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2008 was another year of solid performance for RMI and the 504 Loan Program. RMI once again  
demonstrated its value as a resource for business success, as we assisted our clients and partners in  
stimulating economic development and record job creation in many communities. 

Helping create positive economic impact requires creativity, expertise and a strong product. This was  
especially true in 2008. During times of economic distress, bankers seek enhancements to better secure 
their loans. We believe there is no better enhancement than a 504 Loan, which takes the collateral risk to  
a subordinate position and stabilizes the debt service risk with a fixed rate.

We strive for a high level of performance at RMI, and with the assistance of our lending partners and our 
friends at the Small Business Administration, we were successful in reaching this goal. We thank them  
for their continuing partnership.  

Ultimately, our success at RMI is a reflection of our clients’ accomplishments. In this report we are  
pleased to introduce you to some of our clients and their accounts of how the 504 Program gave them  
the opportunity to achieve their business goals. We hope you’ll read their inspiring stories.

We believe the 504 Loan Program is a remarkable tool for small business. We hope you’ll agree and look 
into ways the 504 Loan Program might assist you or one of your clients. As always, we’re here to answer 
your questions or you can visit our web site at www.rmiinc.org to learn more about RMI, the 504 Loan 
Program, and our other loan programs that help businesses meet their financing needs.  

On behalf of our dedicated staff and our board of directors, I want to thank you for your time and support. 

          Sincerely, 

          Ken Lueckenotte

Le‡er from the CEO
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RMI and 504 Loan Facts
Unique Market Niche
The 504 Loan Program targets indepen-
dently owned companies, which make up 
the most dynamic sector of the economy 
and create the most jobs for the country. 
In addition, the 504 Program focuses on 
financing for exclusively owner-occupied 
commercial real estate for small businesses.

Advantages Of Two Mortgages
The 504 Program is structured so that  
every project involves a first mortgage 
from a bank (usually 50 percent),  
a second mortgage 504 Loan (usually 
40 percent), and a minimum 10 percent 
down payment from the business.  
With the 504 Loan Program, every  
project benefits from the focused  
expertise of both RMI and the bank.

What RMI Does
RMI plays several key roles in the 504 
Loan process. We provide a local source  
of marketing and expertise on the 504 
Loan Program. RMI is the hub of the  
project, typically preparing all paperwork,  
coordinating the activities of all project 
participants, and structuring each project 
to balance the interests of both the  
business and the SBA.

A Small Business Window  
To Wall Street
Certified Development Companies,  
like RMI, fund all 504 Loans through  
monthly pools, giving the 504 Program  
the economies of scale to access the  
public capital markets. Combined with  
the SBA guaranty, the 504 Program  
enables small businesses to access capital 
at the lowest possible cost, so they can  
preserve capital, grow faster and create 
more jobs.
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2008 Accomplishments
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Maximizing Private Capital 
With 504 Loans
Each 504 project includes a conventional 
first mortgage of 50 percent. Because of 
this, our 504 activity has leveraged a total 
of $113 million in capital investment  
in 2008.

504 Financing Approved
In the last five years, RMI has provided 
more than 300 businesses with the  
financing to help them reach their  
professional goals.
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Building Communities With 504
RMI assists a diverse group of businesses 
and projects. We serve as a financial  
resource to help improve communities  
by making them stronger.

Jobs Created And Retained
Providing 504 financing opportunities  
to our clients has resulted in the creation 
and retention of over 13,000 new jobs  
in our service area since RMI's inception.
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Luke Nixon will tell you that 
focusing on the little guy can 
lead to big success.
For more than 50 years, Nixon &  
Lindstrom Insurance in Springfield, 
Mo., has made small business  
customers feel large. 

Nixon & Lindstrom provides property, 
casualty, health and life insurance.  
“We specialize in the small local  
business with less than 50 employees,” 
explains Nixon. “Our success has come 
from offering them the same great  
service, quality coverage and  
competitive prices that’s given to  
large companies.”

It’s a strategy that has turned this once-
small company into a big success. The 
business that Nixon’s father began in 
1955 now employs 38 people and has 
annual sales of more than $37 million.

 

In 2007, Nixon & Lindstrom had  
outgrown its location and needed a 
new space. Nixon turned to respected 
banker Keran Lemons at Arvest Bank, 
who proposed a financing option that 
included a 504 Loan from RMI. 

“RMI was great to work with,” says 
Nixon. “And the 20-year fixed interest 
rate provides a lot of stability. It gives  
us huge potential to continue growing 
our company.”

The April 2008 move increased Nixon 
& Lindstrom’s space from 9,000 to 
16,000 sq. ft., and they’ve already hired 
two new employees. 

As for success, Nixon attributes much 
of it to his father’s concept of treating 
the little guy well. “If you do what’s 
right for the customer, you’ll prosper. 
Do what’s right for them first and  
everything else will sort itself out.” 

NIXON & LINDSTROM INSURANCE
Springfield, Missouri

“RMI was great to work 
with. And the 20-year 
fixed interest rate  
provides a lot of stability...
to continue growing our 
company.” 

-Luke Nixon
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CEREAL INGREDIENTS
Leavenworth, Kansas

Robert Hatch always knew he 
had the right ingredients to 
make his company competitive.
As owner of Cereal Ingredients of  
Leavenworth, Kan., Robert Hatch spent 
nearly 10 years researching and testing 
his food products before bringing them 
to market. Cereal Ingredients’ small 
products add flavor, texture and color  
to cereals, preblended mixes and other 
baked goods.

“We had perfected and patented the 
product and the process,” recalls Hatch. 
“But with increasing orders and only 
one production line, what we really 
needed was a plant.”

In 2004, Cereal Ingredients approached 
banks for financing to build. The answer 
came with First Missouri Bank, the Bank  
of Blue Valley and a 504 Loan with RMI.

“The 504 Loan allowed us to double our  
production,” Hatch says, “which led to 
increased sales, particularly overseas." 

After building the new plant and an  
additional production line, Cereal  
Ingredients continued growing the  
company with 504 Loans from RMI.  
In 2006, a third production line was 
added, and a loan was secured to  
finance storage silos in 2007.

“Anytime someone approaches me about 
finding bank financing to grow a company,  
I tell them to look at a 504 Loan and RMI,” 
Hatch says. “Banks are impressed with 
RMI too. They’ve got a great reputation 
in town.”

Cereal Ingredients has created 66 new 
jobs in less than four years. They now 
serve more than 200 clients including 
General Mills, Nestle, Pepperidge Farms 
and Kraft Foods. 

Hatch says their “secret ingredient” is 
great customer service. “Clients tell us 
what they need and we figure out how  
to make it.” 

“Anytime someone  
approaches me about 
finding bank financing 
to grow a company,  
I tell them to look at  
a 504 Loan and RMI.”

-Robert Hatch
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David LeGrow knew the rising 
demand for energy was an  
opportunity not to be wasted.

When David LeGrow and the shareholders  
of Perennial Energy found themselves 
turning down business because of limited 
production capacity, they seized the  
opportunity to grow.

The 28-year-old company designs and 
manufactures waste gas processing  
systems. These systems help landfill,  
agricultural and municipal clients turn 
their waste gas into energy. 

By 2005, the company was feeling  
overwhelmed with much higher demand.  
“We had customers who wanted us to  
do more, but we didn’t have the facility  
to do it,” recalls LeGrow, Vice President  
and CFO.

Looking to expand their manufacturing 
capabilities, Perennial Energy turned 
to Tom Stock of West Plains Bank and 

Trust Company, who recommended the 
504 Loan Program and RMI.

With a 504 Loan, Perennial Energy was 
able to construct a new manufacturing  
facility and expand from 15,000 sq. ft. to 
nearly 34,000. “Without RMI and the  
504 Program, it would have been difficult 
to put together a project the size that we  
needed,” LeGrow explains. “We’ve grown 
pretty fast and we couldn’t have done it 
without the new building.”

Since construction of the new facility 
in 2006, Perennial Energy sales have 
jumped more than 150 percent to  
$8 million in 2008. The new space has 
allowed the company to operate much 
more efficiently, and they’ve added 13 
new employees, which was a 50 percent 
increase over 2006.

With room to grow, the horizon looks 
bright for Perennial Energy. As LeGrow 
says, “We haven’t yet reached the poten-
tial of what we can do in this building.”

PERENNIAL ENERGY, INC.
West Plains, Missouri

“Without RMI and the 
504 Program, it would 
have been difficult to 
put together a project 
the size that we needed.”

-David LeGrow
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THE GODDARD SCHOOL®

Arnold, Missouri

Marla Brunk makes running 
a successful school look like 
child’s play.
As someone juggling motherhood and 
a career, Marla Brunk is no stranger to 
challenge. But little did she anticipate 
just how challenging it would be to  
find quality childcare for her three  
children. When she finally found a place  
she loved, The Goddard School, she  
decided to open a franchise of her own.

“We truly believe in The Goddard 
School curriculum,” explains Brunk. 
From sign language to yoga, the  
school offers unique programs for 
young children and an emphasis on 
learning through play.  

In 2006, Brunk opened The Goddard 
School franchise in Arnold, Mo.,  
a growing St. Louis suburb. After just  
a few months of leasing, Brunk was 
presented with the opportunity to  

purchase the school building and its 
land. She turned to RMI and the 504 
Loan Program.

Brunk was impressed with how RMI 
understood her need to manage work 
and family, and even came to her home 
to assist with the closing. “RMI was 
willing to go the extra mile,” she says. 
“Their help throughout the process  
allowed me to stay focused on my  
family and my business.”

In its first year, Brunk’s business  
turned a profit and saw revenues of 
more than $1 million. The 8,000 sq. ft. 
school accommodates up to 142  
children and employs a staff of 32.

And what does Brunk say contributes 
to her school’s success? “Relationships 
with the kids and parents are key,” she 
notes. “You really become a part of each 
child's family.”

“RMI was willing to go 
the extra mile. Their 
help allowed me to stay 
focused on my family 
and my business.”

-Marla Brunk
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For John and Carolyn Mitchum, 
running a trusted, family- 
owned business is worth its 
weight in gold. 
Even in high school, John Mitchum  
knew he wanted to work with watches. 
So in 1965, after trade school and an  
apprenticeship, he jumped at the chance 
to purchase a jewelry store in Ozark, Mo.

Since then, Mitchum Jewelers has  
become one of Ozark’s oldest and most 
trusted retailers. “We know our  
customers and remember their names,” 
says Mitchum. “We even know what 
they might be looking for. Our focus has 
always been on customers. It’s how  
we’ve built our business.” 

With the addition of John’s son Randy, 
and sales continuing to climb, Mitchum 
Jewelers had outgrown its 1,300 sq. ft. 
location by 2007. “We were basically  
running over each other,” recalls Mitchum. 

With a clear vision of the kind of  
building he wanted, Mitchum consulted 
with his banker, who introduced him to 
RMI. “RMI made the whole process  
simple and stress-free,” Mitchum says. 
“With a 504 Loan, I don’t have to  
refinance the business every three years. 
The fixed loan payments really allow us 
to budget.”

Today, Mitchum Jewelers is located in a 
new 2,700 sq. ft. store with a beautiful 
showroom, a lounge area, and a  
comfortable break room for employees.

Since moving into the new building,  
Mitchum’s staff has nearly doubled and 
their in-house jewelry repair center  
continues to grow.

“Growth comes from satisfied customers,”  
says Mitchum. “When customers are 
happy, they send other people your way. 
We’re honest and fair, and customers 
know we’ll always be here.”

MITCHUM JEWELERS
Ozark, Missouri

“RMI made the whole  
process simple and  
stress-free... and the  
fixed loan payments  
really allow us to budget.”

-John Mitchum
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AIRE-MASTER OF AMERICA
Nixa, Missouri

For Doug McCauley, the success 
of running a clean operation 
comes naturally.
Fifty years ago, Doug McCauley’s father, 
Jerry, created a product that grew into a  
business: a proprietary air freshener that 
kills odors instead of covering them up. 
McCauley found a niche for his product 
servicing restrooms, and Aire-Master of 
America was born.

Specializing in odor-control and hygiene 
products, Aire-Master also fulfills the 
growing demand for production of soaps, 
germ gels and cleaners for third-party 
companies, like bath and body brands  
and nursing facilities.

With continued product diversification,  
expansion became a necessity. McCauley 
sought the advice of trusted banker Ted 
Hamilton of BancorpSouth, who steered 
him toward RMI and a 504 Loan. 

“Working with RMI was great,”  
McCauley remembers. “And with such  
a favorable interest rate and lower  
monthly payment, we were able to  
invest a lot more money into our facility 
and equipment.” 

In 2006, Aire-Master added 20,000 sq. ft.  
for manufacturing, innovative equipment, 
and a new water treatment system built 
to green standards. Since the expansion,  
the company has become an FDA-approved  
manufacturer. Aire-Master now has 
63 employees and boasts 75 franchises 
throughout the U.S. and Canada.

Like his father before him, Doug takes 
special pride in the way Aire-Master 
treats employees and franchisees. “We 
put people first,” says McCauley. “You 
surround yourself with good people, treat 
them well, and at the end of the day  
everyone goes home smelling great.”

“...RMI was great. And 
with such a favorable 
interest rate, we were 
able to invest a lot more 
money into our facility 
and equipment.”

-Doug McCauley
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John Staggs says it’s the familiar 
hometown faces that make a 
business like his successful.
When opportunity came knocking in 
his hometown of Perryville, Mo., John 
Staggs knew it was the right time to 
start his own business. He had worked 
for more than 20 years in sales and 
service and had grown weary of long 
daily commutes. When the opportunity 
to purchase a Sears® Authorized Dealer 
franchise came along in 2002, Staggs' 
wife Lisa encouraged him to take it. 

A well-recognized national brand, Sears 
washers, dryers and stoves account for 
the largest part of Staggs' sales. The 
Perryville store also sells hardware 
supplies, lawn and garden items, fitness 
equipment and electronics.

In 2008, another opportunity came 
knocking when Staggs was given the  
option to buy the store property.  

He worked with Kenny Anderson of  
The Bank of Missouri, who encouraged 
him to pursue a 504 Loan and  
introduced him to RMI.

“I have all my accounts through one 
bank, so the 504 Loan gave me a way to 
bring in another partner,” says Staggs. 
“Working with RMI took the strain off 
everyone involved. This option has  
really worked out well for me.”

Staggs enjoys what he does every day. 
He and Lisa are proud to be able to  
offer a name like Sears in his  
hometown. Purchasing the building  
not only increased his assets, but also 
sent a clear message of stability to 
Staggs’ customers.

“When the community sees you take 
that step and make that investment,” 
Staggs says, “it reassures them that 
you’re here to stay.”

J&L STAGGS, INC.
Perryville, Missouri

“Working with RMI  
took the strain off  
everyone involved. 
This option has really 
worked out well for me.”

-John Staggs
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WICHITA FAMILY MEDICINE SPECIALISTS
Wichita, Kansas

Ryan Dusek knew that a brand-
new building was just what the 
doctor ordered. 

In 2001, seven physicians in Kansas 
broke away from a large hospital chain 
and joined together to focus on providing  
family-centered health care. They 
named their practice Wichita Family 
Medicine Specialists.

“Our goal is to provide quality care  
and convenience,” says Administrator 
Ryan Dusek. “People can see their  
family physician, get blood work done, 
and pick up a prescription all in one 
stop. We want to make it easy and  
convenient for our patients.”

With nine physicians by 2007, Wichita 
Family Medicine Specialists had  
outgrown its leased location. “We knew 
we could provide even better health 
care with a new building,” says Dusek. 
So Dusek turned to Brian Chamberlin 

of RelianzBank who introduced him to 
RMI and the 504 Loan Program. “RMI 
was dedicated to making the whole 
experience clear and easy,” Dusek says. 
“With the 504 financing and our new 
building, we’re now set up for growth.”

At home in their new 25,000 sq. ft. 
building, Wichita Family Medicine  
Specialists offers X-ray, bone density  
scanning, mammography, minor surgery,  
an in-house lab and an electronic  
medical record system. They’ve added  
a tenth physician, and now have a staff 
of 32. “We specifically designed the 
new building to fit our needs,” says 
Dusek, noting the on-site pharmacy, 
enhanced security system and  
computerized HVAC as some of the 
amenities 504 financing allowed. 

“We're like a family here,” says Dusek.  
“From the physicians to the support 
staff, we’re dedicated to our patients 
and enjoy what we do.”

“RMI was dedicated to 
making the whole  
experience clear and 
easy. With the 504 
financing and our new 
building, we’re now set 
up for growth.”

-Ryan Dusek
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ARVEST BANK

BANK OF BOLIVAR

BIZCAPITAL

BLUE RIDGE BANK AND TRUST

CENTRAL BANK

CITIZENS NATIONAL BANK

COMMERCE BANK

COMMUNITY NATIONAL

COMMUNITY SOUTH BANK

EMPIRE BANK

F & M BANK AND TRUST

FIRST BANK OF THE LAKE

GE CAPITAL CORPORATION

GREAT SOUTHERN BANK

GUARANTY BANK

HAWTHORN BANK

JEFFERSON BANK OF MISSOURI

LIBERTY BANK

MERAMEC VALLEY BANK

MID AMERICA BANK

MID MISSOURI BANK

SOUTHWEST MISSOURI BANK

STATE BANK OF MISSOURI

TEMECULA VALLEY BANK

THE BANK OF MISSOURI 

UNION BANK

UNIVERSITY NATIONAL BANK

US BANK

ZIONS BANK

Teamwork is the hallmark of the 504 Loan Program’s success.  In 2008, RMI was 
proud to work together with these outstanding lending institutions.  We sincerely 
thank each of our lending partners and look forward to working together as a  
resource for business success in 2009.  

Our Lending Partners
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Board of Directors & Members
Charles J. Tice 
Chairman 
Springfield, MO

David Turner
Vice Chairman 
Jefferson City, MO

Richard J. Wilson
Secretary 
Jefferson City, MO

James R. Baumgartner 
Treasurer 
Jefferson City, MO

Paula Glossip 
Director 
Springfield, MO

Eddie Barnett
Director 
Fulton, MO

Larry Kolb
Director 
Jefferson City, MO

Lisa Officer
Director 
Springfield, MO

James B. Anderson
Director 
Springfield, MO

Sharon Gulick
Director 
Jefferson City, MO

JoNell Beall 
Director 
Jefferson City, MO

Michael Dallmeyer
Member 
Jefferson City, MO

F. Robert Montileone
Member 
Springfield, MO

Kent D. Morris
Member 
Springfield, MO

Robert Gephardt
Member 
Springfield, MO

J.L. Phillips
Member 
Nixa, MO

Carl Jaynes 
Member 
Jefferson City, MO

Jane Hood
Member 
Springfield, MO

Jo Hicks
Member 
Springfield, MO

Greg Williams
Member 
Springfield, MO

Noel Shull
Member 
Kansas City, MO

Gene Wiseman
Member 
Jefferson City, MO

Aldis Jakubovskis
Member 
St. Louis, MO

James Weiss
Member 
St. Louis, MO

Bob Ogden
Member 
Springfield, MO

Mike Hoelscher
Member 
Jefferson City, MO

Jason Schwartz
Member 
Jefferson City, MO

Missy Bonnot 
Member 
Jefferson City, MO

Barbra Wallace
Member  
Springfield, MO

2008 RMI Annual Report | 15



16 | 2008 RMI Annual Report

Contact RMI
RMI HEADQUARTERS
3324 Emerald Lane  

Jefferson City, MO 65109 

(573) 635-0136 

(800) 234-4971

RMI SOUTHWEST 
1632 Arbour

Lebanon, MO  65536

(417) 532-8760

RMI WEST
7817 Rosewood Drive

Prairie Village, KS  66208

(913) 642-3055

Wichita, KS 

(316) 213-8433
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