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BIO: 

Mr. Greene had been President and CEO 

of Veral & Co. L.L.C., a consulting and 

investment banking firm. Prior to con-

sulting, Mr. Greene was COO of Medal-

lion Financial Corp., a publicly traded 

specialty finance company. Medallion 

was named one of the 200 best small 

companies (Forbes Magazine, 11/99) 

during his tenure. Previously, Mr. Greene 

was President and CEO of Ryan Beck & 

Co., a 50-year old full-service securities 

and investment banking company. Prior 

to that, he was Chairman, President and 

CEO of VSB Bancorp and Valley Savings 

Bank, which were sold to UJB Bancorp 

(now Bank of America) in 1994. While at 

Valley, Financial World Magazine 

named him CEO of the Year bronze 

award winner in 1993 and 1994. Mr. 

Greene has been a Director of numerous 

public and private corporations. 

 

Company Profile: 

Founded in 1981, SmartPros Ltd. is an 

industry leader in the field of accredited 

professional education and corporate 

training. Its products and services are 

primarily focused in the accredited pro-

fessional areas of corporate accounting, 

financial management, public accounting, 

governmental and not-for-profit account-

ing, financial services, banking, engi-

neering, legal, ethics and compliance, 

and information technology. SmartPros is 

a leading provider of professional educa-

tion products to Fortune 500 companies, 

as well as the major firms and associa-

tions in each of its professional markets. 

SmartPros provides education and con-

tent publishing and development services 

in a variety of media including Web, CD-

ROM and video. Our subscription librar-

ies feature hundreds of course titles and 

2,300+ hours of accredited education. 

SmartPros' proprietary Professional Edu-

cation Center (PEC) Learning Manage-

ment System (LMS) offers enterprise 

distribution and administration of educa-

tion content and information. In addition, 

SmartPros produces a popular news and 

information portal for accounting and 

finance professionals serving more than 

one million ads and distributing more 

than 200,000 subscriber email newsletters 

each month. SmartPros' network of sites 

averages more than 450,000 monthly 

visits, serving a user base of 500,000+ 

profiled members. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Greene, what is the vi-

sion at SmartPros today? 

Mr. Greene: “Our vision is to grow the 

company into a major force in the 

eLearning field. We are educating profes-

sionals who need continuing education, to 

maintain their credentials. The focus at 

SmartPros is on being the number one 

company in that area.” 

 

CEOCFO: Where are you in the process 

today? 

Mr. Greene: “We could be a lot bigger 

and we are constantly looking for acquisi-

tions as our shareholders know. In the 

field that we are in, if we are not the larg-

est, we are the best value for the money, 

which is the way we position ourselves. 

We provide great quality education and 

as a result will not necessarily be the 

cheapest but always the best value for the 

dollar.” 

 

CEOCFO: What is it that you offer and 

to what segment? 

Mr. Greene: “We have expanded over 

the years. We started off as a company 27 

years ago in continuing education for 

accountants in corporate and public prac-

tice. We still do that as our main prod-

ucts. However, over the last several years 

we have branched out. We now do con-

tinuing legal education in approximately 

26 states. We now do securities training, 

pre-licensing and firm element training 



and continuing education for insurance 

brokers, in all 50 states. We have an eth-

ics and compliance division that is very 

well known and gets called in when there 

are problem situations. Thank goodness a 

lot of companies call us in before, we 

train engineers and we now do IT train-

ing, but not the IT training for the IT 

person as much as for the business person 

who has to make IT decisions.” 

 

CEOCFO: Tell us about the eLearning 

industry and is this the primary way the 

continuing education is done today? 

Mr. Greene: “eLearning was probably 

flat in 2000, but it started to edge its way 

up. eLearning is expanding greatly each 

year because of the ability to get broad-

band and faster Internet. It was hard to do 

eLearning education especially if it was 

video-driven when you were on a 56k 

modem. Now where you have Fios and 

you have cable that are high speed Inter-

net, this becomes much more palatable to 

people. You are going to see a 

boom in eLearning. You are 

already starting to see it and 

not only in education for the 

professionals. We know there 

are some colleges out there that 

provide eLearning degrees ba-

sically all on the Internet. You 

are going to see a lot of the big 

name colleges more and more, providing 

courses and or degrees totally online.” 

 

CEOCFO: How do you reach a potential 

customer? 

Mr. Greene: “We work a lot with vari-

ous associations in all of the verticals we 

are in. We work with associations who 

have large memberships. Because they 

look at our product they know it’s a qual-

ity product and are prepared to have their 

membership use it to continue their cre-

dentials. That’s almost in all. We do en-

gineering training; pre-licensing for the 

civil engineer and we are developing a lot 

of courses with what they call, green to-

day, in energy, for engineers. We do all 

of this by and through associations, as 

well as attending conferences. After 27 

years, we are pretty well known in a lot of 

our verticals.” 

 

CEOCFO: What is the competitive land-

scape like, for you? 

Mr. Greene: “There are a few competi-

tive companies. There is the AICPA, 

which is the governing body for account-

ants. They have their own courses. Those 

courses are mainly a skills-based library. 

We have a skills-based library but our 

main products are two products. One 

called FMN, which is directed at the cor-

porate segment and one called CPAR, 

which is directed at the accountants in 

public practice, which is almost like a 

news program with fresh segments each 

month. It deals with the topics the finan-

cial people in corporate or in public ac-

counting really need to know about. For 

that product there really is no competi-

tion.” 

 

CEOCFO: How is business like these 

days? 

Mr. Greene: “We get affected by the 

economy like everybody else, but I’d say 

to a lesser amount because a lot of the 

people that we educate need the continu-

ing education to maintain their creden-

tials. Big corporations a lot of times push 

off their decisions for a month or two. 

When the economy is bad, you get certain 

industries that are really affected. They 

just go for the cheapest product during 

that time until they can recover a little. 

We saw that many years ago in the airline 

industry when some of the airlines went 

some place else and then they came back 

to us because the people just didn’t like 

the cheaper product. We see areas grow-

ing and we are acquisition oriented. 

Therefore, we think we will be able to 

continue to grow.” 

 

CEOCFO: What is it about your courses 

that make them superior? 

Mr. Greene: “It is the fact that in the 

accounting side we do an interview tech-

nique with well-known speakers in vari-

ous fields. We have had the former head 

of the SEC and the former head of the 

Accounting Board. We have had people 

who are active in FASB. In fraud, if you 

remember the movie, To Catch a Thief, 

which was about Frank Abagnale; he has 

appeared on our program relating to 

fraud. We have speakers who are very 

knowledgeable in the topics that they talk 

about and can be considered experts in 

those areas. People want to listen to 

them.” 

 

CEOCFO: You moved to NASDAQ 

recently; tell us about the move. 

Mr. Greene: “We saw that AMEX was 

merging with the New York Stock Ex-

change. First of all, we didn’t know how 

that would affect us. We also saw that 

NASDAQ has become more aggressive 

and a lot of companies were moving to 

NASDAQ. We had hoped and believed 

that that would help to increase the abil-

ity of our potential shareholders to get a 

better price than on AMEX, but we were 

not sure. We thought that based on al-

most everybody we had talked to, if you 

want to be on NASDAQ or AMEX, eve-

rybody sort of indicated NASDAQ. 

Therefore, we just made the move.” 

 

CEOCFO: What do you see 

two or three years down the 

line for the company? 

Mr. Greene: “I see a bigger 

company, both in revenue and 

earnings. I see us making more 

acquisitions that will fit with 

our goal that an acquisition 

really has to be accretive 

within one year of purchase. Our goal is 

to try and find acquisitions within the 

existing verticals or a vertical that our 

sales people can sell to existing clients. 

Our job is to make the company larger 

and more profitable, so that we get more 

recognition in the marketplace. Right 

now, we are very small and our float is 

very small. That has hurt us.” 

 

CEOCFO: Address potential investors; 

why does SmartPros stand out from the 

crowd? 

Mr. Greene: “If you are a Microcap type 

of a investor and you look at SmartPros; 

the last quarter we closed with approxi-

mately $10 million in cash. The amount 

of shares we have outstanding is 5 mil-

lion. That is approximately $2 a share in 

cash. I think the stock closed yesterday at 

$3.40 something. If you look at that and 

take the cash out you’re valuing the rest 

of the business at under $7.5 million. 

This business last year on a calendar year 

basis had a .43 cent earnings per share. 

When you look at that, we generated last 

“Our vision is to grow the company into a major 

force in the eLearning field. We are educating 

professionals who need continuing education, to 

maintain their credentials. The focus at Smart-

Pros is on being the number one company in 

that area.” - Allen S. Greene 



year over $3 million in cash. The whole 

value outside of our cash is $7.5 million. 

I don’t think you are going to find many, 

if any other companies like that.” 

 

CEOCFO: Final thoughts; what should 

people remember most about SmartPros? 

Mr. Greene: “People should remember 

that SmartPros is a growing company 

that is in the e-learning field. We are also 

one of the profitable companies. We are 

probably pound for pound, one of the best 

companies in that industry in its en-

tirety.” 
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