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Orit Toledano 
Founder/President

David Sellam
Founder/Head of R&D

LIGHTING THE FUTURE: 
How Orit Toledano and David Sellam Built a Global Powerhouse  

in Visual Communication and Architectural Lighting
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The Spark That Ignited Innovation

From the very beginning, Orit Toledano and David Sellam 
envisioned a company that would push creative and 
technological boundaries. When they co-founded Media Graph 
Inc. in the 1990s, the industry lacked proper technology for 
large-scale textile printing. Instead of being discouraged, they 
saw opportunity.

What began as a pioneering drive to print on fabric, at a time 
when technology barely existed, quickly evolved into something 
much greater. David, captivated by the visual texture and 
sustainability of fabric, modified machines to print on textiles for 
advertising, while Orit applied her strategic vision, relationship-
building skills, and business acumen to establish credibility and 
market demand.

Together, they challenged the limitations of conventional print 
technology. Standard machines supported only narrow formats 
and paper substrates, but Orit and David relentlessly explored 
fabric’s vast potential. Their combined ingenuity and leadership 
became the driving force behind what would grow into a globally 
recognized enterprise at the forefront of printing, signage, and 
architectural lighting innovation.

From Printed Fabric to Patented Light

As they pioneered new materials and applications, demand 
grew for illuminated displays. Clients wanted lightboxes with 
fabric faces that were lightweight, seamless, and easy to install. 
Existing lighting solutions, bulky, uneven, and inflexible, didn’t 
meet their standards.

This gap in the market led to the birth of TLS (Tension LED 
System), a proprietary and patented architectural lighting system 
engineered entirely in-house. After three years of relentless 
R&D, Orit and David launched TLS to deliver precise, uniform 
illumination using a unique tension fabric system.

TLS eliminated hotspots, integrated seamlessly into structures, 
and allowed rapid installation, transforming not only how light 
could be used but setting a new industry standard. Today, TLS 
is more than a product; it is a category-defining innovation, 
expanded with custom controllers, static, dynamic, and digital 
systems, all developed and manufactured internally.

A Company Built from the Ground Up

With TLS gaining traction, especially among architects and 
designers, Media Graph matured into a multifaceted operation. 
Today, the company thrives through three core divisions: 
Print & Display, TLS Architectural lighting, and Signage.

Media Graph is fully integrated. Every element, software, 
hardware, ERP, printing, lighting, and even custom materials, 
is handled internally. When off-the-shelf solutions proved 
inadequate, the team developed its own ERP system in 2015, 
creating a digital backbone for inventory, order tracking, and 
client interface, effectively solving the unique complexity of 
customizable projects.

From a modest 3,000 sq. ft. facility and a team of just five, Media 
Graph has grown into a 65,000+ sq. ft. global operation with 
more than 70 employees. Averaging over 10% annual growth, 
the company has achieved an overall expansion exceeding 
2,500%, a testament to its vision and relentless innovation.

Media Graph now serves major national accounts and world-
renowned leaders across telecom, automotive, luxury retail, and 
hospitality, with thousands of successful projects completed 
worldwide.

Sustainability and Craftsmanship at the Core

From the start, Orit and David made sustainability non-
negotiable. Vinyl and solvent-based inks were never an option. 
Instead, they invested in water-based inks and eco-conscious 
materials, often choosing longer development cycles rather 
than compromising values.

Their state-of-the-art equipment, including laser cutters, 
automated extrusion systems, and large-format printers, 
supports high-output textile production while maintaining 
artisan-level detail. With trademarks and patents worldwide, and 
over 70 proprietary frame systems and custom displays, Media 
Graph combines global-scale capabilities with the agility of a 
craftsman’s studio.

This deep commitment to sustainability and craftsmanship has 
helped position the company as a trusted partner to industries 
where visual impact, environmental responsibility, and 
uncompromising quality intersect.

Lighting with Purpose

Beyond technology, Orit and David share a belief in the catalytic 
power of light. “Light affects mood, energy, and behavior,” Orit 
explains. Whether uplifting a pediatric ward, energizing a fitness 
center, or inspiring creativity in a workspace, their installations 
are designed to go beyond illumination, they are built to elevate 
human experience.

Today, with partnerships across 80+ agencies worldwide, Media 
Graph’s TLS lighting solutions are found in airports, commercial 
centers, healthcare environments, luxury retail, elevated office 
spaces and event spaces across the globe. Each project is a 
fusion of art, science, and emotional resonance. 

Success isn’t just about what you build. It’s about the 
journey, the people, and the impact you leave behind.
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What inspired the move from fabric printing to lighting 
innovation?

David: It was really organic. We started with printing because 
I loved the nature of how fabric looked, softer, more vibrant 
more chic. But customers began asking, “Can you light this 
up?” There weren’t good lighting options, and I didn’t like the 

The Road Ahead 

As Media Graph continues to grow, so do its ambitions. With 
dedicated R&D and marketing teams, more than 30 new 
patentable products in the pipeline, and a suite of AI-driven 
lighting technologies, the company remains committed to 
pushing boundaries in both form and function.

Its fully integrated model allows it to move swiftly from concept 
to execution, design, fabrication, software, and deployment 
are all handled in-house. This independence is a strategic 
advantage, enabling Media Graph to adapt quickly to market 
needs while delivering consistency and quality.

“Success isn’t just about what you build,” Orit notes. “It’s about 
the journey, the people, and the impact you leave behind.”

Looking forward, Media Graph plans to expand its global 
footprint, advance smart technologies, and continue leading 
innovation in visual environments. For Orit and David, 
business is also a force for good: through philanthropic 
initiatives supporting underprivileged youth, education, and 
community wellness, they remain dedicated to creating not 
only groundbreaking spaces but lasting social impact.

Awards and Accolades

Their groundbreaking efforts have not gone unnoticed. Media 
Graph and TLS have received a host of industry accolades, 
including:

•	 LightFair 2023 – Most Innovative Product of the Year 
(overall)  + Best of Category: Indoor General Lighting for 
TLS LumiPano. 

•	 LightFair 2018 – Best Booth (600–800 sq. ft.) awarded to 
TLS International.

•	 LightFair 2016 – LFI Innovation Awards (category winner) 
for the TLS International Tension LED System

•	 GlobalShop 2015 Best in Show 

•	 SGIA 2014 – Product of the Year (printing/signage industry).

•	 SIDIM 2014 – Prix d’Excellence (Booth Design > 400 sq. ft.)

•	 IIDEXCanada 2014 – Innovation (Innovative Lighting)

•	 Viscom 2014 – “Best of 2014” 

Each award reflects not just product excellence, but the vision 
and perseverance that drive the company forward.

Q&A with Orit Toledano 
and David Sellam





T
h

e
 T

o
p

 1
0

0
 I

n
n

o
v

a
to

rs
 &

 E
n

tr
e

p
re

n
e

u
rs

 -
 P

a
g

e
 8

A Childhood Forged in Hardship

For Noelle Curtis, the entrepreneurial spark was 
not lit in a classroom or a corporate boardroom. It 
began in the most unlikely of places: a trailer park 
in rural Oklahoma, surrounded by oil derricks and 
the constant reminder that her family was fighting to 
survive. 

One of six children, Noelle grew up watching 
her parents navigate hardship with courage and 
determination. Her mother worked in a factory to 
support the family, while her father endeavored 
to find steady work due to obstacles beyond his 
control. “While we may not have had much in my 
early years, there was lots of love and laughter,” 
she recalls. That foundation—humble yet resilient—
became the bedrock of Noelle’s future.

However, what truly ignited Noelle’s entrepreneurial 
fire was watching her father refuse to accept limitations. 
Determined to carve out a better life, he ventured into 
aquaculture, launching a shrimp farm. What started as 
a modest operation quickly expanded. Shrimp gave 
way to fish, then to a restaurant, and eventually to a 
supply chain and distribution network. His boldness 
culminated in the only African American–owned catfish 
farm, processing facility, and vertically integrated food 
enterprise in the United States at the time.

Lessons From Her Father’s Vision

As her father’s ventures grew, so did Noelle’s 
responsibilities. She wasn’t just a bystander—she 
became his right hand. Running papers, organizing 
files, and helping manage operations, she was 
exposed to the mechanics of building and scaling 
a business long before most teenagers had even 
entered the workforce. By the time she was 19 and 
a student at DePaul University, Noelle was officially 
listed as the CEO of her family’s company. Her 
mornings began at 3:00 a.m. when she opened the 
office to receive deliveries from the farm. By 8:00 
a.m., she was in class. That relentless schedule taught 
her that true entrepreneurship is not glamorous—it is 
grit, discipline, and vision turned into action.

Noelle saw how her father’s perseverance created 
jobs for 156 employees and reshaped opportunities 
in an industry where African Americans were rarely 

FOUNDER & CEO
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given a seat at the table. “Watching my father taught me that 
entrepreneurship is about much more than money,” she 
explains. “It’s about creating pathways for others to thrive.” That 
belief became her north star.

From Spa Owner to Tech Visionary

Over the next three decades, Noelle built her own path across 
industries including consumer goods, real estate, personal 
care services, and education. Each venture added depth to her 
experience, but one in particular reshaped her destiny: Pretty 
Dapper Day Spa & Wax Bar, her day spa in Oak Park, Illinois. 
For ten years, Pretty Dapper flourished as a community gem. 
Yet, despite being booked six months in advance, profits lagged 
behind expectations. 

Frustrated, but determined, Noelle immersed herself in 
corporate finance, analyzing every variable—overhead, payroll, 
cancellations, even cost of living adjustments. What she 
discovered was sobering: like many entrepreneurs, she had 
priced her services to survive, not to profit. She had calculated 
revenue based on appointment volume, but had not factored in 
hidden variables—the very ones that eat into income and prevent 
business owners from scaling. 

By streamlining her offerings—reducing her menu from nearly 
60 services to 15 core treatments—she transformed her spa into 
a profitable venture. That revelation would later become the 
heartbeat of Lanona Eltira Inc.

The Birth of Lanona Eltira Inc.

When the pandemic shuttered small businesses nationwide, 
Noelle found herself advising other service providers on 
emergency funding and profitability strategies. She realized the 
systems she had created for her spa could be replicated and 
scaled. Out of this vision, in 2022, Headquartered in Chicago, 
Lanona Eltira Inc. was born and their first product “Bisi Books” 
was developed.

Bisi Books began as a fintech software platform specifically 
for beauty entrepreneurs. It offered something rare: not just 
booking and client management, but a comprehensive revenue 
strategy designed to prioritize profit from day one. The results 
were immediate. Within its first phase, the platform transformed 
over 100 beauty businesses. What set Bisi Books apart was not 
just its automation or analytics, but its philosophy: simplifying 
financial literacy for everyday entrepreneurs and giving them 
the tools to earn the income they deserve.

But Noelle had bigger plans. She had seen firsthand—through 
her father’s aquaculture ventures and her own spa—that 
entrepreneurship is universal. Whether in beauty, farming, or 
real estate, the challenges were the same: access to capital, 
financial planning, and operational efficiency. Bisi Books was 
built to serve them all.

How the Platform Works

At its core, Bisi Books is a profit-first ecosystem. The platform 
integrates three crucial areas that entrepreneurs often juggle 
with multiple tools:

1.	 Financial Analytics: Entrepreneurs can quickly see their 
true revenue, expenses, and profit margins, identifying 
gaps and hidden costs that erode profitability.

2.	 Operational Tools: From appointment booking to 
menu optimization, the platform streamlines day-to-day 
operations, allowing business owners to work smarter, 
not harder.

3.	 Client Relationship Management (CRM): Subscribers 
can track client behavior, engagement, and retention 
strategies—all in one place.

What makes it revolutionary is the built-in education layer. 
Instead of throwing data at users, Bisi Books breaks 
down complex financial and operational insights into plain 
language, offering step-by-step guidance. Within 30 minutes 
of setup, most entrepreneurs have actionable insights that 
can change their business trajectory.

The platform also includes features born directly out of 
Noelle’s frustrations as a spa owner. For example:

•	 Menu Optimization: The software flags underperforming 
services and guides owners to streamline offerings, 
preventing wasted inventory and overhead.

•	 Personal + Business Budgeting: Ensures entrepreneurs 
pay themselves properly while keeping businesses on 
track—a key requirement for future funding opportunities.

•	 Payroll Integration: Through a partnership with 
Heartland Payroll Services, users can activate payroll 
directly from the platform.

These tools answer questions entrepreneurs often don’t 
think to ask: Are you priced for profit? Are you tracking 
economic changes that impact salaries? Are you considering 
unprofitable services or slow-moving inventory? The Bisi 
Books platform gives clarity, empowering entrepreneurs to 
adjust their models before financial stress spirals.

The Bisi Launching Program

Recognizing that tools alone aren’t enough, Bisi Books 
comes with an optional, no cost, three-month Bisi Launching 
Program. This guided process helps new subscribers 
implement the platform into their daily operations, ensuring 
they aren’t just using it, but transforming their business 
with it. The program covers everything from setting 
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realistic revenue goals to marketing strategies, financial 
literacy, and customer engagement. Entrepreneurs 
are supported every step of the way, creating a sense 
of community rather than isolation. It’s this holistic 
approach that makes Bisi unique. Clients don’t just 
adopt a piece of software—they enter a process that 
redefines their relationship with their business and 
above all their finances.

Bisi Funding: Breaking Barriers to Capital

Noelle’s advocacy for entrepreneurs extends beyond 
software. As co-manager of the Community Micro Equity 
Fund, she stewards a collaborative Chicago-launched 
initiative seeded with $1.5 million from the PNC Bank 
Foundation to back founders traditional underwriting 
often overlooks. Its early results have prompted 
replication in seven additional U.S. markets.

In addition, Lanona Eltira Inc. has launched a subscriber-
exclusive capital access network that connects service-
based founders to multiple capital paths—credit unions, 
CDFIs, community banks, mission-aligned funds, and 
vetted fintech credit products—under a single operating 
workflow. Standardized KYC and lender-ready 30/60/90 
operational exports help partners review applicants 
quickly. For Noelle, it’s personal: “When access is gated, 
we build a door.”

Through this model, Lanona Eltira Inc.. acts as an 
advocate and operating layer—not a bank—pairing capital 
pathways with pricing clarity, goal-based scheduling, 
and lender-friendly reporting so owners can grow on 
purpose. Financing decisions are made by participating 
institutions; Bisi Books equips entrepreneurs with the 
proof and habits that make “yes” more likely.

Dawning Harvest: Technology Meets Tradition

Not losing sight of Agriculture, Lanona Eltira Inc. has 
created Dawning Harvest, software to support the next 
generation of farmers—especially those inheriting land 
with little experience or resources. The platform digitizes 
back-office processes, forecasts harvest schedules, and 
tracks input costs, ensuring farmers are not just surviving, 
but thriving. It also prepares them to compete for shelf 
space in commercial markets by making them “vendor-
ready.” Still providing the same capital access network 
framework.

With Dawning Harvest, farmers can monitor soil 
temperature, seed costs, acreage, and regional 
data—all critical factors for predicting yield and profit. 
Market fluctuations are integrated into forecasts, giving 
small farmers the same level of intelligence that large 
agribusinesses rely on. “Farming has a lot of downtime,” 
Noelle notes, “but downtime on paper doesn’t prepare 
you for vendor onboarding or compliance.” Dawning 
Harvest consolidates that crucial data, empowering small 
farms to compete on a commercial scale.

“We intentionally created our core systems so 
they can integrate into any industry where we’ve 
seen the possibility to strengthen profit margins. 
At the heart of it, financial stability is the pulse 

running through every business.”
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Founder and Principal

In the summer of 2025, Eric Lopez found himself at a gala 
dinner in Santander, Spain, during the 28th Annual U.S.-Spain 
Council Forum. Senators, congressional representatives, 
and international leaders filled the historic hall. The King of 
Spain, Felipe VI, arrived. As interim executive director of the 
Fulbright Association, Eric seized the moment. He shook the 
monarch’s hand and spoke to him about Fulbright, determined 
to advocate for the program he was working to protect.

“It was surreal,” Eric reflected later. “As I was shaking his 
hand, I thought, ‘Who would have thought a kid from the 
Bronx would grow up to  be hobnobbing with royalty?’ Not 
in my wildest dreams did I think that. The last time I had that 
thought was when I shook hands with President Obama.” 
The evening closed with fireworks exploding across the 
Spanish sky. 

The origins of that defining moment trace back to Eric’s 
roots and the legacy of service embedded in his DNA, 
stretching back to his great-grand uncle, Nicolás Silfa 
Canario, a decorated World War II veteran from the 
Dominican Republic who fought in the Western Pacific 
Theater. For Eric, the drive to make an impact and serve 
a greater purpose is not just a career—it is heritage.

A PURPOSE WRITTEN IN HIS DNA

The Legend of the Black Egg and the Bronx

Eric often recalls the “Legend of the Black Egg,” a story he 
rarely shares, but one that symbolizes his own unlikely journey. 
Born and raised in the South Bronx during the 1980s, Eric’s 
world was defined by resilience. “The building I grew up in 
was the only standing building on the block,” he remembers. 
“Although we weren’t blood related, everyone in that building 
was family. As a young man, I thought the whole world was 
like that.”

Television painted a different reality—neat suburban homes, 
manicured lawns. “I thought those were fictional TV settings. 
Then one day my dad, who was a handyman, brought me 
to a job on Staten Island. I saw a private house and thought, 
‘What is going on? Why don’t we have this?’ That’s when I 
started to wonder why society is the way it is. From then 
on, my aim was to help change this—to make an impact on 
communities and people’s lives. That’s what has driven my 
entire career.”

Early Steps Toward Service

Eric’s professional path began in the nonprofit space after 
graduating from Hofstra University. He worked as a client 
advocate at the Neighborhood Defender Service of Harlem 
(NDS), determined to address systemic inequities he had 
witnessed firsthand. After three years at NDS, and at the 
caring insistence of mentor and friend, Dr. Linda Longmire, 
he applied for a Fulbright grant—an opportunity that would 
become a turning point.

Fulbright in Hungary: A Defining Year

In 2008, Eric was awarded a Fulbright grant to Hungary. He 
spent a year in a rural community where Romani leaders had 
founded the Dr. Ambedkar School. “In that classroom, but for 
the language, I completely recognized all the social cues, 
interactions, everything that was going on. I felt like I was back 
in the South Bronx,” he says. “That revelation—that we’re all 
the same, that kids everywhere want the same things—was 
eye-opening. It was a beautiful, amazing experience.” 

That year shaped his philosophy of service and reinforced his 
belief in the power of international exchange to bridge divides.

Building a Multifaceted Career

After returning from Hungary, Eric moved to Washington, 
D.C., where he worked as a fellow at the White House Office 
of Management and Budget, entrusted with projects that 
impacted millions. He then joined the Congressional Hispanic 
Caucus Institute, followed by the Hispanic Association on 
Corporate Responsibility (HACR), where he helped to lead the 
Research Institute and the HACR Corporate Inclusion Index.

Seeking a broader skill set, Eric entered the private sector, 
leading outreach and policy initiatives. He later became 
Executive Director of Governance, Programs & Enterprise 
Priorities at Comcast NBCUniversal Telemundo, where he 
learned to navigate corporate leadership at scale.
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Head of Advancement

Jennifer Pichardo’s career embodies resilience, vision, and an 
unwavering commitment to representation. Born and raised  in 
Elmhurst/Jackson Heights, Queens—a vibrant neighborhood alive 
with languages, music, and cultures—she developed a boundless 
curiosity about the world and a deep appreciation for community. 
Her parents, immigrants from the Dominican Republic, instilled 
in her the values of hard work, perseverance, and faith.. Those 
lessons became the foundation of a life dedicated to building 
bridges across cultures and creating opportunities for others.

Jennifer’s career has spanned continents and sectors—
international business in Hungary, law firms in New York, 
nonprofit leadership in Washington, D.C. At every step, one 
constant thread has guided her path: the drive to connect 
people, honor stories, and uplift communities. She discovered  
her calling in fundraising, where her entrepreneurial spirit and 
global experiences converge to generate transformative impact.

Smithsonian’s National Museum  
of the American Latino

Today, as Head of Advancement for the Smithsonian’s 
National Museum of the American Latino, Jennifer 
leads bold fundraising initiatives to honor the dreams, 
challenges, and triumphs of U.S. Latinos while fostering 
a deeper understanding of American history and culture. 
Among her achievements, she spearheaded the $28 
million campaign that established the Smithsonian’s 
first gallery dedicated to Latino history and culture—a 
milestone not only for the institution but for the nation.

Jennifer’s mission extends beyond raising funds—
it is about cultivating legacy. Jennifer views her role 
as advancing the museum’s vision while mentoring 
the next generation of leaders to see themselves in 
philanthropy, cultural stewardship, and positions of 
influence. “Representation is not symbolic,” she says. “It 
is the foundation of building a future where every story 
matters.”

What follows is an inspiring conversation with Jennifer,  
reflecting on her roots, her unconventional career path, 
and the legacy she is shaping for generations to come.

Jennifer, tell us about your background and growing up. 
How did your experiences and the values instilled by 
your parents shape you as a leader?

No matter where I go in the world, I carry Elmhurst/Jackson 
Heights with me. Growing up in one of the most diverse 
places on earth, I was surrounded by dozens of languages 
and cultures. That exposure gave me a love for learning, a 
curiosity about people, and a spirit of adventure.

My parents immigrated from the Dominican Republic, 
and they worked tirelessly to create opportunities for my 
siblings and me. I remember vividly the day my father 
took me to the supermarket where he spent most of his 
life working so I could understand what sacrifice really 
meant. Watching him labor with dignity and pride stayed 
with me. Those lessons taught me that nothing comes 
easy, but with perseverance, anything is possible. They 
continue to guide how I lead—with resilience, empathy, 
and purpose. 

Your career path wasn’t linear. How did being open to 
opportunities shape your journey?

I never had a rigid plan—I followed curiosity and 
embraced opportunities as they came. My first jobs 
were in supermarkets, and by the age of fifteen I was 
balancing school while managing the finances and 
inventory for my family’s supermarket—early lessons 
in leadership, accountability, and trust that continue to 
guide me today. When my husband Eric Lopez received 
a Fulbright to Hungary, I joined him abroad and earned 
a fellowship at an international business software 
company. I learned Hungarian, managed multimillion-
dollar contracts, translated documents, and worked 
with executives across Hungary and Hong Kong. That 
experience broadened my worldview and sparked an 
interest in law and business.
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Photos by Yasmine Anderson PhotographyHow critical is a multicultural market research approach 
to the success of organizations now and going forward?

It’s not just critical, it’s a necessity. By 2030, Gen Z will 
be the first U.S. generation with more people of color 
than not. To succeed, organizations must understand 
these audiences—how they think, how they spend, how 
they want to be communicated with. For example, mass 
transit agencies face declining ridership and revenue 
post-pandemic. To survive, they must adapt, connect with 
diverse riders, and understand their needs. That’s where 
we come in.

What makes your company’s approach unique?

We blend social science with multicultural research. We 
don’t just ask what people do—we uncover why. Our 
team is multicultural and multilingual, which allows us 
to connect authentically with target audiences. For one 
government client, we conducted 30 focus groups in 
30 different languages via Zoom, covering everything 
from English to Tagalog, Hmong, Mandarin, and Haitian 
Creole. We also meet people where they are—whether 
that’s a coffee shop in Brooklyn or a San Joaquin Valley 
community center. That kind of cultural and linguistic 
alignment creates trust and richer data.

Ebony has succeeded where many traditional research 
firms fail. How is your approach different?

Traditional firms often assign anyone to multicultural 
projects, without cultural alignment, and the research falls 
flat. We do the opposite—we enlist moderators and field 
researchers from the specific target community. A 65-year-
old Latina interviewing unacculturated Latina teens won’t 
yield honest insights. But when the interviewer shares the 
participants’ cultural background, trust develops and the 
data is richer. We once declined a subcontracting offer 
from a large firm with no multicultural expertise. They tried 
to run the project themselves and failed. The client came 
back to us, and we delivered exactly what was needed. 
That’s the power of our approach.

The transportation sector is a big focus for EMS. How are 
you helping agencies at this critical juncture?

We’re one of the few firms still doing in-person field research 
post-COVID. Our team conducts origin and destination 
studies, evaluates customer experiences, and gathers 
community feedback. We don’t just bring back numbers—
we report what people actually say: “This stop needs more 
cleaning,” “Increase accessibility here,” or “Add a stop in 
this neighborhood.” This helps transit agencies make 
informed, strategic changes that reflect riders’ needs.

Can you share some projects that really made your soul 
sing?

In healthcare, our research contributed to the development 
of once-a-month HIV medication because patients told 
us they valued time more than reduced side effects. 

That was powerful. We also worked on anti-smoking campaigns 
targeting urban youth, where we discovered which messages 
and platforms would resonate most. In disaster preparedness, 
we studied how Black, Latino, and API communities wanted to be 
communicated with, and now I see commercials we helped shape. 
Those moments remind us that our work has a tangible impact.

Tell us about your company culture and your leadership style.

I don’t lead from the top down. I see myself as part of the team. We’re 
collaborative and supportive, and I encourage my staff to try new 
things—even if they fail, it’s not failure, it’s learning. My secret sauce 
is creating a respectful, diverse, and loving environment where 
different perspectives make us stronger. I’m proud of the team we’ve 
built, and everything we achieve, we achieve together.
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Dr. Alejandro Plascencia seemed to have it all. A 
decorated entrepreneur, a respected leader, and a man 
with advanced degrees and prestigious honors to his 
name, he stood as a symbol of vision and achievement. 
Recognized with a Doctor Honoris Causa from UNAM, the 
Palmas de Oro, and even featured in Forbes México, he 
had built a career many only dream of. By every outward 
measure, he was unstoppable.

But beneath the surface of success, Alejandro was 
fighting a silent battle. Even as he rose higher in business, 
depression was quietly pulling him under. Outwardly, he 
was the man others relied on, the leader with answers. 
Inwardly, he was unraveling. The very strength people 
admired became the mask that hid his despair. It was a 
paradox few could see—immense success paired with 
an inner collapse so profound that it nearly cost him 
everything.

From that reckoning came Surviving Me, Alejandro’s 
deeply personal memoir. Unlike self-help books filled with 
quick fixes and hollow affirmations, it is a raw, unflinching 
look at what it means to hit bottom and fight your way 
back. “Surviving Me is written for anyone who’s ever felt 
lost, broken, abandoned, and you’ve got nothing left. 
It’s about hitting rock bottom so hard that you don’t just 
break… you shatter.” Readers call it “powerful, honest, and 
uniquely human.”

To understand his own struggle, Alejandro became a 
psychotherapist. To share it, he became an author. Today, 
he has transformed his pain into purpose, helping others 
find the courage to face their own darkness. His words 
carry the weight of lived experience: “No one is coming to 
save you. So what do you do? You fight. You break. You 
bleed. You crawl your way out, one brutal step at a time.”

We sat down with Alejandro to discuss the book, his 
journey, and his perspective on healing and happiness.

Alejandro, what inspired you to write Surviving Me, and 
why was now the right time to share your story?

I wrote Surviving Me to help people recognize when 
they may be struggling with depression or anxiety and to 
let them know they don’t have to face it alone. Inside the 
book, I even included a QR code so readers can reach 
out to me directly with questions or connect for therapy. 
Mental health challenges are everywhere right now, 
touching people of all ages—even children as young as 
eight who are already contemplating suicide. If sharing 
my story gives someone the courage to see that there is 
a way out of the darkness, that they are not abandoned 
in their pain, then I consider the book a success.

How do you define happiness?

I define happiness as “sparkles”—those short flashes of 
happiness. They don’t last long, so you have to find those 
brief moments of happiness every day. It could be just 

A U T H O R
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FIGURE 1

FIGURE 2

FIGURE 3

From Proof of Concept to Global Demand

The Proximerge implant is more than theory—it’s clinically 
proven. Over 100 patients already have Proximerge implants 
in place, with tremendous success. According to Dr. Grant, 
the protocol is nearly identical to traditional methods, using a 
proprietary set of patented instruments and techniques. The 
process is easily adopted and cost-equivalent with increased 
patient satisfaction and oral health.

“Patients have asked us to remove their old implants just to 
replace them with Proximerge,” says Dr. Grant. “That’s how 
profound the difference is.”

Dentists are just as excited. During a lecture with a major dental 
lab group, Dr. Grant recalls the chairman standing up just ten 
minutes in and saying, “Dr. Grant, you don’t have to go any 
further. We needed this yesterday. We have only one question: 
How soon can we get it?”  

Quadric BioMed: Innovation at Every Level

Founded in 2010, Quadric BioMed Inc. was built with one goal: 
to solve dentistry’s toughest challenges through innovation. 
Today, the company is a fully integrated operation, leveraging 
U.S.-based manufacturing to ensure quality and scalability. 
The facility in Scottsdale, Arizona, serves as a production lab, 
and soon will utilize two new state-of-the-art training centers 
recently launched in Colorado.

Led by a team of clinical and business veterans, the company 
holds eight issued U.S. patents, with more filings underway. 
Quadric BioMed has also achieved FDA clearance for 
Proximerge and secured key regulatory certifications, including 
ISO and CE marks. Sterilization, packaging, and production 
pipelines are already active, with capacity ready to expand.

Dr. Grant shares. “Dr. Renehan and I have dedicated years to 
improve the oral/systemic health of all. Now everything is in 
place—it’s time to scale.”

Positioned for a Market Ready to Erupt

The timing couldn’t be better. The global dental implant 
market is valued at $5.1 billion in 2025 and projected to 
hit $8.17 billion by 2032. With a 6.9% CAGR, the industry is 
being driven by an aging population, increasing oral health 
awareness, and rising rates of tooth loss from gum disease 
and decay. Implants remain the gold standard for tooth 
replacement—but they’ve needed innovation. Proximerge 
delivers that innovation. It represents a disruptive solution—
one that patients, providers, and labs have been waiting for 
and is poised to offer a market solution no one else can.

A Call to Partners and Investors

“We’re thrilled by the enthusiasm for Proximerge from 
consumers and the dental community here and across the 
globe. We share their excitement and anticipation for our full, 
market-wide rollout. We’re looking forward to joining with 
investors or partners who share our vision to provide the 
opportunity to ramp-up production.”

With the technology validated, regulatory paths cleared, and 
infrastructure in place, Quadric BioMed is ready for its next 
chapter—and the right strategic partner for this disruptive 
technology in a robust dental market.

Connect with Quadric BioMed

Investors, dental professionals, and industry leaders 
who want to be part of the next major advancement in 
implantology are encouraged to reach out. For more 
information or partnership opportunities, contact Dr. James 
Grant or CEO Aaron Bass directly.
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As vice president of marketing for TurboTenant, Harrison 
Stevens is redefining what it means to be a landlord 
today. With more than 17 years of experience in marketing 
and product development, and over a decade as a 
landlord himself, Harrison combines strategy, execution, 
and industry knowledge to a platform that’s transforming 
property management across the country.

Real estate runs in Harrison’s family, and his personal 
experience owning rental properties gives him insight 
into the needs of the everyday landlord—the very people 
TurboTenant was built for. Since joining the company in 
October 2023, he’s helped scale the platform by over 
300%, with growth expected to triple again by 2025. 
“Every day we add about 600 new landlords,” he says. 
“Every month sets a new record.”

TurboTenant, founded in 2015 and based in Fort Collins 
and Denver, Colorado, offers free, all-in-one software to 
simplify the rental process. From marketing properties and 
collecting applications to drafting leases and collecting 
rent, it makes property management simple, affordable, 
and stress-free, without management fees.

To learn more about TurboTenant’s mission and what 
drives Harrison as a leader, we sat down to discuss a 
major new partnership, what sets the platform apart, and 
how his own landlord experience informs his work.

Let’s start with a recent exciting development—your 
partnership with Rent Butter. How is it a game-changer 
for TurboTenant and the landlords you serve?

We’re incredibly excited about this partnership. It delivers 
the fastest, most accurate tenant screening process 
in the country. Unlike traditional checks that only use 
credit data, RentButter combines financial information 
with identity, income, and employment verification. With 
Rent Butter, we also include sex offender registry checks, 
which most competitors still skip. Credit bureau reports 
miss one in seven criminal offenses, leaving landlords 
and communities exposed. As a landlord, I want complete 
information on who I rent to. This partnership ensures 
landlords have reliable, thorough screening to make 
better decisions.

What else makes TurboTenant unique?

We serve the independent real estate investor with 1 to 
50 properties. Many platforms focus on large institutional 
owners with 500 or more units, but that’s not who we’re 
built for.

Our tools are designed to be affordable and easy to use, 
and many are free. Because we have a community of over 
850,000 landlords, we can build powerful features that 
help smaller owners compete with larger ones.
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Your mission to build “fearless leaders” is 
woven through your entire career. Why has 
this remained so central to your work?

I’ve always been driven by a purpose beyond 
profits—something deeper than building 
billion-dollar companies. For me, the most 
meaningful legacy isn’t scaling revenue from 
$500 million to $2.5 billion. It’s mentoring 
people to overcome fear, uncertainty, and 
doubt—to become fearless leaders in their 
careers, families, and communities. That 
purpose has shaped every aspect of my 
journey—whether running companies, serving 
on boards, writing books, giving keynotes, or 
mentoring the next generation. It’s who I’ve 
always been. My oldest sister was born with 
Down syndrome, so I grew up volunteering 
before I even knew what volunteering was—it 
was simply part of being a good person. That 
foundation stayed with me. After college, I 
was coaching Little League while launching 
my first job. Today, I continue to mentor 
students and young professionals, helping 
them launch careers, land internships, and 
lead with courage.

People often ask, “Why help someone you 
don’t know?” My answer is simple: when you 
put good into the world, it finds its way back—
not always when you expect, but always 
when it matters. SO many good things have 
happened in my life and I trace them all back 
to fundamentally striving to be a good person. 
That’s the power of leading with purpose—
and exactly why bFEARLESS exists.

You’ve helped transform hundreds of 
thousands into fearless leaders. What sets 
your method apart from others in leadership 
development?

What makes my approach effective is that it’s 
both inspiring and grounded in reality. I truly 
believe people can achieve what they set 
out to do—but it won’t happen by accident. It 
takes a clear plan, hard work, and consistent 
accountability.

As a board advisor to CEOs and private equity 
firms, I often hear, “Brendan, you’re different. 
You expect action—you expect a documented 
plan—you demand follow through.” That’s the 
missing link in a lot of leaders and boards. It’s 
easy to say, “We can achieve great things,” 
but without systems in place to hold people 
accountable, it rarely happens.

My focus is to give people tangible tools—whether it’s daily check-ins, short-term 
goals, or biweekly assessments. My philosophy has always been: if you want to 
do something extraordinary, you need a roadmap, a repeatable process, and 
relentless follow-through. You won’t reach greatness on autopilot—you have to 
drive it every single day. That’s the core of the bFEARLESS movement.

How are you helping CXOs move past fear and harness AI effectively?

I often ask executives, “What are you doing to integrate AI into your business?” 
It’s an incredible tool that boosts productivity, sharpens decision-making, and 
unlocks collective intelligence. There are two types of leaders: those who 
embrace it and grow—and those who fear it will replace them. For the latter, I 
coach them to shift their mindset. If AI can cut an eight-hour task down to one, 
your value skyrockets. The key is to stop fearing it and start using it to elevate 
your performance, impact, and irreplaceability. It’s the most breakthrough 
enabler we have seen in a generation.

You often cite fear, uncertainty, and doubt as major barriers to success. 
How do you help CXOs overcome these and become fearless leaders?

Most executives come to me with a clear goal—they want to grow faster, 
achieve more, and reach new levels of success. But what often holds them 
back isn’t strategy—it’s mindset. One of my core mantras is: Have the courage 
to fail and the faith to succeed.

I met a CEO with a $25 million company who wanted to hit $100 million in five 
years. I told him, “That’s possible—but you’ll need to try new things, and some 
will fail.” He said, “I hope none do.” My response? “Then you’ll likely miss your 
goal.” Growth doesn’t come without risk. If you try eight new ideas, two might 
fail epically, but two could become your next breakthrough.

I challenge leaders to embrace failure as part of the journey. Every great success 
story includes setbacks. Fear, doubt, and hesitation can silently sabotage 
growth. Becoming a fearless leader starts with shifting that mindset—seeing 
failure as fuel, not fear. When leaders take bold steps, try new products, or 
explore new markets, they might fail—but they also might uncover something 
ten times greater than they ever imagined. That’s where fearless leadership 
begins.
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Jeremy Medaugh has spent the last two decades reshaping 
how organizations think about innovation—from the halls of 
government to corporate conference rooms. As the founder of 
RIOT Innovation, based in Dayton, Ohio, Jeremy has combined 
years of transformation experience with a knack for connecting 
people, processes, and ideas—building a business designed 
to spark real, lasting change. 

Before launching RIOT, Jeremy dedicated several years to 
advancing initiatives within the U.S. Air Force, serving in pivotal 
roles such as the DEFIANCE Program and facilitating the 
USAF Sustainment Sprint. With an MSA from Central Michigan 
University and a Lean Six Sigma Black Belt certification from 
the University of Tennessee, he blends creative thinking with 
operational discipline—an approach that has become the 
core of RIOT Innovation’s methodology. At RIOT, Jeremy leads 
a dynamic team that delivers a powerful blend of consulting, 
coaching, training, and immersive innovation workshops. 
These two- to three-day intensives are designed to help 
organizations uncover root challenges, spark fresh ideas, and 
drive real-world implementation. Whether guiding strategic 
planning or navigating cultural transformation, RIOT equips 
teams to spot hidden opportunities and convert them into 
meaningful, measurable outcomes. Jeremy’s guiding belief is 
simple yet profound: “The innovators are already inside your 
organization. It’s just a matter of unlocking their potential.”In 
the Q&A that follows, Jeremy discusses his unique journey, 
the origins of RIOT, and how companies can unlock innovation 
already hiding in plain sight.

Jeremy, where did the name RIOT Innovation come from? 

The name RIOT is a direct challenge to the belief that innovation 
must be grand, costly, or complex. It’s a rebellion against 
that mindset. True innovation is often grassroots—born from 
small, bold ideas and the untapped potential already within 
your organization. Sometimes, a simple shift or a modest bet 
is all it takes to spark transformative change. RIOT stands for 
questioning convention, empowering internal disruptors, and 
igniting momentum from the inside out. That’s not just our 
name—it’s the philosophy we bring to every engagement.

What makes RIOT Innovation unique?

At RIOT, we start with a core question: where does innovation 
truly begin? For us, it’s not a reaction to crisis—it’s a daily 
discipline. Too often, organizations treat innovation like a 
fire drill, scrambling only when problems arise. But when 
innovation is embedded into the culture, teams are already 
equipped to navigate challenges before they escalate. That’s 
what we help build: a mindset and system that’s always active, 
always evolving.

What also sets us apart is speed. We move 
from idea to execution with urgency and 
precision. We assess risk, extract insights 
fast, and act decisively—because in 
business, time and energy are currency. Our 
goal is to help organizations meet change 
with agility, so innovation becomes second 
nature, not a last-minute scramble.

What does a culture of continuous innovation and learning 
look like—and what value does it bring to a company?

Innovation begins with awareness and discovery—not just 
reacting when something breaks, but continuously observing 
and understanding what’s happening beneath the surface. 
While many companies claim to “measure what matters,” they 
often don’t measure enough. Every employee should have 
visibility into their own workflow. If I’m the one running the 
ice cream machine at McDonald’s, I can probably name ten 
ways to improve it—because I live that process every day. That 
kind of insight exists in every corner of an organization. These 
employees are your hidden innovators.

The challenge is cultural. Too often, great ideas are dismissed 
simply because they don’t come from the top. But when you 
teach frontline workers how to think inventively and create 
space for their voices, you unlock a new level of performance. 
That’s what we deliver to our clients: training, coaching, and a 
framework for building a culture of continuous innovation.

This isn’t just about generating better ideas—it’s about fostering 
ownership. When people know their input matters, they become 
more engaged, more loyal, and more invested in the outcome. 
They think, “I helped build this. I want to see it thrive.” That kind 
of buy-in transforms employees into champions of change—
and that’s where real innovation takes root.

Let’s talk about the third piece of your RIOT approach—the 
RIOT Innovation Methodology. Can you walk us through 
the steps and share how it brings value to companies? 

Our methodology revolves around four core steps: discovery, 
ideation, exploration, and implementation. It’s a fast, repeatable 
cycle designed to drive momentum. We begin by pinpointing the 
real problem—digging into root causes and assessing impact. 
Then we shift into ideation, generating a range of possible 
solutions. From there, we explore the most viable options—
those with minimal risk or resistance. Finally, we implement the 
chosen solution directly into the workflow or system.

We teach this approach through hands-on innovation 
workshops and on-site consulting. When practiced consistently, 
it transforms how organizations think and operate—what I 
call “flying at lightspeed.” Leaders gain sharper insight, solve 
problems faster, elevate customer experience, and accelerate 
growth.

Not every challenge demands a sweeping overhaul. 
Sometimes, it’s about placing “small bets”—targeting one 
friction point at a time. In one engagement, we helped a 
government client streamline an automation process. I kept 
asking, “Why do you do this step?” Eventually, they admitted, 

“We don’t know.” So I said, “Then stop 
doing it.” That single change—no budget, 
no tech—saved them time and frustration.

That’s the moment I love: when clients 
realize innovation isn’t about complexity or 
cost. It’s about mindset, clarity, and asking 
the right questions.
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With a clear vision and deep understanding of what truly 
moves people, Rowena has positioned Araia as more than 
just a creative agency - it’s a catalyst for connection. To 
explore the mindset behind this mission, we sat down with 
her to explore the personal values, strategy, and human-first 
philosophy that shape her work.

What inspired you to pursue a career in marketing?

My path into marketing was rooted in core values and life 
experience. At the heart of everything I do - personally and 
professionally - is a desire to make people feel seen and 
valued. I aim to lead with empathy, not ego, and am committed 
to creating space for others to rise. My passion for cultural 
representation and equity naturally drew me to connection-
driven work.

Marketing, to me, is connection. Whether building growth 
strategies or hosting personal events, my goal is to make 
people feel included, understood, and inspired. Every 
interaction should be intentional and meaningful, not 
transactional.

Those values led me to found Araia. I wanted more than just 
another agency - but a space where real connection drives 
results. “Reimagine the Possible” became the agency’s 
mantra because marketing can do more than sell; it can 
spark change, build community, and reflect the full richness 
of human experience. Araia is grounded in that purpose, 
authenticity, and a commitment to helping brands connect in 
meaningful ways.

How do your values shape Araia’s approach to marketing?

Many experiential agencies focus on execution, but I saw an 
opportunity to blend experience-driven, culture-led strategy 
with integrated marketing expertise. Araia reflects not just 
strategic and creative excellence, but also care, connection, 
and a human focus.

We’re not just executors; we’re true strategic partners. Our 
work is purposeful and designed to move the needle. For me, 
that’s where the personal meets the professional. Like in life, I 
believe marketing should make people feel seen, understood, 
and inspired. That belief guides everything we do. 

How do your values of inclusivity and empathy influence 
your marketing strategies - and why is that essential for 
brand success?

You can’t create brand love if people don’t feel seen, heard, 
or connected. That’s why empathy and inclusivity aren’t just 
values - they’re embedded in how we design strategy from 
the ground up.

It goes deeper than diverse visuals - it’s about who shapes 
the ideas. We bring diverse voices to the table, and treat 
lived experience as an insight engine. That perspective 
shift allows us to uncover patterns and truths you can’t see 
through a single lens.

Empathy guides how we listen to our audience. Inclusivity 
shapes how we engage them. These values inform 
everything from brand positioning to creative decisions, 
because they reveal what actually matters to real people.

When people see themselves reflected in a brand’s message 
or values, it builds emotional connection and lasting loyalty. 
It’s the difference between a campaign that feels generic 
and one that makes someone say, “This brand gets me.”

That’s the power of empathy-led, inclusive marketing - and 
what gives our clients a real strategic edge.












