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TOP DOWN

Ad Spending Surges

U.S. ad spending jumped for the sixth straight
quarter in Q2, fed by increased outdoor and
TV advertising. Telecom and automotive saw
the biggest boosts, though retail was the
largest spender. Spending surged strongly for
P&G, the top corporate spender.
Source: Kantar Media
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MANAGING FOR SUCCESS

The Founder’s Touch Epam Systems’ Honcho
Roots Out Complacency
For Drawing ABank
Crowd Builds
Signature
Close
FOLLOW THE LEADERS

BY MOREY STETTNER

Dobkin’s reluctance to overindulge in celebrations of success extends to when his team seals a big
contract. Instead of toasting staffers when they close a sale, he might
say, “Let’s wait to celebrate until
we deliver on this contract and the
client’s happy.”
This attitude keeps Epam nimble
and responsive to customers,
Dobkinsays. And it ensures that employees don’t rest on their laurels.

Relations With Clients

Texas Roadhouse creator reprises his CEO role
BY GARY M. STERN

FOR INVESTOR'S BUSINESS DAILY

Some companies looking to hire a
new CEO don’t stray far from the
nest. They go back to their founder.
Who knows the company better
than the progenitor?
After Texas RoadhouseTXRH
Chief Executive G. J. Hart jumped
ship to become CEO of California
Pizza KitchenCPK in 2011, the casual steak dining chain chose founder
Kent Taylor as CEO to take over
the reins and sustain growth. Taylor was already familiar with the
chain’s expansion plans, since he
was serving as chairman of the
board.
Taylor had a seven-year hiatus in
running Louisville, Ky.-based
Texas Roadhouse. He launched it
in 1997, served as president until
2000, and president and CEO until
2004. That’s when Hart became
CEO and Taylor moved into the
chairman’s spot.
By the time Taylor moved upstairs in 2004, the eatery chain had
167 restaurants. By 2013 it expanded to 405 restaurants in 47 states
and had entered four foreign countries.
Unlike other chains, Texas Roadhouse mostly opens its own restaurants and only franchises outlets selectively. Indeed, in 2012 it opened
25 company-owned restaurants
and only two franchise-operated
eateries. By the end of 2013, it will
have added 28 outlets (12 are already opened) and plans to debut
25 to 30 eateries in 2014.
“Opening company units is a
great use of cash because of the returns that our restaurants generate,” said Travis Doster, spokesperson for Texas Roadhouse.
Taylor, 57, says his transition
from chairman back to CEO was
easy and smooth. In fact, he was already assuming some tasks that
CEOs normally handle when he
was chairman of Texas Roadhouse. For example, he approved
100% of the new restaurant sites.
“If the site didn’t work out, I
could yell at myself in the mirror,”
he quips.
Taylor authorized all pricing decisions, discussed menu changes
with area managers and oversaw
the design of new restaurants.
“I’m the concept guy,” he said.
“I consider myself a restaurant
manager and make decisions based
on what a restaurant manager
would make. When we meet with
area managers, we ask them what
they’d like us to do to make their
lives easier,” Taylor said.
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Leadership experts advise CEOs to
celebrate employee triumphs.
Even Steve Jobs, a notoriously demanding boss, made a champagne
toast to the team that designed
Apple’sAAPL first Macintosh computer.
Arkadiy Dobkin expresses appreciation to employees for a job well
done. But he believes in setting limits.
“We celebrate success, but not
too long and not too rich,” said
Dobkin, chairman, CEO and president of Epam SystemsEPAM, a software product development firm in
Newtown, Pa. “There’s always a
next hill to go to.”
For Dobkin, who began his career
in Minsk, Belarus, where he
worked for small software development firms, success doesn’t necessarily breed greater success. Part of
his job, as he sees it, involves fighting complacency among his 8,900
information technology employees.
When throwing a party to recognize a team’s accomplishments,
Dobkin might tell the group, “Tomorrow you’ll have a normal business day. Our clients worry about
quality delivery, not your success
last week or last month.”

Epam Systems
epam.com

Ticker
Share price
12-month sales
5-year profit growth rate
Rank in 9/9 IBD 50

EPAM
Near 34
$493 mil
80%
37
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out children. Between 4 and 6 p.m.
retirees flock for dinner specials.
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Hartmann, 50, took the top job at
True Value earlier this year. But he
admits his road to becoming the
hardware retailer’s CEO was “unorthodox.”
After graduating from law
school, Hartmann spent a decade

ing, distribution or logistics. Instead, he spent more than four
years focusing on traditional upward advancement.
In 2002, he moved to Home DepotHD in another staff role: senior director of long-range planning. In

ly on reaching the next level and
passed up potentially enriching lateral moves — Hartmann chose “to
take a half step back for a role outside my background,” he says.
The move paid off. Spending time
integrating acquisitions, he wound

Change management initiatives,
the process through which companies prepare and train managers
to be effective change leaders, face
tough going.
A study by professional services

of workers who say they were
entitled to some pension benefit
or lump-sum distribution if they
left their job, stood at 43% in 2012,
up from 24% in 1979.
EBRI says the increase is largely
due to the increased number of

Each team takes care of all the
banking needs of its clients. The
banker that brings in the business
builds the relationship with the
client, and his team is the only one
to service that account. Typically
the client speaks with just one
person on the team.
Instead of giving the bankers
quotas on what products to sell,
Signature gives the bankers autonomy in the running of their business. And the compensation model
allows them to participate in the
revenue of the business that they
develop.
“The big secret to Signature’s
success is the transparent compensation model,” said David
Darst, managing director at Guggenheim Securities. “Where other
banks have cut compensation, this
system rewards bankers for retaining and generating new business. High-performance bankers
find it motivating.”
“Basically, you eat what you
kill,” said Lana Chan, a U.S. banks
analyst at BMO Capital Markets.

Founded in 2001, Signature
was created by Joseph DePaolo
and other bankers after HSBC
bought Republic, the local New
York commercial bank where they
all worked. The former Republic
bankers felt that HSBC’s strategy
was wrong and that their clients
were getting lost in the shuffle.
“HSBC felt the relationship is
between the client and the institution, not the client and the banker,”
said DePaolo, Signature’s president
and chief executive officer. “We
felt the middle-sized businesses
couldn’t care less about the institution but wanted the relationship
with the individual banker.”
DePaolo decided to build a bank
where clients would never have to
call an “800” number but instead
would always have direct access to
their banker. And over the past 13
years, that strategy hasn’t changed.
Fishing For Talent
A key driver of Signature’s
growth has been its ability to hire
experienced teams away from the

big banks. Signature doesn’t make
any acquisitions itself. It just recruits the best bankers it can find
who are dissatisfied after a larger
institution buys their bank.
“Signature has been able to take
advantage of all the disruption and
dislocation that has taken place at
the big banks for quite a while now,”
said Chan of BMO Capital. “The key
to their success has been bringing
over the teams because they bring
a large part of their existing book
of business, driving the upfront
growth.”
“They are in permanent recruitment mode,” said Maxim’s Diana.
“And they have good intelligence
on the best teams out there.”
At the end of 2013, Signature
had 89 teams and $22 billion in assets. So far this year, it has added
five more teams.
Thomas Alonso, senior bank
analyst at Macquarie Securities,
says that Signature has many
growth opportunities and could
easily expand into New Jersey and
Connecticut.
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