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Expanded lawsuit
After going after the family behind Purdue Pharma,
AG Frosh now has sights set on the company. 8A
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A startup developing technology 
originating at Johns Hopkins that 
offers early detection of cancers 
launched Thursday with $110 million 
in Series A funding, a record Series A 
round for a Johns Hopkins company.

Thrive.EarlierDetection Corp. 
will develop CancerSeek, a liquid 
biopsy that tests for eight different 
forms of common cancers.

“This is a milestone moment in 
the development of Johns Hopkins’ 
biotech ecosystem,” Christy Wyskiel, 
head of Johns Hopkins Technology 
Ventures, said in a statement. “Johns 
Hopkins researchers are at the fore-
front of advancements in cancer di-
agnostics, and Baltimore is fertile 
ground for the commercialization of 
these discoveries into products that 
revolutionize health care.”

Plaintiffs, state agree to push deadline to 2022

Md. startup
raises $110M
to develop
cancer test
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A settlement agreement governing 
improvements at Baltimore jails, set 
to expire next June, will continue until 
2022 after the plaintiffs and state agreed 
to extend it.

The plaintiffs in the lawsuit, which 
was filed in 1971, filed a motion in Oc-

tober asking the federal judge oversee-
ing the case to enforce the agreement 
reached in 2016 and to extend its length 
because of what they called the “glacial 
pace of compliance.”

The  settlement addressed proper 
medical care for detainees, including 
the institution of a plan of care sys-
tem, accessibility for inmates with dis-
abilities, protection from heat-related 

injuries, and the implementation of 
effective sanitation and housekeeping 
practices. Each area of reform is being 
monitored by an expert who reports to 
the court regularly.

The parties  have spent recent 
months conferring over what was caus-
ing delays in compliance, according 
to Debra Gardner of the Public Justice 

JAIL SETTLEMENT EXTENDED

SEE JAILS 9A
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A settlement agreement governing improvements at the city jails complex addresses proper medical care for detainees, including the institution of a 
plan of care system, accessibility for inmates with disabilities, protection from heat-related injuries and the implementation of effective sanitation and 
housekeeping practices.
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A drug-sniffing dog’s failure to 
give a definitive alert to Ocean City 
police forms the basis of a convicted 
would-be heroin dealer’s appeal to 
the U.S. Supreme Court.

In his bid for high court review, 
Ryan Steck claims officers in the 
beachfront city lacked probable 
cause to search the car he was in 
during a traffic stop because Simon, 
the investigating canine, never sat — 
as he was trained to do upon detect-
ing the odor of illegal drugs.

That constitutional argument has 
failed so far, as lower courts have 
sided with the officers’ position that 
the dog’s jittery behavior — though 

Supreme Court appeal 
in drug case rests on 
what Simon didn’t say

SEE DOG 9A
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For family businesses, the family 
dinner table is no longer enough

Family businesses are often con-
ceived and formulated around the fam-
ily dinner table, literally or figuratively. 
They are often constructed with informal 
terms, handshakes and hugs, the assump-
tion that relationships will remain in a 
steady harmonious state among loved 
ones.

That makes sense. You love each 
other, after all, and you’re taking a big, 
exciting, and hopefully profitable leap 
together. That makes sense, yes, until it 
doesn’t, until the steady state becomes 
something else.

Difficult times will come. That’s busi-
ness. That’s life. And when challenging 
circumstances do arrive, and they will, 
the informal terms and handshakes can 
turn flimsy, less than binding. Contention 
can — and frequently will — arise, spur-
ring family members to feud over deci-
sion-making and dollars. In the absence 
of agreed-upon rules, arguments ensue, 
naturally.

This fact makes me reflect on some 
very wise counsel — take the time to 
conduct a pre-autopsy. Before taking the 
plunge, think through what can go wrong 
and why? Invest the time to answer both 
questions. Downside should be part of 
the calculation, although your endeavor 
is all about upside. This exercise may 
spare you pain in the future and help you 
plan for success.

Why do I write this as someone dedi-
cated to helping business owners divest 
when the time comes?

Family businesses may be originated 
around the family dinner table, but they 
need to be fully organized and operated 
around a corporate conference table with 
explicit governing documents. This will 
certainly pay off when the time comes to 
sell, and that time will come for just about 
everybody.

And here’s the takeaway: You’ll need 
to invite strategically compatible profes-
sionals around that table to get the sale 
right, to achieve your goals, to satisfy 
yourself and your partners. Let me elab-
orate. 

First, I routinely advise sellers to meet 
with those who’ve gone before them. I 
want them to talk not just to me and my 
colleagues. I also want them to spend 
time with someone who’s walked in their 
shoes, someone who has sold a business.

Selling a family-owned company is 
a big deal. This was your life. This often 
was the life of those who proceeded you. 
What are the challenges, not only finan-
cially but emotionally? The sales price 
is one thing, but what is it like to be fin-
ished?

I’ve encountered more than a few sell-
ers who haven’t given sufficient thought 
to what’s next. They’re focused, reason-
ably, on the transaction. But you also 
need to answer the question: What do I 
do next when it’s over?

So that’s the first person you need 

around that table, in my opinion. But 
wait, that’s not all.

You’ll also obviously need legal repre-
sentation and ideally a wealth manager 
to execute the transaction successfully. 
As I always say, business owners run 
their companies every day, and if they do 
it well enough to attract buyers, they’re 
probably pretty good at it.

What they’ve probably never done? 
Sell their baby, their company. That’s not 
just complex. That’s the seller’s legacy. 
That’s the seller’s retirement. That’s the 
seller’s family and employees. Make the 
most of it. You can achieve your objec-
tives with assistance.

But here’s a critically important ca-
veat. Sellers need experts around that 
table, but that’s all for naught unless that 
team is on the same page. I’ve seen more 
than one case where they weren’t, and 
that disharmony can derail a deal. 

When your representatives don’t fully 
represent you and what you’ve communi-
cated, negotiations can go south of side-
ways. When all the players aren’t on the 
same page, new terms can be introduced, 
even those that conflict. That’s more than 
confusing for a buyer who is working 
on strategy and financing. It can crush a 
transaction.

And let me add that the team needs 
to respect each other. If one party thinks 
another doesn’t know what they’re doing 
and therefore goes in a divergent direc-
tion, what message does that send to  the 
buyer?

Bottom line: A family business can 
be a beautiful thing. Parents, children, 
and other relatives can spend their wak-
ing lives collaborating on something 
meaningful and stimulating that feeds 
their families and fuels their futures. 
But don’t treat it like a potluck picnic. 
Don’t forget that it is still a business, 
and relationships can turn, particularly 
when it comes to money — boardroom 
table, not a kitchen table.

When the time comes to sell, it all 
ends at that boardroom table of compati-
ble professionals from wealth advisers to 
lawyers. You get one crack at this. Get it 
right.

Christopher Helmrath is the managing direc-
tor of SC&H Capital, the investment banking 
and advisory practice of SC&H headquar-
tered in Sparks. In addition to his 30-plus 
years of investment banking experience, he 
has served as a corporate strategy profes-
sor in two graduate schools of business: the 
Loyola University Sellinger School of Busi-
ness and the Johns Hopkins University Carey 
Business School.
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