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hroughout history, college
graduates have shared
some familiar traits. With

their diploma proudly in hand,
they’re enthusiastic to start their
professional career. They're eager
to prove their worth, willing to
do much of the grunt work more
experienced employees would
simply rather avoid.

As a result, entry-level jobs
provide employers with a steady
pipeline of new talent with minimal
risk or cost. College graduates are
typically willing to work longer
hours for relatively little pay. The
basic, often repetitive work they
perform also serves as valuable

on-the-job training and experience.

But in the fast-changing world of
Al, recent college graduates are
having greater difficulty in finding
those entry-level positions.

Al continues to take over an
increasing share of tasks that
have historically been the entry
point and training ground for new
college graduates. According to the

entry-level jobs

Burning Glass Institute, roughly
18 million U.S. workers — about
12% of the U.S. workforce — are
currently in occupations where
Al could considerably reduce
entry-level opportunities. BGI
contends that Al has already
displaced many workers and that
it increasingly narrows the career
entry point for college graduates.

According to LinkedIn,
entry-level job postings are down
23% compared to March 2020.
Handshake, an employment
website that focuses on the younger
Gen Z population, notes that job
postings for entry-level jobs have
declined 15% over the past year.
Likewise, the number of applications
received per entry-level job has
risen by 30%.

Today’s college graduates face
unemployment rates that are rising
faster than any other education or age
demographic. According to data
from the Federal Reserve Bank of
New York, for U.S. workers aged
22-27, the unemployment gap

More than half of new college graduates
work at a job that doesn’t need a college degree.
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between college degree holders and
non-college degree holders is the
lowest in 30 years. In June, the
unemployment rate for 22-27-year-olds
with college degrees was 4.8%. For
similar aged non-degree holders,
the unemployment rate was 7.4%.
This equates to an unemployment
gap of just 2.6%.

By comparison, in June 2010, the
gap was 9.1%. For the 22-27 age
group, the unemployment rate for
college degree holders was 7.1%
while that of non-degree holders
was 16.2%.

BGTI’s research indicates more
than half (52%) of new college
graduates work at a job that doesnt
need a college degree. By 2034,
BGI projects this surplus of college
graduates will increase to 7-11
million young adults.

Al is not expected to completely
eliminate the realm of entry-level
positions. However, BGI contends
that AT will further erode the number
of entry-level jobs that companies
will need. For those entry-level
positions they do retain, employers
will focus less on educational
credentials and more on hiring
workers who can adapt and engage
with critical thinking. With an
increasing workload being performed
by Al, employers will likely emphasize
those entry-level workers who can
thrive in cross-training across multiple
operations within their business.

Disclaimer: Opinions expressed herein are subject to change without notice. Any prices or quotations contained herein are indicative only and
do not constitute an offer to buy or sell any securities at any given price. Information has been obtained from sources considered reliable, but
we do not guarantee that the material presented is accurate or that it provides a complete description of the securities, markets or developments
mentioned. Quad-Cities Investment Group LLC is a registered investment adviser with the U.S. Securities Exchange Commission.
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BUSINESS ADVICE

What Silicon Valley
Taught Me About Business

ANDREA BELK OLSON

HBO. It was a sharp comedy that
brought forward the quirks and
culture oddities of the tech world. Now
10 years later, it seems more like a guide

to understand how business works —

I n 2014, Silicon Valley premiered on

or how it doesn’t. Behind the business
challenges Pied Piper faces and the
painfully familiar jargon is a candid take
on what makes organizations succeed or
fail. The surprise is that it wasn't the tech,
it was the people.

Silicon Valley isn't a show about building
apps or pitching to venture capitalists. It
is about the messiness and complexity of
leadership. It is about ego, innovation and
fear. It is about a company’s ambition getting
mired in trial-and-error and overarching
incompetence. Even being 10 years old,
these dynamics haven't changed. If anything,
they’ve only gotten even more relevant.

Take Richard Hendricks, the founder
of Pied Piper. He is a brilliant coder with
a brilliant vision. This character represents
a very real type of corporate executive —
someone who has great ideas that speak
for themselves. But ideas are just the
starting point. Great execution is essential,
and that doesn’t happen in a vacuum. It’s
impacted by internal personalities and
external politics. Richard underestimated
this continually, and, every time, the business
paid for it.

'This is a pattern visible in both startups
and large enterprises. Say a team designs a
promising technology concept. The market
is eager for it. But during development,
progress stalls because there’s poor

communication. Or no one knows who’s
in charge. Or internal conflicts get swept
under the rug until they boil over. These
aren’t technical issues, but cultural ones.
And they’re the same dynamics Si/icon
Valley portrayed so well.

The show also highlights the constant
obsession with disruption. Every character
in the show chased the next shiny object.
They talked about making the world a
better place while completely losing sight
of what made the company successful
and what their customers needed. Many
companies fall into this trap. They begin
with a clear purpose but drift into various
rabbit holes. They talk about mission,
vision and values, but forget to connect
it with day-to-day execution.

Pied Piper’s team kept changing focus.
First, they were about file compression.
Then they were a video streaming platform.
Then they had an Al play and a new
internet. Every opportunity seemed
promising, but they took the team further
from their core. The same thing happens
when businesses start chasing ideas rather
than focusing on their customers’ needs.

What Silicon Valley revealed was that
companies often fail not from lack of
talent, vision, or passion — they fail from
a lack of alignment. The smartest people
in the room can still lose sight of what

they originally set out to do. They can
unintendedly work against each other.
And when no one calls it out, you get
dysfunction and a beautifully designed
product that doesn't solve a customer
problem.

One of the most accurate parts of the
show was its portrayal of startup culture.
Ping-Pong tables, pizza parties, massive
product launches and mission statements
full of feel-good jargon. All this while their
real business issues went unaddressed.
And it’s a problem businesses still repeat,
focusing on perks and pedigrees instead
of purpose and differentiation.

Gavin Belson, the cocky CEO villain
of Pied Piper’s nemesis, the tech giant
Hooli, surrounded himself with yes-men.
Hyper focused on retaining monopolistic
control, he often confused affirmation
with insight. He also burned through
money and talent trying to prove he was
the smartest person in the room. Leaders
like this still exist in many companies,
often to that organization’s detriment.

So why is Sificon Valley still relevant?
Because the challenges of business haven't
really changed. We still confuse busy with
productive. We still promote technical
experts into leadership without training
them to lead. We still think data will give
us all the answers. But business is human,

"What Silicon Valley revealed was that

companies often fail not from lack of talent,

vision, or passion — they fail from a lack

of alignment." - Andrea Belk Olson

6

QCT BUSINESS



emotional, and messy. No amount of
technology or strategy decks will make
that change.

'The companies that recognize this
are the ones that will succeed. They will
invest in organizational alignment and
prioritize clear communication. They will
build cultures where people can challenge
others without fear. And they will not
lose focus on the core problem they’re
trying to solve.

While the show is exaggerated for
laughs, it never lost sight of the truth.

Behind every business is people. And
people have egos, blind spots, and the
capacity to do something great or blow
it all up. This show reminded us success
isn't about building the best product.
It’s about building the right team and
creating the right conditions for them
to thrive.

So, if you're running a company, leading
a team, or dreaming up your next big idea,
watch the show again. Laugh, cringe, but
take notes. Because everything it got right
is still happening today.

BUSINESS ADVICE

Andrea Belk Olson is the CEO of Pragmadik, a strategic change agency, serving multi-billion-dollar companies. She is a 3x published
author, contributor to Harvard Business Review, INC magazine, Entrepreneur Magazine, World Economic Forum, a TEDx Speaker,
and a SCORE Subject Matter Expert. She is also an instructor/coach for the University of Iowa's Entrepreneurial programs.
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Boetje's keeps

e 50 e g condiment

Owner and President Will Kropp poses for a photo at his desk at
Boetje's Foods, Inc. on Monday, July 14, in Rock Island. Kropp took the
business over from his father, Robert, and will eventually turn it over to

his son, Harrison, who has officially been working with him for 18 years.

His wife and daughter also help run the business.

Katelyn Metzger

FALL 2025

tradition going

GRETCHEN TESKE

gteske@qctimes.com

t any Midwest barbecue there's
bound to be a few staples: brats,
amburgers and, for those in the

know, Boetje's mustard.

'The European-style stoneground
mustard is a staple in the Quad-Cities
and most of northern Illinois. The company,
pronounced boat-chee, has been around
since 1889 and is now owned by Will
Kropp, who has spent decades making
sure the mustard company continues
its legacy.

It started with Fred Boetje, who
immigrated from Germany. He quickly
decided American food was too bland,
and decided to solve the problem for
himself.

"So what he did, was he developed the
recipe that we currently use today that
has water, sugar, salt, distilled vinegar and
mustard seed," Kropp said. "And that has

never changed since day one."




The four stages of mustard can he seen: starting as a plant, seed that has been harvested and cleaned, seed that has been
ground, and seed that has heen mixed with water, distilled vinegar, sugar and salt. Kazelyn Metzger

Using an Old World recipe, Boetje
developed his Dutch mustard out of his
home in Rock Island, about 10 blocks
from where the company's headquarters
are today at 2736 12th Street. Once
Boetje felt he had the recipe right, he
filled up a wooden bucket with the
mustard, grabbed a ladle and started
walking door to door.

"If you had an empty jar, he'd fill it up
for a nickel," Kropp said. "And nickel

by nickel is how we got the company
started."

The company stayed with the Boetje
family for more than half a century, until
they sold their interests in 1960. By
December of 1983, the Kropp family took
over and have been running it ever since.

Robert Kropp, Will's father, had just
retired from his job at a coal company
in Galesburg, Illinois, when he learned
Boetje's was for sale. Robert was living

in Davenport at the time and figured it
would be a good endeavor to get into with
his son, but there was one problem.

Will was a little far away.

"At the time, I was working down in
south Florida as an assistant golf pro at
the PGA National," Kropp said. "I did
that for four years, and my offer came up
to continue on with golf, or to come back
and be my own boss. And being my own
boss is kind of nice."

He moved from Florida back to the
Quad-Cities in the dead of winter. His
car froze and he didn't have warm clothes,
but he had an opportunity and his dad
by his side. Together, they got to work
immediately.

"When I started, he wanted me to learn
how to make the mustard, how to do the
repair work, and be self sufficient," Kropp
said. "We weren't calling on people or
having to spend outside money when we
could do it ourselves. I enjoyed it, because
I really I missed having him around.”

The original Boetje's Dutch mustard
recipe from 1889 is still used today
using an Old Warld process to grind
the mustard seed.

Katelyn Metzger

QCT BUSINESS
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His father retired from the business
about 10 years ago, but a third generation
of Kropps is already in the building. Will
Kropp's son, Harrison helps him make
the mustard while his daughter, Whitney,
works the online side of the business and
his wife Jane does the paperwork.

Production starts on Fridays with 1,000
pounds of seed put into a special stone
grinder that helps release the oils for more
flavor. Bucket by bucket, the mashed seed
is put into a giant oak vat that's been with
the company since the early 1920s.

"That contains water, vinegar, sugar, salt
and then, of course, the ground-up seed,"
he said.

The mixture stays in the vats for 48
hours to age. Once the weekend wraps
up, the Kropps get to work on the stone
grinding process which takes up the
entire day.

By Tuesday the two-man team is filling
9,000 bottles of mustard to be shipped
out. Wednesdays are for cleaning and
disinfecting and Thursdays are for sales.

After a few decades in the business,
Kropp decided to get creative with his
marketing strategies and in 2008 decided
to see what the rest of the world thought
of his product.

Kropp sent it to the Napa Valley
World-Wide Mustard Competition,
hoping at the very least he'd get a few
orders from West Coast judges who tried
the product.

"I sent a case out with all the entry
work, and didn't hear anything back for
over a month. And then I got a phone
call. 'Mr. Kropp, you guys won. Here's the
grand champion. You're the gold medal
winners," he recalled.

It turns out Kropp's product gave a
quick 'pardon me' to Grey Poupon and
slid into first place that year, though the
renown Dijon mustard brand was able to
mount comeback and win the gold medal
the following year.

(Above) Boetje's owner Will

Kropp shows off a 1,000-pound vat
of mustard seeds on Monday, July
14, in Rock Island. The entire vat will
be ground up all at once to produce
about 9,000 hottles. (Right) Boetje's
uses mustard seeds that are grown
and imparted from Alberta, Canada.

Katelyn Metzger

"I sent a case out with all the entry work, and didn't hear anything

back for over a month. And then I got a phone call. 'Mr. Kropp,

you guys won. Here's the grand champion. You're the gold medal

winners.'" - will Kropp

FALL 2025
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"That gold medal was sent to Rock Island
and was the first of many to decorate the
walls inside the building that's been home
to the company for decades. Boetje's
has continued its success in the mustard
championships, walking out with more
gold medals in 2023 and 2024 and a pair
of silvers in 2025.

Boetje's sells a variety of mustards,
including its traditional stone ground,
honey mustard, bourbon barrel aged, rum
barrel aged, maple mustard and a cocktail
sauce they named Sea Sauce. The products
are available locally at Fareway and
Hy-Vee or for sale online.

Variety packs, multi packs and even
Boetje's merchandise are all for sale on
the website. The specialty mustards, like
the barrel aged or honey mustard, tend
to fly off the shelves quickly. Kropp said
he's at the mercy of supplies coming in
on time, which means they may not be
available at the same time, every time.
But, they always get made.

"We're fortunate people are pretty nice
about it. They understand you're going to
get your order. It might be an extra week,
but it's coming," he said. "As long as you
can communicate to them, they know to
keep up the support.”

Local restaurants keep Boetje's available
for customers, and he's even used his golf
connections to have his product available
at the John Deere Classic, a local stop on
the PGA Tour each summer. Kropp said
he completely sold out of the supply he
took to the tournament in July and has
already agreed to bring a new batch in
next year.

(Top Left) Will Kropp of Boetje's Foods,
Inc., shows the first stage of grinding
the mustard seed on Monday, July 14,
in Rock Island. (Middle) Owner Will
Kropp shows where the mustard seeds
are ground a second time with a pumice
stone at Boetje's Foods, Inc. on Monday,
July 14, in Rock Island. (Bottom) Will
Kropp shows off a gold medal that was
won at Napa Valley Mustard Festival
in 2008, the first year he decided to
enter the famous Boetje's mustard into
a contest. That year, he beat out Grey
Poupon, which placed second.

Katelyn Metzger
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Mustard facts

Seventy percent
of the world’s supply

. 70% of mustard seed comes

from Canada but Nepal
: and Russia are also
Boetje's gets its renowned growers.

mustard seeds from

Alberta, Canada.

Mustard has to be made in oak vats
because the acidity of the vinegar
will eat through steel.

Despite the PSPPSR U PSPPSR

tiny seeds, § An oak harrel from the 1920s
3' mustard plants o . is used to mix the ground

can grow up to : Boetje's has been using the @ mustard seeds, water, distilled

three feet tall. same recipe since 1889. p— vinegar, salt and sugar at

Boetje's Foods, Inc.
Katelyn Metzger

VOTED BEST OF THE QC! ~A

of
the

#1 NEW CAR DEALERSHIP  #1 SERVICE DEPARTMENT DS e
#1B0DY SHOP  #1TIRE STORE NNE!
#1TRUCK STORE  #1LUXURY DEALERSHIP

> '.' a2l
>
f!_,' , - ’
4
g —
{
L

’

* kKA Google 48Rating

HIGHEST AUTO DEALER RATING

IN THE QUAD CITIES

DAVENPORT /&Y DAVENPORT

Jeep J_"-h.’_'_"d&aé-'_-il#/ @ @ — ,:Qw‘___‘}.?/
— et
CHAYSRER a0 cHRYEmER
CGMC ——a—— i - —_———
R 3700 16th St Moline IL @ 3921 W River Dr Davenport, IA Jeep 625 W Kimberly Rd, Davenport, IA
dl)u 309-762-5397 e 563-362-4011 . 563-391-8?:00
BuIcK  KeyAutoMall.com A CourtesyFordqc.com KimberlyCarCity.com

*Key Auto has 4.8 Rating & Best New Car, Service Dept., Body Shop, Tire Store. Kimberly BMW Best Luxury, Courtesy Ford Best Truck Store.

FALL 2025 13



(Above Left) Labels for Boetje's Honey It's a good feeling, Kropp said, knowing Afterall, a very important person to the

Mustard are used during the hottling the family business he took over 40 years  industry is close by. Across the street from
process. Local honey from Crandall ago is still sustaining his family to this day. ~ Boetje's is Chippiannock Cemetery where
Farms in Coal Valley is used to make "I didn't think it would do that," he the original founder, Frederick Boetje,
the sweet mustard. (Above Right) said. "But you know, as I continue working  is buried.

Vintage Boetje's jars are on display here, I learn more and I feel pretty "He's watching over the business. Making
in the front office in Rock Island. confident about what's going on. We'll sure I'm doing it right," Kropp said with
Katelyn Merzger keep it going." a smile.
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COVER STORY

Lillie & Pine makes

self-care smell good

GRETCHEN TESKE

gteske@qctimes.com

aty Miller never meant to start
a skincare company. It just
appened.

As the founder of Lillie & Pine, a
company specializing in all things skincare,
she's now accepted her fate and has made
it her mission to promote wellness — and
smelling good — wherever she goes. But
that wasn't initially the goal.

In fact, she hadn't wanted to own a
business at all.

"This was accidentally established in
2017," she said. "Be careful with your
hobbies."

Her interest in skincare started early in
her marriage. While on a road trip with
her in-laws in New Mexico, she asked her

mother-in-law what products she was using.

"And she said, 'Oh honey. We just put
whatever was in the kitchen on our face.
Don't ask me, I make my own stuff,"
Miller said. "So I said, "Well, cool. Send
me some recipes because that sounds fun.

Then began the research into the
importance of skincare not only for

outward appearance, but for overall health.
The skin is the first line of defense for the

"This was accidentally established in 2017.
Be careful with your hobbies." - katy Milter

immune system, and Miller soon learned
hers was very sensitive.

"I really was somebody who used a lot
of commercial and conventional skincare,
a lot of perfumes and I had headaches
and allergies, and I just thought that came
with life," she said. " And so I noticed
that when my mother-in-law gave me
these recipes and I started making my
own skincare, I just felt better."

It didn't take long before Miller
experienced a huge relief from her
allergies and headaches. Next, she got
good at taking the existing recipes and
making new ones.

"And I got really good at what I do by
making about 10,000 mistakes in little
Tupperware jars," she said. "And when I
got really good, on about the 10,000th jar,
people started saying, 'Can I have some?"

It was 2014 and the business had no name,
but it did have products in Tupperware
containers, sealed with packing tape. But
people still wanted the products and she
still enjoyed making them for gifts.

16
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Katy Miller, founder of Lillie
& Pine, poses for a portrait
on Friday, July 18, in Moline.
Miller, who started making
products as a hohhy, named
the handmade bath and hody
gift shop after the two streets
she grew up on.

Katelyn Metzger
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Lillie & Pine's line of Sarcastic Lotion includes five scents that come in 10 ounce hottles. Kazelyn Metzger

"If you ask my family, at one point
they said, "What are you going to make
next? Elbow serum, right arm soap, left
arm soap?"" she said with a laugh. "I was
making everything."

Before long, her friends and family saw
the vision of a business. But Miller wasn't
buying it.

"I never had any ambition to own my
own business," she said. "I said, "That

sounds crazy, selling soap and lotion for
a living.' But what they said is focus on
your core competencies."

Instead of launching a product line
with dozens of items, Miller slowed it
down and started focusing on lotion. It
was an instant best seller.

With the products now selling, Miller
needed to come up with a name for
her company. She thought back to her

Instead of launching a product line

with dozens of items, Miller slowed it

down and started focusing on lotion.

It was an instant best seller.

childhood home, where she grew up on
Lillie Avenue and Pine Street.

Being a self-taught chemist, Miller
credited the mistakes in the Tupperware
jars for how she perfected her craft. She
knew she was looking for a lotion with
a rich scent but satin-like texture that
wasn't greasy.

She spent two years on the recipe, often
passing it through what she called the
"iPhone test." After applying the lotion
she'd swipe her finger across the screen to
see if it left a mark. When it finally didn't,
she knew she had the right recipe.

"I did get good enough at the chemistry
where I've been able to write a few molecular
structures," she said.

It's something she's proud of, considering
chemistry was not her strongest subject in
school. She was more focused on writing
and thought she'd be a journalist.

Instead, she combined the skills for
her own business with the writing skills
coming in handy when its time to make
labels and write product descriptions for
her website. In addition to her own brand,

QCT BUSINESS
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"When I want to create a product for someone I have no shared

background with, I do all the research and watch all the interviews.

Journalism has opened all the doors for chemistry." - katy mitter

Miller makes products for Bella, a
boutique in LeClaire, and Sanctuary
Studios in Moline.

"I've even gone as far as LA six times
now to pitch a product for Snoop Dog,"
she said. "A hemp lotion using his own
hemp."

The details are still in the works,
but Miller has the packaging and
presentation all laid out. She ended up
on Snoop's doorstep after working on
another product for music artist Waka
Flocka Flame.

That interaction happened at the
Freight House Farmer's Market in
Davenport where Miller had set up a
pop-up shop for her products. Someone
who worked for him came to her booth
and the pair began talking.

Miller had been working on a tattoo
balm she wanted to pitch to someone. She
suggested they could call it Waka Wax.

"And then I found myself on Facetime
with Waka Flocka two weeks later,"
she said.

Immediately the rapper was impressed
by the packaging Miller created, because
it matched his cars. He couldn't believe it,
Miller said, but it's a point in her business
where the journalism and chemistry meet.

"When I want to create a product for
someone I have no shared background
with, I do all the research and watch all
the interviews," she said. "Journalism has
opened all the doors for chemistry."

Miller has since created a sample for
‘Waka Flocka Flame, but no official orders
have been placed. And, that's OK, too.

Brand exposure and getting to see
new parts of the world mean just as
much to her as collaborations. What's
led to her success, she said, is wearing
her "Quad-Cities personality like a
10-gallon hat."

"It's very hard to stand out in markets
like (LA) but what can help is when

you're from a place like this," she said.

lllie & pine

il

lillie & pire

(Top) Lillie & Pine's Gentle Bar Soap comes in five different scents. (Bottom) Mama

& Bahy all purpose balm is a plant-bhased halm that is free of fragrance, dyes, and
preservatives that can he used for diaper rash, stretch marks and nursing.
Katelyn Metzger
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(Above) Lillie & Pine founder Katy Miller fills hottles of her Beautiful Flower
Power Hemp Lotion on Friday, July 18, in Moline. Kazelyn Merzger

Asking questions and seeing how she
can work with people and not for them
often sets her apart, she said. Brand
executives in bigger cities are used to
people wanting things from them, but not
so much the Midwestern nice that invites
collaboration and solutions.

But even the Midwest has its challenges.

When Miller launched in 2017 she
opened a booth in The Spotlight Theatre
in Moline. The building has been trans-
formed into a neighborhood of shops for
business owners like Miller.

She attempted to merge the company
with another shop nearby, but the chem-
istry was harder to grasp than expected.
Instead, she relaunched again in 2023,
starting Lillie & Pine all over again.

"It's really been a couple years now with
the challenge of what direction we want
to go in," she said.

(Left) Katy Miller shows off a hottle

for her Beautiful Flower Power Hemp
Lotion on Friday, July 18, in Maline. The
hemp lotion is CBD and THC free, using
only a proprietary terpene hlend.
Katelyn Metzger
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Shortly after outgrowing the booth,
Miller purchased an 8,500 square foot
building in Moline. It was a big upgrade
from the 1,000 square foot production
facility she had been using, but it wasn't
quite right for retail and was going to be
listed for sale soon.

"And what I've found and heard from
my customers, is that they want to see us

in a lot of retail locations, if not our own,"

she said.

Narrowing down the perfect place for
a flagship store is easier said than done,
it turns out. Instead of focusing on one
location, Miller has her sights set much
bigger and has a goal to be in 20 retail
locations by the end of 2025.

It's the perfect formula for a business
based on smell and texture. Those two
things are what set her products apart
from others, she said, and are why she
continues the hard work of being a
business owner.

"I found that my 'why' since I was
little was to always make people feel
comfortable in their own skin and to
make people feel good," she said. "That

Instead of focusing on one location,

Miller has her sights set much bigger
and has a goal to be in 20 retail
locations by the end of 2025.

translated to the chemistry of skincare.
Every product that I make is designed to feel
perfect in your skin. It's designed to perform
without you knowing it's on you, except
for the smell and the softness of your skin."

Miller can't possibly decide which product
she likes the best.

"I can distinctly remember the moment
that I created each one of these recipes, or
decided on each scent," she said. "They're
so very personal to me."

Being part of a personal routine, too, is
a goal for Miller. Before making her own
products, she used lotion every day to combat
dry skin. After making her own products,
she only needs it a few times a week.

"I use less because it's cleaner. It just
works better, lasts longer and it's efficient,"
she said. "I worked really hard on the
chemistry part."

And, her hard work was noticed by
others in the industry.

‘DuTrac
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"This is a hobby
gone terribly right."

- Katy Miller

Shortly after launching Lille & Pine,
Miller was approached by the company
Towa Naturals. They'd been around for
20 years and specialized in self-care
products.

'The owner was looking to retire and
offered to sell it to Miller, who declined.
A few years later the new owners
approached Miller again, asking if she
wanted to purchase the company.

'They'd bought it as a side-hustle, but
were expecting their first child and didn't
have the time to continue the operation.
Miller relented, and expanded her line to
include their products as well.

It's a lot of work, she admitted, owning
her own company and being one of just a
handful of employees, but over the years
the business became part of her family.

"When you create every label, every
ingredient, the packaging; I spent hours
researching and testing and all the labels
I designed myself. Every part of this
business, down to the photography on
our website, the coding on our website,
washing the dishes. I've been involved in
everything the way a mother is involved
with a child," she said.

But it's not just part of the family. It's a
family business, it's her life's work and it's
proof 10,000 mistakes in Tupperware jars

aren't all mistakes.

Lillie & Pine's Milk & Honey Eau De Parfum is a light scent that comes "This is a hobby gone terribly right,"
in a 175 fluid ounce hottle. Katelyn Metzger Miller said.

It's alot of work, she admitted, owning her own company
and being one of just a handful of employees, but over
the years the business became part of her family.
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| Banklocally
Anywhere.

| Smart Checking from R.I.A.
means no ATM fees3,
no matter where you go.

— S

Smart
Checking

FEDERAL

3. If qualifications are met each hly qualification cycle: (1) Domestic ATM fees incurred
aunnq qualification cycle wil in d up to 525 and credited to account on the last day of
monthly statement cyde Qualifying transactions must post to and settle account during month-
ly qualification cycle. Transactions may take one or more banking days from the date transaction
was made to post to and settle an account. ATM—groces.sed transactions do not count towards
qualifying debit card transactions. Monthly Qualification Cycle means a period beginning one
business day prior to the first day of the current statement cycle through one business day prior
to the close of the current statement cycle. Transfers between accounts do not count as qualify-
ing transactions. All Checking Accounts are subject to approval. Must meet qualifications. Must
be a member to open a checking account. Some restrictions apply. Qualifications required to
earn rewards include: (1) 12 debit card purchases posted and settled; (2) enrollment in
eStatement notice; and (3) one automatic payment (ACH) or direct deposit posted and settled.
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G's Gourmet Popcorn -
Popping up snacks for the Quad-Cities
for seven years

Owner John Gnatovich began making popcorn
seven years ago. As a dentist, he would take
his employees to Chicago for their yearly
office celebration. While they were there,
they would buy artisanal popcorn and
bring it back home. After realizing that
there was a need for the fun snack in

the Quad-Cities, Gnatovich started

his business — G's Gourmet Popcorn.

1. Owner John Cnatovich poses for a portrait in Gs Gourmet Popcorn storefront on Tuesday, Aug. 12, in Maline. Gnataovich,
who recently retired in June as a dentist, will now have extra time to run the shop. 2. A batch makes roughly 120 cups,
which will be split into fifteen 8 cup bags. 3. G's Gourmet Popcorn owner John Gnatovich pours popcorn kernels into a
popcarn machine on Tuesday, Aug. 12, in Moline. Gnatovich started popping the snack for the Quad-Cities seven years ago.
4. C's Courmet Popcorn offers over 50 flavors including different flavor combinations and variety packs. Kazelyn Metzger
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5. Cs Gourmet Popcorn can create customized batches for weddings, gender reveal parties, corporate events and more.
6. G's Gourmet Popcorn owner John Gnatovich scrapes freshly popped popcorn into a hucket on Tuesday, Aug. 12, in Maline.
The hales in the tray help to separate out kernels and smaller pieces from the rest of the batch. 7. C's Gourmet Popcorn
is located at 1522 15th Street in Maline. 8. Cnatovich pours melted cheddar flavoring onto a fresh hatch of popcorn at

G's Courmet Popcorn on Tuesday, Aug. 12, in Moline. 9. Gnatovich uses a large metal tumbler to help coat the popcorn in
flavoring at G's Gourmet Popcorn on Tuesday, August 12, in Maline. 10. The Variety Mix is G's Gourmet Popcorn's most
colorful snack, featuring sweet, fruity flavors. Kazelyn Merzger
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11. Seasonal flavors that will be available for fall include Apple Cider and Pumpkin Spice. 12. John Gnatovich adds butter-flavored
coconut oil to a popcorn machine before making a fresh batch of Gs Gourmet Popcorn on Tuesday, Aug. 12, in Maoline.
Sunflower oil is used in the Slender Popcorn batches for fewer calories. Kazelyn Metzger

humility
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THE REAL DEAL
FOR SMALL BUSINESS

300 Mbps Business Internet
Wi-Fi + Data Security + Equipment

; : ; / mo. for 1 year. .

Get everything your business needs to succeed for just $99.99 a month.”

300 Mbps business-grade connectivity’ with no data caps, Mesh Wi-Fi technology
for optimal coverage and power, plus data security to help protect your network
from cyberthreats. There are no hidden fees and no compromises, just the reliable
internet speed and performance your business demands.

MEDIACOM
BUSINESS

CALL TODAY 800-479-2091

*One-time/other costs: Advertised price is “all-in” promotional price for package that includes Internet 300, modem and Advanced WiFi, and Advanced Data Security for
the stated promotional period and does not include one-time installation tee (currently $149.95) or monthly taxes. Monthly promotional price for the package increases $20
each year through year 6 ($199.99 per month). Thereafter, then-current standard rate for the package will apply. Standard rates are subject to change. tAdvertised Speed:
Advertised speeds are for a wired connection. Actual speeds may vary and are not guaranteed, see mediacombusiness.com/speed-factors. General Terms; Trademarks.
Offer open only to new business subscribers, cannot be combined with other offers, may be changed, or terminated any time without notice; is not transferable; and
is subject to law. Billing is monthly in advance. Subscription continues and automatically renews each month until canceled. Cancel any time. All trademarks, logos, and
brands are the property of their respective owners. Visit mediacomcable.com/legal/privacy-policy to read our Privacy Policy.
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Buttercuppcandiescom

Melt. Enjoy. Repeat

O
.. ‘ R

Buttercupp Candles ignites
creativity in LeClaire

GRETCHEN TESKE

gteske@qctimes.com

he "how hard can it be" gene runs
strong in Jennifer and KC Cupp.
The pair have been married
for 29 years and following their passions

together as entrepreneurs for 24 of those
years. And, it's how one business led to
another, with the pair trying to solve a
problem with what they thought would
be a simple solution.

"We had a little shop in Milan, and
this would have been 2017-2018ish. It
was full of things made locally," Jennifer

said. "One thing that we had a hard time
finding was candles that were made locally,
and that we could get more than two or
three at a time."

Plenty of folks were making candles
as a hobby, she said. But it was difficult
to put together a full order for the store.
They ended up ordering from a company

QCT BUSINESS
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(Opposite) Jennifer and KC Cupp
pose in the Buttercupp Candles
candle bar and retail shop on
Tuesday, July 29, in LeClaire.
Together the couple produces the
company's merchandise and runs
the shop's candle making classes.

Katelyn Metzger

outside of the community, and the candles
were consistently best sellers.

After watching the products fly off the
shelves, the pair asked themselves the
question: How hard can it be?

"We bought some supplies and thought,
'Oh, this can't be too hard, we'll just make
our own candles," Jennifer said with a
grin. "Yeah. They were terrible."

The candle supplies were quickly put
into a box and stored away. They were
only re-found after the Cupps were
cleaning things out after closing their
store, K+] Living. Seeing the box again
gave KC an idea.

"My husband said, "You know. You're
really good at researching, why don't you
spend some time on this and really think
about it. I think you could make a really
good candle if you figure it out," Jennifer
said. "So that's what I did. I just went
to town doing research and figuring
things out and we came up with a really
good recipe."

With the formula figured out, they
decided to use their last name, Cupp, as
inspiration for the brand and came up
with Buttercupp Candles.

The first business location was their
basement, Jennifer said. Then the garage.
And then the basement and the garage.

"We'd get these big deliveries that
would come and then we'd have the
garage doors open," she said. "So the

Buttercupp Candles' hest seller
Cody Road, which is named after
the street where the storefront is
located, contains earthy fragrance
notes of hergamat, teakwood and
sandalwood.

Katelyn Metzger

Starting a business during the

pandemic might seem like an

incredible risk. But, the Cupps were

onto something. With most people

confined to their homes, they wanted

their spaces to smell good.

neighbors would be like, "What are you
doing? It smells amazing."

It didn't take long to outgrow that
space, and the Cupps needed to move
into a new one for the manufacturing.

Initially, the goal was to work with
other stores and have them carry the
products. But, six weeks before their
launch, the COVID-19 pandemic set in.

Starting a business during the pandemic
might seem like an incredible risk. But,

the Cupps were onto something. With
most people confined to their homes,
they wanted their spaces to smell good.

Buttercupp Candles was more than
happy to deliver. There was just one problem:
people typically choose candles based on
scent. Without a physical store, that could
be tricky. But not for the Cupps.

"We immediately got together a sample
kit. To this day we still offer that on our
website, and it's literally our entire kit of

LTS
LU T ——r
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Buttercupp Candles produces candles, wax melts and room spray in every all of their signature scents. Kazelyn Metzger

sample scents, so they can put them in a
wax warmer and it's one of every scent
that we carry," Jennifer said.

And, there was a second lesson they
learned along with that.

"It immediately showed us how
important it was to put the scent notes
on our candles," she said. "You can't
just call it a cute name and have people

assume that's going to smell like something.

So it was really important to write really
clear descriptions."

As soon as one problem was solved,
another popped up. This time, it was
supply chain shortages

At that time, the Cupps were making
their candles in glass jars, but found due
to the shortages that they couldn't get the
jars. They were, however, able to get tin
containers, which later became a staple
for them, allowing them to sell candles
in more sizes.

It was that lesson in adjustment that
helped solidify something they already
knew: trust the process.

"You can't be so hard-nosed on your
business plan that you're unwilling to
pivot," KC said. "We've always realized
that you have to be open minded. Those
are some of the best pivots we made."

Those pivots led to multiple changes
in venue for the business along the way.
Buttercupp Candles had outgrown their
home and moved into a commercial space
in Moline, opening before customers
were allowed in, per COVID restrictions
in Illinois.

They quickly outgrew that space, too,
but managed to get their candles into
Skeleton Key, a gift shop in Rock Island;
Grasshoppers, a gift shop in LeClaire;
and the Freight House Farmer's Market
in Davenport. With more company
recognition came more feedback from
customers.

"You can't be so hard-nosed on your business plan that you're

. ° . "
unwilling to pivot." - jennifer cupp

QCT BUSINESS
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Essential oils used to make
candles line the wall at
Buttercupp Candles in
LeClaire. A combination of
three scents in any ration
can be used hy guests to
make their own soy candle.

Katelyn Metzger
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Letting customers make their own
candles wasn't just about getting
them in the door, but giving them

a Nncw way to make memories.

KC and Jennifer Cupp talk about opening Buttercupp Candles during
the pandemic on Tuesday, July 29, in LeClaire. Kazelyn Metzger

A AR
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Buttercupp quickly grew from candles
to room sprays, pet sprays, wax melts
and more. With the business booming,
the Cupps wanted show customers
some appreciation by letting them into
the business in the most unique way
they could.

"Everyone was such a big cheerleader
for us and were so invested in what we
were doing," Jennifer said. "We were like
"How cool would it be to invite them in
and get to do a little bit of what we do?"

And that's what they did.

In the fall of 2022, Buttercupp Candles
opened a DIY candle bar and shop at
429 N. Cody Road in LeClaire. Customers
get to choose from purchasing their
favorite scent in premade candle form
or making their own.

FALL 2025

With 100 scents to choose from, the
options are nearly endless. The process
starts by choosing a jar for the candle,
then up to three scents to mix together to
create their own product. Customers pour,
mix and decorate their own label then
leave it on the shelf to cool.

'The shop is strategically placed near
one end of the commercial district along
Cody Road, allowing customers to walk
the street to do some shopping before
coming back in a few hours to collect
their new candle. KC said the DIY option
has been well received by the community.

A range of people from grandparents
and grandkids to bridal parties to those
participating in a corporate outing have
all come through the door, he said.

Letting customers make their own candles

Buttercupp Candles retail
store on Tuesday, July 29,
in LeClaire.

Katelyn Metzger

wasn't just about getting them in the
door, but giving them a new way to make
memories.

"It's to help people relax and enjoy life
through the products and services we make,"
he said. "When we bring something out,
it's like, 'OK. How is this going to help
somebody either connect with people
they love, reconnect with someone or help
them connect with the memory?' And
scent is such a huge piece of that."
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Buttercupp Candles currently
produces 24 combinations of scents
in their signature collection. All of
their candles are made from soy
wax, which is free form phthalates,
lead and parahens. Kazelyn Metzger

'The warm reception is one of the things
that surprised Jennifer the most.

"I think sometimes, when you look
at the greats like Whitey's and Hungry
Hobo and places that have been around
for a long time, we're starting to see us
lumped into those categories," she said,
adding there was a back to school rush
to get room sprays for college dorms.

'The future is burning bright for the
pair, who continue to launch new scents
seasonally and are equal parts grateful
and proud of their success that is sure
to continue.

"Tt's the first business we've done where
we feel like it's becoming an anchor, or
a staple of what represents a part of the
Quad-Cities," KC said. "It's kind of

surreal; a little bit mind-blowing."

TOP LAWYERS

BASED UPON A SURVEY OF THEIR PEERS

These LEADING LAWYERS have been recommended by their peers to be among the TOP LAWYERS in lllinois.

Reynolds M. Everett Jr. Barash & Everett LLC Galva 309.932.2001 Agriculture; Trust/Will/Estate

Paul L. Mangieri Barash & Everett LLC Galesburg  309.341.6010 Commercial Lit; Criminal Def: Felonies/Misdemeanors; PI: General; PI: Transport; Work Comp
John W. Robertson Barash & Everett LLC Galesburg  309.341.6010 Civil Appellate; Commercial Litigation; Ins/Ins Coverage/Reins; Personal Injury Defense: General
John F. Doak Katz Nowinski PC Moline 309.797.3000 Employment: Employee

Michael E. Massie Massie & Quick LLC Galva 309.932.2168 Agriculture; Close/Private Held Business; Real Estate: Residential

Howard E. Zimmerle ~ Zimmerle Law Moline 309.581.5336 Personal Injury: General; Workers’ Compensation

These EMERGING LAWYERS have been identified by their peers to be among the TOP LAWYERS in lllinois who are age 40 or younger OR who
have been admitted to the practice of law for 10 or fewer years.

Zachary L. Lessard Barash & Everett LLC Kewanee  309.852.5555 Close/Private Held Business; Family; Trust/Will/Estate
L] .

Leading Lawyers- emerging lawyers®
Find a better lawyer, fasters on a fast track to the top™

Alawyer CANNOT buy the distinction of Leading or Emerging Lawyer. The distinction was earned by being among those lawyers most often recommended by their peers.

For a full description of our research process, a complete list of all Leading or Emerging Lawyers, and to view profiles of the lawyers listed on this page, go to
www.LeadingLawyers.com

A Division of Law Bulletin Media—est. 1854

34 QCT BUSINESS




DM | \1s5iSSIPPI VALLEY
- SURGERY CENTER

Experience
matters

» For the best patient experience, trust the most
experienced surgeons and care team.
Mississippi Valley Surgery Center delivers expert care with compassion,
making it the trusted choice of nearly 10,000 patients per year.
With experienced surgeons using innovative technology, you can
have the confidence that MVSC is the right choice for your minimally
invasive procedure.

Ask your doctor about MVSC today and see why it’s truly surgery you’ll feel good about™.

Davenport, IA 52807 | mvhealth.net n

FALL 2025 35




Dot’s Pots

turns clay into
useable art

Dot's Pots owners Dan Lawrence and
Dorothy Beach pose for a portrait in
their storefront in Moline on Thursday,
Aug. 21 Together, the couple creates
whimsical pottery ranging from mugs and
bowls to animal figurines and ornaments.

Katelyn Metzger

GRETCHEN TESKE

gteske@qctimes.com

orothy Beach was always drawn
to creating art. In fact, she
molded her career after it.

The owner of Dot's Pots in Moline,
Beach has been creating handmade
pottery for decades, following her life's
passion of creating beautiful things.

"I loved anything art, so I did drawing

and painting and calligraphy,” she said.
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An East Moline native, Beach attended
United Township High School, then
Black Hawk College in Moline and
finally Augustana College in Rock Island.
She eventually made her way to Davenport,
where she taught pottery classes at the
Davenport Pottery Guild.

In 1991, she met Dan Lawrence, a local
hair stylist who had been taking pottery
classes for a few years. They decided to
stay together and make pottery for the
rest of their lives, getting married in 2012.

Lawrence has multiple roles in Beach's
life; the top two are being her husband
and business partner. But behind the
scenes, he's her biggest fan, quick to brag
about her skills and share that her pottery
classes were the most popular, often with
a waiting list.

"Any place she is, people want to be in
the room," Lawrence said.

While still early in her career, Beach
decided to test that theory by setting up a

Everything they make is food-safe

and microwave-, dishwasher-

and oven-proof.

booth at art fairs on the weekends, selling
pottery she and Lawrence had made.
Everything sold quickly, from coffee mugs
to plates to miniature moose figurines,
which were her most popular item.
Before long, a quick chat with the
accountant turned into a conversation
about starting her own business. Slowly,
Beach cut back on the art shows to focus

on building up an inventory for her new
store. Lawrence was still cutting hair

at the time but would make pots in the
evening to build up inventory.

In 1997, she and Lawrence opened
Dot's Pots at 2822 16th Street in Moline.
A big sign went up out front, with a moose
on the logo, letting customers know this
wasn't just a family home anymore.

Darothy Beach pulls the
walls of a clay vase upward
while working on a potter's
wheel in her studio at Dot's
Pots on Thursday, Aug. 2],
in Moline.

Katelyn Metzger
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‘The white house with the orange front
door became home for the couple
and their business. The couple moved
upstairs and turned the main floor into a
showroom. In time, they built a shed out
back where they could throw their pots
on site and fire them in a kiln nearby.

Everything they make, Lawrence said,
is food-safe and microwave-, dishwasher-
and oven-proof. Everything is fired at
an extremely high temperature — 2,400
degrees Fahrenheit — to keep them nice
and sturdy.

"You can put them in a kitchen sink,
jostle them around with other stuft and
it's not going to chip as easily," he said.

Beach and Lawrence make things in all
shapes and sizes, but everything is made
by hand. To start the process, Beach gets
as much clay as she needs for her project
and begins the wedging process: kneading
the clay with her hands to warm it up.

In her shop, Beach works with two
kinds of clay: a white porcelain blend and
a stoneware clay that has a red hue. The
porcelain blend comes out brighter due to
the color and the stoneware blend is more
freckled and earthy.

Next, she walks the clay to the pottery
wheel and plops it in the middle, making
sure it's centered.

"When you turn the wheel on, it'll be
wobbly," she said. "So, you have to get it
centered."

A whirring sound fills the room as she
uses her foot to press down on a pedal,
controlling the speed at which the wheel
spins. She pins her elbows to her knees,
holding her arms as still as possible as she
begins to work the clay.

She puts her hands on either side of the
clay, gently pinching with her thumb on
the outside and forefinger on the inside,
ensuring the pitcher she's making is just

the right width.

(Top) Dorothy Beach throws a pot on her potter's wheel

while her hushand, Dan Lawrence, works on slah pottery

in their studio at Dot's Pots on Thursday, Aug. 21, in Moline.
(Middle) Dot's Pots utilizes both brown clay and a porcelain
hlend clay, which fire well together. (Bottom) Pottery tools such
as ribs and clay carvers stay close to Dorothy Beach as she
throws on the potter's wheel in her studio. Kazelyn Merzger
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Darothy Beach uses a rih to smooth
out a vase at Dot's Pots on Thursday,
Aug. 21, in Moline.

Katelyn Metzger

"You want the same thickness from the
top to the bottom, so I'm trying to feel
how thick it is and then lift that extra
clay down there and bring it up," she said,
using her chin to point to the bottom of
the pitcher. "Now I'm going to shape it."

Taking a rib, a long tool rounded on the
end, Beach slowly brings the tool up the
side of the pitcher repeatedly, smoothing
out any extra lines. Then, she slowly
begins to push on one side, molding it
carefully with her hands to make a spout.

With the pitcher now shaped the way
she wants it, Beach then takes a long wire
and runs it along the bottom, separating
the pitcher from the wheel. The whole
process only takes her a few minutes, but
getting good and being fast are two skills
that came with time.
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Dat's Pots owner Darothy Beach can be seen through a shelf in her storefront showing off her works of functional art.
Everything for sale at Dot's Pots is food safe, microwave, dishwasher and oven proof. Kazelyn Metzger

"When I first started, I was horrible,"
she said with a laugh.

Nothing seemed to turn out right: the
walls would cave in; her teachers would
walk behind her, shaking their heads as
her hands shook from the nerves. Instead
of giving up, she purchased a pottery
wheel and put it in her basement so she
could practice, getting it just right.

"I just had to (practice) when nobody
else was around," she said. "There was no

pressure, so I could do it. Then I learned
more, and I didn't feel bad about going
back into class."

'The persistence paid off, and Beach can
now whip up something like a pitcher in as
little as five minutes. Once it’s hardened,
Beach applies a handle then takes the
pitcher over to a small kiln.

The electric kiln is a round container,
about three feet off the ground with a
flip up lid and thermometer. Everything

"You can put them in a kitchen sink, jostle

them around with other stuff and it's not

going to chip as easily." - Dan Lawrence
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at Dot's Pots is fired twice, to ensure its
durable. After the initial firing, it's time
for glazing.

Along the backwall in Beach's studio
are large garbage cans with various glazes
that all look similar in color. They don't
change color until fired, she explained.

'The glazes look like vats of plaster
with water floating on top, but that's
because they separate when sitting. Using
a large mixer, she blends the mix until
the consistency is smooth, then dips
the pitcher in.

It comes out from the electric kiln
shiny then goes into a second, larger
gas kiln where it's fired and the glaze
becomes glass-like. The larger kiln can
hold about 100 items, which stay in for
about 12 hours until the kiln reaches a
temperature of 2,400 degrees.

The pottery stays in the kiln for the
next 36 hours until it’s time to remove it
and finish the final steps, if there are any.
Once the items are ready for retail, Beach
carries them inside to the shop where
shelves are lined with homemade goods.
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Tiny animal figurines are
for sale at Dot's Pots. Most
are made hy Dorothy Beach,
who uses her imagination
when creating the fictitious
characters.

Katelyn Metzger
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Knowing each ather's strengths and weaknesses when creating paottery, the
hushand and wife duo work together efficiently. The couple met in a pottery class
at the Davenport Pottery Cuild and have heen working together ever since.

Katelyn Metzger

(Above) Metal cookie cutters used to
create fun shapes in clay hang from

a string around the Dot's Pots studio.
Katelyn Metzger

From magnets to platters to vases to
lawn ornaments, there's something for
everyone inside. Beach no longer does
customer orders, and she doesn't ship.
She's built up her clientele enough that
they know where to find her.

And if she's not in the shop, there's a
good chance she's in the studio. She starts
her day out there at 4:30 a.m. every day,
after all.

"I take breaks. I come in and eat and
then I go back out and then I work and
then I come back in and if T have to do
paperwork, I do paperwork," she said.
"But we usually end up closing up the
shop out there about 8 at night."

It's almost like working two jobs,
she said, one in the shop and one in
the store. But it's no big deal to her.
It's just business.

"I'm not complaining about it," she
said. "It's what I want to do."

Dan Lawrence creates a log out of a
slab of brown clay at the Dot's Pots
on Thursday, Aug. 21, in Moline.
Dorothy Beach will later add a
woodland animal to sit atop of the log.

Katelyn Metzger
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Center for Health Design Silver Touchstone Award
The Daily Reporter Top Project 2025

LET'S GET YOU THERE.
IMEG has built a global reputation for engineering

high-performance buildings and infrastructure using
forward-thinking solutions. We believe that together
we create positive outcomes for people, communities,
and our planet.

*+ 100 Locations Nationwide
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* QC Headquartered

* Full-Service Engineering & Surveying
* Building Design & Infrastructure
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Dr. Joseph Brooks, DO
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and reduce stress.

Professional-grade
supplements to support

your daily wellness. 563-424-6400
(eoox now @) acvitaiity.com



