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Helping your biz 
call the next play

Professional coaches provide entrepreneurs with feedback, strategic ideas
MARIELA LOMBARD, SUSAN WATTS/DAILY NEWS

Manhattan cleaning biz owner Stan Doobin is a disciple of the philosophy 
of focus on your strengths and hire others to cover your weaknesses.

 BY BRUCE W. FRASER

F
or entrepreneurs, it can get 
lonely at the top.

“You have limited re-
sources in terms of mentor-
ing or a board of directors,” 

said Drew Pizzo, owner of Collection 18,  
a fashion accessories firm in the Gar-
ment District that has 55 employees.

That’s why he and many others 
turned to business coaching, which fi lls 
that void and offers regular meetings 
with a group of like-minded entrepre-
neurs who serve as a sounding board.

   With business owners facing one of 
the toughest economies in decades, one 
way to try to bolster the bottom line is to 
use a professional coach to help repri-
oritize and identify areas where money 
or talent is being wasted.

Dan Sullivan, co-founder of Strategic 
Coach, said the company  has worked with 
more than 13,000 entrepreneurs at quar-
terly workshops, which in some cases 
have led to once-a-month study groups 
like the one Debra Schatzki attends with 
other entrepreneurs in New York.

Schatzki, president of BPP Wealth, a 
Manhattan financial planning firm, said 
the coaching program helped her make 
more money and attract more clients  . 
She now  runs the wealth management 
department of Weiser, a big accounting 
firm, as an independent contractor while 
maintaining her entrepreneurial status.

“Just being accountable to what I say 

I’m going to do is key. Also, coaching helps 
to deal with issues that come up quickly,” 
Schatzki said. “I know that my income is 
way more than it would have ever been 
because of the coaching.”

YOUR MONEY

Y
ou’d probably 
recognize Susan 
Berkley. But not 
her face — if 
anything, you’d 

know her voice.
Ever hear, “Thank you for 

using AT&T”? Or, “Welcome to 
Citiphone banking”?

That’s her.
A voiceover professional, 

Berkley also runs the Great 
Voice Company, which trains 
people how to build a successful 
home-based voiceover business.

Who better to explain how 
to best use your voice and 
presentation skills for job 
interviews and other career-
building situations?

WHY VOICE MATTERS
In recessionary times, 
employers are likely to be much 
more diligent about screening 
applicants. You may not 
think the sound of your voice 
matters, but it does.

“Before they meet you and 
within fi ve seconds of hearing 
you speak on the phone or on a 
voicemail message, prospective 
employers form an unconscious 
and lasting impression about 
how competent you are, 
whether they like you and 
even about the way you look,” 
Berkley said. “If anything about 
your voice is annoying, off-
putting or unprofessional, you 
may never get the interview.”

VOICEMAIL TIPS
When calling job prospects, plan 
carefully what to say if you get 
voicemail. It gives the interviewer 
clues as to how you’d sound if 
they hire you. A few sentences 
should do. Don’t race. Smile while 
you speak; it will help you sound 
warm and inviting. To sound 
energetic, stand or sit up straight 
and speak with your hands. And 
don’t use your cell phone for job 
prospecting calls. “There could 
be static on the line or the call 
could be dropped,” Berkley said.

HOW YOU SAY IT
When going for an interview, 
you probably know how to 
dress and groom. But don’t 

forget to groom your voice!
“Warm up your voice before 

the interview by singing along 
with your favorite music or 
imitating the announcer on an 
all-news TV or radio station. 
Spend a few minutes repeating 
everything you hear, including 
the newscaster’s tone of voice,” 
Berkley said.

“It’s also helpful to hum 
a simple song like ‘Happy 
Birthday,’ feeling a buzz in 
your lips and nose as you hum. 
Humming places the voice in 
the facial mask where it will 
sound strong and resonant 
during your interview.”

Good posture during the 
interview will help give your 

voice good breath support. That 
way, you can use your voice to 
its fullest — a great example 
of how a small part of the 
equation can be used to great 
effect to advance your career.

Your Money columnist 
Carolyn Kepcher, author of the 
best-selling business book, 
“Carolyn 101,” is the former 
“Apprentice” star who thrived 
working for one of America’s 
toughest bosses. She’s now 
CEO of Carolyn & Company 
Media (carolynandco.com), 
an enterprise created by and 
for career women. For info 
on personal coaching, visit 
carolyn101.biz.

Career
Coach

 Carolyn
Kepcher

Your voice can set the tone in getting a job

‘ Being accountable 
to what I say I’m 
going to do is key. 
... My income is way 
more than it would 
have ever been.’ 

-Debra Schatzki, BPP Wealth

Before you hire a coach, 
ask yourself:
n   Could I take advice from 

this person?
n  What kind of coach do I need?
n  What results do I want?
n  How’s their track record?
n  What is their methodology?

Getting a mentor

 Coaching tries to teach entrepre-
neurs how to focus on what creates the 
most value for clients or customers by 
building new habits and strengthening 
teams, Sullivan said. It also teaches 
them how to take time away so they 
don’t burn out.

       Pizzo said he built his organization 
based on Strategic Coach’s concept of 
a “unique ability team,” which teaches 
entrepreneurs to concentrate on what 
they have a passion for and hire others 
to cover weaker areas.

Stan Doobin, owner of Harvard Main-
tenance, a Manhattan cleaning company 
with several thousand employees  nation-
wide ,   credits this philosophy for helping 
him expand his business into 27 states.

   “Many other coaches and books tell 
you to work on your weaknesses. We 
learn to find people excellent at our 
weaknesses because you’re never go-
ing to be able to succeed dealing with 
your weaknesses,” Doobin said.
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His P.I. biz spans the globe
Former federal prosecutor has hush-hush 
client roster of celebs and corporations

JEANNE NOONAN

YOUR MONEY

 BY PHYLLIS FURMAN
DAILY NEWS BUSINESS WRITER

D
aniel Nardello had 
never heard of Pearl 
Jam when he got 
a call: the world-
famous rock band 

was in deep trouble.
Nine concertgoers had 

been crushed to death as Pearl 
Jam performed at a festival in 
 Denmark nine years ago. The 
grunge rockers were facing 
possible criminal charges and 
needed a trusted investigator to 
ferret out the facts.

Through a detailed exami-
nation, Nardello, an ex-federal 
prosecutor who’d spent years 
as a globe-trotting private eye, 
helped demonstrate the group 
was not responsible for the 
deaths.

  For the last 15 years, Nardello, 
52, who grew up in Flatbush, 
Brooklyn, and Great Kills, S.I., 
has been keeping celebrities out 
of trouble, helping companies 
avoid risk, exposing fraudsters 
and bolstering lawyers’ cases 
as an international private in-
vestigator.

 Since 2003, he’s also been an 
entrepreneur, running the inves-
tigative consulting fi rm Nardello 
& Co., which employs 30, has 
offi ces in midtown, Washington, 
London and Milan, and last year 
did $11 million in billings.

Unlike the tough guy gum-
shoes on TV and in the movies, 
Nardello has never packed a 
gun. Nor has he ever done sur-
veillance personally, though he 
directs teams who do.

More often, his employ-
ees, who include former 
law enforcement agents 
and ex-investigative jour-
nalists, search the Web, 
cull the public record and 
question sources from 
Cypress to Serbia.

Nardello typically does 
work for multinational 
corporations, investment 
banks and law fi rms. They 
tap his global network to 
help their high-powered 
clients, who are able 
to afford his personal 
hourly rate of $725 (rates 
at the firm start at $250 
an hour).

In one recent case, 
Nardello’s team criss-
crossed four continents 
to aid in the defense of 

the courtroom, though he won’t 
name names.

“This is why people call me,” 
he said. “I am very cautious.”

But not about changing ca-
reers. At age 37, he gave up prac-
ticing law and became a private 
investigator. He now competes 
with blue chip giants like Kroll, 
the big accounting firms that 
have investigation practices 
and ex-law enforcement agents 
turned P.I.s.

A graduate of NYU Law 
School, Nardello started out 
at the major Manhattan law 
firm Patterson Belknap Webb 
& Tyler working under future 
U.S. Attorney General Michael 
Mukasey, who would become a 
major infl uence.

It was Mukasey who encour-
aged Nardello to move on to the 
U.S. attorney’s offi ce in Manhat-
tan, long a proving ground for 
prominent lawyers.

“He has terrific personal 
skills, a wonderful sense of hu-
mor and a lot of guts,” Mukasey 
said of his former protégé. “He 
gets things done effi ciently. He 
doesn’t enlist a cast of thou-
sands but a core of focused 
people.”

Working under Rudy Giuliani 
for seven years, Nardello dealt 
with his share of tough guys, in-
cluding members of the Bonano 
crime family, rogue cops and 
Jamaican gangs.

But romance took the young 
lawyer on a different path. Just 

as he was thinking about 
moving on in 1994, he fell 

in love with an Italian 
psychoanalyst he later 
married. Determined 
to move to Italy to be 
with her, he found a job 

with a private investiga-
tion firm looking to build 

a European practice.
“I decided it was easier 

to find a job in Italy than 
to fi nd to another woman,” 
Nardello joked.

Soon he was running 
European operations for 
the firm, Decision Strat-
egies, which was later 
sold to publicly traded 
conglomerate SPX. 
When his employment 
contract ended in 
2003, Nardello decided 

to be out on his own.
“I was working hard and 

putting money in other peo-
ple’s pockets,” Nardello said. “I 

wanted autonomy.”
 He started out small, invest-

ing $30,000 of his savings to start 
Nardello & Co. with the help of a 
former detective from London’s 
fraud squad.

By then he was single again 
— he’d split with his wife; they 
had no children, but he was 
still taking a risk giving up a big 
paycheck.

There was an immediate pay-
off. “The fi rst day we got a call to 
do a case for a couple hundred 
thousand pounds. It just went on 
from there,” he said.

Nardello opened a Manhattan 
offi ce soon after and decided to 
make it the fi rm’s headquarters. 
Without any outside financing, 
business has grown steadily 
except for last year’s decline, 
when business dependent on 

Small 
business

Focus

What would you have 
done differently?
“Not a damn thing.”

What’s been your 
biggest challenge? “Time 
management — making 
sure I focus on what’s 
important.”

What’s been your biggest 
surprise? “How much I 
enjoy running a business.”

Where do you want your 
business to be a year from 
now? “I’d like to see strong, 
organic growth. I’d like to 
have an offi ce in Miami.”

Q&A

÷÷ Join the network of entrepreneurs at nydailynews.com/smallbiz

Private investigative agency boss Daniel Nardello has 30 staffers in Manhattan, Washington, 
London and Milan. He’s helped clients like the band Pearl Jam (l.)  deal with legal troubles.

David Pinkerton, a former man-
aging director in American Insur-
ance Group’s global investment 
division, who’d been accused by 
the U.S. attorney in Manhattan 
of bribing the president of Azer-
baijan. Pinkerton was cleared of 
all charges.

“Their professionalism, dis-
cretion and network of contacts 
were invaluable in helping us ob-
tain a favorable result for our cli-
ent,” said Barry Berke, a partner 
at Kramer Levin Naftalis & Fran-
kel, who retained Nardello.

Nardello keeps a fair share 
of scandal-facing celebs out of 

corporate mergers dried up.
Nardello has had other 

bumps in the road, too. After 
about a year in business he took 
on a  partner, Decision Strategies 
founder Bart Schwartz, another 
former federal prosecutor. 
Nardello bought out Schwartz 
about two years later.

These days, the corporate 
sleuth — living on the Upper 
East Side with his third wife, 
a city schoolteacher, and her 
daughter  — is about to stake 
out Miami. He’s looking to take 
on more work and open a fifth 
offi ce, which would be a launch-
ing pad for business in South and 
Central America.

 “Why would I stop?,” Nardello 
said. “Every day is a free ticket 
to a show.”

pfurman@nydailynews.com

Working under 
Giuliani, he dealt 
with mobsters, bad 
cops and gangs.
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