
About TCN:   

 

TCN is an industry leader 
in call-center technology 
with offices throughout 
the United States, 
Canada, and Europe.  
Since 1999, TCN has 
met the global commuta-
tion needs of our diverse 
customers.  Utilizing 
best-practice solutions 
and 24/7 technical 
support, TCN empowers 
clients to drive their 
targeted communication.  
TCN's call-center tech-
nologies are entirely 
web-based and available 
on-demand with unlim-
ited capacity.  For more 
information visit 
www.tcnp3.com.

Case Study

TCN Gains Great Insights
from Corporate Alliance Culture

Local Challenges for an International Company:

St. George, Utah, is renowned for it’s beautiful scenery and golf 
courses – but not as the home of large, multinational companies. In 
fact, when residents learn about some of the businesses in their 
backyard, it comes as a surprise.

Reaching out to the community 
can be a challenge for these 
large companies. A challenge 
Dave Bethers, Vice President of 
Sales for TCN, knows firsthand.

Dave initially became 
acquainted with TCN as a 
customer. When he researched 
the company, he expected a 

large, East-Coast business. He was surprised to find the TCN corpo-
rate offices in his very own backyard.

After Dave started working at TCN, he knew it would benefit the 
company to have a bigger presence in the community – to share 
their products, to network, and to hire local talent. 

“It’s interesting being the VP of a national/international company,” 
Dave said. “As soon as I step out of these walls nobody 
has any clue what I do, how I do it, or who I interact 
with on a daily basis. "We service some very well 
known national brands, and it’s interesting and 
fun and a really great job. I want to be able 
to share that.”

~ Dave Bethers

“I compare Corporate 

Alliance to a really good 

business book. Every 

time you attend you leave 

feeling excited and ener-

gized.”
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Solution and Exciting Bene�ts:

While exploring how to interact with the local community, Dave attended a 

Corporate Alliance meeting. Their culture of ‘Learn, Serve, Grow’ impressed 

him.

“I don’t think there’s much comparison to how quickly you can get to know 7 

or 8 individuals across the table at a pretty in-depth level,” said Dave. “I 

expected to get to know the community better, and I can now walk into 

almost any event around town and I know someone, which is a huge differ-

ence for me.”

 Besides meeting people from the local business community, Dave was 

excited by the personal growth opportunities, and the fact that Corporate 

Alliance provides a repeating event  - allowing him to step out of the stream of 

everyday busy-ness and detach from the never-ending list of tasks.

“Being able to just work through some scenarios and reprioritize some of the 

things that I really want to work on, are some of the benefits,” Dave said. “You 

can disconnect, and take a second in a professional environment to step 

back and pick one or two things that you may want some additional insights 

on. You may need a sounding board and you get to throw that out for 7 or 8 

people who usually have some great insights that you haven’t thought of.”  

 After being a member for only 8 months, Mckay Bird, Marketing Coordinator 

for TCN, also sees the benefit of being actively involved in Corporate Alliance. 

He proactively identifies the needs for TCN and posts these on City Central. 

As a result, TCN has interviewed several highly-qualified applicants.  “As more 

people from our company get involved, I think the benefits will grow,” Mckay 

said. “Those intangibles will turn to tangible benefits over time.” 

Predicting a Powerful Future:

“I see Corporate Alliance as a direct ROI for individuals that are looking for 

serving other companies locally,” Dave said. “Corporate Alliance is a great 

environment to expose yourself and get a deeper opportunity to measure the 

quality and character of an individual.  If you’re purchasing something  or 

having something serviced you go with the individual you meet with once a 

month, verses someone from the phone book.” 

“I expected to get to 
know the commu-
nity better, and I can 
now walk into 
almost any event 
around town and I 
know someone, 
which is a huge 
difference for me.”

 

~ Dave Bethers



Case Study
On a personal level, both Dave and Mckay have developed strong friendships, 

realized how powerful the local business community is, and cultivated relation-

ships in that community.

“At the drop of a hat, I could call at least 5 different individuals that would stop 

everything and try to assist me in any way possible,” Dave said. “I think that’s 

pretty fascinating that in a short amount of time I have that level of friendship or 

professional relationship that I can depend on or draw on at any time. It’s pretty 

powerful.”

Dave and Mckay have had exposure to people they wouldn’t have met other-

wise and appreciate the incredible personal growth opportunities and chal-

lenges at Corporate Alliance. They also enjoy the culture of learning and listen-

ing. 

“You have relationships that are in similar categories, especially at the C4 level. 

It’s more of a sounding board opportunity. I see those as being very beneficial to 

us right now,” Dave said. “I compare Corporate Alliance to a really good busi-

ness book. Every time you attend you leave feeling excited and energized.” 

Want to know more?

To find out how Corporate Alliance

can help your business call us at

435.256.6225

or visit www.knoweveryone.com  

1487 S. Silicon Way A-7, St. George UT 84770
www.knoweveryone.com
435.256.6225

“At the drop of a 
hat I could call at 
least 5 different 
individuals that 
would stop every-
thing and try to 
assist me in any 
way possible...It's 
pretty powerful."

~ Dave Bethers
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