
 

Tending versus Counting the Sheep:  Managing in the “New Economy” 

What are some questions or struggles you have in ‘the new economy’ that you’d be most interested in 

discussing to find a way through, and gain understanding? 

This is what was at the heart of the BELIEVES session on Tuesday, October 8th 

from 7:30-8:30 AM when Alan Lowe, Co-Founder and Principal at The Angel 

Advisors, sat down for an inviting conversation about “Tending versus counting 

the sheep:  Managing in the ‘New Economy.’”  

When asked, what the title of the session meant to him, Lowe said, leading 

people versus managing tasks. 

“What are millennials and Gen Zers looking for?” Lowe posed to the audience.  “There’s less loyalty in 

many organizations to their employees; therefore the people have less loyalty as well.” 

Lowe added, “I hate labels – millennials are not all the same.  Labels benefit whoever is trying to ‘sell’ 

the label.  I do believe certain generations have certain descriptors from their experiences, however, we 

are all shaped by our experiences.” 

To illustrate what he just stated, Lowe told a story of his mother. 

“When my mother was growing up as a child, one of her chores was to wake up when it was freezing 

cold and get the fire started in the pot belly stove each morning so the house would get warm.  When 

she got older and had her own home, she swore that she would never be cold in her home – and I 

guarantee you if you walk in her home you won’t be cold.” 

Lowe shared from what he’s learned and experienced, he believes many millennials are looking for 

things like flexibility, autonomy, and shorter commutes among other things. 

“Some companies and organizations will find ways to make things work to account for all these desires.” 

Yet, there is a cost to society of not listening to millennials and understanding. 

“There is a tremendous cost,” said CTK Parishioner Maureen Becker.  “Innovation is lost, and it takes 

away teams.  Quality of work lessens when people have one foot out the door always.” 

Lowe, whose career spans over 30 years of running businesses and working with other CEOs and 

business owners to grow their companies, said that often he works with people who are entrepreneurs. 

“Entrepreneurs really only make up about 3% of the population – and not all are successful,” he stated. 

 



Are these entrepreneurs jumping in 100% to their endeavors, or are they keeping a 9-5 job at the same 

time? 

 

Lowe didn’t say all entrepreneurs do either one or the other.  What he did say is that in order for them 

to succeed there’s got to be 110% commitment to what they’re doing and the company. 

“There’s a guy I’m working with currently, and I’m coaching him not to work on Sundays.  He needs to 

be in church,” said Lowe. 

So what makes the best leaders Lowe has known or seen, considering all that was being discussed 

around values? 

“A lot of companies have values, but they may not necessarily mean them,” Lowe commented.  “They 

don’t hold people accountable or themselves accountable to live up to them.” 

When Lowe works with people, he listens to the language he hears people use to discern the difference 

between leaders who are walking as servant leaders versus those who are really just trying to have 

people do what they want them to do. 

Though Lowe is now President of the Angel Advisors when he began his career, he was a loan officer at a 

bank in his 20s. 

“My manager at that time was someone who really lived out his values,” Lowe recalled.  “In banking, 

people have different approval levels for loans.  My manager’s approval level was higher than mine.  He 

came to me at some point in my time working for him and said, ‘Alan, I’ll trust you to review and 

approve loans up my approval levels.  You still have to send docs along for me to sign, but I’ll trust you.’  

“I would have rather died than screwed up and put my manager at risk with him trusting me like that.” 

Lowe went on to share that the reason he believed his manager trusted him as he did was because he 

believed the manager saw Alan’s values matched his own. 

 

“My manager showed his trust in me – and this still resonates 50+ years later.”  



Lowe was then asked by Elaine Szeto, parishioner at CTK, “Did you always integrate faith in your work, 

or is that just since your health situation after 2010?” 

“I did it all along,” replied Lowe.  “I started my own business back in 1997.  It’s always been a walk of 

faith.  I probably saw God’s movement more in that time of life than any other.” 

Lowe then retold a story from his time leading his company when they faced a critical moment. 

“I was in the trade show business with a company that employed about 250 employees.  At one point, 

we faced a 20% decline in our revenues and thus we needed to make drastic cuts in order to make 

payroll.  We decided to present the situation to everyone transparently and said we could either cut 

20% of the workforce or everyone could take a 20% pay cut to make payroll,” recalled Lowe.  “All but 

one person chose to take the 20% pay cut. In the end, they decided 80% was better than 0%.” 

What resulted? 

Lowe shared more. 

“By the time the end of the year came around and sales had come back up, we were able to pay all 

salaries back that had been sacrificed – plus interest.” 

He then commented, “We have such a short-term focus in the US, unlike a country like Japan where 

there’s a long-term focus.” 

 

Having shared about all that he did, Lowe was asked one final question to wrap up the session – Do you 

believe transformation is possible, and if so, what’s the sight and intent involved? 

“Yes,” he responded.  “As a coach that’s what you’re looking for – to see people overcome challenges.” 

One of the CEOs Lowe used to work with provided a good illustration of what he shared. 

“When I was working with this CEO, there came a time where one day he was the CEO, and the next day 

he unexpectedly wasn’t because the board decided to go in a different direction,” Lowe said.  “For two 

years afterwards, the CEO couldn’t even say the board chair’s name without his hair lighting on fire.  I 

tried to help him through this and finally told him one day, ‘As long as you continue to let this guy 

impact your decisions, “he owns you”.  Do you want this?’” 

Lowe then closed by saying, “Transformation is often hard, and the worst person in the world to coach is 

someone who doesn’t want to change.” 

 


