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or some, being president 
and CEO of Citizens Trust 
Bank and the recently 
named CEO of the Year 
by the Atlanta Business 
League would indicate the 

pinnacle of success. Cynthia Day, who 
holds both those titles, doesn’t quite see 
it that way. For this high-powered exec-
utive, it doesn’t mean she can rest on her 
accomplishments.

“It’s a journey, not a destination,” said 
the 49-year-old CPA. “Every day, you 
should continue to get better. In this job, I 
get the opportunity to help make people’s 
lives better every day. I focus on becoming 
more effective at doing that. My goal is to 
serve my communities, shareholders and 
employers and to add value to the services 
we deliver.”

Not only has Day charged herself with 
those goals, but she also finds herself 
upholding a long history of close ties to 
the community the bank serves.

“Citizens Trust was established in 
1921 in Atlanta and is steeped in histor-
ical significance,” she said. “We’ve been 
through the Great Depression and were 
instrumental in financing the Civil Rights 
Movement. We have had relationships 
with Ebenezer [Baptist] and businesses 
along Sweet Auburn Avenue and were 
instrumental in financing many aspects 
of those organizations. And we were 
available when services weren’t avail-
able to people in those communities. We 
were there to help those businesses thrive 
and grow. Today, the way we deliver those 
services is different, but we’re still doing 
the same thing. That’s our legacy and our 
mission.”

Day’s 
job

CEO OF CITIzENS 
TRuST BANk SEES 

hER ROlE AS 
uPhOlDING lONG 
hISTORY OF TIES 
TO COMMuNITY

Founded: 1921 
Assets: $400 million 
Main office: 75 Piedmont Ave., Atlanta
Locations: 10 in Georgia and Alabama
Number of employees: 100
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Cynthia Day               

Born: Fayette, Ala.

Lives: Smyrna, Ga. 

Age: 49

Current job: President 
and CEO, Citizens 
Trust Bank

Previous job: COO, 
Citizens Trust Bank

education: University 
of Alabama, 
accounting major

Family: Husband, 
James, and daughter, 
Cydney, 10 

Hobbies: Spending 
time with family, 
traveling, bike riding
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Business professionals need to stop talk-
ing to themselves on the Internet and 
start speaking their prospects’ language.

Most marketers know their business 
and use an established set of words and 
descriptions. But too often they don’t 
know or understand their online market-
ing lexicon — the words their prospects 
are searching online.

It’s good to think of Google, Bing or 
YouTube as enormous help desks — or 
better yet, concierges. I like to envision 
them as efficient helpers directing you to 
a solution.

Make sure your keywords line up 
with search queries. For example, you 
may think you are selling “home heat-
ing systems” (which get 22,000 searches 
per month), even though “furnace” gets 
5 million searches.

If you sell “dog accessories” (110,000 
searches per month), consider 

emphasizing hot items like “dog bed” 
(450,000 searches) and “dog collars” 
(673,000 searches per month).

You may be a “cosmetic dentist” 
(368,000 searches) but you’d best 
be using “teeth bleaching” (1 million 
monthly searches) as one of your core 
keywords.

This exercise may seem simplistic, 
but your keywords are the foundational 
logic of your business online. And find-
ing the right keywords can be a process 
of relation. First, nail down four or five 
primary keywords you know are critical. 
Then, branch out for more related terms 
or phrases until you have about 10 total.

seO should go beyond your website
Your 10 keywords need to thrive on 

your website as SEO magnets. But they 
also need to be sprinkled into other mar-
keting efforts like your blog, digital press 
releases, online articles, white papers, 
case studies and other content.

Always include a script of your 

SlideShare presentation when you post. 
Or better yet, convert it to a YouTube 
video where your video’s script is auto-
matically turned into searchable text.

so start, or restart
You may already have a good grasp 

of your 10 keywords. But it’s important 
to examine and even re-examine these 

from time to time. Trends, new business 
demands, and changes in your indus-
try can continually influence your 10 
keywords.

tools to help
For starters, try this cool Visual Thesau-

rus tool from Think Map. It will help you 
determine the different keywords that 
relate to your business. This is a Gantt-
style mapping tool that can line up related 
keywords in a diagram. Once you get the 
hang of the movement and motion of  
this online tool, you may even find it  
quite addictive.

Make your words matter
Next, take those related keywords and 

explore their value. Plug them into key-
Word Spy. Much like Google Adwords, you 
can use its basic free plan to get started. 
You get tables that display the searches 
per month and the cost per click for 
online advertising. It is real demand-cost 
analysis of keywords being used.

By PAul PAtzloff 
Contributing Writer

hOW tO

Improve your online search results to increase sales

SHutteRStoCK
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Dan Kolber is an Atlanta attorney and owner of 
Intellivest Securities Research Inc.
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theft by taking?

Recent case expands criminal liability to a deal gone bad
A recent criminal case decided by the 
Georgia Court of Appeals will make it 
riskier for businesses to raise capital in 
Georgia because it upheld the use of a 
criminal statute, “theft by taking,” to 
what would normally be considered a 
civil case.

The case is Davis v. State, decided 
March 6, 2014. here are the facts. In 
2003, Bruce Davis owned a clothing 
manufacturing plant in Pennsylvania. 
he wanted to relocate the business to 
hazlehurst.

In 2004 he leased a building there 
and started manufacturing sweaters 
but soon ceased operations due to 
lack of capital. Around the same 
time, Davis agreed to purchase a 
trouser manufacturing business in 
Florida. Davis entered into discussions 
with James “Jimmy” Pruett, an Eastman 
businessman and state representative, 
about relocating the Florida trouser plant 
to a facility that Pruett owned in Dodge 
County in Georgia.

In 2004, Davis and Pruett signed 
several agreements whereby Pruett 
loaned Davis $350,000 and Davis leased 
Pruett’s building. Rather than using 
the funds to relocate the trouser plant 
to Eastman, Davis used the money 
for various other business interests, 

including some related to the sweater 
factory in hazlehurst. Davis never 
relocated the Florida plant, never made 
any rent payments for Pruett’s building 
and never repaid the loan from Pruett.

later that year, Davis was indicted in 
Dodge County with one count of theft by 
taking pursuant to OCGA Section 16-8-2.

Davis pleaded not guilty. he waived 
trial by jury. At the trial in 2010, Davis 
testified that he never agreed that the 
$350,000 loan was only to be used for 
relocating the trouser plant and that 
Pruett knew the loan could be used 
as working capital while the plant 
relocation was pending. Davis pointed 
out that the promissory note and other 
agreements contained no restrictions as 
to the use of the loaned funds.

The trial judge found Davis guilty of 
theft by taking. Davis was sentenced to 10 
years’ probation, a fine and restitution.

Davis appealed to the Court of Appeals 
on two grounds: i) the evidence was 
insufficient to support his conviction of 
theft by taking; and ii) improper venue 
(the trial was held in the wrong county).

The Court of Appeals said that a 
person commits theft by taking by 
unlawfully taking another’s property 
“with the intent of depriving him of the 
property.” 

The Court of Appeals said the judge 
did not abuse his discretion by finding 
Davis guilty of theft.

however, the Court of Appeals 
reversed the conviction due to improper 
venue, saying that the proper venue for 
the trial should have been in the county 
in which “the accused exercised control 
over the property which was the subject 
of the theft.”

The Court of Appeals said that should 
the state decide to retry Davis in the 
proper county, he may revoke his alleged 
waiver of a jury trial. 

In the meantime, the application of 
the criminal statute in what many would 
consider a civil dispute was upheld.

This case gives ammunition to anyone 
who lends money or invests in a business 
and doesn’t get his money back. The 
lender or investor can now argue, at 
least in Georgia, that the recipient of the 
loan or investment never intended to 
repay the loan or distribute profits and is 
therefore a thief.

The Atlanta attorney for Bruce Davis, 
who successfully handled his appeal, is 
Stephen Scarborough. he told me that 
the state has filed a writ of certiorari to 
the Supreme Court seeking to appeal 
the Court of Appeal’s reversal due to 
improper venue.

1. If you are borrowing money or 
accepting investments, make 

sure that all the agreements provide 
you with broad discretion as to how 
to use the proceeds.

2. If you have been burned 
by making a bad loan or 

investment, you may be able to use 
Georgia’s theft of taking statute 
against your adversary. however, 
if you are not careful, you may be 
guilty of extortion if you threaten 
the use of a criminal statute in order 
to extract some benefit from the 
alleged wrongdoer. Consult your 
lawyer.

3. It’s been said that a prosecutor 
can get a grand jury to indict 

a ham sandwich. Sometimes the 
facts of a case are less important 
to its outcome than one’s standing 
(or lack thereof) in a particular 
community.

4. Most investment contracts 
and promissory notes have a 

provision whereby the parties waive 
trial by jury. Think carefully before 
waiving your right to a jury.

R kOLBer’s tiPs

Becoming the leader of such an orga-
nization happened faster than Day 
expected. In fact, her promotion to CEO 
two years ago was sudden, following the 
death of the bank’s former head, James 
Young. But juggling demanding roles is a 
skill Day has mastered.

“Baptism by fire — that seems to be the 
way I do things and how I tend to live 
life,” said Day, who was an audit man-
ager with KPMG LLP in Birmingham, 
Ala., and negotiating a merger with Citi-
zens Trust when the bank recruited her. 

“Even when I was negotiating that 
acquisition, I got married and stayed in 
Birmingham while my husband was in 
Atlanta. I commuted for about a year, 
and during that commute, I got preg-
nant. When I finally got here, I was eight 
months pregnant — and we were build-
ing a house.”

When Young passed away after a two-
month illness, Day took on the challenge 
of keeping the bank on track.

“he was my mentor and friend, so for 
me, it was a very difficult personal time,” 
she said. “But it was also the time when 
I had to make the transition very quickly 
and be the source of stabilization for 
employees at time when the bank was in 
a difficult economical environment. But 
I’d been there, and the staff was very 
familiar with me, and I understand how 

to balance. I’m used to balancing a lot at 
one time, and that was helpful to navigate 
the bank through those times.”

Day also put her mentor’s best advice 
to immediate use. 

“he always felt that people are your 
greatest asset, and for any CEO to be 
successful, you have to surround your-
self with people you value,” she said. 
“You have to recognize their contribu-
tions; that develops respect and loyalty 
and helps them rally around your vision. 
They need to know you have their inter-
ests at heart, whether they agree or dis-
agree with your decisions. Personally,  
I’ve found that works very well. And I 
learned it not from what he said to me but 

by his example.”
Valuing the peo-

ple in her life is a  
particular skill Day 
possesses, said per-
sonal friend Anika 
Wharton, who met  
Day when their 
daughters became 
friends.

“She knows how 
to prioritize, and 
she really nurtures 

every relationship,” said Wharton, a CPA 
for The Home Depot inc. “You can see 
that in her daughter and her husband. 
She’s also a nurturing leader of integrity. 
She has wonderful, positive energy that 
lifts everyone up and helps them be bet-
ter. She’s not looking just to promote her-
self; she has a listening ear and is a very 
humble person. I think that can take a 
company further. It makes her an influ-
ential leader, and for me, she’s become a 
trusted adviser.”

C. David Moody Jr., CEO of C.D. Moody 
Construction Co., who sits on the bank’s 
board of directors, has seen Day’s people 
skills in action. 

“She’s tough when she needs to be, but 
she’s also firm and fair,” he said. “She’s 
not intimidated, even though banking 
is pretty much a male-dominated field. 
She’s not worried about that at all.”

Day is often asked about being a 

woman in the banking world, and she 
has some advice for other women in 
male-dominated areas.

“To me, the characteristics of an effec-
tive CEO are the same, even if the man-
ner in which we deliver is different,” she 
said. “The most important thing I had 
to learn was to be who I am. I think we 
often want to lead like we saw before us, 
but you have to embrace and be comfort-
able leading with the manner that’s com-
fortable with the leader you are. In some 
ways, women have an advantage: Being a 
mother and having a family brings char-
acteristics that are highly effective. They 
may be used in a different manner, but 
many of them are the same skills.”

Ray Robinson, the bank’s board chair, 
zeroed in on one skill that Day has per-
fected. “She clearly has a vision, and she’s 
very, very good at leading the entire man-
agement team toward that vision,” he 
said. “The bank has moved to even greater 
heights since she’s taken over. I have the 
greatest respect for her.”

Day’s vision involves upholding the 
same principles of financial freedom and 
quality of life that the bank was founded 
on, she said. “We’re helping people rec-
ognize their dreams of financial indepen-
dence and improve their quality of life. 
The marketplace in which we operate 
may have become more diverse, but those 
values haven’t changed. Those principles 
still work.”
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C. David 
Moody Jr.

“[Day] has wonderful, 
positive energy that lifts 
everyone up and helps 
them be better. She’s not 
looking just to promote 
herself; she has a listening 
ear and is a very humble 
person. I think that can 
take a company further.”
anika WhartOn, 
the Home depot Inc.


