in 1947. The organization continues to advocate for the rights 
of prisoners throughout the world. 

While there could certainly be risks, the MPRI Quarterly 
Status Report issued in April 2007 indicated that 1,876 
prisoners have been released to date as part of the MPRI 
ReEntry pilot program in eight Michigan counties (the only in 
West Michigan is Muskegon County). Of these 1,876 people, 
172 (9.2 percent) have returned to prison, with a majority of 
these cases associated with prior parole failure. So, one might 
view the MPRI ReEntry pilot program, at least in its initial 
stages, as having a 91.8 percent “success” rate, if success 
can be measured in terms of reduced recidivism, which has 
occurred. While this is not (yet) at the six-sigma level, these 
appear to be good betting odds.

Continued on page 19
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Hispanic-Owned Businesses in West Michigan1

Carol M. Sánchez, Ph.D., Professor of Management
Paul Isely, Ph.D., Associate Professor of Economics
Seidman College of Business

Many vibrant neighborhoods in West Michigan 
have large, growing Hispanic populations. In fact, 
Hispanics are one of the fastest growing segments of 

West Michigan’s population, due to high immigration and birth 
rates. According to the U.S. Census, over 94,000 Hispanics 
lived in Kent, Ottawa, Muskegon, and Allegan Counties in 
2006 — a little more than 7% of the total population — and 
that population has doubled since 1994. But the population 
of Hispanic individuals is not all that is growing. The number 
and variety of Hispanic-owned or Hispanic-focused businesses 
in Kent County is also increasing, evidenced by block after 
block of colorful retail storefronts on south Grandville Avenue 
(a.k.a. “Cesar E. Chávez Boulevard” for the legendary leader 
of migrant workers), on the west end of Bridge Street, and on 
South Division to 44th Street. There you will find an array 
of stores and services, from accountants and beauty shops to 
restaurants and supermarkets, most of which appear to be 
targeted to Spanish-speaking customers. 

Hispanic-owned businesses are growing quickly in the United 
States, in Michigan, and in West Michigan. According to 
the U.S. Census, between 1997 and 2002, the number of 
Hispanic-owned businesses in the U.S. grew 31%: three times 
the national average for all businesses. Hispanics owned 
1.6 million nonfarm U.S. businesses in 2002, employing 
1.5 million people and generating $222 billion in revenues. 
This represents nearly 7% of all nonfarm businesses in the 
U.S., 1.4% of employment, and 1% of receipts. Of the 50 
states, Michigan was 16th in the number of Hispanic-owned 
businesses (over 9,800), and 12th in sales (over $3.1 billion) 
by Hispanic-owned businesses. This represents about 1.3% 
of all firms in Michigan. Hispanic-owned firms in the state 
employed almost 16,000 people.

In 2002, there were about 1,400 Hispanic-owned firms in 
the West Michigan Combined Statistical Area (WMCSA) that 
generated $163 million in sales. But little else is known about 
the nature and characteristics of Hispanic-owned businesses in 
this area. This paper reports results of a preliminary study of 
Hispanic-owned businesses in Kent County. It describes some 
interesting characteristics about these businesses:  how they 
began, with what kinds of resources, how large they are, how 
successful they are, who they employ, and characteristics of the 
people who own them. 

The project began in February 2007 as a partnership with 
the West Michigan Hispanic Chamber of Commerce, GVSU’s 
Small Business and Technology Development Center, and the 

International Business Program at GVSU’s Seidman College 
of Business. We conducted over 100 interviews with owners 
of Hispanic businesses in West Michigan to determine how 
Hispanic-owned firms in West Michigan were founded, in 
what industries, how they are financed, what knowledge, 
experience, skill, and other resources they brought to the table, 
and what markets they serve. The interviews were conducted 
in Spanish by GVSU students who are native Spanish speakers, 
at the owner’s place of business. The questionnaire was first 
tested on 20 business owners, modified to correct errors, and 
then used in interviews with the other 80 respondents.

Two of the most striking findings are that these firms are quite 
young and very small. Nearly half of the Hispanic-owned 
firms started four years ago or less. Most of them are family-
owned firms, but most report no employees aside from the 
owner. Sales are relatively low, with nearly half reporting 
annual revenue of less than $48,000. Most owners started their 
businesses with their own savings. Given that Kent County’s 
population has declined and has lost about 10,000 jobs since 
2000, this suggests that this robust new business start-up rate 
may be driven by a lack of alternative jobs and a strong need 
to provide some supplemental, if not primary, income for the 
owners’ families. Some firms reported strong growth in the 
past few years, but most are not growing as they would like. 
Although a significant number of business owners have college 
degrees and claim to have an acceptable or good command of 
English, over three-quarters report less than $100,000 in assets. 

Another interesting finding is that the majority of Hispanic-
owned businesses (nearly 45%) are retail operations, followed 
by services (about 21%). Only a small percentage (8%) is 
restaurants, perhaps contrary to a stereotype that restaurant is 
the most prevalent type of business owned by Hispanics (see 
Figure 1). Other results of the study are summarized below. 

1 Thanks to GVSU students Andrés Ortíz, Orlando Bonifacio, Selene Lacayo, Adriana Piñeda, Ben   
 Warolin, and Dennis Glandon for their help conducting interviews, coding, and entering data. 
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Age and Ownership
Most Hispanic-owned businesses are young, with 45% of 
them four years old or less, and another 28% between four 
and eight years old. Nearly 98% are family owned businesses, 
and 99% were started by the current owners, thus they are 
first generation businesses. When asked about succession 
planning, over 66% of owners said that when he or she retired 
from the business, a family member would take over the 
business. Yet, another 30% said they had no succession plan. 
Only one percent said that the business would likely be sold 
when they retired. 

Types of Hispanic-owned businesses 
Most of the businesses — nearly 45% — operate in the retail 
industry, including grocery, clothing, and other non-clothing 
items. The next largest segment is services, at about 21%, 
which include tax, accounting, and other services such as 
beauty salons. Only 8.5% of the businesses are restaurants, 
7.5% sell arts and crafts items, and the remaining 18% 
declared “other.”  

Firm size
Number of employees
Over 60% reported that they employed either none or just 
one employee, suggesting that most business owners are self-
employed. Only a very small number hired more than ten 
employees: only 5.7% hired between 10 and 25 employees, 
and only 4.3% hired between 25 and 135 employees. When 
asked about paid employees, 50.5% reported they paid none, 
and 13.5% pay one person. Over 19% pay between 2 and 
5 people, and 17% pay between 5 and 135 people. Most 
employees are of Hispanic origin, including those in firms 
with a relatively large number of employees. Surprisingly, 
44% reported that no other family members worked in the 
business. Just over 38% said one or two family members 
worked in the business. 

Sales and Assets
These businesses are quite small. About half of the firms 
generate less than $48,000 in annual sales, and 20% generate 
$12,000 or less, suggesting that these businesses may be a 
supplemental source of family income. Over three-quarters, or 
76.4%, have less than $100,000 in assets. Just over 19% have 
between $100,000 and $1 million in assets, and only 4.5% are 
worth more than $1 million. We compared sales and assets 
and found that firms with greater assets were associated with 
stronger sales figures. We also compared English language 
ability with assets and found that firms with greater assets were 
associated with owners with better English language ability.

Financing the Business
Over 89% said they used their own savings to start their 
businesses, compared with only 4.3% who used bank 
financing. Another 2% used other funds such as capital from 
outside investors. Perhaps not surprisingly, owners of firms 
with the smallest asset value were those who used their 
savings to start them. A few firms with small asset value 

started their businesses with bank financing, but this suggests 
that bank financing did not help them grow. Interestingly, 
three firms with quite high asset levels — between $1 million 
and $2.5 million — were started with the owners’ savings. The 
firm with the highest asset value used “other” funding to start 
the business, presumably capital from external investors. 

Organization of the Business
Most businesses (81%) are organized as sole proprietorships, 
further supporting the finding that most business owners are 
self-employed. Just 17% of the businesses are incorporated, 
either as inc. (9.5%) or as limited liability corporations (7.5%).

Social factors
Educational level
Among the business owners interviewed, 35.6% did not 
complete high school, and 20.7% achieved a high school 
education only. On the other hand, 43% studied some college, 
and 26.5% earned associates, bachelors, or graduate degrees. 
This is particularly interesting, given that only 14.1% of 
Hispanics in the WMCSA have college degrees (compared with 
38.4% of the general population). Curious as to the possible 
relationship between educational, asset, and sales levels, we 
found that education was not associated with greater assets. 
However, there was a strong positive correlation between 
education and sales. This may suggest that as business owners 
attain a higher level of education, they become more risk 
averse and reluctant to make investments in fixed assets. 
However, the better educated they are, the more effective and 
motivated they are at selling. 

English language ability and clientele
Nearly 80% of Hispanic business owners report that they 
speak English “well” (49%) or “OK” (30%), and 20% say they 
speak it poorly. Over half of the business owners say that 90 
to 100% of their clients are Hispanic. They also serve other 
clients, including African-Americans, Asians, Caucasians, and 
others, but the numbers of these clients are surprisingly low 
given the diverse ethnicity of the populations that live in the 
neighborhoods in which the businesses are located. 

Success factors
When asked to what they attribute the success of their 
business, 78% of owners said that their success was due to 
micro or internal, firm-level factors under their control, such 
as honesty, understanding their customers, quality products, 
quality service, and good prices. This response is typical of 
entrepreneurs who tend to attribute their business success to 
their own choices and initiatives. It also suggests that these 
owners belong to social networks unique to Hispanics that 
lead to financing, customers, suppliers and other advantageous 
relationships. Only 9% attributed their success to the economy, 
and 2% to the presence of other businesses nearby. 

Limits to growth 
While the numbers of Hispanic-owned businesses and 
Hispanic consumers in West Michigan are growing, the 
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individual businesses may not be experiencing strong growth. 
Most have not borrowed money commercially, suggesting they 
have limited experience dealing with commercial banks, and 
probably no credit history. In addition, many businesses are in 
high risk industries, such as retail. This can make it difficult 
for them to obtain commercial loans for legitimate expenses 
such as long-term assets. Jorge González of Macatawa Bank 
says traditional banking practices may ignore the fast-growing 
Hispanic market. “There is a need for more flexible banking 
guidelines so we can serve these companies,” he said. “We 
have to educate our banks about the unique characteristics 
of these potential customers.” On the other hand, Hispanic 
businesses are not likely to use accounting, marketing, legal, 
and other business support services. Owners often do not 
look for help in these areas: they may be unaware of what is 
available, feel intimidated by professionals, or not know how 
to find the right consultant or specialist. 

Frank Coronado, past president of the West Michigan Hispanic 
Chamber of Commerce, thinks more research is needed to 
determine how successful these businesses are, because they 
are important to business growth in the region. “We need to 
help Hispanic business owners grow their businesses more 
aggressively, leverage their assets, and look for expert help 
when they need it,” he said. Tom Almonte, City of Grand 
Rapids’ Supplier Diversity officer, agrees. “The City can change 
its policies and practices. If we know what services people 
use most often, we’ll work to improve them,” he remarked. 

“Suppose Hispanic business owners need special help on 
zoning matters, but that most help is available only in English. 
We can then justify an effort to deliver services in Spanish.”  
Coronado notes, “Hispanic businesses are the foundation 
of the Hispanic community in West Michigan. People are 
learning that Hispanic business owners are significant and 
positive contributors to our community.”
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Community Reintegration for Ex-Offenders

Continued from page 16

Consequently, one might ask the question, what would be 
the impact on the man’s life described above if just one West 
Michigan business that espoused humanitarian values took 
a chance on hiring him? For those businesses interested 
in exploring the possibilities of hiring ex-offenders, the 
Reentry Roundtable of Kent County is a local collaboration 
of area businesses, human services, and governmental 
organizations focused on job placement, retention and 
career development for ex-offenders. Modeled after Cascade 
Engineering’s Welfare-to-Career program, the group recently 
received a $120,000 grant from the Grand Rapids Community 
Foundation to provide workforce development services for 
50 MPRI participants and 50 Kent County ex-offenders. 
Additionally, the Michigan Department of Corrections’ website 
offers links to an array of support resources, publications, and 
searching mechanisms through the Michigan Talent Bank, a 
collaborative endeavor between the MDOC and the Michigan 
Department of Career Development. 
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Meth in Allegan County — Spreading to West Michigan?
Jitendra M. Mishra, Ph.D., Professor of Management
Seidman College of Business

A ccording to the Office of National Drug Policy, White 
House, about 1.3 million people used meth in the 
year 2002. Moreover, in 2001, 607,000 people used 

methamphetamine. The University of Arkansas reports 
that businesses in Benton County were losing an estimated 
$21 million annually because of meth, mainly due to 
absenteeism and lost productivity. Methamphetamine is 
a profoundly addictive drug that seriously affects health, 
families, businesses, social services, and the environment. 
Why is meth use on the increase?

Commonly known as crystal, crystal meth, and Tina, 
Methamphetamine (meth) is a highly potent addictive drug that 
experts say can cause long-term neurological and cardiovascular 
damage. Meth can make the workplace unsafe. According to the 
NIDA(National Institute on Drug Abuse), 75 percent of illegal 
drug users are employed, and one out of five employees in the 
age group of 18 –25 uses drugs on the worksite. The Quest 
Diagnosis reports that in 2004 meth use increased about 84%. 
Since 2004, the U.S. police raids for meth have increased 500%. 

John Tunison of The Grand Rapids Press in a recent article 
suggested that some people call Allegan County the meth capital 
of Michigan because of the soaring number of clandestine labs in 
rural areas harvesting/cultivating makeshift cooking operations. 
Police found the makeshift labs in homes, car trunks, hotel 
rooms, basements, and backyards. The top five counties with the 
most meth labs from 1997 to the present are Kalamazoo, 284 
labs; Allegan, 235 labs; St. Joseph, 132. Allegan County became 
ground zero for the state resources to fight meth. In 2002, 53 
labs were busted in Allegan County. In 2007, the number of labs 
busted dropped to just a few labs. People give credit to a 2-year-
old law that put pseudo ephedrine, the cold medication, behind 
the counter and limited the sales volume to individuals. Attack 
by police, social workers, legislators, and public information 
campaigns helped curb the problem.

Methamphetamine is abused more worldwide than cocaine 
and heroin combined. We have not done any survey research 
to back our statements but we cite the following case studies. 

What is Methamphetamine? 
This drug is a powerful stimulant with “short-term effects that 
may include increased attention and decreased fatigue, increased 
activity, decreased appetite, euphoria, increased respiration, 
and hypothermia” (NIDA, 2002). The effects of increased 
attention and decreased fatigue is what most people who take 
this drug seek, and they don’t consider other effects of the drug 
that they are about to orally ingest, inject, snort, or smoke. 
Methamphetamine has long-term effects that may include 
dependence and addiction psychosis (paranoia, hallucinations, 
mood disturbances, and repetitive motor activity), stroke, 
and weight loss (NIDA, 2002). Methamphetamine can take 

many forms depending upon the usage, but typically it is 
a white powder that easily dissolves in water (DEA, 2002). 
Methamphetamine can also come in a clear chunky form called 
crystal meth, or in the form of small brightly colored tablets. 
Street names include meth, crystal meth, ice, glass, speed, zip, 
crank, and poor man’s cocaine (DEA, 2002; KCI, 2006). 

Who Uses Meth?
Methamphetamine was once thought of as a drug for blue-
collar workers; however, it is becoming a problem among 
white-collar workers as well. According to studies, the majority 
of Methamphetamine users are between the ages of 18 and 
23. This group makes up 34% of all users. The second largest 
group of Methamphetamine users is under the age of eighteen. 
This group makes up 24% of all users. Methamphetamine is 
used in both rural and urban areas. While Methamphetamine 
use among Hispanics and Native Americans is on the rise, the 
majority of Methamphetamine users are white. Women tend to 
use the drug as a weight loss tool. Blue-collar workers may use 
the drug in order to work extra shifts. Others use the drug to 
stay energized at all-night parties. Because Methamphetamine 
is less expensive than cocaine, some people use it because it is 
financially more affordable (KCI, 2006). 

David Parnell’s Case reported by USA Today
David Parnell, 38, worked for several years at a tire factory 
in Kentucky. David was going downhill fast. David would 
scoop piles of white powder on a toilet paper and swallow 
the concoction. His $35,000-a-year job paid for his addiction. 
At work, Parnell became explosive, confrontational, and 
exhausted. His weight dropped. Coworkers began to avoid 
him. Eventually, he became paranoid and started carrying an 
assault rifle. When his wife threatened to leave him, he asked 
her to lie down beside him. When she did, he grabbed the 
rifle and shot himself below the chin, blowing his nose off and 
shattering bones in his face. David woke up after three days. 
Amy told David that she is pregnant with their seventh child. 
David took more than a year to recover. 

Scott Chubb’s case reported by USA Today 
Scott Chub would always open a small bag and inhale white, 
odorless crystalline powder before work. Scott worked as a waiter 
at Bennigan’s Grill & Tavern. Meth gave Scott a quick high. Scott 
dashed between his five tables and felt jittery and frenetic. 
For seven years, Scott used meth. He slept only a few hours 
between shifts and sometimes not at all. One day in 2004, he 
realized he needed help. He went to several recovery programs.

“During 2000, 4% of the U.S. population reported trying 
Methamphetamine at least once in their lifetime.” (DEA, 
2002)  This number may seem small, but according to the 
U.S. Census Bureau, there were 281,421,906 citizens in 
the year 2000. This means that 11,256,876 people tried 
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Methamphetamine in that year alone. That number does not 
seem so small anymore. The fact that more than 11 million 
people have tried this drug is difficult to contemplate, but 
what is more staggering is that this number has increased 
almost twofold since the year 2000. 

Methamphetamine was first synthesized in Germany in 1887. 
Meth costs as little as $20 a hit, and usage is more common 
now because of accessibility. It can be synthesized from 
common household products, such as over-the-counter cold 
medications, lithium camera batteries, hydrogen peroxide, 
gasoline, sulfuric acid, and sodium hydroxide from drain 
cleaners. The cold medicine Sudafed has now been moved 
behind the counter of pharmacies.

Meth is not just a party drug anymore; it has made its way 
into the workplace. Overworked and stressed employees are 
using the drug as a way to increase their concentration and 
stamina. Use of the drug is growing at construction sites 
and manufacturing facilities where workers must stay alert 
during long hours of repetitive work (Costello, 2004). Use 
is increasing in the entertainment, sales, retail, and legal 
professions, as lawyers and other employees use it to get 
through heavy workloads (“Meth moves,” 2004). At a cost of 
about $100 a month, it is affordable for many workers (“Meth 
moves,” 2004). This situation is no longer a minor problem. 

We must think of how this epidemic is influencing our 
communities, family, and employment. We must also consider 
how this epidemic is influencing our economy as a whole. 
Methamphetamine abuse is categorized into three different 
patterns: low intensity, binging, and high intensity. The low 
intensity user usually swallows or snorts the meth. These users 
are seeking extra stimulation in order to finish a job or for 
appetite suppression to lose weight. The second stage, binging, is 
a continuation of the high. A rush can last anywhere from five to 
thirty minutes. Typically, users either smoke or inject the meth. 
Within the binging pattern, there are seven stages: rush, high, 
binge, tweaking, crash, normal, and withdrawal. The binge can last 
three to fifteen days. High intensity users are considered addicts.

According to the United Nations Office on Drugs and Crime, 
26 million people worldwide use Methamphetamine and its 
chemical cousins, more than heroin and cocaine combined. 
The U.S government describes Methamphetamine as an 
addictive drug that can cause mood changes and violent 
behavior, and, with long-term use, permanent psychological 
damage. Methamphetamine has also been linked to sexual 
behaviors, such as multiple partners and intercourse without 
condoms. This is especially dangerous in South Africa, where 
an estimated one in five adults is infected with the AIDS virus.

What is Being Done to Combat the Use and Effects of Meth in 
the Workplace?
Methamphetamine costs Americans millions of dollars each 
year in health insurance. In Hawaii, where Methamphetamine 
is a highly abused drug, the Hawaiian Legislature considered a 
bill that would have mandated annual drug-related education 
for employees. While the bill did not pass, some companies 

educated their employees on Methamphetamine. Hawaii’s 
experience with Methamphetamine led to a new focus 
for social services in that state. Zero tolerance policies are 
enforced in companies. Along with the zero tolerance policy 
is the adoption of a drug free workplace. Companies are also 
training their managers on the symptoms of meth use. 

Drug testing is another policy enforced by some companies 
to address the meth problem. Tim Dimoff, president of SACS 
Consulting Investigative Services Inc. in Akron, Ohio and 
a former narcotics detective, believes that education is not 
enough. He believes that the best way to combat drug use in 
the workplace is to set up drug-testing policies and programs. 
Meth users costs an employer an average of $47,500 annually. 
These costs include employee theft, lost productivity, increased 
turnover, compensation claims, health-care premium costs, etc.

Companies interested in combating meth use are employing 
different techniques. While some companies try to anticipate 
future drug use, others simply recognize and react to the problem 
when it arises, and still others just turn a blind eye. Workplace 
safety is a broad issue raised by Methamphetamine. Some parents 
have bought home drug testing kits. The manufacturers of these 
drug-testing kits claim that they are 99.9% accurate. These kits 
can test for marijuana, cocaine, ecstasy, PCP, amphetamine, 
opiates, methamphetamine, and benzodiazepines. To combat 
meth madness, the Methamphetamine Act was signed on March 
9, 2006. The Act limits the amount of ephedrine-based, pseudo 
ephedrine-based, or phenylpropanolamine-based products to 3.6 
grams per buyer, regardless of the number of transactions.

References
Andriote, John M (2005, November 8) The Washington Post
 Armour, Stephanie (2005, July 14) USA Today. Costello,   
 D. (2004, September 15). “Meth Continues to Rise in the   
 Workplace.” The Collegian, 129(10). 
DEA. (2002, April). Methamphetamine. Drug Enforcement   
 Administration, The Forms of Methamphetamine. Retrieved  
 October 29, 2006, from http://www.dea.gov/concern/meth_ 
 factsheet.html 
Johnston, L (2004, Oct) Meth use at workplace damaging in   
 Indiana, The Journal Gazette KCI. (2006).    
 “Methamphetamine Effects: Including Long Term.”   
 KCI: The Anti-Meth Site. Retrieved October 31, 2006, from  
 http://www.kci.org/meth_info/sites/meth_facts2.htm 
“Meth Moves from Parties to the Workplace.” (2004,   
 September 22). Join Together. Retrieved October 11, 2006,  
 from http://www.jointogether.org/news/research/summaries/  
 2004/meth-moves-from-parties-to.html 
NIDA. (2002). “Methamphetamine Abuse and Addiction,”   
 National Institute on Drug Abuse, Research Report   
 Series. NIH Publication No. 02-4210. U.S. Department   
 of Health and Human Services, National Institutes of Health.  
 Retrieved February 23, 2006, from http://www.drugabuse.  
 gov/ResearchReports/methamph/methamph.html 
U.S. Department of Justice (2006, May) The Combat   
 Methamphetamine Act of 2005 U.S. Department of Labor   
 (2007, October 19) Methamphetamine in the Workplace
 Tunison, John (2004, November 24) The Grand Rapids Press.



Seidman Business Review  •  Winter 200822 

Employers throughout West Michigan continue to feel the 
crushing impact of rising healthcare costs. Nationally, 
year-over-year increases in health insurance premium 

costs have exceeded the overall inflation rate since 2000 by 
about a 
four-to-one 
margin.1 
Figure 1-1 
highlights 
the 
magnitude 
of health 
insurance 
premium 
increases 
relative to 
increases 
in workers’ 
earnings and 
increases 
in overall 

inflation from 2000 through 2007. And when we look at 
Michigan residents’ health, there are some alarming trends 
that, left unchecked, could further exacerbate our state’s 
economic woes. In a recently released study by the United 
Health Foundation and Partnership for Prevention, Michigan 
ranked as the 31st healthiest state, slipping four spots from last 
year’s ranking.2 (Note the lower the ranking the better.) The 2007 
survey ranked Vermont as the healthiest state. Here are some 
interesting discoveries from the annual study:

Michigan’s adult obesity rate has more than doubled 
since 1990 from 14.1% to 28.8%. This exceeds the 
national average by about 4 percent and places Michigan 
in the 44th position for this significant health risk. 
Michigan’s smoking rate exceeds the national average, 
placing Michigan in the 38th position for this leading 
health risk.
Michigan’s alcohol consumption rate exceeds the 
national average, placing Michigan in the 39th position 
for this major health risk. 

Employees Feel the Pinch of Higher Health Insurance Costs
On average, employees pay about 16% for single health 
insurance premiums and 28% for family coverage. In 2007, the 
average annual cost for a single health insurance policy at the 
worksite totaled $4,479, and the average family policy had a 

•

•

•

price tag of $12,106.3 In addition to paying more for health 
insurance premiums, employees are also paying considerably 
more out-of-pocket for healthcare costs due to rising health 
insurance deductibles, copayments and coinsurance amounts. 
The average employer-sponsored plan deductible is now 
approaching $400 for single coverage and $800 for family 
coverage.4 These additional out-of-pocket costs are putting 
a squeeze on employee budgets. The increased employee 
health insurance cost burden is creating an opportunity for 
employers to implement targeted worksite employee health 
promotion programs, as employees and employers alike look 
for relief from rising healthcare costs. 

To get employee interest and support for targeted wellness 
programs, employers are turning to cash, non-cash, and health 
insurance plan incentives to reward and encourage employees 
to make measurable changes in lifestyle that can enhance 
employee health and lower long-term healthcare costs. 
Healthcare costs and worker productivity have a direct link to 

modifiable 
lifestyle 
decisions. In 
fact, about 
half of all 
healthcare 
costs can 
be linked 
to lifestyle 
decisions.5 
Figure 1–2 
highlights 
the key 
drivers of 

individual health. With a majority of healthcare costs having a 
behavioral component, effective employee wellness programs 
can have a significant impact on employee health and 
productivity. 

How Can Your Organization Embrace and Promote 
Workplace Wellness?
So how can your organization adopt a proactive approach 
to control ever-rising health insurance premiums and 
measurably improve the health and productivity of your 
workforce? Start with a review of your current employee health 
insurance offering. Chances are your health insurance plan 
offers annual preventive screenings as a covered benefit. 
Consider providing an incentive for employees and their 
covered spouses to complete an annual preventive health 
screening. Employers are generally quite surprised to find 
out that a majority of covered employees and spouses fail to 
take advantage of annual health screenings, even when most 
insurance plans cover them at 100%. 

Link Wellness Programs to Health Benefit Plan Design for Maximum Impact
By Jeff S. Rubleski, MBA, Regional Sales Manager, Blue Cross Blue Shield of Michigan
Adjunct Finance Faculty Member, Seidman College of Business

1 Employer Health Benefi ts 2007 Annual Survey, www.kff.org. 
2 Partnership for Prevention, 2007 America’s Health Rankings,  
 www.americashealthrankings.org. 
3 Employer Health Benefi ts 2007 Annual Survey, www.kff.org. 
4 Ibid.
5 Centers for Disease Control and Prevention, www.cdc.gov.
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The key building block for worksite health promotion 
programs and for targeted health risk reduction is the health 
risk assessment (HRA). The two dominant health insurance 
carriers in West Michigan, Blue Cross and Blue Shield of 
Michigan and Priority Health, offer comprehensive health 
risk assessments generally for no additional cost to covered 
employees and their spouses. These health assessments can 
be easily accessed by insured adult members via each carrier’s 
website and can be completed in about 20 minutes. The 
respective health insurance carrier websites can be found at 
(www.bcbsm.com and www.priorityhealth.com). 

Based on specific responses to the HRA, participants receive a 
personalized assessment report that identifies health risks that 
can lead to illness and disease. This can serve as a wake up call 
to individuals who need to change behaviors to improve health. 
For many participants, areas of improvement involve an increase 
in physical activity, improvement in diet and weight loss. 

Getting Employees and Spouses to Participate in a Health 
Risk Assessment
Health risks, which include high blood pressure, elevated 
cholesterol levels, being overweight and not exercising 
regularly, lead to increased healthcare costs. Getting employees 
and covered spouses to take an HRA can be a daunting 
experience without the use of proper “incentives.” When 
proper financial incentives (typically linked to the employee’s 
payment of health insurance premiums) are provided, most 
employees and their covered spouses will complete the HRA. 
Consider the following to encourage employee/spouse 
participation in an annual HRA and link the timing of the 
HRA completion to your annual health insurance open 
enrollment period:

The Incentive: Avoidance of health insurance premium 
surcharge — offer employees and covered spouses the 
choice to avoid an extra insurance contribution simply 
by completing the HRA during a specified period of time 
during your health insurance open enrollment period. 
Those who comply will avoid an extra insurance premium 
charge; those who don’t will pay more for their health 
insurance through the premium surcharge. The amount 
of the premium surcharge needs to be significant — generally 
from $100 to $500 get a majority of employees/spouses to 
complete the annual health risk assessment. 
Consider offering onsite health screenings along with 
the HRA—a number of employers offer health screenings 
at the worksite to coincide with the completion of the 
HRA. Most health screenings will provide an individual 
with key biometric measurements that are essential for 
an accurate HRA. These measurements include blood 
pressure, cholesterol, including HDL, glucose, and body 
mass index. Organizations, such as Visiting Nurses 
Association, provide these screenings for about $40 to 
$50 per participant. 
Schedule work time for completion of the HRA and 
health screening— by making the HRA completion easy 
for employees and covered spouses, participation rates 
will be increased. 

•

•

•

Evaluate HRA Outcomes
Once the HRAs are completed, the critical work of evaluation is 
essential to identify the leading risk factors in your employee/
spouse population. This is an area where most organizations 
really miss a great opportunity. Few organizations take the time 
to properly analyze the results of their employee population’s 
HRA outcomes. Group data identifying leading employee/spouse 
health risks is provided to organizations that generally have 50 
or more participants in the HRA. If you have enough participants 
in your HRA, be sure to request an HRA group report and work 
with your health insurance carrier and health benefits consultant 
to establish a strategy to lower identified health risks through 
targeted wellness initiatives and health benefit plan design 
changes. When the specific health risks of your population are 
known, it is much easier to put into motion programs and health 
plan designs that will lower health risks and have a positive 
impact on the health and well-being of your insured population. 

Worksite Wellness is Simple but not Easy!
Most effective worksite health promotion programs focus 
on getting employees and their spouses to exercise more, 
eat better, attain a healthful body weight, stop smoking, 
and manage stress in their lives. That’s the “simple” part. 
The difficult part is all the work that must be done to keep 
wellness sustainable over the long haul. There are no quick 
fixes when it comes to establishing a wellness program that 
will deliver measurable health improvement and risk factor 
reduction for employees. 

Organizations that have experienced success with wellness 
programs have made wellness part of their ongoing business 
strategy and have executed their wellness strategy over a period 
of years. In other words, they’ve adopted a wellness culture that 
permeates the entire organization. Once a successful wellness 
culture is established, these organizations tend to experience 
less employee turnover and measurable improvement in 
employee health and productivity. An added benefit for 
organizations with a solid wellness culture is that they tend 
to attract healthier employees, who value a workplace that 
embraces personal wellness. It’s a “virtuous cycle” that gives 
these organizations an edge in productivity, employee retention, 
lower increases in health insurance premiums (relative to 
industry peers), and recruitment of top-notch talent. 

One excellent independent resource for materials to help 
your organization establish an effective and lasting worksite 
wellness program is The Wellness Councils of America 
(WELCOA), www.welcoa.org. WELCOA is a recognized leader 
in the field of workplace health promotion and offers time-
tested programs for its members at a very low cost. 

To gain a competitive edge in our rapidly changing global 
economy, it is critical to embrace worksite health promotion to 
enhance the health and overall well-being of your workforce. 
By linking your health promotion efforts to your health 
insurance plan design, you’ll leverage the impact that wellness 
efforts can have in improving the health of your employees 
and provide your organization with the best opportunity to 
reign in ever-rising healthcare costs. Carpe Diem!
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Asli Akbulut, Ph.D.
 • Information Systems

Suzeanne Benet, Ph.D.
 • Advertising to the Elderly
 • Not for profit Advertising
 • Social Marketing

Yatin Bhagwat, Ph.D.
 • Corporate Finance
 • International Finance

Laurence Blose, Ph.D.
 • Market Efficiency
 • Option & Futures Pricing
 • Valuation

Michael Cotter, D.B.A.
 • Negotiation 
 • Marketing Strategy

Sonia Dalmia, Ph.D.
 • Applied Econometrics
 • Economics of Gender
 • Matching Models

Marinus DeBruine, Ph.D.
 • Business Valuation
 • Financial Reporting

Gregg Dimkoff, Ph.D.
 • Corporate Finance
 • Investing
 • Personal Finance

Zeynep Emden, Ph.D.
 •  New Product Development
 •  Inter-fi rm Relations &   
  Organizational Learning
 •  Market Research

Robert Frey, J.D. 
 • Business Ethics
 • Global Business/JV’s
 • Strategy Development/   
  Implementation

Daniel Giedeman, Ph.D.
 • Bank Regulation
 • Economic Forecasting

Joe Godwin, Ph.D.
 • Financial Reporting
 • SEC Practice
 • International Accounting

Stephen Goldberg, Ph.D.
 • Financial Reporting
 • International Accounting

David Good, Ph.D.
 • Sales/ Sales Management
 • Strategic Use of Technology
 • Marketing Strategy

Vijay Gondhalekar, Ph.D.
 • Asset Pricing
 • Behavioral Finance
 • Mergers & Acquisitions

Frank Griggs, Ph.D.
 • Econometric Modeling
 • Forecasting

Paul Isely, Ph.D.
 • Industrial Organization
 • Macroeconomic Forecasts

Samir IsHak, Ph.D.
 • Executive Training
 • International Business-
  Egypt/China
 • Managing Change

Catherine Jones-Rikkers, J.D.
 • Alternative Staffing
 • Consumer Protection Law
 • Workplace Diversity Issues

Parag Kosalge, Ph.D.
 • ERP/SAP Systems
 • Business Processes
 • Electronic Commerce

Ashok Kumar, Ph.D.
 • Manufacturing & Service  
  Strategy
 • Quality Management & 
  Six Sigma
 • Supply Chain Management

Paul Lane, Ph.D.
 • Market Research
 • Market Strategy
 • Mentoring

Nancy Levenburg, Ph.D.
 • Small Business Management
 • Family Business
 • Service Strategy/Medical 
  & Retail

Stanton Lindquist, Ph.D.
 • Auditing
 • Financial Fraud

Simha Magal, Ph.D.
 • Electronic Commerce
 • ERP/SAP Systems
 • Information Systems

Stephen T. Margulis, Ph.D.
 • Privacy

Marie McKendall, Ph.D.
 • Diversity Management
 • Human Resource Functions
 • Teambuilding

Jitendra Mishra, Ph.D.
 • Human Resources   
  Management
 • Organization Behavior
 • International Management

William Mothersell, Ph.D.
 • Lead Production & People  
  Systems
 • Organizational Development  
  & Change Management Teams

Jaideep Motwani, Ph.D.
 • Project Management
 • Service Strategy   
  Competitiveness 
 • TQM & Customer Service

Jennifer Pope, Ph.D.
 • Non-profit Marketing
 • International Marketing  
 
John Reifel, Ph.D.
 • Economic Damage Estimate  
  for Litigation
 • Housing Market   
  Discrimination

Douglas Robideaux, D.B.A.
 • Consumer Research
 • E-Commerce Development
 • Promotional Strategy

Bennett Rudolph, Ph.D.
 • Distributor Relations
 • International Marketing
 • Marketing Strategy

John Rumery, M.A.
 • Entrepreneurship 
 • Direct & Multi-Level   
  Marketing
 • Sports Marketing

Carol Sánchez, D.B.A.
 • Strategic Planning &   
  Management
 • International Management
 • Not-For-Profit Organizations

Tom Schwarz, Ph.D.
 • Entrepreneurship
 • Family Business
 • Finance

Gerald Simons, Ph.D.
 • Emerging Markets
 • International Trade & Finance

Hari Singh, Ph.D.
 • Decision-Making
 • International Investments
 • National & Regional   
  Forecasts

Parvez Sopariwala, Ph.D.
 • Accounting for Capacity Costs
 • Strategic Analysis of Income

Sridhar Sundaram, D.B.A.
 • Banking Industry-Regulation  
  & Management
 • Financial Markets & 
  Interest Rates

Star Swift, J.D.
 • Labor & Employment Law
 • Mediation & Arbitration

John Taylor, Ph.D.
 • Transportation Policy
 • Supply Chain Logistics   
  Management
 • International Marketing &  
  Logistics

Rick Veazey, Ph.D.
 • Human Resources Accounting
 • Zero-Based Budgeting
 • Personal Financial Statements

Thomas Willey, D.B.A.
 • Asset Valuation
 • Personal Investing

H. James Williams, Ph.D.
 • Financial Reporting
 • International Accounting
 • Auditing & Assurance   
  Services

Jim Wolter, Ph.D.
 • Business Planning
 • Alternative Energy/   
  Distributed Generation   
  Technologies
 •  New Product-Market   
  Development

SEIDMAN FACULTY EXPERTS

To contact the faculty, call 616.331.7100 or e-mail seidmanb@gvsu.edu



THE ALTERNATIVE AND RENEWABLE ENERGY SUMMIT

GRAND VALLEY STATE UNIVERSITY
PEW GRAND RAPIDS CAMPUS

MARCH 11, 2008 • 11 A.M. TO 6 P.M.

Register on-line at www.gvsu.edu/energysummit

The focus of the Summit is 
to energize and assist the 
West Michigan manufacturing 

community, technology developers, 
current and future supply chain 
providers, and executive managers, 
to fully understand the market 
opportunities of Alternative 
and Renewable energy for West 
Michigan’s economy. 

Panel 1  
Current Technologies: Wind, Solar, 
Methane Recovery, and Biodiesel

Panel 2 
Emerging Technologies:  Cellulose-
based Ethanol, Battery Technologies, 
and Fuel Cell

Benefits of attending
Connect with other leaders 
in the West Michigan 
manufacturing community 
on the commercialization of 
renewable energy technologies
Determine your role in the 
renewable energy sector
Identify community resources
Develop supply chain networking 
opportunities
Obtain access to market tool kits

Hosted by 
Grand Valley State University’s 
Seidman College of Business, 
Seymour and Esther Padnos 
College of Engineering and 
Computing, and Michigan 
Alternative and Renewable 
Energy Center. 

Partnering with
Michigan Economic Development  
 Corporation
NextEnergy
The Right Place, Inc.
West Michigan Strategic Alliance

•

•

•
•

•



Invest in      

 Yourself
Invest in      

 Yourself

SEIDMAN COLLEGE OF BUSINESS
Graduate Programs

Geared to West Michigan Working Professionals

Short-term international and Washington, D.C. programs

• Business  
• Education

• Engineering
• Government

• Healthcare
• Manufacturing

• Science
• Social Services

For information on specific 
programs, contact

Claudia Bajema, Director
Graduate Business Programs
616.331.7400   
Go2gvmba@gvsu.edu 
www.grMBA.com
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