Age: 51
Titleand
occupation:
CEO of Loss
Prevention
and Security
Consulting

Greatest daily challenge on the job:
Managing across cultures, languages,
time zones and disciplines. We work in
200 cities across the world.

Best part of the job: Seeing my staff and
their families grow up with us.

What was your biggest mistake: Trying
to be all things to all people.

What was your smartest move: Getting
ahead of the globalization curve.

Favorite stress reliever: Gardening,
reading, writing, riding horses and
exercise.
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Why does a prospective client
accept an invitation to a business
lunch?

The business lunch is much
like a date. The client is sizing up
the vendor. He or she is assessing
the vendor’s credibility by assess-
ing their likeability.

People want to do business
with those they like because they
prefer relationships, not transac-
tions. Here are some tips on how
to get a second date:

® Dress appropriately. For
salespeople, don’t think of
it as a business lunch but
rather a power lunch.
Even in this era of busi-
ness casual dress, err
on the side of caution
and wear a suit. Also,
you never know
when your
prospect will
invite uninvited
guests — generally
someone up the chain of decision
makers.

® Go easy on the perfume or
cologne and no smoking. Make
sure your car is clean.

® Respect your client’s time by
choosing a restaurant close to
their office and make a
reservation.

® Turn your cell phone off; that
includes the vibrate feature.

® Ask about the client’s inter-
ests and their view of the deal.
Don't talk about yourself unless
asked and then keep it brief.

JAMES PAWLAK is a syndicated writer in
Rochester Hills, Mich.
bizbooks@hotmail.com.
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Teresa Daniels was motivated to recover as quickly as possible from a serious head injury in order to keep her document management firm thriving.

FINDING STRENGTH

Lite-threatening injury spurred
woman to fight for her business

BY TIM PUET | FOR BUSINESS FIRST

Nine years ago, a life-threatening injury
almost ended Teresa Daniel's career as a
business owner just as her company was
beginning to succeed.

But she was determined to keep the busi-
ness going, and today her document man-
agement business is flourishing.

Daniel was eight months pregnant with
her second child when she tripped on a
flight of steps in May 1997, fell and hit her
head on a concrete floor, resulting in a trau-
matic brain injury.

“My neurosurgeon said I came within a
shred of losing my life;” she said.

Daniel, who was living and working in
Cleveland at the time, immediately had
surgery and was then moved to Columbus,
where the child was born one week later.
When she fell, Daniel was holding her first

MTCDOCUMENT MANAGEMENT INC.

Type of business: Converting paper documents and
microfilm into electronicimages and selling
document management equipment.

Location: 5900 Roche Drive, Columbus

Top officer: Teresa Daniel, president

Founded: 1988

Employees: 8

2005 revenue: Less than $2 million

Web site: mtcdoc.com

child, who was 1 year old at the time, but he
wasn't hurt.

“I have to say that divine intervention
must have allowed me to survive,” she said.
“One doctor told me that if it had come
down to a choice between me and the baby,
theywould have taken the baby because he

had a better chance of living”

The accident left her with a scar from the
top to the bottom of her head and other in-
juries, and she was told it would take at
least a year to recover. But, she had other
ideas because her company, MTC Docu-
ment Management Inc., was in the middle
of an important transition.

Two weeks before the accident, the com-
pany had installed its first scanning soft-
ware, which represented a big jump from
the era of microfilming documents.

“I knew what the doctors had told me
about recovery time, but I also kept think-
ing that I owned a business that had just
undergone a big shift and that others were
depending on me,” she said. “What hap-
pened was an incredible shock to my staff
because at that time, I did everything. I
wanted to keep going because I'd come too
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