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“Working with the CRT gave us the focus
we needed for continued success. Their
insights stopped us from making some
very costly mistakes and opened our
eyes to the real opportunities. I'm not
sure we’'d be where we are today with-
out their guidance at such a critical
juncture in our company’s

development.”

- Collette Murphy, Principal
Ranch & Coast Magazine

Company Profile

Ranch & Coast is a luxury lifestyle magazine
targeting 35,000 copies each month to the
affluent north coastal communities of San
Diego. Editorial content covers a diverse
array of topics important to its readers’
lifestyles. Every month the editors keep
readers informed about what's happening in
their world.

www.ranchandcoast.com
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CASE STUDIES

Ranch & Coast Magazine

When Ranch & Coast magazine first encountered the Chairmen’s
RoundTable (CRT), a diverse group of seasoned executives who offer
free strategic counsel to growing businesses, it was operating as Red
Rocket Studio and Rocket Publishing Co., Inc. (DBA Ranch & Cove
magazine). After taking an unconventional path into the publishing
business, the company was suddenly faced with operating two
profitable businesses and managing unplanned, explosive growth.

Collette Murphy and Bob Stefanko, principals of a growing design firm,
found themselves in an unusual position. “A client’s personal
bankruptcy resulted in our firm suddenly owning a magazine,” explained
Murphy. “Despite this very unexpected foray into the publishing
industry, we were able to turn the magazine into a profitable venture
pretty quickly. Meanwhile, our design firm was also growing. Needless
to say, as principals, we were stretched pretty thin. It was clear we
needed to hire the right people, allocate resources to the right area, and
develop the right plan for strategic growth.”

Murphy and Stefanko both knew that this strategic plan would be pivotal
to their continued success. However, each one had a different vision of
what the growth strategy should be. As they discussed their different
visions, they agreed on one thing — the referral to CRT couldn’t have
come at a better time.

The CRT mentors started by pointing out how different the businesses
were. “We were operating the two businesses without clear boundaries
between them,” said Stefanko. “Our CRT mentors recommended more
defined separation of the businesses — the P & L, the bank accounts,
the staff, the business plans, everything. While both entities revolve
around creative design and ink on paper, they derive income in
completely different ways. Our mentors also showed us that while our
design firm generated the higher income, our magazine had the most
potential for long-term value.”
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About Chairmen’s RoundTable

The Chairmen’s RoundTable is a non-profit
volunteer organization comprised of
successful Chief Executive Officers with
diverse industry backgrounds who provide
businesses in San Diego County advice on
how to manage and grow their businesses
through a well-defined mentoring program.
CRT members provide this service free of
charge to qualified area businesses as a
way of giving back to the community.

For more information, please visit
www.chairmensroundtable.com

The principals took all of the CRT recommendations to heart and
immediately began implementation. “After a clearer division of the
operations, we were better able to determine how to allocate resources
to each entity, and to project what the return would be,” said Stefanko.

As Murphy and Stefanko untangled the two businesses, it became clear
that the magazine offered the potential for considerably long-term value.
Therefore, it needed more resources in general — and more attention
from the principals in particular. At the same time, it also became
evident that the design firm was very time-consuming with limited
potential to build any exit value.

Ultimately, Murphy and Stefanko decided to close the design business
in order to concentrate on the magazine. “Our interactions with CRT
gave us focus and insight. This ultimately allowed us to successfully
build and execute a strategic plan to maximize the long-term value of
Ranch & Coast,” concluded Murphy.
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