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FEATURE YOUR WORK & 
SUCCESSES IN A UNIQUE FASHION! 

Face of Leadership profiles help 

introduce potential customers to 

you and your business as well as to 

understand your company’s approach, 

unique strengths, and experience. 

Present your business as an editorial 

focus piece and maximize your 

advertisement dollars. 

BLACK     INK

FEATURING ::  Your Business  • Editorial focus  •  Professional photo

Special Section

Black Ink

For more information call Wendy Hendricks, Associate Publisher, Business Central Magazine 

at 320.656.3808 or  whendricks@BusinessCentralMagazine.com

www.BusinessCentralMagazine.com

This is an opportunity to present 

your story in editorial style through 

paid advertising. All businesses 

have the opportunity to participate 

in Black Ink. 

Full page only. 20% premium over contracted advertising 

rate. Rate includes writing and photography.

Get Featured in a 

BLACK  INK
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SPONSORED PROFILE

Photo by Joel Butkowski

FOR PROOF ONLY

This is your APPROVED AD FOR YOUR RECORDS. 

Magazine(s) Ad will run: Business Central Magazine, Mar/Apr 2010

Ad Size: Full page - 8.25” x 10.75” 

Proofing Contact: Yola Hartmann, 952-393-1598

This copy is FOR PROOF ONLY and does not reflect the image quality of the final printed piece. 

Photos or images may appear fuzzy due to the low-res format of this file.

You have 24 hours upon receipt of this proof to send back changes. Please send all changes on a return email to Yola.

email: production@BusinessCentralMagazine.com

Email proof to:  cengelman@stcloudstate.edu and ljboone@stcloudstate.edu  
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Building for the future

Craig Wruck, St. Cloud State University

C
raig Wruck is a builder. He doesn’t construct 

homes or commercial buildings. Rather,  

he builds relationships. 

Last summer, Craig accepted the position  

of vice president of University Advancement at  

St. Cloud State University, and he came with seriously 

impressive credentials. He is known nationally for 

his expertise in fundraising and planned giving, 

and he has led major charitable giving efforts 

for organizations like the Hazelden Foundation, 

University of Minnesota Medical Foundation, and 

University of Minnesota Foundation. 

University Advancement is centered around 

philanthropy. In order to be successful in 

philanthropic efforts, the organization first must be 

successful in building and maintaining meaningful 

relationships. Opportunities abound and Craig has 

the knowledge and experience to help St. Cloud State 

make the most of them.  

A key area where Craig sees opportunity is in 

strengthening the relationships the university has 

with its alumni. “St. Cloud State provides an excellent 

education, and while they’re here, students have life-

changing experiences,” says Craig. “Our opportunity 

is to continue the relationship and give people reasons 

to stay engaged with their university.”

Engagement can take many forms – attending 

a sporting event or theater production, finding 

job placement leads, or discovering potential job 

candidates. He adds, “We need to move beyond the 

notion that the only time graduates hear from the 

university is when they’re being asked for money.”

Craig also will devote attention to building a 

stronger relationship between the university and 

the greater St. Cloud community. “Th
e university 

is the community’s resource,” says Craig. The 

library learning center, athletic events, music and 

arts productions, all are available for public use and 

enjoyment. “By encouraging the community to 

become more engaged with the university, both  

will benefit from a stronger relationship.” 

The bridge between the community and  

the university likely will be strengthened in the 

coming years, especially as St. Cloud and the region 

find themselves in the expanding footprint of the 

Twin Cities metro area. “The tensions that come  

with being part of a bigger, more diverse region may 

be eased for our community if it is 
able to partner 

with the university and learn from what we have  

done to address issues like diversity,” s
ays Craig. 

 “We need to earn the right to be considered a 

partner with the community,” he continues. “Working 

together and building strong relationships now will 

position both St. Cloud State and our community for 

even greater success in years to come.”  – Kara Tomazin
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This is your APPROVED AD FOR YOUR RECORDS. 

Magazine(s) Ad will run: Business Central Magazine, Mar/Apr 2010

Ad Size: Full page - 8.25” x 10.75” 

Proofing Contact: Yola Hartmann, 952-393-1598

This copy is FOR PROOF ONLY and does not reflect the image quality of the final printed piece. 

Photos or images may appear fuzzy due to the low-res format of this file.
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A Single Source  

Construction Solution
Douglas Boser, Boser Construction, Inc.

W
hat does it take to run a company 

that employs 40 plus and has tripled 

in business in three years? Douglas 

Boser has learned that he must hustle and that 

“elbow grease and sweat and missing lunch” are 

part of the deal. As founder of the company in 

1996, Doug lives up to the nine-point Hustle 

credo he wrote for a school assignment when he 

was 12 years old. “Hustle is believing in yourself 

and the business you’re in.”  Today he hustles to 

create operational systems, anticipate business 

climate, perfect job performance, implement 

accountability, and “pay it forward.” 

Doug believes that technology helps the 

company grow and flourish. “Ninety-nine point 

nine percent of all problems in our industry come 

from poor communication” says Doug. Computer 

systems that integrate estimating, job costing and 

project management help all parts of the team stay 

connected and on the same track. Staff can access 

project status anytime. Mobile computers and 

phones help reduce errors and increase efficiency 

therefore bettering communication and performance.

Analyzing details helps Doug stay one step 

ahead of the competition and the economy. 

“Complacency kills in this marketplace” notes 

the contractor. “Our team’s extensive experience 

allows us to effectively coordinate even the most 

complex new buildings such as schools, medical 

facilities and office build-outs or remodels.”  

Boser Construction employs a methodical 

delivery system to accelerate the building process 

and ensure quality and budget control. The result 

is efficiency and value for their customers. 

“We’re carpenters, not just paper contractors,” 

explains Doug, who implements a single source 

construction solution. This means he controls 

a project from beginning to end including 

design and drawings, increasing continuity and 

accountability. This is important to Doug, who 

doesn’t “play games with folks or burn bridges.” 

The personal relationships Doug builds, plus his 

natural business sense, have contributed to their 

success, notes his wife Tanya. 

Others may attribute the company’s success  

to its pay-it-forward philosophy, which has led  

to their support of the YMCA, Holly Ball,  

March of Dimes, Habitat for Humanity and 

other community organizations. 

The next five years will likely see Boser 

Construction focusing on becoming a regional 

commercial contracting firm. The passion of 

designing and building structures is a dream come 

true for Doug and he reminds people that he will 

always be a carpenter first. “Hustle is living each 

moment by being in the center of a happening.”

www.boserconst
ruction.com

Central Minnesota’s  

Best Business-to-Business  

Media Choice

An industry leader and a  

proven product currently in its  

tenth year of publication. Highly  

visible in the Central Minnesota 

Regional business community.

THE FACE OF LEADERSHIP: DOUGLAS BOSER

THE FACE OF LEADERSHIP: YOUR NAME HERE

Ask seven questions of a financial advisor candidate

THE FACE OF LEADERSHIP: Laraway FinanciaL advisors

Selecting the right  Financial Advisor is important. Steven A. 
Laraway, Laraway Financial Advisors, Inc., approaches his vocation with integrity, with the goal of making 

mutually beneficial 
business relationships, 
even friendships. He invites questions like these:

1 What are your qualifications? Ask about education, advanced degrees, and certifications. Steve Laraway is a certified financial planner (CFP), an attorney, and certified public accountant (CPA). Continuing education required to maintain these designations keeps Steve “up-to-date” with industry trends.

2 What is your experience? 
Ask your advisor how many years he/she has been in the 

financial advising business. A broad base of formal knowledge and experience gained over years in up and down markets helps Steve evaluate the full scope of your financial picture and future possibilities, a real plus.

3 Do you have a clean record with the Securities Exchange Commission (SEC)? Check Laraway Financial with Financial Reporting Advisors at www.finra.com, or access the SEC directly at www.sec.gov/investor/brokers.htm. The company has a clean record with regulators.

4 What services do you offer? Steve Laraway is an advisor with multiple areas of expertise and takes a holistic approach to advising your actions or acting on your behalf. Laraway’s services include financial planning and offering investment advice as a Registered Investment Advisor, presenting individual and business insurance 

products and advice, and providing business consultation for employee benefits and corporate retirement plans. 
5 What is your approach? 

Focused on investment performance or long- or short-term objectives? Laraway Financial will work with you. Sit down with Steve Laraway, set the objective, and work together to manage it.

6 Are you independent or affiliated? 
Laraway Financial is independent and will work to 

present to you products and services that speak to your goals. Laraway Financial has no proprietary products to “push.”

7 How do you get paid? Commission or fee-based? Laraway Financial does both.

RemembeR: Get an Investment Management Agreement in writing.  
So, ask the questions. Odds  are you’ll find your advisor.  — mary macdonell belisle
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Business Description: Laraway Financial Advisors, Inc., is an Independent 

Registered Investment Advisor, headquartered in St. Cloud, MN.  LFA has its own  

well-defined investment process and focuses on providing the right solution for  

clients, using a team approach.Laraway Financial Advisors, inc., 1219-33rd st. s., st. cloud, Mn, 320.253.2490, 800.758.8916

Securities offered through Cambridge Investment Research, Inc., a Registered Broker/Dealer, Member FINRA/SIPC. Investment Advisory Services offered through  

Laraway Financial Advisors, Inc., a Registered Investment Advisor. Cambridge Investment Research, Inc. is not affiliated with Laraway Financial Advisors. 

1219 33rd St. S., St. Cloud, MNwww.larawayfinancial.com
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WHAT’S INCLUDED:

Full page option includes a 350 word 

profile, one pulled quote - if desired, one 

large photo, company logo and 20 word 

business description.

Half page option includes an 100 word 

profile, one photo, company logo and  

20 word business description. 


