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WHEN CYBER SEEMS AS SWEET AS CIDER
B Y  N E V I L L E  C H A N E Y

They can set up an email rule for a specific 
customer to a folder into your email account 
and correspond to the customer as “you” 
from “your”  email address without you even 
being aware until it’s too late. 

Some scammers are sending out emails that 
appear to originate from your address. Using 
this subterfuge, they then ask you to reroute 
your payments to  an ACH account that can 
easily accept your money, leaving you the 
victim of another scam. 

So, what do we do? Well, one policy worth 
implementing is a notice to customers that 
directs them to put in a verification call 
should they ever receive any change in 
payment instructions, no matter how 
authentic it may appear to be. Imagine that 
you had a wonderful, loyal customer who 
paid their bill, but it was to a scammer. What 
would you do? Tell the customer that it’s their 
fault? “Eat” the payment and try to keep the 
customer? 

It’s better that you have given them a warning 
and have made them aware. This is a battle 
that we will be fighting years from now, but 
one that we can be winning with constant 
diligence and education. 

A cyber criminal impersonates your 
business by email.
He contacts your customers. 
Instructs your customers to change how 
they pay you. 

Cyber scams have a great deal in common 
with aging. You may not be old now, but you 
will be. Likewise, if you haven’t been a target 
of cyber scams, it’s simply a matter of “when.” 

I don’t know if “cyber” was even a word when I 
started my career, but in our everyday work 
environment IT departments, business 
owners, and much of the population is fearful 
of providing an “open door” to their 
information. We must remain diligent so that 
you and your customers will not be affected 
by the criminal attempts to gain access to key 
information that can open the door to 
network security, account information, or 
even personal data.

Some of the most recent examples are as 
follows:

This request would not necessarily be 
alarming – right? If a cyber scammer can 
guess a user’s email address and password, 
he can use your name and actual email 
account without you even knowing!
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ECONOBLEND BLUE ICE 
MELTER IS THE ECO- 

FRIENDLY CHOICE FOR 
SLIPPERY SIDEWALKS 

AND PARKING LOTS

DON'T LET A GOOD 
THING SLIP YOU BY.
GET YOUR WINTER 

SUPPLY TODAY.
 

$17.99/50 LB BAG

KEEP YOUR HEAD COOL.
AND YOUR FEET ON THE GROUND.

w j o f f i c e . c o m

https://shop.wjoffice.com/special-buy/safe-step-pro-select-blue-ice-melt-50lb-bag/NAS56370/p


Nate Chaney was on his way to a career in finance when, 
while in college, he heard a statement from an opinion 
leader from Merrill Lynch. It went something like this: "In the 
future you are going to see most of everything become fully 
automated, but one thing we cannot go without is people 
who can sell; people who can create relationships." 

That's when he decided to switch his major and the entire 
direction of his life which led him from house painting to 
jewelry sales and ultimately to the furniture division here at 
WJ Office.

Nate's a guy who knows how to get things done without a lot 
of meandering. His first furniture sale was a $3.5 million 
order which earned him a $17,000 commission when he was 
just 20 years old. Not a bad start for a rookie in outside sales. 

"I had a good teacher in a boss who was also very difficult," 
Nate says. "I was working at Office Depot at the time and he 
was tough, but he was the right guy at the right time for me 
then. So after I got that commission I was hooked."

Truth be told, his interest in sales was already there. While 
attending the University of North Carolina Wilmington, Nate 
had started his own business called Tuition Painters. He had 
three different crews booked solid painting houses for 
customers, many of whom were members of a nearby 
country club where he also worked part time. 

Continued on page 6

NATE CHANEY
VICE PRESIDENT OF SALES, FURNITURE DIVISION

your team
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Continued from p. 5

That's when the reality of outside sales hit him. 
Sure, much of house painting is a word-of- 
mouth business from one happy customer to 
the next. Yet there was some door to door 
prospecting on Nate's palette then. 

OK, so fast forwarding on through his time at 
that corporate run furniture depot, Nate gets to 
the point where he's had enough of all that. 
After a few conversations with his father, 
Neville Chaney, he decides to come on board
and take on new territory for WJ Office. 

That was 2001. May, 2001. By November he had 
pulled in a six-figure furniture order.

Since then, the division Nate now heads up has 
evolved quite a bit. The team is well known 
among many interior architects and designers 
that rely on WJ for its exceptional service and 
support. More specifically, that encompasses 
things such as industry expertise in materials, 
manufacturing, scheduling and logistics. 

"Things have evolved quite a ways over the 
years," Nate says. "We've become more process 
oriented and streamline the way we handle 
drawings, quotes and logistics. Many of the 
designers and architects need to know what 
products are going to cost. And when you are 
dealing with several major manufacturers, 
getting to that number can take weeks. We can 
do that in just days. That tactical agility and 
speed has been a key to our revenue here." 

In a conversation with Nate, you get what 
people mean by the term "self starter." 

He's up most mornings before 5 AM (a routine 
that started during his rowing days at UNC-W). 
While that early morning revelry drives his wife 
Sara a little crazy, it doesn't deter Nate from 
getting his day underway. He's also a member
of the F3 (Fitness, Fellowship, Faith) network 
where he and other men work out  in what's 
been described as military grade regimens. 

Aside from that he enjoys back-country 
camping, hiking with Sara and their son Sam 
(now at T-ball age) around the Winston-Salem 
area where they live.

Nate's also happy to have a sense of family at 
WJ. "We really are a big family here," he says.

"Everybody works together and has a great 
mindset. If something unexpected comes up, 
the entire team will stop everything to help. 
That's not always the case with most 
companies." 
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H A T C H  E A R L Y  L E A R N I N G
 

V I E W  M O R E  A T  
W W W . W J O F F I C E . C O M / F U R N I T U R E
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Shopping around for furniture can be a time-consuming task made even more tricky these days, 
particularly with a pandemic, social distancing and other logistical barriers. It's also a little difficult to 
see what's available in style, aesthetics and price without walking around showrooms or flipping 
through catalogs during your lunch break. 

We've changed that with a whole new connection that you can make online, anytime. Just visit our 
WJ Connexions website where you may view the many options available to you depending on your 
environment or budget.  The site offers some amazing tools including a digital Idea Book and Instant 
Budget builder that can help you narrow your search down based on parameters you set.

F I N D  Y O U R  C O N N E X I O N  A T  W J O F F I C E . C O M / M I D - M A R K E T - F U R N I T U R E

W J  O F F E R S  A  N E W  W A Y  T O  V I S U A L I Z E  A N D
F U R N I S H  Y O U R  W O R K S P A C E
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https://www.wjoffice.com/mid-market-furniture


You can live in a state for years and know less
than half of the things that make it unique.
Here then is a list of things that make the Tar
Heel State home to some of the most
interesting firsts worthy of a Jeopardy! category.

The first flight. OK, we start off with a softball.
The Wright brothers made their first successful
powered flight in 1903 at Kill Devil Hills. It was a
12-second, non-stop flight.

Pepsi was born in 1893 in New Bern, NC after
Caleb Bradhem concocted the soft drink in his
drugstore. It was called Brad's Drink.

America’s first public university was the
University of North Carolina, known today as
the University of North Carolina at Chapel Hill.
You probably knew that though.

A Yankee did that here? Babe Ruth smacked
his first home run as a professional baseball
player in Fayetteville, NC. It was March, 1914
and he had just signed with the then-minor
league Baltimore Orioles. Oh, and it was during
Spring Training. It still counts though!

We're an independent bunch, and that
mindset started on May 20, 1775 when North
Carolina became the first colony to declare
independence from England. 

She was the first English kid. Virginia Dare,
born 1587 in Roanoke Island, NC was the first
English child born in America. 

FIRST THINGS FIRST IN NORTH CAROLINA
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We’ve had a few cold days this month. The 
kind of cold that gets into your knuckles and 
knees far more than it should. That’s 
December in North Carolina. But as the saying 
goes what doesn’t kill you makes you 
stronger. 

I remember feeling the cold back in 2005 
when we moved to our current location. It 
was mid December, the perfect time to 
relocate a growing business with holidays 
approaching, cheer, good will and all that sort 
of thing. Our lease had expired months earlier 
at our Greenway Business Park location and 
we desperately needed more warehouse 
space based on our growth and expansion.

Two earlier dates (Thanksgiving weekend) and 
the first weekend in December had been 
slated for a move. However inspection delays 
pushed things back until the middle of the 
month. The previous week we told the phone 
company that our Internet and phone lines 
should be moved that Friday, but alas, we 
were in for some surprises. 

On Wednesday I found out that the well to
which our new building was connected 
needed “more work” and we would not have 
water when we moved in. No one had worked 
on it for at least six weeks prior to our move 
so needless to say, I was not happy

Continued on p. 11
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Continued from p. 10

Next, we did not pass the building inspection 
for occupancy. “Minor things easy to fix,” said 
my contractor and my architect. 

Next, another surprise. Blue Ridge Energies will 
not be able to turn the power on. The building 
required 3-Phase power and the utility had two 
technicians capable of connecting the building 
to the system. One tech was on vacation and 
the other was in Iraq! Blue Ridge assured us 
that this would be remedied early the following 
week and we DID have temporary power. Time 
for a decision. We were too close to Christmas 
to get it done later in December. As the owner 
of the building, I was entitled to take a full year 
depreciation for only being there for two weeks 
if we plowed ahead with our plans. And January 
was when all the new budgets came into play 
so business was “all-hands-on-deck” and go as 
hard as you can. I didn’t feel like we could wait 
any longer so I decided to trust my contractor 
and architect that we could and would pass that 
inspection. 

At 10 AM Friday morning we were offline and 
technically closed. At 10:30 the inspector 
arrived and shortly thereafter, we were cleared 
to start moving. We had painters inside 
finishing their painting by spotlights. We had 
another company installing the cubicles that we 
were putting on the showroom floor for some 
of our offices – again by spotlight. Each of them 
would periodically draw too much power, trip a 
breaker and everything would go dark until 
they flipped it back on. 

The weather didn’t make things easier with just 
15 degrees, snow flurries and a persistent 30 
MPH wind. Cold, outside and in.

We rented two commercial trucks from Ryder 
and had two of our own trucks along with a 
couple of vans. We counted the loads that we 
moved from our old location to our new one – 
56 loads of furniture, supplies, equipment, 
fixtures, and so forth. 

Without water we had a Port-a-John in the 
parking lot for the men. The ladies would 
carpool to Harris Teeter to use restroom there 
when needed. Our motto was the old quote 
“How do you eat an elephant? One bite at a 
time!” We’d pass each other while working and 
you’d hear over and over “one bite at a time.” 

Grit, determination, and teamwork allowed us 
to be open for business on Monday morning at 
8 AM. We hadn’t completed our move, but we 
were open. Thanks to the dedication of our 
team the stress that we endured 17 years ago is 
merely a memory that may send a chill up my 
spine that’s warmed back down by the thoughts 
of the team’s spirit through all of that. That 
spirit and camaraderie hasn’t diminished since 
that experience 17 years ago.

We always have barriers to overcome. Some of 
them, many of them in fact, cannot always be 
predicted like the weather. Yet, we are 
community that learns from its experiences. 
We’re a group that pulls together any time 
there’s a challenge to face and we emerge 
stronger every time. That’s something that truly 
warms my heart.
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