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Inappropriate behavior to-
ward women in the workplace has 
sparked a national conversation 

about sexual ha-
rassment. The 
#MeToo move-
ment exploded 
on social media, 
celebrities were 
embroiled in al-
legations of mis-
conduct, employ-
ers were sued 
and employees 
dismissed.

While this tidal 
wave of public at-
tention has gener-

ated some positive change, business 
leaders and work-culture observ-
ers wonder how the fallout will af-
fect male-female working relation-

ships down the road, such as within 
the mentoring dynamic.

It’s time to turn the conversation 
positive and view how male-female 
mentoring has successfully affect-
ed careers and companies. This time 
of raised awareness provides the 
chance to improve mentoring and 
make it even more meaningful.

We should encourage our peers 
to change the tone of the conver-
sation and focus on the many suc-
cessful male-female work relation-
ships we have each seen, fostered 
and benefited from. A workplace 
is supercharged by having a mix of 
well-mentored men and women.

At a time when men might be pull-
ing away from mentoring to avoid 
any hint of impropriety with a fe-
male, we need more men to mentor 
women because they’ll be helping 

positively change the workplace.
Here’s four tips for male business 

leaders when mentoring women.
Focus on professional progress. 

Rules for mentoring should be the 
same for a woman mentoring a 
man or a man mentoring a woman. 
What’s the mentor or mentee’s moti-
vation for this relationship?

Focus on skills, talents, goals and 
competencies. Feedback is construc-
tive. Keep it real by not veering off 
the track of professional growth.

Think of mutual growth. Well-
planned and executed mentoring is 
a win-win for the mentee and men-
tor. The mentor can grow substan-
tially from the relationship as well. 
Focus on developing the women and 
men on your teams through effec-
tive mentoring that elevates both the 
mentor and the mentee.

As a male business owner, I owe a 
tremendous amount of my own suc-
cess to the incredible mentorship of 
my female colleagues. Male busi-
ness owners need to seek out female 
mentors as they add a different di-
mension to plan, execute and build 
their businesses.

Ask if you’re unsure. Colleagues 
can help you understand what is con-
sidered inappropriate behavior and 
what is acceptable. Something that 
was a compliment years ago might 
be considered an inappropriate com-
ment today.

Practice common courtesy, re-
spect. Treat a female colleague as 
you would any other colleague. Men 
should take the extra step of edu-
cating themselves on the defini-
tion of sexual harassment and what 
it means to women in a profession-
al setting. Be a good listener and ex-
hibit common courtesy, as you would 
show any person.

Male business leaders have a 
great opportunity here to be great 
role models, impactful mentors and 
help women continue to diversify 
the talent of their companies.

Peter J. Strauss is an attorney, captive 
insurance manager and author. He is 
founder and managing member of The 
Strauss Law Firm LLC, on Hilton Head 
Island, S.C, and also founder and CEO 
of Hamilton Captive Management, 
LLC. Reach him at peterjstrauss.com.

If you are thinking of closing 
your business, stop! ... until you 
speak with an expert.

During a recent meeting with a 
client, I discovered his intent was 
not to exit, but to liquidate his busi-
ness, and he was looking to me to 

support his deci-
sions.

The business 
was a landmark 
company that 
had been in ex-
istence for more 
than 40 years. 
The business 
had been passed 
along to the cli-
ent by his father. 
Like many old-
er businesses, it 

had struggled through changing 
economy, the computer age, and 
the buying methods and patterns 
of many large companies that his 
company was supplying.

It lived through the days of a 
shrinking market, centralizing 
purchasing, computer ordering 
and customers’ switch to the big-
box companies to provide inex-
pensive products shipped to their 
door. The company exemplified 
the true meaning of “Hug Your 
Customers” by continuing to make 
door-to-door deliveries and taking 
orders by phone.

COMPANY ADAPTS AND SURVIVES

In spite of all the industry chang-
es the company survived, and in 
fact, provided a comfortable liv-
ing for the owner who was now 
the second generation operating 
the business. The business went 
through a number of changes, in-
cluding elimination of products 
they weren’t able to sell as well as 
items they could not compete with 
for pricing in the large box stores.

Through all the change, the own-
er modified and adjusted to stay 
in business until his health began 
to affect his commitment to the 
hours necessary for continued suc-
cess. The stress of continuing to 
adjust to the changing market en-
vironment and the pressure of an 
uncertain future were added fac-
tors toward the desire of the own-
er to liquidate.

A young man with a young fam-
ily decided he needed to depart a 
dying industry and venture into 
a new field. He saw no value in 
this business his father started 
and was on the verge of closing 
the doors of the company when he 
placed his call to me.

After reviewing the company’s 
financial data and after speaking 
with the owner in detail, I was sur-
prised the business was very prof-
itable, and in fact, had higher than 
the industry standard net income. 

Even better, after recasting the fi-
nancials, it was evident the prof-
it margins had a huge growth op-
portunity.

LACK OF STRONG LEADERSHIP

I was most heartened to see 
there was hope; however, I had 
yet to discover the company was 
sorely lacking strong leadership 
which trickled down into loss of 
motivation in employees. There 
was no active selling – employ-
ees were not interested in seeking 
new business as they felt the same 
as the owner – that they were a dy-
ing breed in the industry, assum-
ing the company would eventually 
close its doors.

Everyone was working to make 
the owner’s prediction come true, 
who was in turn determined to 
make his expectations come to fru-
ition rapidly.

After reviewing the financials 
and recommending immediate 
and major changes to improve the 
business, I discovered the own-
er had no interest in implement-
ing my suggestions; therefore, the 
next step was implementation of 
Plan B, which was to sell the com-
pany.

This idea was met with great re-
sistance and dismay, with the own-
er asking how he could sell a com-
pany that was about to close its 
doors. I explained that, although 
not evident to him, there were 
valuable assets to someone who 
would clearly see the potential of 
the business and the opportunity to 
grow the business.

As incredulous as the idea 
seemed to him, he agreed to let 

me confidentially market the busi-
ness.

After recasting the financials, 
we determined a viable selling 
price. After a marketing profile 
was developed, we identified key 
competitors in the market that 
would fit with his business and we 
searched for companies in the in-
dustry that were in the acquisition 
mode. We confidentially reached 
out to those companies’ executives 
and, bingo, the game was on.

VALUE QUICKLY REALIZED

As I suspected, almost immedi-
ately the astute potential buyers 
saw the value and recognized the 
growth opportunity in this small 
business. The owner was aston-
ished and predicted we would nev-
er receive an offer. He was bewil-
dered by what happened next. We 
received a full price offer, and, 
even more surprising to the sell-
er, we breezed through due dili-
gence and closed on the transac-
tion quickly.

It is often difficult to recog-
nize the real value of your busi-
ness when you are trying to push 
the boulder up the mountain every 
day; feeling defeated by competi-
tion and the changing market en-
vironment; and working extend-
ed hours.

If you find yourself in this posi-
tion, stop and take time to call an 
expert who will look at your busi-
ness objectively. You, too, might be 
surprised.

Contact Rich Chinappi at Read 
Commercial Properties in Hampton 
at rac@readcompanies.com.
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