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BUSINESS PEOPLE
HCU announces  
five promotions

BERRIEN SPRINGS   
— Honor Credit Union an-
nounced five internal pro-
motions.

Megan Hendrix 
was  named vice president 
of  Administration, Katie 
Berry was named VP of 
Human Resources, Josh 
Vissering was  named VP 
of Finance, Mary Unruh 
was  named VP of Op-
erational Efficiencies, and 
Kathy Burdick was  named 
VP of Organizational De-
sign.

Hendrix enters her new 
role after previously serv-
ing as director of Corpo-
rate Planning. She has been 
with Honor for 11 years in 
various roles, from teller to 
project manager. Originally 
from Decatur, she resides in 
St. Joseph with her husband, 
Paul, and son, Logan. Hen-
drix received her bachelor 
of science degree with a fo-
cus in Project Management 
from Capella University.

Berry has been with Hon-
or for nearly nine years. She 
most recently served as di-
rector of Human Resources. 
She resides in her home-
town of Buchanan with 
her husband, Jeff, and two 

d a u g h t e r s, 
Aspen and 
Reese. Berry 
is a Central 
M i c h i g a n 
U n i v e r s i t y 
alum, where 
she received 
her bachelor’s 
degree in 

Human Resource Manage-
ment.

Vissering has been with 
Honor since 1998, when he 
started as a co-op student in 
high school. He most recent-
ly served as ALM and in-
vestment manager. Vissering 
is a Northern Michigan Uni-
versity alum and the CUNA 
Management School.

Unruh has been with 

Honor for 41 years. She is 
a longstanding member of 
Honor’s leadership team, as 
she has previously served as 
VP of Accounting and Op-
erational Efficiencies and VP 
of Finance. In her new role, 
Unruh will help all areas of 
the credit union find ways 
to perform more efficiently 
while enhancing the member 
experience. The Benton Har-
bor native resides in Coloma 
with her husband.

Burdick has been with 
Honor since 2004, and had 
spent the past eight years as 
VP of Human Resources. 
In her new role as VP of 
Organizational Design, she 
will oversee the integration 
of team members and core 
business strategy. Burdick, 
an alumna of Lake Michi-
gan College, is originally 
from St. Joseph and lives in 
Bridgman.

UFCU promotes  
Morris, Svorec

ST. JOSEPH — United 
Federal Credit Union pro-
moted two current employ-
ees to director-level posi-
tions.

Both Kameron Morris 
and Kylie Svorec have ac-
cepted new roles at the credit 
union.

Morris was  appointed 
to the position of director 
of mortgage 
sales. In his 
new role, 
Morris will 
be responsible 
for manag-
ing mortgage 
sales through 
collaboration 
with both in-
ternal and external partners 
and developing and posi-
tioning UFCU mortgage 
advisors for success.

As Stevensville branch 
manager, Morris demon-
strated leadership skills by 
effectively inspiring produc-
tivity and efficiency from his 
team and through his com-
mitment to their develop-
ment, all while keeping the 
focus on UFCU members. 
He started his career with 
UFCU in 2011 as a member 
service advisor in the mem-
ber service center, eventually 
becoming assistant branch 
manager in Berrien Springs 
and then branch manager in 
Stevensville.

“Kameron has a positive 
personality, which has re-
sulted in very effective and 
meaningful engagement 
with his team members as 
well as team members across 
all departments,” UFCU 

chief lending officer Stacy 
Fillmore said in a news re-
lease. “He is passionate 
about service delivery and 
execution in handling mem-
ber requests, and is sound 
and thoughtful in his com-
munications. His strong 
vision for business devel-
opment positions him for 
success as our director of 
mortgage sales.”

Morris earned an associ-
ate’s of Business Adminis-
tration from Lake Michigan 
College in Benton Town-
ship, and a bachelor’s of 
Business Administration 
degree from Siena Heights 
University in Benton Har-
bor.

Svorec was appointed 
to the position of member 
service center director. In 
her new role, Svorec will be 
responsible for leading the 
member service center in 
delivering operational ex-
cellence, achieving business 
sales goals, and exceeding 
members’ expectations for 
quality of service.

Her experience with 
UFCU started in 2010 as 
a teller in the St. Joseph 
branch, where she went on 
to hold the role of member 
service advisor and then as-
sistant branch manager. In 
2014, Svorec moved to the 

Benton Harbor branch to 
serve as branch manager.

“At each 
step in her ca-
reer, Kylie has 
proven to be 
a driven and 
inspirational 
t e a m m a t e 
and leader,” 
Fillmore said. 
“She has 
consistently demonstrated 
a tenacious work ethic and 
commitment to our mis-
sion and values. Kylie is a 
clear, concise communicator 
who is passionate about our 
members’ well-being and di-
rects that focus to her team. 
She has a proven track re-
cord of working effectively 
with multiple teams across 
the credit union, resulting in 
positive member outcomes.”

Svorec is a lifelong resident 
of Southwest Michigan and 
is active in community devel-
opment initiatives, including 
serving as the current presi-
dent of The Exchange Club 
of Southwest Michigan, and 
serving on the Cornerstone 
Chamber Young Profession-
al Executive Committee.

Items for Business Meetings can be 
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utilities, insurance, grocer-
ies, debt payments (includ-
ing credit cards) and trans-
portation. Aim to save 10 
percent to 20 percent of 
any remaining amount for 
emergencies and retire-
ment. The rest is for fun or 
other long-term goals.

If  your fixed costs take 
up all, or nearly all, of 
your income, look for ways 
to free up cash. You can 
lower federal student loan 
payments with an income-
driven repayment plan, 
hunt for cheaper car insur-
ance or cancel subscrip-
tions you don’t need.

Transparency is best
Deciding to stick to a 

budget might put you in a 
different financial position 

from that of  your friends 
or family. Tell them.

You don’t have to craft 
a sob story to win their 
sympathy; instead, clearly 
and honestly share your 
current priorities. Let them 
know whether your strict 
spending plans are short- 
or long-term so they’ll 
know whether to keep in-
viting you to those pricey 
concerts.

And instead of turn-
ing down invitations, turn 
them around. You could 
say, “Theater tickets are be-
yond my budget right now. 
But I’d love to get together. 
Let’s go to free-admission 
day at the museum and 
pack a lunch to eat in the 
park.”

Plan (very far) ahead
These changes may feel 

small at first, but in time 
you’ll see a difference in 

your checking account – 
especially when you sock 
away manageable amounts 
for expenses or events on 
the horizon.

Although Graney earns 
an irregular income as an 
actor, last year he saved an 
attainable $20 a month for 
holiday gifts. By Decem-
ber, he had $240 to spend 
on friends and family, and 
he didn’t have to take on 
credit card debt.

You can do the same for 
that trip to New Orleans. 
Pre-empt your most orga-
nized friend by suggest-
ing a date far in advance 
and scouring flight deals. 
Living frugally doesn’t 
mean avoiding your social 
circle; it means taking on 
a more proactive and cre-
ative role.

Brianna McGurran is a staff writer at 
NerdWallet. Email: bmcgurran@nerd-
wallet.com. Twitter: @briannamcscribe.
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Most sales people, when 
they find out you’ve done 
your homework, will be 
honest and give you a 
good price, Korner says.

Michelle Krebs, an ana-
lyst for Autotrader.com, 
says at this point, don’t 
mention a trade-in. Work 
that into the deal later. 
Don’t agree to buy at this 
time.

Fourth: Pick a  
dealer, go back later

You’ll get an even better 
price by waiting until the 
last few days of  a month 
or quarter. First, dealers 
offer sales people bonus-
es to meet monthly sales 
goals. If  they are close 
to the bonus, they’ll be 
more willing to deal.

Also, dealers get what 
are called “stair step” 
incentives from auto-
makers for hitting sales 

goals. It’s big money, so 
dealers close to their tar-
gets are more willing to 
bargain.

For a larger dealer, Stew-
art says hitting stair step 
goals can mean $250,000 
or more, the difference 
between a monthly profit 
and loss. General Motors 
is helping some dealers get 
rid of  2016 cars by giving 
up to 20 percent off  the 
sticker.

Bigger dealers can get 
higher payments from au-
tomakers and sometimes 
can offer better prices than 
smaller ones.

The bottom line is if  you 
go through all these steps 
and you’re a tough nego-
tiator, you can get a well-
equipped car for less than 
the price of  a stripped-
down SUV.

Even if  you don’t move 

this month, deals on cars 
probably will go on for a 
while.

“Until the buying public 
loses its appetite for SUVs, 

it’s not going to change,” 
says Jeff  Rogers, general 
manager of  the William-
son Automotive Group in 
Miami.

tested protocols to help 
planners with incremen-
tal improvements on food 
sourcing, carbon offsets, re-
cycling and general sustain-
ability, and will speak on 
partner efforts underway in 
Grand Rapids to improve 
event recycling in down-
town Grand Rapids.

The event includes lunch, 
networking, a panel presenta-
tion and will end with a facili-
tated discussion that will help 
local businesses, event orga-
nizers, volunteers and other 
interested parties develop 
recycling and sustainability 
plans for events. Lunch is $15 
for MGSSBF members and 
$20 for prospective members 
if paid online.

Learn more and register 
at mgssbf.org.

Kinexus announces 
business workshop

BENTON HARBOR — 
To better serve employers 
in Southwest Michigan, 
Kinexus is hosting a work-
shop to help businesses run 
better and grow faster.

Any business owners or 
leaders of an entrepreneur-
ial organization looking for 
success in business, David 
Bowman of Nexus Business 
Solutions will demonstrate 
how Entrepreneur Operat-
ing System (EOS) can help 
simplify, clarify and achieve 
that success.

This business workshop 
hosted by Kinexus will be 
from 8:30-10:30 a.m. on 
Tuesday  at the Kinexus 
Training Center at 499 W. 
Main Street in Benton Har-
bor.

Even the most success-
ful entrepreneurs occa-

sionally find running a 
business more challenging 
than they expected. Many 
work longer hours and 
get less return on their 
investment of  time and 
money than they would 
like. Most entrepreneurs 
regularly grapple with one 
or more of  the following 
challenges consisting of 
lack of  control, employee 
engagement, or lack of  re-
sources needed to accom-
plish their goals.

In this workshop, Bow-
man  will introduce the Six 
Key Components of suc-
cessful businesses.

For more information 
or to register, contact Jeff  
Hannan at 927-1064, Ext. 
1171, or hannanj@kinexus.
org.

Items for Business Meetings can be 
emailed to business@TheHP.com, faxed 
to 269-429-4398, or mailed to The Her-
ald Palladium, attention: Business, P.O. 
Box 128, St. Joseph, MI 49085

MEETINGS
From page B4

NEW IN BUSINESS
Marketing firm 
moves to downtown SJ

ST. JOSEPH — Mar-
keting firm Holt Bosse an-
nounced the purchase of a 
downtown St. Joseph build-
ing.

According to co-owner 
Patrick Bosse, the nearly 
three-year-old firm will 
move to 116 State St., which 
was formerly owned by 
Smith-Dahmer Associates, 
and use the extra space to 
add capabilities and staff.

“It’s a wonderful space, 
ideally located in the heart 
of St. Joseph, and it’s well-
suited for creative profes-
sionals,” said Bosse, who 
started Holt Bosse in April 
of 2014, along with co-own-
er Dave Holt. “It gives us a 
lot of flexibility in regards 
to staffing and bringing in 
some new technology to bet-
ter assist our teams and cli-
ents.”

Holt Bosse helps regional, 

national and international 
clients communicate the val-
ue of their brands through 
“customer enchantment,” a 
marketing model focused on 
customer engagement and 
increased word-of-mouth 
referrals.

It’s a model that has 
worked well for the young 
company: Holt Bosse has 
added 45 percent additional 
employees since acquiring 
marketing mainstay FATH-
OM Works in 2015, and is 
looking to add more posi-
tions in 2017. Bosse said the 
company is also looking for 
experienced web and print 
designers.

The move will be a short 
one for Holt Bosse, which is 
occupying offices at the Per-
ry Ballard incubator build-
ing on Upton Drive.

For more information 
about Holt Bosse’s market-
ing services, visit holtbosse.
com, email contact@holt 
bosse.com or call 932-3623.

Alan Diaz / AP

Earl Stewart, owner of a Toyota dealership, poses for a photo at 
his business in North Palm Beach, Fla. Stewart advises people 
to ignore dealer advertising. “Probably 99 percent of it is mis-
leading,” he said. But armed with the right information, a buyer 
can navigate the new car sales maze and get 20 percent or 
more off a car’s sticker price.
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