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LETTER FROM THE EDITOR

S

ome special reports are just more special than others. Our annual look at the 100 fastest growing
private companies in Los Angeles unquestionably meets that lofty standard.

For 23 years, the Los Angeles Business Journal has proudly highlighted local companies that
have not only built exceptional businesses but have parlayed their success into exponential growth.
This year’s top 100 features another remarkable assortment of companies, and it’s the kind of list that
highlights the best L.A. has to offer: the innovation, the ingenuity, the diversity and, of course, the results.
Some of the numbers posted this year are positively eye-popping, including the 18,000% growth by this
year’s top-ranked company, Caulipower. By the way, that’s the second-largest number ever posted on the
Business Journal’s list.
In order to be considered for the fastest growing top 100 list, a company must have a minimum of $5
million in annual revenue, be in business for at least three years and be headquartered in the Los Angeles
area. Percentage growth is based on a three-year average from 2016 to 2018.
Our team of editors looked at hundreds of businesses before narrowing down the list and determining
the final ranking. By the way, because companies are ranked by percentage growth, there are a handful
of ties.
Congratulations to every company that made the list this year.
— Scott Robson, Editor

®

FIRST BANK WISDOM :

Being around for over a century doesn’t mean we have
all the answers, just smarter questions.

Let’s start a conversation.

Helping Privately-Held and Family-Owned Businesses For More than 100 Years.
Commercial Lending
Wealth Management
Business Banking
Mortgage

BR - LABJ ad - 11/25.indd 1

016-28_FGPC_SR.indd 18

Charles Claver
Vice President
Wealth Advisor
(310) 887-0100
Charles.Claver@fbol.com

Debbie Carpenter
Senior Group Manager
Commercial Real Estate
(949) 475-6314
Debbie.Carpenter@fbol.com

Bruce Young
Managing Director
Commercial Lending
(949) 475-6320
Bruce.Young@fbol.com
firstbanks.com

11/13/19 10:19 AM

11/21/19 8:08 PM

NOVEMBER 25, 2019

005-70_labj-fullpages20191125.indd 19

CUSTOM CONTENT – LOS ANGELES BUSINESS JOURNAL 19

11/15/19 3:29 PM

20 LOS ANGELES BUSINESS JOURNAL

FASTEST GROWING PR IVATE COMPANIES

NOVEMBER 25, 2019

Center Stage
Fresh collections, fast results fuel growth at high-end staging company Vesta Home
By HANNAH MADANS Staff Reporter

L

.A.’s real estate market isn’t just booming
for brokers.
For home staging and interior design
company Vesta Home, riding the
region’s strong residential market has been like
grabbing a seat on a rocket ship.
The 3-year-old company saw revenue
growth of 7,237% from 2016 to 2018, giving
Vernon-based Vesta Home the No. 2 spot on
this year’s list of the Business Journal’s fastest
growing private companies.
According to Chief Executive Julian Buckner, Vesta Home has been growing at a rate of
more than 100% a year since it started in 2016
and now has roughly 115 employees to keep up
with the growing demand.
The company specializes in staging for
high-end homes, with a focus on L.A., Northern California, Florida and New York. In Los
Angeles alone, Vesta Home is working in 750
homes with a combined inventory value of
$140 million.
“We created a company that is able to
service a super high-end level of real estate,”
Buckner said.
Vesta Home’s secret sauce, according
to Buckner, is the company’s commitment
to using fresh furniture collections to stage
properties.

Award Winner: Julian Buckner attended the
Business Journal event Nov. 18 for the top 100.
That sets Vesta Home apart from many
other companies, which use the same furniture
again and again. Some even reuse furniture
that’s 10 to 15 years old, Buckner said.
“I can walk into a house and within two
rooms know what staging company it’s from,”
said Nourmand & Associates’ Rochelle
Maize. “With Vesta, they change their model
so much that you can’t do that.”
Maize was No. 26 on the Business Journal’s
list of top residential real estate agents with
$155 million in sales in 2018. She said she has
been using Vesta more.
“With Vesta, they’ve been really amazing
because if you bring them in early enough in
your process in the project, a lot of times they
will custom make furniture for the house,”
Maize said. “I’m using them more and more.
They are so committed to customizing the
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Home Sweet Home:
Properties staged by
Vesta Home sell faster.

houses, more than any company out there.”
Vesta Home comes out with three to four
furniture collections a year.
“There isn’t the recognition of the furniture,” said Brett Baer, head of sales at Vesta
Home. “The houses don’t look staged. They
look like it came from an interior designer.”
A lot of the furniture Vesta Homes uses for
staging ends up being purchased by the buyers.
“We can sell that very high-end floor model
piece of furniture at a discount,” Buckner said.
“We’re creating a lifestyle for people, and
you can’t create that when you keep reusing
furniture.”
Buckner said 15% to 20% of furniture used
in staging is sold, and he thinks that number
will increase.
“We are focused on that going forward,” he
said. “We are working on more ways to market
that furniture for sale. It’s going to be a big
push going forward.”
The company operates on a businessto-business model, working with developers
or listing agents. Buckner said 28 of the top
30 agents in Southern California — ranked
by sales volume according to lists published
by outlets such as the Real Deal and Hollywood Reporter — use the company’s services.
Vesta home charges a flat fee for the first three
months and a monthly fee thereafter.
A fast start
Buckner came to Vesta Home by way of

Showroom Inc., a tech company that enables
interior designers to create their own branded
furniture.
In August 2016, Vesta Home was launched
as a subsidiary of Showroom.
The software side of the business didn’t
work out, though, and Showroom narrowly
staved off bankruptcy, according to Buckner.
In 2018, Buckner purchased the Vesta
Home portion of Showroom’s business and has
been growing it ever since.
Baer is a veteran of the home staging industry. For more than a decade he worked with his
aunt, Meridith Baer, at Meridith Baer Home.
Brett Baer, his sister, Jaime Morse, and her
husband, Caleb Morse, are in an ongoing legal
feud with Meridith Baer Home. The company
alleges that the trio stole staging property, trade
secrets, and clients, and brought them to Vesta
Home.
Brett Baer and the Morses have filed a
countersuit. Brett Baer declined to comment on
the lawsuits.
Buckner said Vesta Home had become a
“victim of its own success.”
“When we launched this company built on
the shoulders of giants, we saw how others
were doing this and how others were innovating and we came up with a different strategy
for it,” Buckner said. “We turned it upside
down with our design. For the incumbent player who had been in that space, it created some
resentment.”

By design
Vesta Home doesn’t just do home staging.
Earlier this year, the company launched a private
design arm, which Buckner expects to grow.
The company is also launching dedicated
operations in San Francisco and New York.
Additionally, it is looking at a retail furniture brand that would be direct to consumer.
Meanwhile, the company is continuing its
core staging business, growing its reach and
investing in new design.
“We are constantly innovating our design,”
Bauer said. “We want to look different year in
and year out.”
For brokers, the need for staging is not
going away anytime soon.
“It’s one of the most important things (in
selling a home),” said Tami Halton Pardee,
owner of Halton Pardee & Partners Inc.
and No. 3 on the Business Journal’s list of top
residential real estate agents with $482 million
in sales in 2018. “Staging is really important.
The return on investment is important for the
seller.”
Maize said homes can sell for 17% more if
staged and often sell faster.
Pardee similarly said well-staged homes can
sell for 7% to 13% more than their counterparts
and move 20% faster.
Both agents say staged houses generate
those results because many buyers are now
younger and want to see what a home could
look like before they buy.
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Driving Force
Integrity Cargo Solutions connects the dots for shippers, truckers
By MEDIHA DIMARTINO

W

henever Carlos Sajor gets stuck
in traffic behind a tractor-trailer,
he marvels at drivers who try
to swerve around the 18-wheel,
80,000-pound giant.
“Most people are annoyed that they’re
there, but I have respect for them,” Sajor said.
“All those guys are working, earning an honest
wage, and those trucks are moving goods that
we use daily.”
Sajor should know — chances are the chief
executive of Integrity Cargo Solutions Inc.
brokered the deal to get the load on the truck
in front of him. The Cerritos-based third-party
logistics company operates like a middleman,
matching people looking to ship their product
nationwide with available truck operators.
“We deal with all types of industries, but
recently, our primary focus has been in the
food-and-beverage and cosmetic industries,”
Sajor said.
He founded the company in 2012 with his
business partner Ferdinand Patam, but they
didn’t start taking assignments until 2016.
“We were working as agents for a different
company, but we had the vision to start doing
what we were doing for that company for ourselves,” Sajor said. “So, we got the ball rolling
and (completed) all the formalities, but it took
us a couple years before we got the guts and
the funding to actually start on our own.”
The move appears to be paying off. In
2016, Integrity Cargo’s first year in business,
the company posted $440,000 in revenue,
booking nearly 100 cross-country trips.
In 2018, the nine-person team brought in
$5.5 million and a 1,142% increase in revenue
from 2016-2018 — good enough to earn the
No. 4 slot on the Business Journal’s list of
fastest growing private companies.
Sajor said he and his partner are not sure
what’s in store for the company five years
down the line.
“The conversation has been either, A,
do we scale what we can organically and
see where it takes us, or B, do we enter the
(venture capital) world and scale to VC level
and then sell,” he said. “A couple of VCs have
reached out to us, and we’ll see what offer they
have or what they can do for our company.”
The beginnings
The two-year uptick in revenue was not a
smooth ride.
First, there was a cash-flow issue. The
niche business, Sajor said, is “payables heavy.”
“The drivers want to get paid within 30
days,” Sajor said. “So, if you do a truckload
from here to New Jersey, you’re looking at
$5,000. And if you do that a hundred times
a month, you have to pay out $500,000 in 30
days to your drivers. The balance can get quite
heavy. And if you run out of cash and you
can’t pay them, you’re going to be pretty much
excommunicated, and you’re out of business.”
Sajor and Patam partnered with a Texasbased funding company to bridge the temporary gaps. With a leased office and no inventory, the partners had “signed over ourselves, but
that was the only way for us to get started.”
Next came the back-office challenge. Sajor
and Patam met while working at a bank, honing their sales and communication skills until
a customer poached them to handle third-party
logistics for his company in the early 2000s.
By the time they ventured out on their own,
they felt they knew “the ins and outs of the
industry,” and were primarily focusing on
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Middle Man: Integrity
Cargo Solutions cofounder Carlos Sajor
matches people looking
to ship their product
with available truck
operators.

Willing Recruit: Co-founder
Ferdinand Patam met Sajor
when they were working at
a bank, where a customer
poached them to handle
third-party logistics for his
company.

scaling their business.
“What we didn’t realize is how big of a job
accounting was,” Sajor said. “We’re doing, on
a heavy month, about 600, 700 transactions.
Well, with each of those transactions, you’re
looking at 700 payables and 700 invoices we
have to receive.
“And then you have to collect on the
money, and then you have to pay all those
bills,” Sajor added. “That alone is two or three
positions that we didn’t actually consider. We
thought, us as entrepreneurs, we’re going to
be able to handle that, but a couple of months
in, you just realize how much accounting
becomes a major part … and takes away from
our main focus.”
Closing the deal
Third-party logistics has a relatively low
margin. Integrity Cargo’s agents make money
by finding the cargo that needs to be moved,
securing the contracts, then finding a driver
or a trucking company that would deliver it
for less than what the goods’ owner is paying
for transportation. Closing the deal is often all
about relationships.
“We typically know the industry averages
in terms of the resale market, and then we try to
buy down as low as possible based on the relationship we have with our carriers,” Sajor said.
“If a manufacturer can find a truck for
$5,000, I can go to some of our carriers and
say, ‘Hey, give it to me for $4,500 and I’ll give
you 10 of those a month,’ which is a for-sure
business for them as opposed to one shipment
at $5,000,” he added.
Most assignments are posted on several
online boards or exchanges where truckers
for a small monthly fee can find loads offered
by manufacturers or brokers on routes they
usually drive.
They can also post their availability so brokers like Sajor and his team can find them.
For a bigger monthly fee, a driver can get
an average rate his competitors are getting
paid for a similar route while manufacturers
and brokers can see if their posting is getting
traction and adjust their offer accordingly.
Better-known exchanges, including Portland, Ore.-based DAT Solutions’ Truckers
Edge, distribute information on some 100
million loads per year.
Old school
When Sajor and Patam started in the industry in the early 2000s, the deals were mostly
done over the phone. Technology has made
the booking process easier and somewhat
transparent, but at the cost of a personal touch,
Sajor said, adding, “We’re still the old school.”
“The only guarantee that we give our customers is that there is going to be a problem in
transportation, whether the shipment’s late or
something breaks,” he said. “We’re who you
reach out to when there’s a problem.”
And sometimes that means running interference for the truck drivers.
“What really gets me is the driver’s very
unappreciated,” Sajor said. “Because when
he gets to the pickup location, the customer’s
already upset. So, the driver’s getting (grief),
and he gets the load and brings it up to, let’s
say, Canada, and the receiver is already (mad).
‘Oh you’re late.’ ‘You know, there’s a snowstorm.’ ‘I don’t care. I needed this product
yesterday.’ This driver is going through hail
and storms and trying to get his product to the
customer, and nobody sees it that way.”
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Dog-matic
Healthy pet snack-maker Pawstruck is barking up the right tree
By MEDIHA DIMARTINO

K

yle Goguen’s ability to sniff out and
pounce on emerging market trends
resulted in Pawstruck, an ecommerce
venture with a focus on healthy pet
snacks, landing the No. 7 slot on this year’s
list of the Business Journal’s fastest growing
private companies.
“I’m very fortunate to have found an
industry that’s growing on its own without me
doing anything,” said Goguen, the company’s
founder and chief executive. “As humans are
becoming more conscious of what they’re
putting in their own body, they’re becoming
more conscious of what they’re putting in their
animals’ bodies because they’re part of the
family now more so than ever.
“Also, ecommerce is growing very, very
quickly,” he added. “So, I’m kind of lucky to
have both aspects at the same time.”
Pawstruck is a 5-year-old enterprise with
23 full-time employees, an office in Long
Beach, and a warehouse in Kansas. It specializes in single-ingredient, natural products for
dogs, such as cow ears, bones and antlers.
Pawstruck’s website accounts for a portion
of the company’s ecommerce sales, including
its monthly mystery box and other product
subscriptions. The rest is sold through Amazon.com Inc., Groupon Inc., Walmart.com,
and eBay Inc., and, the company hopes, soon
via Chewy Inc. and Target.com as well.
Pawstruck posted $8.8 million in revenue
last year, a 486% uptick from 2016, when it
surpassed $1 million for the first time.
“I remember ($1 million) being a huge
milestone because, especially early on, that
sounded so out of the question,” Goguen said.
“Once we hit that, it was like, ‘Okay all this
time we’ve been putting in, it means something. It means that people care, that people
enjoy the product and they keep shopping with
us.’ It really validated the whole business and
the whole idea.”
To celebrate, there was “a quick pat on the
back and then back to work” to get to $10 million, he said, adding that Pawstruck will close
2019 with an estimated $15 million in sales for
the year.
Early training
Along with successes, the last five years
have included several challenges and lessons
learned.
Goguen’s initial foray into ecommerce
transpired when he was a jobless teenager.
He stumbled upon a Craigslist ad that looked
promising — selling refurbished electronics
on eBay.
“This guy would buy returned electronics
from places like Fry’s or Best Buy by the
container load, and then I was hired to weed
through them, test them, figure out what was
working, what wasn’t working, and then take
pictures and list it on eBay,” he said. “It was
my first experience with ecommerce in a loose
sense, and I was really excited about it and
passionate.”
While at USC working on an engineering
degree, Goguen got a puppy, a boxer he named
Tyson.
“I grew up with dogs, but this was my first
time I was in charge of training and buying all
of the supplies and treats and food,” he said.
“And that was really where it hit me, that there
was a gap in the market to some extent.
“I was trying to find healthier, natural,
single-ingredient treats and chews for my dog
online, and it was tough to find, which was in-
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Culture Fit: Pawstruck Chief Executive
Kyle Goguen with his boxer, Tyson, the
company’s chief canine officer.

convenient,” he added. “Then when I would go
in the store, they had most of everything, but it
was out of my budget as a college student. So,
I kind of put it on the back burner but always
kept it in the back of my mind.
“Once I graduated, I decided to actually
pull the trigger and create Pawstruck after doing a lot of research and seeing if I could make
it, if the business was truly feasible.”
Seed money for the venture came from a
silent partner Goguen prefers not to identify.
He started with about 50 products, sourced
from manufacturers in the United States and
South America.
Establishing relationships was a challenge
at first, but as Pawstruck’s sales grew, so did
Goguen’s ability “to get people to take (his)
phone calls and start the conversation.”
Another hurdle was naming the company
— after deciding on a name with an available
domain, he got a cease-and-desist letter from
a Korean dog treat company disputing his
trademark application.
“I strongly believe we would have beat
them if we tried,” Goguen said. “But our business was four months old, and we haven’t sold
anything, are we going to really fight them and
pay the fees to do this? We ultimately decided
not to, so we’re back to the drawing board four
months in.”
Out of the way
He wore multiple hats while getting the
business off the ground, which proved to be
“an eye-opening experience.”
“It took me a long time to hire help,”
Goguen said. “I’m pretty well-rounded, and I
can do most things, which was good at the beginning — I could help design the website, do

Quality Assurance: A pup
chews on a Pawstruck treat.
some graphic design and maybe some video
editing and ship the product.
“It was great because I could keep our
costs really low in the beginning, but it also
caused me to really wait a long time to delegate, and that was a huge issue,” he added.
“I was definitely the bottleneck in terms of
growth for our business. Once I realized I
was getting in the way, I started to come up
with a plan on who to hire next and actually

execute on that.”
Pawstruck still does not have a traditional
C-suite, although there is a CCO —Tyson, the
chief canine officer.
Goguen’s focus now is on expanding the
product offering as well as Pawstruck’s presence on other online sales channels.
“Down the road, as we grow, it might make
sense to try to go into (brick-and-mortar) retail
too,” he said.
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Expansion Team
Outsourcing firm TaskUs wins by helping other companies grow
By SAMSON AMORE Staff Reporter

E

very startup wants to rapidly expand,
but finding the resources to support that
growth while maintaining day-to-day
operations can be challenging.
That’s where Santa Monica-based outsourcing and consulting firm TaskUs Inc.
comes in.
But TaskUs, which caters to tech and
entertainment companies in the Los Angeles
market and serves a range of businesses across
the United States and beyond, is also using its
expertise to manage its own rapid growth.
The company jumped into the No. 16 spot
on this year’s list of the Business Journal’s
fastest growing private companies, up from
No. 36 in 2018. Its three-year revenue growth
was 222%.
“Our growth is fueled by our employees,
which is why our entire culture is built on
creating a ridiculously good employee experience,” said Chief Executive Bryce Maddock.
“Our reputation for consistent results has
made us the top choice for outsourced services
among fast-growing technology companies,”
he added.
If all goes according to plan, Maddock
expects to see TaskUs near the top of the list
again next year. The company’s goal, he said,
is to grow to “well over” 20,000 employees
globally in 2020. According to the company’s
spokeswoman, TaskUs currently has 18,000
employees globally.
2019 review
Native Angelenos Maddock and Jaspar
Weir launched TaskUs in 2008, and since
then, they’ve recruited a roster of growing
tech-focused startups that need help outsourcing information technology, customer support
and back-office specialists.
In 2018, TaskUs reported revenue of $254.2
million, up from $117.3 million in 2017. The
company’s revenue has increased each year
since 2015, according to Business Journal
estimates.
Current clientele includes GoodRX Inc.,
MailChimp and Eventbrite Inc. As these
types of companies grow, they tend to look
to artificial intelligence as an expansion tool,
which TaskUs provides.
“Demand for outsourced customer service,
content moderation and AI operations is growing exponentially, and TaskUs is the top choice
for the world’s most innovative companies,”
Maddock said.
TaskUs’ most recent funding round was
$250 million, led by Blackstone Group Inc.
in August 2018. To date, the company has
raised a total of $279 million.
The funding allowed TaskUs to rapidly
expand beyond its home base in Silicon Beach.
“In 2019, we had substantial growth worldwide (and) we now have over 18,000 global
employees,” Maddock said. “We opened our
first office in India, and we doubled down on
our investment in Mexico, moving to a great
new space and hiring a local, industry veteran
to lead the region.”
That veteran is Porfirio Díaz, a former
senior-level executive for telecommunications
firm Telvista Inc., who was hired in September.
TaskUs also operates international offices in
Taiwan and several centers in the Philippines.
“When I saw the impact that TaskUs has
had on our industry in the Philippines and in
the U.S., I was excited to be a part of the team
bringing that kind of opportunity and culture
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Global Expansion: TaskUs opened its first office in India in October where it plans to expand. It also has teams in the Philippines, Taiwan and Mexico.
Albuquerque during the process.

Dynamic Duo: (From left) TaskUs co-founders Bryce Maddock and Jaspar Weir received the 2019
Entrepreneur of the Year award from Ernst & Young.
shift here to Mexico,” Diaz said in a statement.
Stepping back
TaskUs evidently had to take its own advice
when scaling, prioritizing key initiatives and
putting less critical missions on hold.
The company operates six offices and
service centers nationwide, and was set to
further expand domestically, announcing in
August 2018 that it would open another office
in Albuquerque, N.M.
The company said at the time that it
planned to invest $9 million in the location,
which it expected to generate roughly 700 new
jobs. But the office never materialized.
The City of Albuquerque was prepared

to commit $5.9 million in industrial revenue
bonds to TaskUs, provided the company hired
at least 448 new employees from the state by
the end of December 2019.
The company has yet to make a single hire
in the state, according to New Mexico TV
station KRQE, which reported in October that
the city council confirmed the company never
signed a final participation agreement.
“Albuquerque is still a great option for
TaskUs, and we’re still working through the
timeline,” the company said in a statement.
“As a fast-moving and high-growth company,
timelines sometimes shift.”
TaskUs noted it has maintained “open
lines of communication” with the City of

Growth drivers
Several factors have kept TaskUs on an
upward trajectory, but the one constant is the
company’s choice of headquarters.
“Many of our clients are tech companies
that have offices (if not their HQ) in Los Angeles and Silicon Beach,” Maddock said.
The result of this proximity is a robust
business infrastructure at home to support
new ventures abroad.
Entertainment and technology-oriented
companies are uniquely predisposed to
trying new ways of conducting business, and
working in Los Angeles, there’s no shortage of
these types of companies, added Maddock.
“TaskUs made its name for its work with the
app economy, but we have made tremendous
gains in our work with the entertainment industry, which is rooted in L.A., via Hollywood,”
Maddock said. “The entertainment industry is
rapidly evolving to include more tech-enabled
products, and since TaskUs has expertise in
supporting emergent technologies the growth to
include digital media is a natural.”
People person
As with any business, talent is another
factor that enabled TaskUs to grow rapidly,
Maddock said.
“Our people are our passion and our
power,” Maddock said. “We align our business
strategy with talented people, from our frontline employees to our clients, investors and
vendors. This has been our approach to growth
since TaskUs first launched.”
A wealth of local talent from universities
nearby has meant TaskUs has little difficulty
finding qualified staff to fill its growing ranks.
“L.A. has a deep talent pool for us to draw
on as we continue to grow (and) the number
of top academic institutions and the growth of
L.A.’s Silicon Beach offers a deep well to draw
from,” Maddock said.
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TOTAL COMMITMENT
TO THE NEXT BIG STEP
Thompson Coburn provides counsel to
growing companies – from start-up to exit

thompsoncoburn.com
Lo s A n g e l e s |
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By the Numbers: LA’s Fastest Growing Private Companies
Total revenue for all 100 companies on this year’s list:
• 2018 revenue: $7,408,879,660
• 2017 revenue: $5,303,269,245
• 2016 revenue: $39,562,896

Average three-year percentage growth for all 100 companies:
• 2019 list: 447.92%
• 2018 list: 345.1%
• Year-over-year percentage increase: 29.8%

Average three-year percentage growth by the top five companies:
• 2019 list: 6,662.03%
• 2018 list: 4,468.1%
• Year-over-year percentage increase: 49.1%

Company with largest revenue for 2018
Westlake Financial Services: $1.5 billion. Westlake Financial also posted the largest revenue in
2017 with $1.1 billion.

Back to back
ServiceTitan Inc. is No. 9 on this year’s list with 342% growth. Out of the 50 companies that
appeared on both the 2018 and 2019 lists, the home services software business is the highest
ranking. In 2018, it was No. 8 with 436% growth.

Unprecedented
Caulipower is the first company to attain the No. 1 ranking following a year with negative revenue. The health food brand posted revenue of -$300,000 in 2016 before surging to $45.3 million
in revenue in 2018 — good for three-year revenue growth of 18,020%.

Power play
Caulipower has the second-highest, three-year revenue growth in the history of the Business
Journal’s Fastest Growing Private Companies list at 18,020%. The highest was Fuhu Inc., the
No. 1 company on the 2013 list, which posted a three-year revenue growth of 96,606%.

Newcomers
First-time companies on the list this year: 50

Returning members
Companies with two consecutive appearances on the list: 50

Halo, goodbye
Halo Top Creamery was the No. 1 company in 2018, based on 2017 revenue. The ice
cream-maker was on track for another strong showing for the 2019 list, until it was acquired
by Iowa-based Wells Enterprises Inc., the owner of Blue Bunny, in September.

Where companies on this year’s list are headquartered:
•
•
•
•
•
•
•
•
		
		

Los Angeles: 21
Pasadena: 11
Santa Monica: 7
Culver City, El Segundo, Woodland Hills: 5 companies each
Glendale, Valencia: 4 companies each
Encino, Torrance: 3 companies each
Agoura Hills, Beverly Hills, Carson, Long Beach, Santa Clarita, Sherman Oaks: 2 companies each
Arcadia, Burbank, Calabasas, Cerritos, Chatsworth, City of Industry, Commerce, Hermosa 		
Beach, La Canada, La Crescenta, Monrovia, North Hollywood, Rosemead, Signal Hill, Sun 		
Valley, Sunland, Van Nuys, Venice, Vernon, West Hollywood: 1 company each

— JOSHUA NIV, Research Editor
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Caulipower
16200 Ventura Blvd., Suite 400
Encino 91436
eatcaulipower.com

1

2

3

4

5

6

7

8

9

10

11

12

13

14

15

16

18,020%

$45.3
$5.4
$0.3

24 food manufacturer
39

Vesta Home
4900 E. 50th St.
Vernon 90058
vestahome.com

7,237

11.2
5.3
0.2

Villaway Inc.
8730 W. Sunset Blvd., Suite 200
Los Angeles 90069
villaway.com

5,993

7.0
4.2
0.1

Integrity Cargo Solutions Inc.
17315 Studebaker Road, Unit 300D
Cerritos 90703
shipintegrity.com

1,142

5.5
1.4
0.4

NewMark Merrill Cos.
5850 Canoga Ave., Suite 650
Woodland Hills 91367
newmarkmerrill.com

919

242.51
40.8
23.8

NA buyer, developer, manager and repositioning
801 services provider for shopping centers

1997 Sandy Sigal
3/8 CEO, President
(818) 710-6100

Onica Group
1618 Stanford St.
Santa Monica 90404
onica.com

807

107.0
48.3
11.8

50 technology consulting firm providing cloud
352 consulting services, infrastructure solutions
and managed services

1983 Stephen Garden
1/8 CEO
(310) 442-3200

Pawstruck
3229 E. Spring St., Suite 310
Long Beach 90806
pawstruck.com

465

8.9
4.1
1.6

4 dog food and treats manufacturer
21

2013 Kyle Goguen
1/1 Owner, Founder
(800) 715-4955

Advertise Purple
2200 Michigan Ave., Suite A
Santa Monica 90404
advertisepurple.com

461

6.4
2.9
1.1

63 affiliate marketing agency
63

2009 Kyle Mitnick
1/1 President, Founder
(424) 272-7400

ServiceTitan Inc. (8)
801 N. Brand Blvd., Suite 700
Glendale 91203
servicetitan.com

342

59.41
28.2
13.4

Feedonomics
21011 Warner Center Lane, Suite A
Woodland Hills 91367
feedonomics.com

317

7.4
4.0
1.8

Channel Factory (31)
8383 Wilshire Blvd., Suite 930
Beverly Hills 90211
channelfactory.com

288

63.61
34.01
16.4

Hardcore Fitness Inc. (7)
20715 Centre Pointe Parkway, Suite B
Santa Clarita 91350
hardcorefitnessinc.com

287

7.7
5.3
2.0

123 Home Care (14)
3407 W. 6th St., Suite 709
Los Angeles 90020
123homecares.com

271

Lief Organics
28510 W. Industry Drive
Valencia 91355
lieflabs.com

115 luxury home-staging company passionately
116 elevating the art of design

10 distribution platform for the luxury rental
10 market

6 third-party logistics company specializing in
6 nationwide full truckload and less-thantruckload shipments

NA mobile, cloud-based software platform for
5741 home services companies

2016 Gail Becker
1/1 CEO, Founder
(844) 422-8544

2016 Julian Buckner
1/2 CEO
(323) 348-1551

2014 Joe Liebke
1/2 CEO, Founder
(800) 975-8455

2012 Ferdinand Patam
1/1 President, Co-Founder
(562) 375-6500

2012 Ara Mahdessian
1/2 CEO, Co-Founder
(855) 899-0970

67 advertising and marketing company focusing
85 on optimization of products to retail channels

2014 Shawn Lipman
1/11 CEO
(844) 673-7305

NA marketing agency for YouTube and social
431 video advertising

2010 Tony Chen
1/10 CEO
(323) 852-8788

50 group training facility
150

2007 Larry Nolan
5/22 CEO, Co-Founder
Nadia Nolan
Co-Founder
(800) 910-2486

16.71
9.8
4.5

NA provider of nonmedical home care services
751 and transportation

2013 Gray Freeman
9/35 CEO
(310) 361-8558

257

50.0
25.0
14.0

102 manufacturer of dietary supplements
165

2008 Adel Villalobos
4/4 CEO, Owner, President
(661) 775-2500

Raw Sugar Living
13412 Ventura Blvd., Suite 200
Sherman Oaks 91423
rawsugarliving.com

237

25.2
13.6
7.5

TaskUs (36)
3221 Donald Douglas Loop S
Santa Monica 90405
taskus.com

222

254.2
117.3
78.9

15 manufacturer of personal care products
17

31 business service provider
16,000

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

2014 Ronnie Shugar
1/2 CEO, Co-Founder
(818) 501-1400

2008 Bryce Maddock
2/15 CEO
(888) 400-8275

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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Freight Right Global Logistics Inc. (21)
4250 Pennsylvania Ave., Suite 206
La Crescenta 91214
freightright.com

17

18

19

20

21

22

23

24

25

26

27

28

29

30

31

32

209%

$11.1
$5.5
$3.6

15 international and domestic logistics company
19

2007 Robert Khachatryan
1/3 President, COO
(877) 909-7447

Skin by Lovely
2730 Wilshire Blvd, Suite 320
Santa Monica 90403
skinbylovely.com

208

11.31
4.4
3.7

NA nonsurgical medical facial aesthetics practice
501

2009 Lovely Laban
1/3 Co-Founder, Clinical Director
Jake Laban
Co-Founder, COO
(310) 566-0858

Uptime Energy Inc.
8000 Woodley Ave.
Van Nuys 91406
uptimeenergy.com

200

21.0
14.0
7.0

25 energy drinks manufacturer and distributor
55

2014 Benjamin Kim
1/1 CEO
(800) 441-5656

Lyon Stahl Investment Real Estate
239 Oregon St.
El Segundo 90245
lyonstahl.com

195

6.2
3.8
2.1

55 multifamily real estate brokerage firm
55

2014 Brett Lyon
1/1 Woody Stahl
Partners, Brokers
(310) 425-9838

Cambria Investment Management
2321 Rosecrans Ave., Suite 3225
El Segundo 90245
cambriainvestments.com

189

5.4
3.9
1.9

Lido Advisors (60)
1875 Century Park East, Suite 950
Los Angeles 90067
lidoadvisors.com

186

23.0
11.0
8.0

MediaAlpha (48)
700 S. Flower St., Suite 640
Los Angeles 90017
mediaalpha.com

183

297.11
163.0
105.0

CBDfx
19851 Nordhoff Place, Suite 105
Chatsworth 91311
cbdfx.com

173

14.2
6.4
5.2

100 manufacturer and provider of CBD vapor
100 products

2012 Ali Esmaili
1/3 CEO
(888) 991-7471

Fox Dealer Inc. (4)
101 E. Green St., Suite 14
Pasadena 91105
foxdealer.com

164

21.3
18.7
8.1

65 digital agency specializing in custom
75 websites, design and digital marketing

2013 GianCarlo Asong
1/1 CEO
(866) 252-5879

Hawke Media (15)
2231 S. Barrington Ave.
Los Angeles 90064
hawkemedia.com

152

14.01
9.5
5.5

NA digital marketing agency
NA

2014 Erik Huberman
1/2 CEO, Founder
(310) 451-7295

Gimbal Inc. (22)
1320 E. 7th St., Suite 200
Los Angeles 90021
gimbal.com

151

32.6
16.9
13.0

37 data monetization for major media
78 companies, full stack mobile advertising
platform

2011 Rob Emrich
1/5 CEO
(800) 882-5216

SnackNation (3)
3534 Hayden Ave.
Culver City 90232
snacknation.com

148

24.2
16.9
9.8

NA healthy snack-delivery service
1661

2014 Sean Kelly
1/2 CEO, Co-Founder
(310) 845-7750

Alpha Structural Inc. (29)
8334 Foothill Blvd.
Sunland 91040
alphastructural.com

137

21.3
16.2
9.0

133 contractor specializing in foundation and
134 landslide repair, and earthquake retrofitting

1993 David Tourje
2/2 Owner
(323) 258-5482

Studio III Marketing
1800 S. Brand Blvd., Suite 301
Glendale 91204
studio3marketing.com

135

6.81
4.81
2.91

NA internet marketing company
521

2012 James Butterworth
1/1 CEO
(310) 734-4964

Waiakea Inc.
5800 Hannum Ave., Suite 135
Culver City 90230
waiakeasprings.com

131

6.71
4.31
2.91

NA drinking water brand
261

2012 Ryan Emmons
1/1 CEO, Founder
(855) 924-2532

S3 Builders Inc.
7684 Clybourn Ave., Suite A
Sun Valley 91352
s3builders.com

129

11.0
3.9
4.8

15 construction company for commercial real
15 estate

2004 Marc Rapisardi
1/1 Founder, Principal
(818) 616-7624

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

5 investment advisory firm
8

2006 Meb Faber
1/2 CEO, CIO
(310) 683-5500

38 wealth advisory firm
70

1999 Gregory Kushner
1/15 Senior Managing Director,
Chairman
(310) 278-8232

NA marketing technology company
NA

2011 Steve Yi
1/5 CEO, Co-Founder
NA

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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Rainmaker Ad Ventures Inc. (37)
13453 Bayliss Road
Los Angeles 90049
rainmakeradventures.com

33

35

36

37

38

39

43

44

45

46

47

125%

$30.7
$18.7
$13.6

2 digital-media buying agency
10

2004 Drew Kossoff
1/1 CEO
(310) 746-5125

Standard Black
163 S. La Brea Ave.
Los Angeles 90036
standardblack.com

125

11.1
7.8
5.0

10 marketing company that pairs inventive
26 design with imaginative content to create
innovative branding solutions

2008 Michael Sharp
1/2 CEO, Co-Founder
(310) 822-7200

Arixa Capital Advisors
10960 Wilshire Blvd., Suite 1050
Los Angeles 90024
arixacapital.com

111

7.8
5.2
3.7

24 nonbank real estate lender
24

2006 Jan Brzeski
1/1 Managing Director, Chief
Investment Officer
Gregory Hebner
Managing Director
(310) 905-3050

Partner Energy Inc. (23)
680 Knox St., Suite 150
Los Angeles 90502
ptrenergy.com

110

10.3
10.5
4.9

40 provider of energy-efficiency engineering and
50 sustainability consulting services

2009 Tony Liou
1/3 President
(888) 826-1216

Back at You Media
16255 Ventura Blvd., Suite 410
Encino 91436
backatyou.com

109

7.11
5.21
3.41

NA internet marketing company
401

2011 Michael Glazer
1/1 CEO, Co-Founder
(800) 660-7719

Seriously Digital Entertainment Inc. (41)
228 Main St., Suite A
Venice 90291
seriously.com

106

69.41
41.9
33.7

NA mobile-first entertainment company
781

2013 Andrew Stalbow
1/2 CEO, Co-Founder
NA

Scorpion Inc. (27)
27750 Entertainment Drive
Valencia 91355
scorpion.co

105

253.91
194.01
123.6

KPG Healthcare (18)
1960 E. Grand Ave., Suite 940
El Segundo 90245
kpghealthcare.com

105

Your Home Sold Guarenteed Realty Inc. (16)
8932 Mission Drive, Suite 102
Rosemead 91770
yourhomesoldguarenteedinc.com

NA internet marketing company
6531

2001 Rustin Kretz
1/3 CEO
(661) 702-0100

28.8
22.3
14.0

140 health care staffing agency
185

2011 Joe Gossman
1/1 CEO, President
(310) 374-7178

105

8.41
8.11
4.11

NA real estate company
121

2007 Rudy Kusuma
1/1 CEO, President
(626) 789-0159

GeBBS Healthcare Solutions Inc. (72)
600 Corporate Pointe, Suite 1250
Culver City 90230
gebbs.com

105

73.91
49.31
36.11

Rabbit Air
125 N. Raymond Ave., Suite 308
Pasadena 91103
rabbitair.com

104

18.41
12.01
9.01

NA air purifier designer and manufacturer
191

2004 Karrie Chan
2/4 CEO, Co-Founder
(562) 861-4688

Omaze Inc.
5735 W. Adams Blvd.
Los Angeles 90016
omaze.com

102

27.01
18.11
13.41

NA experience-driven fundraising platform that
941 leverages the power of storytelling and
technology to change charitable giving

2012 Ryan Cummins
1/1 Matt Pohlson
Co-Founders, CEOs
(213) 534-6693

Med Tech Solutions Inc. (53)
25060 Avenue Stanford
Valencia 91355
medtechsolutions.com

100

16.01
11.81
8.0

NA health care cloud computing
541

2006 James Deck
1/6 CEO
(626) 486-9330

Edge Financial (9)
16501 Ventura Blvd., Suite 110
Encino 91436
edgefinancial.com

97

19.31
11.7
9.8

Liberty Co. Insurance Brokers Inc. (92)
5955 De Soto Ave., Suite 250
Woodland Hills 91367
libertycompany.com

95

21.5
14.6
11.0

NA insurance company
NA

1987 Jerry Pickett
1/6 CEO
(818) 914-3960

Wpromote (32)
2100 E. Grand Ave., First Floor
El Segundo 90245
wpromote.com

95

54.5
43.8
28.0

210 digital marketing firm
450

2001 Michael Mothner
1/8 CEO, Founder
(310) 421-4844

NA provider of health care revenue cycle
6,8511 management and health information
management services

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have
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NA tax preparation company
1251

2004 Nitin Thakor
1/7 CEO, President
(888) 539-4282

2001 Light Silver
1/1 CEO
(800) 410-8605

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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The Sheppard
1800 S. Brand Blvd., Suite 101
Glendale 91204
thesheppard.com

49

50

51

52

53

94%

$7.9
$6.9
$4.1

16 marketing agency
20

2007 Suzanne Sheppard
1/4 Partner
(323) 200-2164

Criteria Corp. (55)
750 N. San Vicente Blvd., Suite 1500 E. Tower
West Hollywood 90069
criteriacorp.com

88

9.41
6.8
5.0

73 preemployment testing company
77

2006 Josh Millet
1/1 CEO
(310) 278-8649

Unitas Global (19)
453 S. Spring St., Suite 201
Los Angeles 90013
unitasglobal.com

87

41.31
33.31
22.1

NA provider of cloud technologies
1171

2011 Patrick Shutt
1/5 CEO
(213) 785-6200

Blaze Pizza (24)
35 N. Lake Ave., Suite 710
Pasadena 91101
blazepizza.com

85

341.5
278.8
184.6

NA fast-casual pizza restaurants
NA

2011 Mandy Shaw
31/338 Interim CEO, CFO
(626) 584-5880

SADA Systems Inc. (45)
5250 Lankershim Blvd., Suite 620
North Hollywood 91601
sada.com

83

127.31
100.7
69.4

NA business consulting and IT services, cloud
2251 solutions, app development and managed
services

2000 Tony Safoian
1/9 CEO, President
(818) 766-2400

Reveleer
425 W. Broadway, Suite 110
Glendale 91204
reveleer.com

83

6.8
3.6
3.7

80 healthcare software and services company
100

2009 Jay Ackerman
3/3 CEO
(866) 969-3222

Semihandmade Inc. (29)
407 W. Chestnut Ave.
Monrovia 91016
semihandmadedoors.com

83

12.61
9.61
6.9

NA manufacturer of custom doors and cabinets
731

2011 John McDonald
1/1 CEO
(818) 561-4350

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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K.T.'s Kitchens Inc.
1065 E. Walnut St.
Carson 90746
ktskitchens.com

56

57

58

60

61

62

63

82%

$68.0
$38.8
$37.4

Caldera Medical Inc. (38)
5171 Clareton Drive
Agoura Hills 91301
calderamedical.com

80

19.21
15.5
10.7

AMG & Associates Inc.
26535 Summit Circle
Santa Clarita 91350
amgassociatesinc.com

78

80.9
55.4
45.4

44 general contractor
44

Western International Securities Inc. (98)
70 S. Lake Ave, Seventh Floor
Pasadena 91101
wisdirect.com

78

86.7
69.3
48.8

NA security brokerage firm
NA

Hamilton Grant
70 S. Lake Ave, Seventh Floor
Pasadena 91101
hamiltongrant.com

77

6.2
1.5
3.5

Westlake Financial Services (80)
4751 Wilshire Blvd., Suite 110
Los Angeles 90010
westlakefinancial.com

75

1,513.2
1,121.4
864.4

Gerber Kawasaki Inc.
2716 Ocean Park Blvd.
Santa Monica 90405
gerberkawasaki.com

73

6.6
5.2
3.8

Partners In Diversity Inc.
690 E. Green St., Suite 101
Pasadena 91101
partnersindiversity.com

72

6.1
4.8
3.6

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have
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245 manufacturer of frozen pizza products and
245 bottled salad dressings

NA medical-device company focused on
721 women's health

NA independent broker dealer, investment
NA advisory, financial planning

870 acquisition and servicing of automotive retail
1,704 contracts

29 wealth and investment management firm
29

9 staffing agency providing payroll services,
9 temporary, long-term contract and directhire, executive search, and business process
services

1987 Kathy Taggares
1/1 CEO, Founder
(310) 764-0850

2002 Bryon Merade
1/1 CEO
(818) 879-6555

2005 Albert Giacomazzi
1/1 CEO, President
(661) 251-7401

1995 Donald Bizub
48/177 CEO
(888) 793-7717

1995 Donald Bizub
3/5 CEO
(310) 846-3800

1988 Don Hankey
2/5 Chairman
(323) 692-8800

2010 Ross Gerber
1/2 CEO, President, Co-Founder
(310) 441-9393

2002 Arlene Apodaca
1/1 Co-Owner, Founder, VP
(626) 793-0020

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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• 2016

(L.A. county/total)
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(in millions)

Sage Millimeter Inc. (78)
3043 Kashiwa St.
Torrance 90505
sagemillimeter.com

65

67

69

72%

$14.1
$6.7
$8.2

68 manufacturer of microwave and
68 millimeterwave components and
subassemblies

2011 Wendy Shu
2/2 CEO
(424) 757-0168

Output Inc. (56)
1418 N. Spring St.
Los Angeles 90012
output.com

71

7.81
6.2
4.6

NA music software company
NA

2013 Gregg Lehrman
1/1 CEO, Founder
(818) 672-6902

Mavice (59)
2601 Ocean Park Blvd., Suite 311
Santa Monica 90405
mavice.com

71

15.71
10.91
9.21

NA custom software-builder
251

2002 Greg Russell
1/2 CEO, Co-Founder
(310) 576-6044

Coolhaus
8588 Washington Blvd.
Culver City 90232
cool.haus

69

11.0
7.8
6.5

25 ice cream manufacturer and retailer
40

2009 Natasha Case
1/1 CEO, Co-Founder
(310) 993-2724

Chrome River Technologies Inc. (65)
5757 Wilshire Blvd., Suite 270
Los Angeles 90036
chromeriver.com

69

48.31
37.71
28.6

Network Optix Inc. (94)
111 N. 1st St., Suite 200
Burbank 91502
networkoptix.com

66

7.31
5.01
4.41

Del Amo Construction Inc.
23840 Madison St.
Torrance 90505
delamoconstruction.com

66

203.6
172.0
122.8

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

NA developer of expense reporting and invoice
4741 automation software

2007 Alan Rich
1/1 CEO
(888) 781-0088

NA software development company
621

2010 Richard Fei
1/1 CEO, President
(818) 748-2470

105 general contractor
NA

1968 Steve Donahue
1/1 President
(310) 378-6203

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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OnPrem Solution Partners (51)
1601 N. Sepulveda Blvd., Suite 367
Los Angeles 90266
onprem.com

71

72

73

75

76

61%

$37.71
$28.8
$23.4

Branded Entertainment Network
15250 Ventura Blvd., Suite 300
Sherman Oaks 91403
ben.productplacement.com

60

70.81
50.91
44.41

Boa Logistics (32)
6041 Bristol Parkway, Suite 100
Culver City 90230
boalogistics.com

58

20.5
17.2
13.0

NA freight management, logistics, third-party
NA logistics, trucking and rail

2011 Walter Lopes
1/1 Matthew Mugar
Co-Founders
(310) 751-6003

Los Angeles Distributing Co. (34)
2770 Vail Ave.
Commerce 90040
ladistco.com

58

12.0
9.8
7.6

33 wholesale distributor of New Age snack and
35 beverage brands

2012 Richard Medina
1/1 CEO
(323) 838-0000

Grobstein Teeple
6300 Canoga Ave., Suite 1500
Woodland Hills 91367
gtllp.com

57

11.0
8.0
7.0

NA accounting firm
NA

2012 Howard Grobstein
1/4 Managing Partner
(818) 532-1020

Picore International Security (63)
23679 Calabasas Road, Unit 215
Calabasas 91302
picoreinternational.com

56

23.1
17.4
14.8

Roth Event-full Design Co. Inc.
10323 Los Alamitos Blvd.
Long Beach 90720
redcompany.com

56

11.4
9.5
7.3

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

NA consulting, product development and
220 technology innovation firm

2013 Frank Leal
1/4 Co-Founding Partner
(818) 934-0374

NA entertainment marketing company
1531

2013 Ricky Ray Butler
1/4 CEO
(310) 342-1500

250 security and private investigation
350

1998 Dana Picore
1/7 CEO, President
(818) 888-9659

17 meeting and event planning, branded
27 promotional items, apparel

2008 Carmela Roth
1/1 President
(562) 498-1270

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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78

81

83

84

Allen Lund Co.
4529 Angeles Crest Highway
La Canada 91011
allenlund.com

55%

$661.8
$516.0
$426.3

100 transportation brokerage and logistics
515

1976 Edward Lund
1/35 President
(800) 777-6142

DLR Group
700 S. Flower St., 22nd Floor
Los Angeles 90017
dlrgroup.com

55

262.0
218.0
169.0

175 design firm providing architecture,
1,250 engineering, master planning, interior design
and specialized design services

1966 Pamela Touschner
2/30 Senior Principal, California
Region Leader
(213) 800-9400

Traffic Management Inc. (91)
2435 Lemon Ave.
Signal Hill 90755
trafficmanagement.com

55

153.0
99.9
98.7

200 traffic control management, safety services
1,400 and products

1994 Chris Spano
4/27 Jonathan Spano
Owners
(800) 763-3999

Decision Sciences Research Associates Inc.
(52)
236 W. Mountain St., Suite 108-B
Pasadena 91103
dsra.com

53

11.4
7.7
7.4

The Agency (69)
331 Foothill Road, Suite 100
Beverly Hills 90210
theagencyre.com

53

Cyberpower Inc. (54)
730 Baldwin Park Blvd.
City of Industry 91746
cyberpowerpc.com
Coast Medical Service Inc. (26)
9560 W. Pico Blvd.
Los Angeles 90035
coastmedicalservice.com

5 market research, marketing, advertising and
100 public relations

1986 William Fisher
1/6 CEO, President
(626) 793-9090

107.01
83.61
69.91

NA real estate brokerage firm
6971

2011 Mauricio Umansky
9/23 CEO
(424) 230-3700

52

280.2
222.2
184.2

NA computer and parts seller
226

1998 Eric Cheung
1/1 CEO
(626) 813-7730

51

9.2
8.1
6.1

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

10 health care staffing agency
NA

1979 Kenny Kadar
1/1 President
(323) 879-8880

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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Heateflex Corp.
405 E. Santa Clara St.
Arcadia 91006
heateflex.com

85

86

87

88

90

92

50%

$10.6
$9.6
$7.1

45 manufacturer of high-purity fluid heaters for
45 makers of semiconductors, solar cell and
medical devices

1998 Jorge Ramirez
2/2 President
(626) 599-8566

Sandler Partners (46)
1200 Artesia Blvd., Suite 305
Hermosa Beach 90254
sandlerpartners.com

49

90.7
79.7
60.71

41 distributor of connectivity, cloud, managed IT
60 and security services.

2003 Alan Sandler
1/5 Managing Partner
(310) 796-1393

Charles Pankow Builders Ltd. (92)
199 S. Los Robles Ave., Suite 300
Pasadena 91101
pankow.com

48

496.0
475.1
335.0

Thoreau Services Inc. (86)
5120 W. Goldleaf Circle, Suite 10
Los Angeles 90056
thoreauservices.com

47

18.7
16.8
12.7

Nowcom Corp.
4751 Wilshire Blvd., Suite 115
Los Angeles 90010
nowcom.com

47

82.6
65.2
56.11

Plastek Cards Inc.
24412 S. Main St., Suite 104
Carson 90745
plastekcards.com

46

7.6
6.2
5.2

Relief-Mart Inc. (20)
28505 Canwood St., Suite C
Agoura Hills 91301
Selectabed.com

46

20.61
15.71
14.2

Faye Business Systems Group Inc. (97)
5950 Canoga Ave., Suite 615
Woodland Hills 91367
fayebsg.com

40

8.1
6.9
5.8

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

158 general contractor
331

NA provider of cleaning, emergency and
NA construction services to retailers, builders
and facility maintenance providers

164 technology company for automotive and
700 financial services

1963 Kim Lum
1/3 CEO
(626) 304-1190
1983 Nicki Frank
1/2 CEO, President
(310) 822-8017

1996 Jay Kamdar
2/4 President
(888) 669-2669

9 manufacturer of plastic card products and
24 affiliated services

2005 Jeff Fulmer
1/2 CEO
(888) 762-2737

NA manufacturer and distributor of mattresses,
411 pillows and health supplements

2001 Rick Swartzburg
1/1 CEO, Head of Product
Development
(800) 667-1969

12 technology consulting and software company
30

2009 David Faye
1/5 CEO
(818) 280-4820

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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Bank on Accountability
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Top 10 - Forbes Best Banks

Torrey Pines Bank, a division of Western Alliance Bank, Member FDIC.
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First Call Staffing Inc.
2780 Skypark Drive, Suite 340
Torrance 90505
firstcallstaff.com

93

94

95

97

98

100

39%

$6.1
$5.1
$4.4

9 staffing agency providing office support, light
NA industrial personnel

1990 Marcia Allen
2/2 President
(310) 539-2884

ForensisGroup
301 N. Lake Ave., Suite 420
Pasadena 91101
forensisgroup.com

38

13.2
12.2
9.6

22 technical and scientific expert and consulting
22 services

1991 Mercy Steenwyk
1/1 CEO, President
(626) 795-5000

24 Hour Home Care (82)
200 N. Sepulveda Blvd., Suite 300
El Segundo 90245
24hrcares.com

36

79.7
71.3
58.6

Citadel CPM Inc.
482 S. Arroyo Parkway, Suite 230
Pasadena 91105
citadelcpm.com

36

6.1
5.3
4.5

Roys & Associates
1603 Aviation Blvd.
Los Angeles 90278
roysandassoc.com

35

Abacus Wealth Partners
429 Santa Monica Blvd., Suite 500
Santa Monica 90401
abacuswealth.com

175 provider of professional caregiving services
219 to seniors and individuals who are
developmentally disabled

2008 David Allerby
8/17 CEO
(800) 522-1516

37 project and construction management
38 support service

2006 Fadi Rassam
1/4 CEO, President
(626) 796-7926

10.5
9.2
7.8

NA retained executive search
NA

2003 Deam Roys
1/4 Managing Partner
(888) 614-3556

34

17.01
15.01
12.71

NA financial adviser
571

KRG Technologies Inc.
25000 Ave. Stanford, Suite 243
Valencia 91355
krgtech.com

34

91.41
53.8
68.4

NA mission-critical technology solutions such as
2131 IT consulting, development

1999 Brent Kessel
3/7 Co-Founder, CEO
Spencer Sherman
Co-Founder, Executive
Chairman
(310) 566-1888
2003 Balamurugan Subbiah
1/8 President, CTO, Chaiman
(661) 257-9967

Krost (73)
790 E. Colorado Blvd., Suite 600
Pasadena 91101
krostcpas.com

32

33.8
33.1
25.6

112 certified public accountancy firm with tax
145 credit consulting services

1
Information from Inc. magazine.
NA - Not Available Note: Due to the right of privately held companies to withhold information, the Business Journal
makes no pretense of this being a complete list. Information on this list was provided by representatives of the
companies themselves. Companies are ranked by their percentage growth from 2016 to 2018. Revenue figures have

1939 Gregory Kniss
3/7 CEO, President
(626) 449-4225

been rounded. In order to qualify for the list, a company must be privately held, for-profit, headquartered in L.A. County,
in business as of Jan. 1, 2016, and not be a division or subsidiary of another company. They are also required to have at
least $5 million in 2018 revenue. Law firms, banks and private equity firms were excluded because they do not report
revenue in a conventional manner.
Researched by Joshua Niv
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Lido Advisors is honored to be ranked among
Los Angeles Business Journal’s Top 100 FastestGrowing Private Companies in LA for the second
year running!

WE WORK WITH MANY BUSINESS OWNERS
H E L P I NG T H E M R E AC H TH E I R G OA LS .

As a top RIA, Lido Advisors is always striving for innovation and achievement
through our services, our standards, and our commitment to clients. Our rise
in the ranks is a result of dedicated efforts to achieve exceptional white glove
service. Thank you for going on this journey with us.

310 . 4 41 . 9 3 9 3

gerberkawasaki.com
Investment advice offered through Gerber Kawasaki Inc, an SEC registered investment advisor. The information listed in this material are
for general information only and are not intended to provide speciﬁc advice or recommendations for any individual. Gerber Kawasaki does
not provide accounting, tax or legal advice. No strategy ensures success or protects against loss. Financial strategies and investments
involve risk and one should consult a ﬁnancial advisor before making any decisions. Past performance is not indicative of future results.
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Elevate Your Business with Continuing Ed Programs
Learn skills you and your team can
apply immediately

systems analysis, and more.
Engineering & Technical Management
Provide training for your technical team
in a variety of engineering fields ranging from
biotechnology engineering, supply chain management, project management, construction
management, and many more.

B

usiness owners face a host of unique challenges today. Managing cash flow, promoting sustained growth, staying current with
technology, building and nurturing talent can
all be overwhelming to any business owner or
entrepreneur.
In a dynamic and ever-changing environment, constantly honing your skills, as well as
those of your employees’, is key to your company’s sustained growth and success. Continuing
education programs offer formal instruction or
training to help you elevate your business and
your team to advance their careers or develop
in-demand skills.
ONLINE AND ON CAMPUS LEARNING
FROM INDUSTRY EXPERTS
For more than 100 years, UCLA Extension
has helped people enhance their skills and
advance their careers. Students can choose
from thousands of individual courses or pursue
in-depth study of a professional field. Also
available are short series of courses designed to
help them quickly gain knowledge in a focused
area of study and apply it immediately in the
workplace.

Entertainment & Arts
Understand the business of entertainment
and expand your industry network and exposure.
Learn from our instructors and alumni who have
won Oscars, Emmys, and Grammys. Our offerings include the business and management of
entertainment, film and TV development, music
business, TV and feature film writing, and more.
UCLA Extension’s on campus courses offer
excellent opportunities to network with peers
and instructors and make valuable personal and
professional connections. Corporate discounts
are available and UCLA Extension can help
support your organization’s tuition reimbursement program.
POPULAR AREAS OF STUDY
Business & Management
Enhance your organization’s performance

with training in a wide range of business skills
including leadership and management, human
resources management, marketing and strategic
branding, risk management, international trade
and commerce, and more.
Digital Technology
Ensure your team has the skills to keep systems running, as well as develop what’s next. We
offer courses in cybersecurity, data science, applications programming, database management,

Custom Program and Corporate Education
We understand every business and team has
unique learning goals. To help, we can create
custom, top-tier educational trainings, seminars,
and workshops for any organization based on
your needs through UCLA Extension’s Custom
Program and Corporate Education. Some of our
partners and clients include: Boeing, Fox, Hulu,
Kaiser, Sony, and Northrop Grumman.
Winter Quarter begins January 6, 2020. Learn
more at uclaextension.edu/LABJ.

LEADING THE WAY
IN CONTINUING EDUCATION
UCLA Extension has helped enhance careers for more than 100 years.
Contribute to your bottom line by giving your team the tools to grow.

63383-19

UCLAEXTENSION.EDU/LABJ
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Growing Confidence Conflicts with Rising CyberCrime
C
ybercrime has become a reality for the
middle market. While major cyber incidents and data breaches at large corporations such as Marriott and Facebook continue
to capture global headlines, middle market
companies are starting to recognize that they
are often the prime target for cybercriminals.
In the past, midsized companies often held
the perception that they were too small to be
a target for hackers. However, with rising concern across the board about several types of
cybersecurity attacks uncovered in the RSM
US Middle Market Business Index survey,
these companies are starting to take notice.
According to first quarter 2019 MMBI
data, 15 percent of middle market C-suite
executives said their companies experienced
a data breach in the last year, up from 13
percent in 2018 and a significant jump from
5 percent just four years ago. Larger middle
market organizations continue to be most
at risk, with high volumes of valuable data
to attract cybercriminals, but lacking the
robust security resources of their large-cap
peers. However, the focus on data breaches
can be misleading, as the term data breach
typically entails a cyber incident resulting in
stolen sensitive data. A wide variety of cyber
incidents does not result in theft of data, such
as ransomware, which interrupts business
operations or types of social engineering that
could cause the direct theft of funds from
bank accounts.
Over half of middle market executives
surveyed indicated it is likely that
unauthorized users will attempt to access their
organization’s data or systems in 2019. In an
effort to protect their firms and individual
users against cybersecurity threats, more
than half of midsized companies report
carrying cyber insurance. However, among
those organizations with coverage, only 43
percent of executives claim familiarity with

and these regulations create an array of new
business challenges for organizations highly
reliant on customer data.
Cybersecurity threats to the middle
market are very broad and evolving. RSM’s
survey shows that criminals show no signs
of backing down in the middle market, but
they are slowly shifting from attacks meant to
steal data to those meant to extract payment
directly from the victim. Attacks come by
several means: forcing the victim to pay a

According to first quarter 2019 MMBI data,
15 percent of middle market C-suite executives
said their companies experienced a data breach in the last year,
up from 13 percent in 2018 and a significant jump
from 5 percent just four years ago.

policy details. In addition to cybersecurity
challenges, emerging data privacy regulations
are requiring organizations to make a
significant shift in how they collect and
store data. The European Union’s General
Data Privacy Regulation, known as GDPR,
took effect in May 2018. Similar legislation
is emerging in the United States, led by
the California Consumer Protection Act,
and congressional hearings have discussed
regulation at the federal level. The new laws
do not focus on how companies protect data,
but rather why they have it in the first place,

040-43_FGPC-advert.indd 41

ransom, stealing funds by compromising
corporate bank accounts or tricking the
victim into making fraudulent payments.
With generally limited resources, middle
market organizations must place a premium
on awareness and benchmarking to help
mitigate the threat of cybersecurity attacks
and to comply with data privacy regulations.
Despite more middle market companies
experiencing a data breach or other cyber
incident in the last year, and rising levels
of concern over future attacks, almost all of
the executives polled in RSM’s research are

confident in their current security measures.
RSM’s survey found that 93 percent of middle
market executives are confident in their
organization’s measures to safeguard sensitive
customer data or their own environments
for the second consecutive year. While the
number of reported breaches has tripled over
the last five years, the level of confidence
expressed by executives has actually grown
by 18 points. This creates a potentially
dangerous situation where executives have
a false sense of security, seeing their peers
falling victim to attacks but fully believing
that “it can’t happen to us.”
Increased spending on information security
is one potential reason for a high level of
confidence. We have found that middle
market companies are indeed making larger
cybersecurity investments, but many need
to implement more defined plans to ensure
the right products and services are chosen
and appropriate changes are made to their
environment and business processes.
In addition, many middle market
companies have aligned their processes
to an established information technology
security framework, whether due to regulatory
compliance obligations or in an effort to
improve their security posture. However,
while mapping controls and functions to one
of these frameworks is an effective first step,
it does not mean that an organization is fully
secure. These standards are meant to provide
a strong foundation for information security,
but companies must also consider several
additional elements based on their specific
industry and business objectives. Adopting
a security framework can provide a sense of
security, but not further adjusting it to the
business can create security gaps.
Finally, communication breakdowns can
occur among executives, the board and the
people on the ground who are implementing
security processes and controls. Sometimes
what is communicated to the board is a vastly

different view than the perception of security
inside the data center. Organizations must
ensure their stakeholders are on the same page
from top to bottom to properly understand
and address potential security issues.
RSM has developed this report to
provide insights into relevant middle market
cybersecurity and data privacy trends, and
to highlight steps companies can take to
enhance security and privacy efforts. Our
research shows that the threat to the middle
market is growing, but the organizations
have only become more confident in current
protections. Generally, companies have
taken steps to improve cybersecurity, but
criminals are becoming more sophisticated
and determined. Cyberthreats are going
to continue to evolve and attackers will
continue to get smarter. Middle market
businesses must ensure that security
investments, controls and communications
align with rising threats, and that current
actions do not create a false sense of security.
Information for this article was provided by
RSM US LLP. If you are interested in reading
more about the top cyber threats facing the
middle market, download the full report today at
RSMUS.com.

11/21/19 6:00 PM

42 LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT

NOVEMBER 25, 2019

A Look at Financing Sources for Business Expansion
M
ost California businesses have humble
beginnings. From a lawnmowing service
to surfboard manufacturing, small businesses often “bootstrap” by making the most
of limited resources. Currently, California is
home to more than four million small businesses with growth that doesn’t show signs of
slowing.
Once a business moves into the black
and gains the opportunity to expand for
greater success, it’s time to look at financing
a sustainable plan. Here we detail the key
sources of finance for business expansion as
you create your growth plan.

WHEN’S THE RIGHT TIME FOR
BUSINESS EXPANSION?
Taking on debt can feel like a step into
the unknown. However, if it’s been a few
years since your business started and you’ve
experienced positive cash flow, expansion may
be a smart move.
A strong financial history is a good
indication of future success. But what does
that history entail? You might want to take an
in-depth look for positive cash flows instead
of rising sales figures, experts say.
“Business owners and entrepreneurs
sometimes mistakenly assume that revenue
growth is the best barometer of a company’s
success,” said Wayne Ward, Senior Vice
President and Regional Manager at California
Bank & Trust in Los Angeles. “While revenue
growth is certainly a good measurement,
more important than sales is the resulting
cash flow. Management should be laser
focused on increasing cash flow. Coupled with
creating and maintaining appropriate levels of
capitalization, this best enables a business to
make the decision about expansion.”
ARE YOU READY?
Taking the time to reflect today can help
you gauge your growth potential tomorrow.
Whether it’s a new location or offering more
services, you should make a checklist of needs
and issues.
From there, your bank can help with
lines of credit and SBA loans. But the right
bank will help you look at resources, not just
products.
“The time to build a banking relationship
is before you need financing,” Ward said.

Ward

“Building a long-term relationship with your
banker is as important as building a long-term
relationship with your CPA and attorney.
The bank can help you navigate expansion
later when you really need to. The strength
comes from your banker understanding your
business.”
Historic growth is the key to justifying
expansion. Look at several other factors as
a litmus test that can show you’re ready to
expand:
• Ensure that you have established a
high degree of quality management and
expertise, along with a stable leadership
team and a succession plan.
• Show a two-year track record of
cash flow increases, then lay out a plan
emphasizing the company’s potential
future cash flow.
• Leverage opportunities for partnerships
with capitalization.
• Make projections that are viable and
believable.
• Demonstrate long-term creditworthiness
with your credit score.
“Have a plan that shows long-term results
and stay realistic,” he said. “If you’re looking
to double business overnight, that’s not likely
to happen.”
Choose the right lender by making an
informed judgment as to whether the bank fits
your business. Ask about experience in your
industry and marketplace. Review the bank’s
strength, stability and record of keeping
bankers on your account.
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‘While revenue growth is certainly a good measurement,
more important than sales is the resulting cash flow. Management
should be laser focused on increasing cash flow.’
WAYNE WARD, California Bank & Trust

TAKING THE LEAP
There are many options to help you scale
and move forward:
• SBA 7(a) Loans1 – Financing for new
equipment, adding to office or warehouse
space, building out a new location or
purchasing a building for your business to
occupy.
• 504 SBA Loans1 – Funding to acquire
commercial real estate, heavy equipment
and other capital-intensive fixed assets. A
504 loan also can be used to refinance your
real estate or business debt.
• Small Business Development Corporation
Loans2 – Partnerships between local and
national banks can offer personalized,
creative financing solutions. California
Southern is a leader in the state.
• Nonprofit, mission-based microlenders1
like Accion Serving Southern California
leverage networks of lenders that connect
entrepreneurs with financing and resources.

MAKING THE BIG DECISION
Since cash flow is crucial, use a calculator
to allocate funds, determine timing and
develop your business expansion needs and
budget. Also take advantage of resources
such as SBA planning tools for mergers and
acquisitions and special programs for veteran
and minority-owned businesses.
Once you’ve made a plan, work with your
bank to get guidance every step of the way.
You can expand intelligently and profitability.
Contact a banker today to learn more.
Information for this article was provided by
California Bank & Trust. To learn more,
visit calbanktrust.com.
1. Loans subject to credit approval; SBA approval
required. Terms, conditions and restrictions apply.
2. Loans subject to credit approval. Terms, conditions and
restrictions apply.
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Are You Prepared for Continued Growth?

By MICHAEL KAPLAN, CPA

B

usinesses who attain the coveted “fastest-growing” title face a potentially
daunting task – continuing that growth
trajectory. Continually scaling the business
is not for the faint of heart; from dedicating
sufficient resources to support innovation and
managing cash flow to retaining top talent
and determining how to stay relevant in an
ever-changing marketplace – business owners
must remain agile.
Reportedly, a majority of executives know
that their companies’ success hinges on the
ability to bring new products and services to
market – many of whom also agree that their
companies aren’t allocating enough resources
to support, much less drive, innovation.
As innovation must be the prime objective
in the early stages of a new or growing
company, business owners generally focus
on the product or service instead of running
the business. However, as the business grows
and becomes more complex, it is imperative
that someone is tasked with focusing on the
business itself – analyzing profitability and
efficiency – in order to continue supporting
future innovation efforts.
Maintaining (rapid) growth requires
implementing the right people, tools, and
technology, and understanding the costs
associated with your business’ processes.
Inconveniently for many business owners,
accurately tracking and comprehensively
assessing the relevant data can take up a
significant amount of time. Often, there
aren’t enough in-house resources – which is
why it’s not always reasonable to rely solely
on in-house resources to answer all the key
questions, such as:
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Is the cash flow being closely monitored
to determine current and projected
growth?
Many business owners name cash flow
as their number one challenge to growth –
which makes sense since most businesses’
growth stalls (or fails) due to lack of funding.
Rapid growth can stretch things particularly
thin, so it becomes imperative that someone
is tasked with verifying the accuracy of the
financials, analyzing the data, and relaying
that information to the stakeholders so
they have the opportunity to adjust course
operationally, as needed.
Are the current processes scalable for
continued growth?
Reducing manufacturing and delivery
costs can help trim the fat in the supply
chain. Sometimes this is seen as the lowhanging fruit, but it can provide longlasting, incremental value, and when done
strategically, can pave the way for continued
growth.
Is technology being used to sustain a
competitive edge?
Automating processes is one of the
obvious ways to leverage technology to give
your company a competitive edge, but more
advanced AI – such as machine learning
– may be another way to discover hidden
insights and provide more personalized
customer experiences. Knowing when to
leverage this technology is key to sustaining a
growth-state and remaining competitive.
Remember that there is no ceiling/cap
on potential growth, so even if you hold the
distinction of being named one of the fastest-

growing companies, it’s still critical to have
a strategy for scaled (continued) growth. A
great place to start is asking the question
– in which way should we grow? Deciding
the direction of your company should be
driven by accurate data. Innovation budgets
should be tied to tangible goals and realistic
expectations. Dream big, and then use the
data to create the roadmap – ensuring that as
the company grows, executives can (more)
consistently meet the increased demands.
Sometimes, it makes the most sense to
leverage an outside firm – such as Miller
Kaplan, a full service accounting firm – for
a fresh perspective and so that time spent
analyzing the data doesn’t take away from
the core business objectives, goals, and
innovation.
Michael Kaplan is a partner with Miller Kaplan.
Check out millerkaplan.com to learn more.

Kaplan

KEY QUESTIONS
YOU SHOULD BE ASKING
1. In what areas do we want to grow?
2. How should we continue to differentiate
from the competition?
3. Is the goal to increase sales/service to
existing customers or acquire new ones with
new products/services?
4. Are we sufficiently supporting and
driving innovation?
5. Are we measuring the right data?
Accurately?
6. Is our risk too concentrated in a
given area?
7. Are the current processes scalable?
8. Is it time to create new processes?
9. How can we leverage AI to maximize
potential?
10. Do we have enough of the right people on
our team?
11. When is it time to shift strategies?
12. Are we prepared for what’s next?
millerkaplan.com/growing
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1 #58 fastest growing private company
(Western International Securities) and
#60 fastest growing private company
(Hamilton Grant)
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2 Silver sponsors and #62 fastest
growing private company (Gerber
Kawasaki Wealth & Investment
Management)
3 Silver sponsor (First Bank)
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(Fox Dealer)
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Home)
6 #36 fastest growing private company
(Partner Energy)
7 Attendee (UBS)
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10 Silver sponsors (Banc of California)
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