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says.) Read more on page 5. As for growth, we’re 
impressed with how the City of Parma has initiated 
a series of strategic infrastructure updates, economic 
development initiatives and partnerships that are paving 
the way for the future (page 10).  

We have always admired Ken Ganley Automotive 
Group, where growth is a legacy and so is family. Read 
our cover story on page 18. Owner Ken Ganley leaves 
us with this wisdom: “I always looked up to my dad 
and the way he treated people. I know if I take really 
good care of our people, they’re going to take really 
good care of our customers.” 

Here at our TFG home, we are pleased to spotlight 
Scott Liptak, senior vice president of surety (page 
26). And we hope you enjoy the highlights from the 
Cleveland Clinic Children’s Gala (page 24). Nothing 
is more humbling and rewarding than being able to 
support children on a path to better health through the 
Fedeli Family Accelerator for Children and Families. 

We really enjoy interviewing and celebrating our 
communities’ incredible businesses and sharing all the 
good things they do for their people and customers. 
Share your stories with us. We look forward to hearing 
from you. 

Sincerely, 

4 u FEDELI FACTOR

Family – Our Kind of People

RELATIONSHIP BUILDER

Family is everything. They 
support us during the good 
and tough times — and 
they can overlook our 
shortcomings and recognize 
our potential. 

Family can mean a team 
in a workplace, friends or 
communities. And it can 
mean family in the traditional 
sense. My wife, Maryellen, 
and I have been fortunate and 

blessed to raise five children, and we now enjoy our 11 
grandchildren, who remind us that life is all about the 
little things and special moments we share. It’s all about 
people. In this issue, we celebrate family by showcasing 
businesses and their leaders who show us what it means 
to grow together and evolve in changing times. 

At Dearing Compressor & Pump Co., a recent 
leadership change and a new female CEO, Becky Wall, 
is taking a longtime industry company into the next 
generation and beyond (page 16). Meanwhile, a new 
human resources director at Great Lakes Construction, 
Lisa Fairweather, has spearheaded a significant, positive 
culture change after completely redesigning the 
company’s wellness program (page 12). And at Halle 
Engineering & Design, the first minority female-owned 
civil engineering firm in Akron shares how workplace 
diversity provides a rewarding environment that attracts 
and retains top talent. Check out the story on page 8. 

Read what Deb Perelman, general counsel for OneSky 
Flight, has to say about running a business in a male-
dominated industry and her father’s advice: Get a 
pilot’s license as a confidence builder. (“It was,” she 

Umberto P. Fedeli,  
President and CEO of The Fedeli Group
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DEB PERELMAN
General counsel, OneSky Flight

“My father recommended getting 
my pilot’s license while I was in 
school because he viewed it as a 
confidence builder — and it was. 
Early in my career, if someone 
left me feeling inadequate, I could 
walk away and think, ‘Yeah, but 
you know what? I can land an 
airplane.’”

“It can be tough to plan for a 
smooth acquisition when you 
don’t know what you might 
learn during due diligence or 
negotiation. One of the things 
that we strive to do is to draft 
our documents very carefully 
so that any obligations or items 
that carry over after the closing 
of a transaction can be easily 
understood. The clearer you can 
be, the better.”

“Trust comes from being 
transparent and upfront, and 
being there for the rest of the 
team every step of the way.”

As in-house general counsel for 
OneSky Flight, Deb Perelman 
oversees all legal matters for 
the private aviation company, 
pulling from her background 
as a corporate transactional 
lawyer. Over the last decade, 
she has facilitated a steady 
stream of acquisitions for 
OneSky, including the fractional 
jet company, Flexjet, in 2013. 
A licensed pilot and Cleveland 
native, Perelman has also been 
involved with the board of the 
International Women’s Air & 
Space Museum in Cleveland for 
the past 20 years. 

Here are some lessons she’s 
learned through her career and 
community involvement.

CONNECTIONS
WHAT I’VE LEARNED

“An acquisition target is only going 
to give you the information they 
want to give you, so you have to 
be comfortable with the people. If 
you can’t trust the people, then you 
can’t trust the substance behind the 
information they’re giving you.”

“You want to trust your counterparty, 
but you also need to protect against 
the things that could go wrong, so 
plan for contingencies.”

“Relationships are very important 
in the negotiation process, but you 
need to continually think about a 
situation where that relationship 
no longer exists. This is a good 
lesson for anybody entering into a 
contract.”

“In choosing a job, it has become 
most important to me to be 
comfortable with the people and 
the culture of the organization.” 

“I got involved with the 
International Women’s Air 
& Space Museum 20 years 
ago because they highlight 
and celebrate some really 
remarkable women, and I 
thought their stories needed 
to be shared. The community 
deserves to learn about these 
women, just like the community 
deserves to see beautiful art 
or hear orchestral movements. 
If people weren’t involved in 
fostering these experiences, life 
would be pretty boring.” u

www.thefedeligroup.com u 5 



6 u FEDELI FACTOR

INDUSTRY UPDATE

6 u FEDELI FACTOR

The COVID-19 pandemic caused an unprecedented 
shock to people, businesses, government and the economy 
at large. From this tragedy and within a short timeframe, 
leapfrog advances were made in science and technology, 
work life was questioned and businesses formed to address 
new paradigms rapidly emerged. 

The consequences of government monetary policies that 
included a federal funds rate of 0.05% in April 2020 were 
unsustainable and became evident in asset inflation (real 
estate and financial markets), followed by high general price 
inflation in 2022 and into 2023. With the federal funds 
rate approaching 4.5%, a reckoning of pandemic excesses is 
now in play.

Employee benefits was not immune to pandemic-
induced shocks and trends. From the start, our employee 

EMPLOYEE BENEFITS –  
PERSPECTIVES FROM THE PANDEMIC 
BY ANDRE LUKEZ 
CCO, Employee Benefits Division, The Fedeli Group

Pre- 
Pandemic

Pandemic 
Lockdowns

Post- 
Pandemic

Labor Market / Inflation January 2020 April 2020 October 2022 Comments

Unemployment rate1 3.5% 14.7% 3.7%

Workforce 
participation rates 
and retirements 
are significantly 
impacting labor 
markets.  

Workforce  
participation rate1 63.4% 60.2% 62.2%

Retired population2 18.3% 18.3% 19.3% 2.4 million more 
than projected

Quit rate per month1 2.3% 1.6% 2.7% Peaked at 3.0% -  
1Q 2022

Inflation rate1 2.5% 3.5% 7.7% Highest rate in  
40 years

Health Care  
Premium Change3 3-5% 3-5% 10-15% Inflation plus 

demand for services

1. Bureau of Labor Statistics.
2. Federal Reserve Bank of St. Louis research
3. Average annual premium increase observed by TFG for middle-market employers.

benefits team helped clients navigate waves of federal 
and state legislation, executive orders and regulatory 
pronouncements. For a few years, employers and their 
advisers were consumed by this regulatory barrage.  

Entering 2023, many legislative initiatives have held, 
and the complexity of employee benefits continues to grow. 
Adding to the challenge is a spike in health care inflation 
that one can only hope is temporary, perhaps transitory. 
But with an aging population, advanced treatments and 
medications, and many Americans living unhealthy 
lifestyles, the more likely scenario is that health care costs 
may have reached a new baseline from which further 
increases can be expected.    

Below is a snapshot as to how workforce and inflation 
dynamics have evolved over the past three years.



www.thefedeligroup.com u 7 

CONNECTIONS

Labor market trends are profoundly impacting employers, and 
employee benefits is now a front-and-center topic. Employees 
want to know not only about the details of the medical plan 
but about life insurance, disability and supplemental coverage. 
Employers want to know how to maximize value while meeting 
the needs of a diverse workforce.

Almost everyone is interested in their health and wants to 
have a sense of security should something bad happen to them or 
their family. With more than 800,000 excess deaths during the 
pandemic, this concern is understandable and very real. LIMRA, 
a financial services trade association, reported that in 2022, 
workplace life, disability and supplemental health insurance 
premiums will increase at an annualized rate of 8 to 10%, 
depending on the line of coverage. Despite this growth, studies 
indicate that most Americans continue to be underinsured in the 
event of death or disability.

A recent study by Unum found that 66% of all workers and 
78% of millennials are more interested in or aware of employee 
benefits since the pandemic began. Also, 42% of all workers and 
55% of millennials are concerned about their mental health.

To remain a competitive employer of choice, focusing on 
employee benefits is imperative. Benefits, like your workforce 
and the economy, are ever evolving and becoming more tailored. 
Technology tools are increasingly integrated into product 
offerings, and consumerism is beginning to take hold. Through 
thoughtful and creative benefit design, employers have an 
opportunity to distinguish themselves as they compete to attract 
and retain talent. u

 

HERE TO NAVIGATE  
YOU THROUGH THE 
MEDICARE MAZE

When looking at Medicare, people often comment, 
“The more I read the more confused I get.” Why? 
Medicare has many guidelines. 

Some facts:

• Your Part B premium is income-based.

• There are different enrollment periods.

•  A Part D plan is required even if you do not take  
any medications.

•  You should look at Medicare as an option  
even if still working.

This is where KAZ Company can help you and 
why Medicare plans are all we focus on. KAZ 
Company is here to assist and educate you with 
your insurance plan needs and questions, both 
before and after you find a plan that best meets 
your needs. 

There is no charge to meet with us and no 
obligation if you choose not to do anything with us. 
We just ask that you pass along our name.

216-901-9300
office@medicareplansneo.com
medicareplansneo.com

We do not offer every plan available in 
your area. Any information we provide is 
limited to those plans we do offer in your 
area. Please contact Medicare.gov or 
1-800-MEDICARE to get information on 
all of your options.

A Post-Pandemic Benefits Strategy
•  New ideas for the delivery of benefits have 

accelerated. Be open minded. 

•  Review benefit offerings in the context of  
total financial protection (life, disability and 
voluntary coverages).

•  Mental well-being is an essential part of  
health care.

•  Embrace technology tools for enrollment, 
communication and member access to care.

•  Ongoing communication will improve  
member satisfaction. 

•  Understanding plan demographics -  
present and prospectively - will significantly 
impact benefit strategy.

• Take a long-term view.
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When Halle Jones Capers, P.E., established 
Halle’s Engineering & Design LLC in 2020, 
she created the first minority female-owned 
civil engineering firm in Akron. Being first 

has become a theme throughout Jones Capers’ career, 
starting at the University of Akron, where she served as the 
first president of the National Society of Black Engineers 

chapter she established in 1986. 
Most of her 30-plus-year civil 

engineering career focused on 
roadway and highway design. She 
also spent four years as director 
of the Women in Engineering 
program at UA, and three years 
as the Ohio Department of 
Transportation’s first Black woman 
deputy director of the division 
of highway operations. So when 
she started her business, she had 
plenty of technical expertise, but 
when it came to the other aspects 
of building a business, she needed 

support. Her first call was to Tony Schepis, Senior Vice 
President at The Fedeli Group, to set up insurance coverage 
for her new company.

“I know the engineering part, but the business part has 
been a tremendous learning curve,” Jones Capers says. “As 
president of this company, I wear a lot of hats. That’s why 
it’s been it’s been great working with Fedeli’s team, because 
that’s one area I don’t have to worry about.”  

SUCCESS BY

DESIGN  
How Halle Jones Capers, P.E., built Akron’s first  
minority female-owned civil engineering firm
BY BROOKE BILYJ

To handle other business functions like human resources 
and marketing, Jones Capers relies on support from local 
programs. She participates in a minority business incubator 
through GPD Group, an architectural engineering firm in 
Akron. This partnership provides Jones Capers with rent-
free space inside GPD’s office, opportunities to collaborate 
on client projects and access to GPD’s internal resources 
like the IT department and marketing team. 

In July 2022, Jones Capers was selected to participate 
in the Diversity, Equity and Inclusion (DEI) Supplier 
Accelerator, a new business development mentorship 
program through Cleveland Clinic and University 
Hospitals. 

“It’s a big honor to be selected for the inaugural class,” 
Jones Capers says. “It was great to spend time with their key 
leaders, have them analyze our business and hear their tips 
to improve it.”

As Halle’s Engineering and Design continues to grow, 
with seven employees and more projects on the horizon, 
Jones Capers is committed to supporting other aspiring 
engineers and entrepreneurs. 

“I hope to inspire other young women and African 
Americans to not only enter the field of engineering but 
perhaps to one day start their own company,” says Jones 
Capers, an active member of the Increasing Diversity in 
Engineering Academics (IDEAs) Advisory Council at 
UA and the Akron-Canton chapter of the Architecture, 
Construction, Engineering (ACE) Mentor Program. “It’s 
so important that we have diverse ideas, not just because it 
helps creativity but because it helps our communities.” u  

CONNECTIONS

Halle Jones Capers, P.E., owner and 
president, Halle’s Engineering & Design LLC
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“I know the engineering 
part, but the business 
part has been a 
tremendous learning 
curve. As president of 
this company, I wear a 
lot of hats. That’s why 
it’s been great working 
with The Fedeli Group’s 
team, because that’s 
one area I don’t have to 
worry about.”  
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PROGRESS IN 

PARMA

CONNECTIONS

BY BROOKE BILYJ

Between economic development, 
infrastructure updates and 
recreational improvements, Mayor 
Timothy DeGeeter is proud to see 

Parma becoming an even better place to live, 
work and play.  

He says that Parma’s growth is a team 
effort, and revitalization is only possible 
through collaboration. 

“Our city motto is ‘Progress Through 
Partnerships,’ and we’re proud of the great 
relationships being built,” says DeGeeter, 
who took office in 2012. “We’re all in this 
together, because we can’t do it alone.” 

 
INFRASTRUCTURE UPDATES
Parma is working closely with their 
partners, including the Northeast Ohio 
Areawide Coordinating Agency (NOACA), 
Cuyahoga County and Ohio Department of 
Transportation (ODOT) to resurface roads 
including Pearl, Ridge, Ridgewood and, next 
year, Brookpark. 

“Additionally, we’ll be spending an 
additional $5 million on our residential 
streets over the next two years,” he says.

The city is cooperating with the Northeast 
Ohio Regional Sewer District (NEORSD) to 
address stormwater management by repairing 

catch basins and replacing stormwater 
retention basins to alleviate flooding. 
Construction began this fall on a $3.4 
million retention basin at Zielinski Park, and 
Veterans Memorial Park will get a new basin 
in 2023. 

“I love lakes,” says DeGeeter, who serves on 
the boards of NOACA and NEORSD, “just 
not in people’s basements.”

 
ECONOMIC DEVELOPMENT
Parma is enjoying steady job growth. The 
former General Motors (GM) transmission 
plant was recently purchased for $34 million 
and leased to the U.S. Postal Service and an 
auto parts manufacturer. Meanwhile, GM 
announced plans to invest $46 million in its 
Parma Metal Center.

“Any time I hear that GM is investing in 
their Parma operation, that helps me sleep 
at night knowing those jobs are there,” 
DeGeeter says. 

Likewise, the completion of University 
Hospitals Parma Medical Center’s $27.5 
million surgery department expansion 
will add jobs at the city’s largest employer. 
Another 16.6 acres of industrial land was 
purchased on West 130th Street for build-
to-lease development, which promises to be a 

site of future job growth, DeGeeter says. 
Parma’s recreation scene is also getting 

a refresh, with “the city’s biggest economic 
development project in decades” at 
Ridgewood Golf Course. The city has 
demolished the old clubhouse and began 
designing a new event center/clubhouse.  
The estimated $9 million project slated 
to open in 2025 — in time for the 100th 
anniversary of the golf course. 

 
LOCAL PARTNERSHIPS
The city’s long-term relationship with The 
Fedeli Group has been integral to Parma’s 
progress.

“The Fedeli Group has helped position 
the City of Parma to offer benefits which 
demonstrate that we’re invested in our 
employees’ overall health,” DeGeeter says. 
“The Fedeli Group has been proactive in 
recommending policies and programs directly 
aligned with our needs to offer competitive 
insurance, while also keeping costs down.” 

With competitive benefits and the city’s 
unique amenities and exciting updates, 
DeGeeter is proud of the partnerships the city 
has formed and its continued revitalization 
and growth. u

Mayor Timothy 
DeGeeter looks 

forward to regional 
revitalization and 
progress through 

partnerships.
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After earning Aviation 
Engineering degrees 
from State University 
of New York and 
Western Michigan 
University, how did 
you land in aviation 
insurance?

After college, I went 
through Navy pilot 
training and was assigned 
to the Fleet Tactical Squadron 40 based in Norfolk. After 
my Naval obligation, I was hired by USAIG (New York) as 
an underwriter. After three years, I was transferred to the 
Chicago office, where I was promoted to assistant manager. 
Two years later, I was transferred to the Los Angeles office 
as the manager. After running that office for two years, 
I was offered a position by Bayly Martin & Fay to start 
an Aviation office in their Chicago office. In 1981, I was 
offered an equity position by Emett and Chandler Chicago.

In 1990, I bought my accounts and opened The Aviation 
Agency (TAA) in Schaumburg, Illinois, which I sold to 
a Las Vegas firm I knew well in 2011. In 2010, I started 
Aviation Risk Management Associates, which I ran until 
May 1, 2022, when I made the deal with Nick Fedeli. I 
knew it was going to be a good fit after my second meeting 
with Nick and Umberto … who couldn’t love Umberto?

The Fedeli Group and Aviation Risk Management 
Associates (now TFG Aviation Risk Management) 
share similar values and a client-centered 
approach. How has this facilitated a smooth 
transition into The Fedeli Group family?

The customer comes first. This is a quality I have believed 
in through the decades of running my businesses. I’ve had 
my largest account since 1983. This and many other of my 
business values line up with values at The Fedeli Group.

Tell us about your philosophy on engaging clients.

In the beginning, I put out a lot of fires. Brokers often 
didn’t even know how to fix whatever was causing the 
problem(s). Once issues were handled, we kept clients for 25 
to 30 years!   

I am also very detail-oriented and no two policies are the 
same. As I grew my book of business, I developed various 
coverage outlines and checklists to hopefully keep my 
workload under control. I believe spending my first seven 
years as an underwriter and underwriter manager helped, as 
we can provide an underwriter’s perspective to clients.

Tell us about your grandson, Joseph, and his 
passion for flying.

Joseph is the most mature and responsible 15-year-old you 
will ever meet. He has straight A’s, is a Boy Scout (almost 
an Eagle Scout) and the goalie for his school’s soccer team. 
He has about 150 hours of flight time so far and enjoys 
flying to nearby airports for lunch. He can fly a Cessna 
C-152 better than I can! His goal is to solo on his 16th 
birthday and get his pilot license on his 17th birthday. u

FOR LARRY GALIZI,  
THE CUSTOMER ALWAYS 
COMES FIRST

Larry Galizi is president at Aviation Risk Management 
Associates Inc., which has recently transitioned into 
becoming a member of the The Fedeli Group family.

Larry Galizi and his wife Karen

BY NICHOLAS U. FEDELI, EXECUTIVE VICE PRESIDENT, THE FEDELI GROUP
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A CULTURE OF 

WELLNESS
How The Great Lakes Construction Co. engages employees in a new 
wellness program jointly crafted with The Fedeli Group
BY BROOKE BILYJ

CONNECTIONS

When Lisa Fairweather joined 
The Great Lakes Construction 
Co. in 2020, she knew there 
was something “remarkable” 

about the work environment. Instead 
of operational hierarchies and internal 
competition, she encountered a caring team 
built on genuine trust and collaboration.

“This company is unique because everyone 
has a voice. I’m so impressed by how people 
work together, respect each other and 
listen to what everyone has to say,” says 
Fairweather, the company’s first full-time 
human resources manager. “It doesn’t matter 
whether you’re out in the field or in the 
office, whether you’re an employee-owner or 
part of the local union — there’s a sense of 
pride being part of the company.” 

New hire orientation sets the expectation 
for this culture when new employees join 
the Hinckley-based company — which 
is 100 percent employee owned, with 
140 employee-owners and 300 to 600 
union workers. Although teambuilding 
activities are part of the onboarding agenda, 
Fairweather says that’s not what fosters the 
vibrant culture. Instead, it starts with the 
leaders getting to know the employees and 
giving them the tools to succeed — whether 
that’s one-on-one mentoring, training 
through the company’s online university, or 
retirement savings through the company’s 
employee stock ownership plan. 

Lisa Fairweather, human 
resources manager, The Great 
Lakes Construction Co.
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When Fairweather joined the company, 
she conducted “stay interviews” with 
employees to find out what other kinds of 
support employees needed. Through these 
interviews, she identified an opportunity to 
enhance the company’s health and wellness 
efforts with a much-needed refresh. 

“There was a wellness program in place, 
but it was just something you read about. 
There was nobody driving it, and it didn’t 
encompass all the different dimensions of 
wellness,” she says. “We needed to do more 
for our employees and recognize that there’s 
a lot of burnout in this industry — including 
the aspect of mental wellbeing.” 

DESIGNED TO ENGAGE
To design a more robust wellness offering, 
Fairweather met with a team of employee 
benefits consultants from The Fedeli Group. 
Together, they developed an initiative called 
“Take a Break” to promote a healthy balance 
throughout the workplace.

Through this program, Great Lakes hosts 
lunch-and-learn forums for employees 
about four times a year, focusing on topics 
that “support at least one, but hopefully 
several, of the different dimensions of 
wellness,” Fairweather says. “It gives people 
opportunities to have conversations about 
uncomfortable topics, like depression or 
anxiety, in a safe place.” 

Fairweather also sends employees health-
related articles and tips via email, often 
sharing content from The Fedeli Group’s 
newsletter. Since the program rollout, 
employees have participated in over nine 
health and wellness activities. Fairweather 
says that employee engagement also includes 
getting out of the office. 

“Our goal is not just to remind people 
in the office how important it is to lift your 

head from the computer during the day, but 
to somehow get to the people out in the field 
who can’t always take a break,” she says. “So, 
I’m doing wellness pop-ups, taking bananas, 
stress balls, water bottles, or sometimes even 
doughnuts in moderation, to encourage them 
to take a break.” 

Great Lakes employees have also 
participated in several fundraising walks to 
support these wellness initiatives for a good 
cause. Fundraising activities included a walk 
at Lakewood Park’s Solstice Steps, which 
were built by Great Lakes, to raise money for 
the Alzheimer’s Association, and a similar 
fundraiser in Cincinnati to support the 
Wounded Warrior Project. 

“At both events, not only did we have our 
employees and our leadership, but we also 
had participation from The Fedeli Group, 
which was really incredible,” Fairweather 
says. “Their participation and passion have 
been instrumental in the success of our 
wellness program. They helped us connect 
our employee benefits, our wellness program 
and our culture, and that’s invaluable.”

MOVING THE NEEDLE
Between the lunch-and-learns, fundraising 
walks and other activities, Great Lakes has 

garnered 70 percent employee participation 
in its new wellness program — helping 
employees find balance instead of  
burning out. 

“It shows an emphasis on the wellbeing 
of our people, which is really important,” 
Fairweather says. “We have field employees 
who participate in stress-relieving activities 
from the jobsite. We have employees who 
will say to their managers, ‘Hey, why don’t 
we take a break for a couple minutes, and 
video conference into the wellness lunch and 
learn?’ That goes to show that there’s value 
in this. When an employee can say that to a 
manager, that’s pretty powerful.”

The biggest key to this program’s success, 
Fairweather says, is the willingness of the 
leadership team to embrace change. As a 
result, by updating the employee benefits and 
wellness program, she says the company has 
strengthened its culture. 

“So often, people get hung up on 
maintaining the existing culture,” she says. 
“And while that’s important, a successful 
culture is a culture that evolves and adapts 
while staying true to its values. Great Lakes 
has really been open to this positive change, 
and because of that, we’ve totally moved the 
needle with our wellness program.” u

Employees prepare drinks and snacks at The Great Lakes Construction Co.
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From coin purses to bicycle grips 
to seatbelt sleeves, STEERE 
Enterprises Inc. has innovated new 
solutions through the years to meet 

customers’ changing needs. Since its humble 
beginnings in a basement nearly 75 years 
ago, the family-owned plastics manufacturer 
continues to expand and diversify under the 
third generation of leadership. 

“We’ve evolved from a factory job shop 
to a full-service engineering company,” says 
Brian J. Steere, who serves as co-president 
alongside his brother, Brock, at the company 
their grandfather founded in 1949. 

For the last several decades, STEERE has 
specialized in plastic air induction assemblies 
for the automotive industry, which makes up 
90 percent of the business. But through the 
generations, including the last four decades 
under the leadership of Bill Steere, the family 
has learned not to put all of its money in one 
coin purse, so to speak. 

“The automotive market has always been 
a roller coaster, especially in 2008 and 
2009, when two of our largest customers 
went bankrupt and our dad had to keep the 
company afloat,” says Steere, who also serves 
as CFO. “Car sales ebb and flow with the 
economy and interest rates, so in a down 
period, having diversified revenue outside of 
automotive helps protect the bottom line.”

To grow the company into the third 
generation, the Steere brothers are 
diversifying the business beyond its core 
automotive focus by leveraging their 
engineering expertise. 

from concept through completion. This 
vertical integration bolsters the business, 
while opening the door to new opportunities 
for innovation. Instead of just making 
the machines to manufacture parts for 
customers, why not create their own branded 
products, too? 

PRODUCT LAUNCH
Innovation teams at STEERE are always 
brainstorming ways to make customers’ 
existing products better, while dreaming up 
new products to bring to market. 

“We constantly have eight to 10 
innovation items in the pipeline,” says Brock 
W. Steere, who oversees STEERE’s sales, 
engineering and innovation teams. “Having 
said that, we’re very picky about what we 

TO GROW THE BOTTOM LINE
Innovation strengthens and diversifies STEERE Enterprises through the generations 
BY BROOKE BILYJ

VERTICAL INTEGRATION
Like many manufacturers, STEERE used 
to rely on other tool and die makers to 
manufacture the molds and machines to 
produce its parts. Over the last 10 years, the 
brothers brought this function in-house by 
establishing their own machining subsidiary 
called Square One Engineering. 

“It’s basically our own tool and die shop, 
so instead of outsourcing our secondary 
manufacturing equipment, we make it in-
house,” Steere says. “Vertically integrating 
to create a different revenue stream that 
supports our manufacturing allows us to be 
more competitive.”

Square One gives STEERE the turnkey 
capabilities to support production runs 

EVOLVING
CONNECTIONS

STEERE Enterprises 
Inc. continues to 
expand and diversify 
since its founding 
nearly 75 years ago.
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take on because everything takes time and 
resources, and we have to evaluate if it’s 
worth the time or resources we have to put 
into it.”

One of the ideas that bubbled up through 
this process was an ice ball maker, which 
showed plenty of potential in the market. 

“For two years, we went through a 
hundred iterations of how to make the best 
ice ball maker out there, because there was 
nothing leading the way,” Brock says. 

They realized that copper was the perfect 
material for an ice press because it was the 
heaviest and most conductive — but it was 
also the most expensive and difficult to 
machine, so no one was using it. In January 
2019, they introduced a copper ice ball press 
branded as Meltdown by launching a website 
for consumer sales.

Meltdown quickly built a buzz on social 
media, attracting the attention of Dwayne 
“The Rock” Johnson, who shared one of 
STEERE’s videos on Instagram. 

“Our business went crazy after that,” 
Brock says. “We did $4,000 of sales from 
January through August, and after the 
Rock’s post, by the end of the year, we had 
over $200,000 of sales.” 

By the end of this year, Brock estimates 
that lifetime sales of Meltdown will reach 
$1 million, as they continue to expand that 
product line.  

BALANCED STRATEGY
The challenge of innovating into the next 
generation is balancing the core plastics 

business with new product opportunities in 
other markets. 

“We’re always looking at new markets, but 
it’s a delicate balance of looking around the 
corner without taking our eye off the ball, 
because our base business can’t suffer from us 
looking into the future,” Brock says. “At the 
same time, you can’t be too dormant, and 
you can’t be too wild that you start losing 
course.” 

To strike this balance, the brothers keep 
their team focused on the long-term strategy 
while fostering a family-oriented culture of 
innovation among all 250 employees. 

“Being a family business, everyone feels 
open to bring and challenge ideas,” Brock 
says. “It gives everyone the freedom and 
flexibility to innovate.”

In the past few years, this strategic 
innovation has produced 40 percent revenue 
growth for the Steere family of companies. 
With this growth comes new challenges, 
and The Fedeli Group has grown alongside 
STEERE to help navigate evolving risks. 

“They’ve assisted our growth into new 
buildings and new markets that carry 
new risks,” Brian says. ““With a steadily 
increasing number of employees and the 
rising health care costs that accompany 
that, The Fedeli Group allows us to offer 
employees the best plan options for their 
needs. There will always be challenges, but 
how you respond makes all the difference.” u 

“With a steadily 
increasing number 
of employees and the 
rising health care costs 
that accompany that, 
The Fedeli Group allows 
us to offer employees 
the best plan options 
for their needs.”
Brian Steere, co-president and CFO,  
STEERE Enterprises Inc.



16 u FEDELI FACTOR

Becky Wall steers Dearing Compressor and Pump 
toward growth as she takes the helm as CEO
BY BROOKE BILYJ

When she graduated in 
1981 with a degree in 
communications, Becky Wall 
had her sights set on a career in 

broadcasting — not on the family business 
that distributes industrial compressed air 
and packages specialized air and gas systems. 
But a recession changed her plans, and she 
landed at Dearing Compressor and Pump 
Co., the business her grandfather founded  
in 1945. 

“The family business chose me,” says Wall, 
who was recently appointed as the company’s 
CEO. “I did not choose the family 
business. But I never, ever looked back. The 
opportunity to be CEO has been amazing.”

In her 40 years as a vice president at 
Dearing, she developed a passion for 
the products created to exact customer 
specifications and the relationships the 
company cultivated. She, along with her 
brothers, committed to carrying the family 
legacy into the fourth generation. 

“I became the right-hand man of anybody 
that needed help,” Wall says. “I stepped 
in and learned the business. I checked my 
ego at the door and leveraged my ability to 
communicate as my greatest asset.”

Now with three locations — corporate 
headquarters in Youngstown and sales offices 
and warehouses in Pittsburgh and Cleveland 
— Dearing Compressor has grown from 20 
employees to approximately 200. 

“Being family-owned, we’re able to react to 
economic cycles, which can be brutal in this 
industry,” says Wall. 

Dearing’s technical expertise and personal 
service propelled the company’s growth 
through the early 2000s, peaking in 2014 
with record-setting revenue. But two years 
later, the company’s performance declined, 
giving the family the opportunity to regroup 
as the siblings and Wall’s son, Ryan Wilson, 
planned for recovery and growth. 

THE NEXT STEP
In 2016, Dearing faced a downturn, and 
with Wall’s son entering the business as the 
fourth generation, the family pursued values-
based leadership training, bringing in a 
business consultant to help craft their vision 
for growth. 

“The consultant helped us articulate 
what our individual roles and 
responsibilities were and what we wanted 
them to be,” Wall says. “They forced us 
to look at the future and lay out five-year 
goals. We wanted to be a family business. 
We wanted to grow our revenue. We 
wanted to stay in the market space we 
were in. We didn’t want to deviate from 
what we were good at. We wanted to give 
back to the community and expand out of 
Ohio. We wanted to standardize and use 
technology more than we were. You have to 
have objective help to articulate those goals 
and create a path to achieving them.” 

With the objectives set, the company 
now had a clear vision to remain family-
owned and grow. And although Dearing’s 
recent growth came primarily from 
engineered products, the family refocused 
on distribution to even out cyclical highs 
and lows; a critical acquisition helped move 
them forward. Dearing was the country’s 
second-oldest distributor of Gardner 
Denver air compressors when the oldest 
distributor, Pittsburgh-based Kruman 
Equipment, approached the family in 2018. 

“They had no family interested in 
continuing the business,” says Wall. “They 
had no succession plan. It was a perfect fit 
and allowed us to extend our footprint.”

The acquisition made Kruman a division 
of Dearing. 

THE FAMILY  

CONNECTIONS

ADVANTAGE

Becky Wall, CEO, Dearing Compressor  
and Pump
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“They merged into an existing family 
business, which was great for their 
employees. We doubled our business, and 
they’ve almost doubled their business again 
since we bought them,” Wall says.

FAMILY TRANSITIONS
Following a strong 2019, the Dearing 
family regrouped with their facilitator 
to evaluate the next phase, prompting a 
change in management in early 2022. 
Wall’s brother, Rick Dearing, formerly 
president, became chairman, with Wall 
succeeding him as CEO. Their brother, 
Albin, moved into the president role, 
overseeing operations and technical 
services. 

Wall continues to manage finance, 
human resources, safety and behavior-
related processes, as she has done for the 
last 40 years. She said that while being 
named CEO title hasn’t changed much 
about how she operates on a day-to-day 
basis, the changes have impacted how 
Albin translates what she does into action.

“My job is to lead the strategic direction 

of the company, and then Albin makes it 
happen,” says Wall.

Wall’s goal is to balance Dearing’s 
long-standing relationships with emerging 
technologies, evolving while continuing to 
treat employees and customers like family. 

“My mission is to make sure that our 
values remain intact while we reinvent the 
company,” she says. “Because of our long-
term relationships with employees, we feel a 
responsibility to create more opportunities 
for them.” 

Several employees have retired after 
devoting their careers to Dearing. Wall says 
this is a testament to the company’s growth 

and innovation, paired with its family-
friendly atmosphere and comprehensive 
benefits provided by The Fedeli Group. 

“The Fedeli Group provides the deep 
industry experience that we value and 
expect,” Wall says. 

“They helped us maintain our employee 
benefits during very tough times. Because 
their family values align perfectly with ours, 
they’re truly our partner in helping us take 
care of our employees. We speak the same 
language. They know what my values are, so 
they don’t work against them. That creates 
long-term relationships and allows me to 
take care of my employees.” u 

“The Fedeli Group provides the deep  
industry experience that we value and expect. 
Because their family values align perfectly 
with ours, they’re truly our partner in helping 
us take care of our employees.”
Becky Wall, CEO, Dearing Compressor and Pump
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When all the other kids his age were 
riding bikes after school, Ken Ganley 
was hanging out at one of his dad’s car 
dealerships. Even from the young age 

of 7, he knew he wanted to follow in the footsteps 
of his father, Tom Ganley, who opened his first 
dealership in 1968 to launch Ganley Auto Group. 

“When I was a little boy, I loved going to work with 
my dad,” Ganley says. “When we had a day off school, 
I didn’t want to play in the yard with my friends, I 
wanted to be in the showroom. I was infatuated with 
the car business, and I think everyone in my family 
knew from a very early age that I would get into the 
car business because it’s all I talked about as a kid.” 

By the time he turned 14, Ganley was working 
summers as a porter at his dad’s company, sweeping 
floors and washing cars. He made his first sale at age 16, 
and at 21, he started partnering with his dad to acquire 
new dealerships. Over the years, Ganley gradually took 
on more leadership responsibilities as his father began 
phasing out of the business, and he took over day-to-day 
management in 2006. When his father passed away in 
2016, Ganley acquired the rest of the company, which by 

Ken Ganley Automotive Group carries on the family tradition of success 
as one of the largest private dealer groups in the country
BY BROOKE BILYJ

IN  
THE

GROWTH
FAST LANE

then had become the largest dealer group in Ohio, and 
ranked 27th in the US., according to Automotive News. 

Since Ganley took full ownership of the business, 
the Ken Ganley Automotive Group has risen in the 
ranks of the largest privately owned dealer groups in 
the country, finishing 2020 as No. 14 on Automotive 
News’ annual list, with more than 35,000 new cars sold. 
Although the operation has evolved since his father 
started the business 55 years ago, Ganley continues to 
lead the company with his father’s guiding principles. 

“My dad would always say to me, ‘Don’t forget: We’re not 
in the car business; we’re in the people business,’” Ganley 
recalls. “He meant that it’s not just about taking care of 
our customers, but really taking care of our team members, 
too. I always looked up to my dad and the way he treated 
people. I know if I take really good care of our people, 
they’re going to take really good care of our customers.”

Since learning the value of relationships from his dad, 
Ganley has grown the business by building loyal, long-term 
relationships with customers, associates and even providers 
like The Fedeli Group, whose team helps take care of his 
team. Here’s how Ganley applies his father’s lessons to foster 
a family-oriented culture as he keeps growing the business. 

 

“I always looked up to my dad and the way he treated people. 
I know if I take really good care of our people, they’re going to 
take really good care of our customers.”
Ken Ganley, owner and CEO, Ken Ganley Automotive Group
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DEVELOPING A TEAM
Tom Ganley left big shoes for his son to fill and an even 
bigger personality to emulate. 

“When he walked into a room, you knew that he just 
walked in. His personality was bigger than life, and it was 
infectious,” Ganley says. “He shook everyone’s hand and 
gave people bear hugs. It didn’t matter what position you 
were in the company, if you washed cars or if you were 
a general manager, he treated everybody like gold. Our 
employees all loved him.” 

Ganley strives to make his associates feel just as valued 
under the second generation of leadership, resulting in very 
low turnover across his team of 2,700 dedicated employees. 
In the same way that he started as a summer porter and 
worked his way up to sales and ultimately management, 
Ganley fosters employee development and advancement 
opportunities as the company grows.

“I love to have employees start in entry-level roles 
and end up running their own dealerships, and we have 
multiple examples of that,” Ganley says. “Years ago, we 
were constantly looking to bring new people into the 
business, and over the years, we’ve made a dramatic change 
where all we want to do now is promote from within.” 

Creating career opportunities for employees requires 
strong training programs. Ganley continues to invest in 
multiple levels of training to equip associates with the skills 
they need to progress through the company. 

For example, new sales hires go through a two-week 
training course that introduces them to the business. Years 
ago, store managers were responsible for training their own 
employees, so Ganley standardized the curriculum for more 
consistent results. What makes the program successful is 
that the students and trainers stay in touch after the course 
concludes, building relationships and communication 
networks that stay with associates through the rest of their 
career at Ganley. 

“Even though students end up in different locations — 
one might be working at a Chrysler store and another at a 
Toyota store — they stay in touch with each other to share 
best practices,” Ganley says. “We follow the students from 
the day they begin the process, so when you go back to your 

location, our trainer will regularly visit to see how it’s going, 
what’s working well and what we need to improve on.” 

After initial training, Ganley also offers a Management 
in Training (MIT) program to prepare future leaders. He 
asks general managers of each store to have at least one 
candidate in the program at any given time, so as new 
management opportunities become available, trained 
managers are waiting in the wings. Through a mix of 
classroom learning and weekly Zoom calls led by a full-
time training director, the course covers every aspect of 
management — from sales and finance to customer service 
and employee relations. 

“We’re constantly keeping that group of people ready 
to go and preparing them for management,” Ganley says, 
“because we love to promote from within.” 

BUILDING RELATIONSHIPS
Like many businesses, the automotive sales world has 
changed drastically over the decades. 

“Technologically, we’ve changed a large part of how 
we market to our customers,” Ganley says. “There are a 
lot of things that we do differently today from a digital 
standpoint, whether it’s inventory control or knowing 
exactly the right car for the right location at the right time. 
Years ago, you made a lot of guesses, but technology has 
taken that to a different level. We know if a car has a high 
likelihood of selling at a certain location, and we use that 
data to make daily decisions.” 

Although the tools have changed for marketing and 
selling to customers, Ganley’s approach to customer service 
has only strengthened over time. His team leverages 
technology to better serve customers, without losing the 
personal touch that first set Ganley Automotive apart. 

“Throughout the years, we’ve gotten more and more 
focused on being very customer-centric and taking better 
care of our customers,” Ganley says. “Whether they’re 
spending $50,000 or $5,000, we want them to walk away 
happy, so we’ve worked hard to improve our customer 
satisfaction levels.”

Ganley employs a full-time director of customer 
service who monitors each store’s satisfaction scores daily. 
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This person provides ongoing training, working with 
customer relations managers at each location to share best 
practices. As a result of this consistency and a strong team 
of dedicated, loyal employees, last year the Automotive 
Reputation Report ranked Ganley the ninth top private 
dealership in the U.S; this year it ranked No. 4.

“We’ve worked hard at improving our customer 
satisfaction levels,” Ganley says, “and I think it’s paid off 
because we have a ton of repeat business.” 

Just as Ganley treasures the tenure of his long-term 
employees, he values the return of loyal customers who 
keep coming back to his dealerships to buy, sell and service 
their vehicles. His father ingrained in him the importance 
of relationships in business, whether it’s the newest sales 
associate or the provider that designs his benefits package 
behind the scenes. 

“What I love about The Fedeli Group is that it’s really 
about the relationship,” Ganley says. “We have such a 
wonderful relationship with Umberto and Nick Fedeli that 
we don’t feel like we’re doing business with just another 
vendor. It’s very personal, and that’s been the key to our 
success with them.” 

SUPPORTING THE COMMUNITY
As a natural extension of taking care of customers and 
employees, Ganley is committed to taking care of the 
communities where they live and work. Philanthropy has 
been integral to the business since it was founded by his 
father, who was actively involved in organizations like 
Crime Stoppers of Northern Ohio, Buckle-Up Cleveland 
and other neighborhood initiatives. 

“We feel that part of our job is to be a good corporate 
partner to our communities,” Ganley says. “As an example, 
most of our locations set aside a monthly budget for 
community actions, whether that’s buying the police and 
fire departments lunch, filling backpacks with supplies at 
local elementary schools, or volunteering at the Cleveland 
Food Bank.” 

“What I love about The Fedeli 
Group is that it’s really about 
the relationship. We have  
such a wonderful relationship 
with Umberto and Nick Fedeli 
that we don’t feel like we’re 
doing business with just 
another vendor.”
Ken Ganley, owner and CEO, Ken Ganley Automotive Group
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Each store selects local charities to sponsor and support, 
including organizations such as Susan G. Komen Northeast 
Ohio, Meals on Wheels, United Way, St. Jude Children’s 
Research Hospital and an array of local schools, churches 
and sports programs. 

Community service has become more important 
to Ganley over the years as he’s seen the impact of his 
company’s acts of kindness. For example, seeing students’ 
eyes light up when they received new winter coats donated 
by Ganley’s team made quite an impact on him — 
solidifying Ganley’s commitment to make giving back a 
priority.

“I looked at my staff and said, ‘We are going to do more 
of this moving forward,’” Ganley says. “It’s the right thing 
to do, and when you can make a difference, it’s priceless.” 

DRIVING GROWTH
With this approach to taking care of employees, customers 
and communities, the Ken Ganley Automotive Group 
continues to increase sales year over year.

“This is our 12th year of record growth, year over year, 
since 2010,” Ganley says. “This year we’ll fall between $2.5 
billion and $3 billion in revenue. We are still able to grow 
revenue and do it with considerably less inventory — in 
some cases, 90-plus percent less inventory — because of the 
strength and dedication of our people. Our people are the 
key to our record growth, and we wouldn’t be where we are 
without them and their commitment to the organization.” 

Ganley’s recent growth has given his people plenty of 
opportunities to move up and around the company, thanks 
to his aggressive approach to acquisitions. Every year, the 
company acquires between three and five locations, adding 
about 25 stores over the last decade. By the end of October 
2022, the two latest acquisitions bring Ganley’s total count 
to 48 locations across Ohio, Pennsylvania, South Florida 
and the newest addition, West Virginia. 

“Years ago, we wouldn’t have dreamed of leaving 
Northern Ohio. Now, when the right opportunity presents 
itself, it really doesn’t matter where it’s located,” Ganley 
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“I can’t be in 48 
locations every day, 
making sure they 
operate right. You  
can’t manage that  
way, so it always goes 
back to the people.”
Ken Ganley, owner and CEO, Ken Ganley Automotive Group

Sky Quest flight staff

says. “We’re looking at opportunities in new states 
bordering Ohio. Right now, we’re in four states, and I can 
see us being in five or six within the next year or two.” 

Ganley sees each acquisition as an opportunity for 
his employees to advance within the company’s ever-
expanding footprint. With a steady class of future leaders 
lined up in the MIT program, Ganley is constantly 
preparing his team to take on new responsibilities as 
additional stores open. 

“For instance, when we opened our first location 
in West Virginia this year, one of our managers from 
Northern Ohio moved there, and that’s been an incredible 
opportunity for him,” Ganley says. “In only three weeks, it 
has become the No. 1 Kia store in West Virginia.” 

When evaluating potential acquisitions, Ganley 
carefully weighs financial data, customer satisfaction 
ratings, staff performance and location to determine if the 
operation would align with his current business. The most 
ideal acquisitions, he says, require little intervention. 

“Sometimes we’re fortunate enough to acquire a great 
staff and we don’t need to make any changes. In West 
Virginia, we only added one person because we inherited 
40 great people,” Ganley says. “If there was a dealership 
five states away and we needed to staff it completely, that’s 
not a good fit for us.”

To smoothly integrate each new acquisition, Ganley 
often spends several days, if not weeks, on-site working 
closely with the new team to get the operation rolling. 
Every evening during that period, he meets with the 
management team to discuss how the transition is going 
and whether it requires any additional support or staff. 

“When we open a new location, I like to be very 
involved. I’m pretty hands-on until I’m comfortable that 
they’re ready to go on their own,” Ganley says. “But I can’t 
be in 48 locations every day, making sure they operate 
right. You can’t manage that way, so it always goes back to 
the people.”

CARRYING ON THE LEGACY 
Ganley’s oldest son followed his footsteps into the family 
business in 2022, taking on a sales position after spending 

several summers working as a porter, as Ganley once did in 
his father’s dealership. 

Just a few months after joining the company and 
completing his two-week training, his son is excelling, 
giving Ganley a glimpse of how the third generation of 
leadership might look.

“There’s nothing better than hearing him talk about 
his day at work. It’s great to see him come home excited 
because he sold two or three cars in a day,” Ganley says. 
“It’s the next stage for us. When the boys were little, you 
couldn’t really see that far into the future, but now that 
we’re here, there’s nothing better.”

Although Ganley, 48, hasn’t officially started the 
succession planning process yet, he says all three of his 
sons (currently 15, 18 and 21) show a tremendous amount 
of interest in the business, and he believes all three will be 
involved one day. 

Seeing his father’s passion for the car business living 
on in the next generation fuels Ganley’s commitment to 
building a strong legacy for his sons to sustain. 

“Most business owners hope to see that happen, and it 
doesn’t work for everybody,” he says. “But it will be a pretty 
special day when all three of the boys are working together 
with me.” u   
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GIVING BACK

For the last 22 years, Umberto 
P. Fedeli has served on 
Cleveland Clinic’s board, 
believing in their mission and 

vision as one of the world’s leading 
healthcare institutions. An opportunity 
to give back in a deep, meaningful 
way as an individual and family is a 
humbling way to dedicate time, talent 
and treasure.

These are the same values Fedeli 
has carried over to The Fedeli Group. 
He encourages associates, both 
together and individually, to use their 
time and talents to help throughout 
the community. 

Take a look at what Fedeli and the 
associates of The Fedeli Group have 
been up to over the past year.

As an active member of Cleveland Clinic’s community, Umberto P. Fedeli 
and his wife, Maryellen, were recognized at the annual Cleveland Clinic 
Children’s Gala on May 22. Umberto is a long-time board member and 
continued supporter and advocate of the Cleveland Clinic Children’s Hospital. 
Recently, he and his wife were grateful to make a milestone gift to the 
institute, and they are humbled that it is the largest ever to Cleveland Clinic’s 
award-winning pediatric programs. Supporting the health and wellbeing of 
children is a passion for the Fedelis, whose greatest gift is family — and now 
they can share that with others in a meaningful way. Now, the Fedeli Family 
Accelerator for Children and Families will fund the Clinic’s pediatric program. 
And following three decades of philanthropic generosity, Cleveland Clinic announced that its 
outpatient building entrance is now named the Maryellen and Umberto Fedeli Family Lobby. 
To Umberto and Maryellen, the most important word in that entrance is family. 

Source: A Return to Winning Form at the Derby Day Soirée

Umberto, Maryellen 
and the Fedeli family. 

During the summer, The Fedeli Group, KAZ Company 
and TFG Aviation Risk Management associates teamed up to 
compete in the office 2022 Penny Wars. Over the course of 
four weeks — thanks to many donations by all the teams — 
The Fedeli Group donated more than $700 to Hattie Larlham, 
a Northeast Ohio nonprofit that creates opportunities for 
individuals with intellectual and developmental disabilities. 
The top team, Goal Diggers, brought in over 18,000 points 
through activities and donations. Congratulations to all the 
teams, and we look forward to the camaraderie and giving 
again next year. 

The Goal Diggers (partial) team: Noreen Heym, Leo Duval, 
Becky Andrako, Mike McGrath, Marty Conroy, Alaina Fausett, 
Jill LaBondano and Dan Yacovella

Umberto and 
Maryellen Fedeli



www.thefedeligroup.com u 25 

Julia Trumble’s best friend 
lost her son to cancer two years 
ago and created a foundation 
to help students in college who 
have survived cancer or who 
have a sibling with cancer. She 
recently organized a 5k run to 
support Be the Match. As part 
of the 5k, they also collected 
sign-ups for the bone marrow 
registry, which can increase 
the chances of people finding a 
match available to them.

Julia with her team 

Nathalie Lacouture’s daughter, Isabela, suffers 
from severe Crohn’s disease. For the past three years, 
they have participated in Take Steps for the Crohn’s 
and Colitis Foundation. This June, they raised 
$8,000 under her team, “Believe in Bela.”

Nathalie Lacouture and her family

A few associates from The Fedeli Group traveled to the  
Akron-Canton Food Bank to provide 255 meals for neighbors in 
need. They also packed 34 boxes of cookies, which is about  
306 pounds, for a total of 12,240 cookies packed. u

Sela Kopmeyer, Diana Jaworski, Alaina Fausett, 
Jessica Henderson, Mary Brooks and Lily Pattyn



26 u FEDELI FACTOR

EMPLOYEE SPOTLIGHT

BY BROOKE BILYJ 

When Scott Liptak graduated from the 
University of Notre Dame with majors in 
finance and English, he didn’t expect to end 
up bonding contractors. “Like most surety 

professionals, I fell into the industry by chance,” says 
Liptak, now SVP of surety at The Fedeli Group. 

After starting his career as an underwriter at Chubb, 
Liptak managed the surety operation for NAS Surety, 
part of Swiss Re. In managing a national surety, he gained 
knowledge and developed relationships at the highest levels 
of the industry. Liptak says, “my clients derive benefit today 
through those relationships.”   

Starting a surety agency “one brick at a time” post 9/11 
was a tremendous challenge, but in less than 10 years, 
Liptak and his business partner, Kevin Keller, grew that 
agency to become one of the largest surety agencies in 
Ohio.  As a bonding agent, he evaluates every aspect 
of clients’ businesses to guarantee the performance of 
construction contracts. 

However, he sees his role as much more than that. “Over 
time, I have become more than just a business evaluator or 
bond salesman,” he says. “I love my role of being a valued 
adviser to clients.” 

JOINING FORCES WITH TFG 
About 10 years ago, the construction industry was 
facing “upheaval related to a legislative change known as 
Construction Reform,” Liptak says. That’s when he realized 
he had to take the advice he often gave clients. 

“For years, I preached to contractors the importance of 
diversifying revenue streams, and we needed to do the same 
within our agency,” he says. “To ensure long-term success, it 
was important to expand from being a surety-only agency. 

We needed to offer insurance products to our clients. 
We needed a strategic partner, and we found one in The 
Fedeli Group.”   

In 2017, this initial strategic relationship culminated in 
The Fedeli Group’s purchase of The Liptak Keller Agency. 
Liptik was impressed by the technical construction 
insurance abilities of The Fedeli Group and saw synergies 
in its approach to serving clients. 

“The biggest synergy was the shared philosophy of 
providing extra value,” Liptak says. “I view my role to be 
more holistic than merely providing a contractor with a 
bond. Yes, I am a bonding agent, and I must deliver every 
bond to each client with fair terms. And we are tenacious 
in doing so.”

But he says this is only the bare minimum of his role. 
“We’re constantly striving to deliver value-added 

service and counsel,” he says. “Helping a client to achieve 
success is broadly defined, it’s not just a business thing. 
It’s personal, and to help others is in our DNA.”

Now, Liptak is building the future of his practice by 
mentoring his son, Logan, who joined him in his practice 
two years ago, following in his footsteps in the industry.  

“I have achieved all of my career goals and look to help 
others achieve their goals,” says Liptak. u

SCOTT LIPTAK TAKES A  
HOLISTIC VIEW TOWARD 
HELPING CONTRACTORS

Scott Liptak, SVP of surety, 
The Fedeli Group



WHAT’S COOKING   

Ingredients:

4 salmon fillets

Italian-style panko crumbs

Fresh lemon juice

Garlic salt, for taste

2 cups of fresh basil

½ cup olive oil

2-3 cloves of fresh garlic

¼ cup of pine nuts or walnuts

Salt and pepper, for taste

½ cup of Parmesan or  
Romano cheese

IN THE KITCHEN: WITH MAMA LUCIA AND LORRY FEDELI
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Salmon Instructions: 

Spray a cookie sheet with cooking 
spray and lay the fillets on it.

Drizzle salmon fillets with olive 
oil, squeeze of fresh lemon juice, 
sprinkle of garlic salt and dash of 
black pepper.

Bake at 400 degrees Fahrenheit 
for approximately 5 minutes. Take 
the baking sheet out and top each 
fillet with your favorite pesto to your 
desired amount and top off with 
Italian-style panko crumbs.

Continue to bake for another 5-8 
minutes. Baking can vary depending 
on thickness of the salmon and your 
personal preference.

PANKO PESTO CRUSTED SALMON:  
LIGHT AND SAVORY DISH
Servings Size: 4

Pesto Instructions:

In a blender or food processor, add 
basil, olive oil, garlic gloves, fresh 
lemon juice, pine nuts or walnuts, and 
salt and pepper, to taste.

Remove pesto and place in a bowl.

Stir in Parmesan or Romano cheese.

Buon Appetito! 



“IMPACTING THE LIVES OF THOSE WE SERVE  
IN BUSINESS AND IN LIFE.”

Crowne Centre  
5005 Rockside Road, Fifth Floor

Independence, OH 44131

(800) 837-7191

www.thefedeligroup.com


