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How do you manage all of this
practically? What devices do you use
to manage your to-do list?

Yiddishkert
Yiddishkett

How do you deal with stress?

Claude ChatGPT Gemini

One-time build fee + tokens used.
No monthly seat fees.
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“Staying
positive is not
just some
emotional
concept or
motivational
line. Ithas a
real physical
effect. Your
mindset
directly impacts
how you
function, how
you recover,
and how you
handle difficult
periods.”
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that, the only real way to deal with it is to reset
completely. I go out for a few hours, and I have
onerule—itcan't be screen time. I can call some-
one, go out to eat with a friend or do whatever I
want. I leave the environment and come back
refreshed.

Structural stress is different. That’s about the
direction of the company, whether you hired the
right person, your payroll, your sales. For that,
you should have a small group of mentors you
can call. T have slightly more than a handful of
them.

I can pick up the phone and say, “Chaim, I
need to talk to you.” It has to be somebody you
can talk to honestly and who knows what’s go-
ingon in your company. Youre not going to them
for therapy. Youre going to get an outside per-
spective and common sense about what’s really
stressing you.

I went to one of these guys, a man in his 60s
who is wealthy and has gone through everything
in his business life. I said, “I don’t want your
business, I don’t want your connections, and I
don’t want your money. I want one thing—a few
minutes of your time, and your advice and guid-
ance.”
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He couldn’t believe it. He said, “Sure.” It got to
a point in our relationship where he now shares
with me what he’s going through, because even
though I'm much younger, there’s no one else for
him to talk to.

So many times you have heavy stress, and
when you speak to someone about it, they break
it down—this is the issue, this is not the issue,
this is normal, this is not normal, this is what
you need to do. You feel like a new person and
can come back with clarity.

If you ask me about life stress, maybe I'm not
the right person to ask. We all know that the
answer to that is bezachon, bitackon and again
bitachon...

But you went through some medical
challenges, which can make it almost
impossible to focus on business.

I've dealt with quite a few difficult medical is-
sues over the years, and yes, there are definitely
periods when it’s not easy. But I learned very
early on that if you sit and focus on the problem
all day, you become paralyzed.

I once heard a powerful idea. No one has
ever thought his way out of a negative
mindset. Only action takes you out of it.

Exactly. It's mindset coupled with action.
Staying positive is not just some emotional con-
cept or motivational line. It has a real physical
effect. Your mindset directly impacts how you
function, how you recover, and how you handle
difficult periods. And at a certain point, if you've
done the /4ésitadlus and there’s nothing more
you can realistically do, you have to let go a little
and continue functioning.

Your reputation clearly means a lot to
you.

I'm willing to lose money faster than losing
my reputation.

I had a misunderstanding recently with an
event planner. I put my money where my mouth
was—$3,000 gone. I ate it, no questions, done.
I care about my reputation. I care about what
happens 20 years down the line. I had another
pesharak that cost me $9,000. It is what it is;



it's part of business. I will do anything to
protect my reputation. You will not find a
single person in business who would have
atainal on me.

The same goes for client confidential-
ity. I have some of the largest companies
in the Zezmis/ market, companies doing
$150 million, $250 million in revenue.
We see personal statements, business
statements, financials, W-2s. As part of
preparing a government contract, espe-
cially certifications, we really need to see
the entire company. People trust us with
their information, and we take that ex-
tremely seriously.

When we were schmoozing about
the systematic way you run your
companies, you had some strong
opinions about EOS. Can you
elaborate?

Alotofpeople think I run my
companies with EOS [entrepreneurial
operating systems], with the weekly
meetings and writing people into the
right seats and quarterly targets and
three-year visions and ten-year visions.

I have everything on paper, my mission
statement and my core values and all

of that. But the truth isI don’t run EOS.
Don'tlet your business build EOS—EOS
should build your business. So many
companies are building EOS because
they see how many businesses use it, and
they think it must be good. Meanwhile,
it doesn’t really work well in the Zezrish
market.

When you have to spend the first five
minutes of every meeting coming up
with something positive to say, it starts
to become sZtusim. 1 remember from my
own experience as an employee spend-
ing time thinking about what cute thing I
was going to say to segue into the meeting
instead of just focusing on the work. Use
common sense. I've seen very smart peo-
ple suddenly lose their daas because they
became so focused on “doing EOS right”

that they stopped thinking practically.
They hold a meeting even if no one is
showing up. They're fooling themselves.
It's not a checklist.

I'm very passionate about this. You
can use the common-sense elements of
EOS, and there is a lot of common sense
there. Everything should be on paper,
you should have systems, you should
know where your company is running
and malke sure it’s profitable. If you can’t
look at a dashboard and know where
your money is, it’s a Zzufloigene company,
and I see it close up now. All the compa-
nies that are failing and struggling with
cash flow are companies that were never
properly organized.

You mentioned being closed on
Friday. That’s unusual in this
industry.

BidMaster is not completely closed on
Fridays. We usually have one employee
come in just to manage emails. But I have
a very strong opinion that there’s no rea-
son in the Zezmis/ world to schlep an em-
ployee in for a fifth day when she comes
in for two hours and not too much gets
done. So we run a four-day workweek to
a certain degree, and it’s more intense on
those four days.

Still, it’s rare. I'm assuming you‘re
closed on Chol Hamoed.

Chol Hamoed we are completely
closed. Twice this cost me dearly. One
Sukkos I had a contract for around $6.5
million that we couldn’t pull through be-
cause of Chol Hamoed, and there was no
other bidder on that job. We would have
gotten it. I had even flown down to meet
the agency. ButI don’t have any ckaratak.

Then, this past Sukkos, it happened
again with a very good contract worth a
few million dollars. They didn’t award
it because they felt there was no com-
munication during that period. Both
times it was okay with the client. I don’t
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Industry: Apparel Manufacturer
Amount: $300,000
Type: SBA 7(a) - 10-Year Term Loan

Challenge: An apparel manufacturer that
designs and sells its own products was
looking to expand operations and grow its
team. They needed funding to increase
production capacity, purchase additional
inventory, and support day-to-day operations.
Due to minimal profits reported on the tax
returns, traditional financing options were
limited, making it difficult for them to secure
the capital they needed.

Solution: We stepped in and found the right
bank that was the perfect fit for their needs.
They were approved for a $300,000 SBA 7(a)
loan with repayment terms that gave the
business flexibility to continue growing while
maintaining stable cash flow. We were also
able to waive the SBA closing fees based on
the industry type, helping reduce upfront
costs significantly. The funding allowed them
to expand operations, strengthen production,
and continue building their team with
confidence. As always, our process was Easy,
Simple, and Fast.
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“When a ben
Torahis
working so
hard that he
feels he doesn't
have enough
time to learn,
he needs the
learning more
than anyone
because it will
make him more
settled.”

know what would happen in a situation where
we already have a contract in place and we're in
breach. T hope never to get to such a point.

It’s important to me that my employees don’t
feel pressured. I don’t care if you show up at9:05
or 9:15 one day. I always say that if you're stuck
in traffic on the way to work and you're stressed
out thinking you're going to be late, I failed as a
boss. I don't want to care about the nitty-gritty;
I want to care about output and what you're ac-
complishing. How would I feel ifT had a boss like
that on top of me?

We're completely closed on Yom Tov, and I pay
my employees in full.

What drives you forward from here?

In 20 years, I want my companies to create
value and be able to print money, whether I'm
in the bezs medrash or on the beach. You've got to
think long term.

People ask me how I have so much time to do
what I do. First of all, I just waste less time. I'm
more focused; I strive under pressure. [ was like
this as a kid and as a bac/uur, too. Some people
crack under pressure, but I get energized by it. If
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I don’t have structure, I collapse. That’s my per-
sonality.

I have a belief I talk about internally in the
company. Our focus is on the larger clients, the
ones were bidding for every single week, bid
after bid, with processes in place. But my long-
term vision is to take care of the smaller clients,
too—companies that can’t do a bid over a mil-
lion dollars—because every company needs to
have a mission.

Are you here just to make money? There are
plenty of ways to make money. It bothers me
when I see that the Yiddisie economy is so big
and the government contracting world is worth
trillions of dollars—the government is the big-
gest buyer there is—and the Yidder are not
taking a piece of it. I want every 27d to have the
opportunity to try to get into government con-
tracting. It’s a belief system, not just a business
model.

What would you tell people who say
they have no time to learn?

The first thing I want to point out is that the
busier you are and the less time you think you



have, the more you need to carve time out
tolearn. It will bring structure to your life
and lessen the chaos. When a bezn 7ora/
isworking so hard that he feels he doesn’t
have enough time to learn, he needs the
learning more than anyone because it
will make him more settled.

What do you think is the best way
to approach the learning itself?

Don’t get complicated, and don’t think
long term. That's the biggest mistake peo-
ple make. They look at the mountain and
freeze. Think about what you can do for
yourself'in the next 30 to 60 days. That’s
it. Grab a cZavrusa and commit to learn-
ing for two weeks. Just two weeks.

I think it's important to learn with
a chavrusa. At the beginning of your
chavrusashaf?, you need to make it like
yeihareig val yaavor. Make it your prior-
ity at the start.

Imentioned earlier thatIstarted learn-
ing more bzyun because my rosk yeshivalk
told me I was learning too much bekzus.
Nobody has time; everyone is busy. The
guy who learns three hours a day is busy;,
the guy who learns 30 minutes a day is
busy, and the guy who doesn’t learn at all
is busy. Everyone has the same excuse.

The way to beat the yetzer /ara is not
to make big commitments, because big
commitments scare people away from
starting in the first place. Even with my
Sunday ckazarak shiur, where 1 review
the previous seven dla¢¢, 1 only commit
to doing it masechta by masechta.1 don’'t
commit to finishing S/%as. I don’t commit
to five years from now. I commit to this
masechta, and then we'll see. That takes
all the pressure off.

Start slow. Learn Mishnayos with
someone for 15 minutes a day or set up a
chavrusa for Gemara twice a week. You
don’t have to sign up for a five-year pro-
gram. Just get started. Learn. Once you
taste it, once you start, you'll find yourself
learning more and more. It builds on it-
self. @
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Group

You work on your business
We'll work on your loan

SBA Loan Group helps small business owners

access capital to grow their business. By using
SBA
loan program,your business can better build
value by reducing down payments and funding
working capital. The loans can be used to
purchase
commercial real estate when the business
occupies at least 51% of the property with as little
as 10% down.

There are also options with NO MONEY DOWN!
Funds can also be used for buying equipment,
buying out a partner, inventory and working
capital

To qualify
* Atleast 1 year in business and
cash flow to support loan payments,
verified by tax returns
* 680 credit, no bankruptcies,
no open judgments, no outstanding tax liens

Call for more information!

484-722-5626

Mendy (847) 409-0101
mendy@sbaloangroup.com

Yankie (718) 744-7459
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