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Life-size cardboard cutouts of managing partners David Cunix and Jeffrey Bogart share the waiting room at Bogart, Cunix and
Associates in Beachwood with office manager Tina Miller.

Art, souvenirs personalize partners’ workplace

DouGcrLAs TRATTNER
Specialto The Plain Dealer

David Cunix and Jeffrey Bo-
gart, longtime friends and busi-
ness partners, wanted their new
office to reflect the idiosyncratic
personalities of its principals. “If
I wanted to work in an imper-
sonal cubicle,” Cunix likes to
say, “I could have stayed at Pru-
dential.”

Cunix, Bogart & Associates, a
full-service financial-planning
company, moved to Beach-
wood’s One Corporate Exchange
in October — and immediately
began decorating. Art and sou-
venirs, acquired from business
trips, arts festivals and local gal-
leries, decorate much of the
1,900-square-foot space.

In Cunix’s office, a two-foot to-
tem pole, picked up on a recent
trip to Ketchikan, Alaska, sits
next to a eucalyptus didgeridoo
and sleek wooden boomerang,
both from Australia. Bogart, a

Whimsical art such as “Bus Ride to the Louvre” hangs in David
Cunix’s office, and distractions like this kaleidoscope are within

%a?l%%l%éd amateur photographer,
lined his walls with arresting
images from Taos, N.M., San
Francisco, Las Vegas and Lake
Tahoe. Impressionistic prints
from local artists hang in the

common spaces.
But something didn’t look right.
“Before we installed new full-
spectrum fluorescent bulbs,” Bo-
gart said, “we couldn’t see the
intricacies and nuances of our

NAME: Bogart, Cunix & Associates

ADDRESS: 25825 Science Park
Drive, Suite 210, Beachwood

VITALS: Full-service financial planning
company

artwork. Now the colors jump
off the walls.”

Despite the noteworthy and
noticeable pieces, clients invari-
ably gravitate to a quirky curios-
ity: a two-dimensional shirt
fashioned out of $2 bills that
was a giveaway from a mutual
fund company. “We could have a
Picasso in here, but people
would still flock to that shirt,”
Bogart said.

Trattneris afree-lance writerin
Cleveland Heights.

Do people stop by to check out
your cool building? Is your cubi-
clethetalk of the office? Tell us
about it atinyourspace@
plaind.com.

Comparing prices
makes sense
when doing
weekly shopping
and especially
when shopping for
durable goods, like
appliances.
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To give an example of how prices can — or don’t — vary,
BusinessMonday went shopping. The prices here were listed on
the shelf when our reporters visited last week.

. When is the best time to

. pass out a business card in
a meeting? Should you wait for
the client to give you one first?

A’ I don’t think it matters who
. gives a business card first,
but I would suggest that you ex-
change cards at the beginning of
the meeting. It’s just more
practical, especially if
you’re meeting peo-
ple for the first
time. You can use
the card as a re-
ference — a re-
minder of their
names and titles
— s0 you can ad-
dress them appro-
priately in the meet-
ing.

Delores Pressley,

Discount CVS Walgreens
Drug Mart 1711 State Road, | 5264 Lee Road,
27300 Detroit Cuyahoga Falls Maple Heights
Road, Westlake $7.99 $7.99

$6.59

Discount CvVS Rite Aid

Drug Mart 6501 Harvard 27175 Center
1763 E. Main St., Ave., Cleveland Ridge Road,
Kent $7.99 Westlake
$6.59 $7.99
BUSINESS ETIQUETTE

Business cards: To pass out or not

Reporter Marcia Pledger dishes out advice on office manners.

president of BornSuccessful Con-
sultants in Canton, said the best
time to present a card is when
someone asks for it.

“Never presume that someone
wants your card,” Pressley said.
“If you want someone’s card, you
should ask for it. And then also
ask, ‘Would you like one of
mine?’” As for timing,
Pressley, a speaker and
author, agrees it is
best to ask for a card
before the meeting

starts. More im-
portant, remember
to bring a business
card in the first
place. Make sure
it’s in good shape
and easy to pull
out.

Do you have a burning business etiquette question? Contact Marcia
Pledger at mpledger @plaind.com or 216-999-4813.
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COMPENSATION

New grads urged to research worth in job market

EILEEN AMBROSE
Baltimore Sun

For many new college gradu-
ates, it’s time to learn a skill that
will serve them throughout their
careers — negotiating a salary.

Yes, even those seeking entry-
level jobs might be able to
squeeze a little more out of a pro-
spective employer by playing
their cards right.

An improved job market favors
new grads. A few years ago, grads
were lucky to get any offer. Now
some grads are getting more
than one. And competing offers
put job seekers in an even better

position to negotiate, says Brian
Krueger, president of Col-
legeGrad.com.

If you don’t have a job offer
yet, don’t panic. But don’t Kkick
back, either. “It’s time to double-
down,” Krueger says. “Your full-
time job is job searching.”

The first step to negotiating is
to be prepared, Krueger says.
That means knowing what you’re
worth even before an employer
talks money.

Salaries for new grads range
from $25,000 to $55,000, says
Bill Coleman, senior vice presi-
dent of compensation for Sala-
ry.com. Liberal-arts majors are

on the low end; engineers and
technology grads on the high
side. To find income figures for
your field and locale, check out
www.salary.com.

Don’t overlook the value of
benefits. One company’s perks
might be rich enough that you’re
better off there than at another
job that pays more.

So that job seekers don’t forget
to ask crucial compensation
questions, CollegeGrad.com has
compiled a “Job Offer Checklist”
on its Web site that grads can
keep by the phone if an employer
calls.
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Did Your Retirement
Savings Go Down
the Drain?

Are You a Victim of Stock Broker
Misconduct?

» Unsuitable Investment Advice ® Omission of Facts
® False Statements

® Excessive Trading

You may have a claim entitling you to a
recovery.Our fee is contingent on the
success of your claim.

Contact Attorney James A. DeRoche
for a free consultation at
(216) 696-9330

www.garson.com
Garson & Associates Co.,LPA

ATTORNEYS AT LAW

Move

With A Plain Dealer Classified Ad.

Yields Available to Cleveland Area Investors

CD & DEPOSIT GUIDE = coricce o,

| SAVINGS YIELDS | | CERTIFICATE OF DEPOSIT YIELDS |

Min  Money Min 6 12 18 24 36 60

to Mkt to mo mo mo mo mo mo

Institution Phone Address Open Acct open CD CD CD CD CD CD
Buckeye Community Bank 440-233-8800 705 Sheffield Center Lorain 500 1.00 1,000 3.00 5.15 5.25 5.35 5.35 3.75
Century Bank 216-351-7000 1640 Snow Road, Parma, OH 44134 1,000 0.50 500 3.97 5.00 5.00 5.00 5.00 5.00
Lake National Bank 440-205-8100 8585 Market St. Mentor, OH 2,500 4.00 500 450 5.00 5.00 5.00 Call Call
Ohio Savings Bank, FSB 216-696-2222 1801 E. 9th Street, Cleveland, OH 44114 1,000 0.75 1,000 5.00 5.35 5.35 5.35 5.35 5.35
The Middlefield Banking Company  888-801-1666 www.middlefieldbank.com Call 500 484 5.41 432 3.44 3.65 5.18
Third FS&LA of Cleveland 888-844-7333 7007 Broadway Ave, Cleveland, OH 44105 10 450 500 4.00 5.26 5.26 5.45 5.45 5.71

Selected Deposit & Loan Products & Promotions Available to Cleveland Area Residents

Special APY/ Special APY/ Special APY/ Special APY/

Institution Phone Promotion Ratex Promotion Ratex Promotion Ratex Promotion Ratex
Buckeye Community Bank 440-233-8800 Call Call Call Call

Century Bank 216-351-7000 Money Market-$50,000 450  Fixed Rate HELOC 6.99  Call Call

Lake National Bank 440-205-8100 Golden Savings $2500 min 3.94  Call Call Call

Ohio Savings Bank, FSB 216-696-2222 $25,000 - $49,999 Money Market 4.00  $50,000 + Money Market 4.75 Titanium Checking 3.00 Call

The Middlefield Banking Company  888-801-1666 Call Call Call Call

Third FS&LA of Cleveland 888-844-7333 15 Month Special 530 26 Month Special 5.60

Reach Thousands of Investors Weekl

Don’t Forget to Mention the Cleveland Plain Dealer When You Call

to Appear in This Guide Call 800-327-7717 ext. 11410

NOTE: % For Deposit Products = APY, for Loans Products =Rate. Banks, brokers and credit unions pay to advertise in the Consumer Money Guide, which is compiled by Bankrate.com®, a publication of Bankrate, Inc., N. Palm Beach. Internet: <http://www.bankrate.com>. Rates and APYs effective
as of Friday (7/14/06) and subject to change without notice. Yields represent annual percentage yield (APY) paid by participating Institutions. Call =rates not available or not offered at press time. To appear in table or to report any discrepancies, call 800-327-7717, ext. 11410.

Your

ACCOUNTANT/CONTROLLER

Swiss+Tech Products, a rapidly
growing Mayfield Village distribu-
tor, needs versatile individual for
one person department. Must know
MAS90. Email:
hrdeptsupv-acct@yahoo.com

BRAZING ENGINEER

Looking for versatile manufactured
oriented Engineer with 3 -4 years
experience dealing with brazing and
welding processes & metallurgical
testing operations. Fax resumes to:
216.426.6691

CABINET ASSEMBLERS
& LAMINATORS

For Cabinet Shop. Must have a GED
& Valid Drivers License. F/T, Benefits.
401k. See our ad in the today’s Your
Job section under Skilled Trades.
Call: 440-878-3920, ext 205

DIRECTOR
OF INDIVIDUAL GIVING
AND SPECIAL EVENTS PLANNING
Akron Symphony Orchestra
17 North Broadway, Akron, Ohio 44308
See our ad in today’s
General Employment classification.

MAINTENANCE

Growing food plant located near
Shaker Square. Previous hands-on
maint. exp. in a mfg. or proc. envir.
Send resume & salary history to:
Maintenance, PO Box 24053
Cleveland, OH 44124

OWNER OPERATORS

Cargo Vans, 24’ Straights & Tractors. Lease
Purch. Prog. Direct Dep., Service Bonus
Prog., Permits Pd, Plate & Ins., Immediate
Openings Detroit terminal. Call today:
800.453.3237
WWW.CtX-inc.om

Visit these employers at:
www.cleveland.comyjobs/topjobs

The Best
Local Jobs

In Print and Online A
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