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DOING BUSINESS 
IN SANTA FE

Albuquerque Business First hosted a roundtable discussion at First National 1870’s 

historic branch on the Plaza in Santa Fe to discuss doing business in the City Different. 

The bank’s market president was joined by leadership from Steady Networks, with offices 

in Albuquerque and Santa Fe, and moderator ABF Publisher and President Candace 

Beeke, to discuss the current and potential business climate in Santa Fe.

BEEKE: Tell us a little bit about yourself, what 
you do and your connection to Santa Fe.

SANDMEL: My company is Steady Networks. 
We manage IT for businesses in Albuquerque 
and Santa Fe. I moved to Santa Fe in 2000, 
and started building my business here.

My connection to Albuquerque is that in 
early 2010, 2011, we started to build our busi-
ness into Albuquerque realizing that if we 
were going to grow we had to have a presence 
in Albuquerque.

We started with one employee, then two 
employees, and then a slightly bigger office, 
and we just sort of grew as we grew our client 
base in Albuquerque, and now we have a staff 
that lives in Albuquerque and works there full 
time, and we have a staff that lives in Santa 
Fe and works here full time.

It’s been a good solution for us, but also 
it’s a challenge to keep one culture when 
you’ve got two offices.

OVERTON: My family and I moved to Santa Fe 
seven years ago for a job opportunity. We’d 
been coming to Santa Fe since the mid-’90s 
and always loved the beauty, the tradition, 
and the history. 

I have always been in banking and joined 
First National 1870 about a year ago as the 
market president for Santa Fe and Los Ala-
mos.

I am honored to be a part of an institu-
tion that has played such an important role 
in the community since 1870. Over the last 
few years, the bank has been enhancing our 
services across personal and commercial 
banking, wealth management and our Guard-
ian Mortgage home loan division, and all 
these areas are teams that I collaborate with 
in Santa Fe. This means I do a lot of strategic 
planning and business development, as well 
as spend a good deal of time being out in the 
community representing the bank. 

If you were to describe Santa Fe and Albuquer-
que to folks who don’t know anything about 
these cities, how do you describe the difference 
between Santa Fe and Albuquerque?

OVERTON: The focus and the pace of the two 
are very different. There’s a big emphasis on 
government, hospitality and service busi-
nesses here. It’s a close-knit community, and 
my perception is it’s because we’re smaller.

Albuquerque is bigger. There’s more going 
on, different kinds of opportunities are hap-
pening there. I think part of that is the fact 
that we’ve got the airport there and the in-
tersections of the two major highways there. 
From that standpoint, it seems more acces-
sible for businesses.

Of the two, I truly think you want to be 

here in Santa Fe. There is something about 
Santa Fe. I always laugh because I say, we’re 
a lot more than the plaza and state capital 
infrastructure. People know us for our world-
class art and restaurants, and that’s great, 
but there is definitely business activity here 
too. The people are friendly and it has a warm 
feel. For me, it simply feels like ‘home’.

SANDMEL: I think the first thing that always 
pops in my mind is that, culturally, Santa Fe 
and Albuquerque have a lot in common. The 
food, the culture, and the art scene is really 
similar. It’s really just the scale that Albu-
querque has brings in more services for busi-
nesses.

My focus is still often looking at what size 
and types of businesses can survive here. It 
has felt like you could have a little bit bigger 
business in Albuquerque, which is why we 
have so many customers there. I am seeing 
that change in Santa Fe with new businesses 
like Meow Wolf and Descartes Labs. There are 
new businesses springing up and challeng-
ing those notions of what you can do with the 
workforce and the resources in Santa Fe.

Dolores, could you talk a little bit about the com-
mercial lending side — what are the trends you 
see in Santa Fe versus what your counterparts see 
in Albuquerque?
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OVERTON: Let me say, both in Santa Fe and 
Albuquerque, our commercial lenders are 
keeping busy. In Santa Fe, it’s a lot of focus 
on services, in particular software services, 
professional services, consumer services, and 
the healthcare industry. So, there are defi -
nitely a lot of viable opportunities for service 
businesses here. The fact is our space is more 
limited so we don’t have as many industrial 
parks, for instance, as Albuquerque does. 
That’s why in Albuquerque, there are more 
manufacturing and distribution sites.

The commercial business economy is a 
little bit different in Santa Fe, again, we 
have businesses that support the govern-
ment infrastructure and have the hospitality 
infl uence. We also see a lot of commercial 
real estate requests, with buyers looking to 
make an investment in rental properties. My 
counterparts in Albuquerque see a lot more 
requests for working capital and equipment 
fi nancing than we do here, just based on the 
larger industrial market there. 

That being said, there are a lot of oppor-
tunities in Santa Fe for business acquisition, 
expansion of businesses, and purchasing of 
commercial real estate.

In terms of the housing market, we’re see-
ing a little bit more uptick in single-family 
housing development and multi-family de-
velopments. Albuquerque is seeing that too.

Jonathan, do you have the same experience in 
your indust�� that your clients in Santa Fe a�e 
diff e�ent industries?

SANDMEL: Yes. In Santa Fe, we have more 
hospitality. We have law fi rms in both areas. 
There is a bigger emphasis on hospitality here 
and the manufacturing customers all seem 
to be, for the most part, in Albuquerque, but 
there are a few up here, as well.

Once you start digging, there are just pock-
ets of opportunities everywhere that you just 
wouldn’t even expect. My favorite customers 
are the ones that have offi ces in Albuquerque 
and Santa Fe.

How many clients do you see that have that?

SANDMEL: Quite a few, and we’re uniquely 
set up to help them because we can very 
quickly be in either location.

It’s a different type of opportunity here. 
For us, it’s more challenging to fi nd those 
opportunities because we’ve been here a long 
time, we know everybody, we were already 
working with a lot of the companies that are 
big enough scale for us to be able to help.

There are new things popping up. I do see 
it happening.

What we�e some o� the challenges that you ex-
perienced in making that expansion into Albu-
que�que?

SANDMEL: The challenges were fi rst just 
fi nding a space that could accommodate us. 
We wanted to be close to the highway; we 
wanted to be in a certain area where we could 
reach all of our customers pretty quickly; and 
then fi nding good people and hanging onto 
them.

As we’ve developed our processes, it is not 
easier, but we have gotten better at fi nding 
and keeping good people.
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OVERTON
Market President for Santa 
Fe and Los Alamos, 
First National 1870

Dolores has been in 
financial services for 
more than 25 years 
with specializations in 
commercial banking, 
private banking, and 
wealth management. In 
addition to her extensive 
banking background, Dolores previously owned a small business that provided 
strategic business consulting and business management services. She uses this 
experience and perspective to help customers find the solutions and outcomes 
that are best for their business.

JONATHAN 
SANDMEL
CEO, Steady Networks

Jonathan started his first IT 
services company in 2003. 
With early experiences 
in technology security 
supporting organizations 
like the New Mexico 
Finance Authority and 
Realtors Association of New 
Mexico, Jonathan has seen 
the technology landscape 
change in extraordinary ways. He spun o�  his latest venture, Steady Networks 
in 2012 to bring a strategic and proactive approach to managing IT for small 
and medium businesses in New Mexico. Since then he has grown his team 
and expertise but continues to stay focused on customer service, security and 
improving the productivity of every business he serves.
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Tell me about the talent pool in Santa Fe, Dolo-
�es.

OVERTON: Santa Fe is about 80,000 people 
with a large part of that population made up 
of retirees and those who have made careers 
as customer service professionals and artists. 
We have people to fi ll every kind of job, we 
just have a smaller pool. On the professional 
side, we have good mix of individuals who are 
born and raised and have made their careers 
here, as well as those who have left the area 
for a number of years and then have chosen 
to return, and fi nally those like me who have 
been attracted to move here by career oppor-
tunities and what Santa Fe has to offer. 

Our demographic is a little bit older and so 
a lot of people have come here to retire. It’s 
hard to grow a talent pool in that situation, 
unfortunately, and I think this happens all 
across New Mexico as the younger genera-
tions are looking to leave New Mexico and 
experience something totally different.

So, we need to fi nd a way to get those 
individuals to stay and be part of this com-
munity at the start of their career. But what’s 
funny is then they reach their 40s and come 
back because it’s a great place to raise their 
own family and to be close to their family. It’s 
an interesting dynamic because it comes full 
circle. It’s hard because while it’s wonder-
ful that people are coming back, I’d like the 
younger generation to want stay here and see 
what difference we could all make together.

I’m curious, Jonathan, your experience o� a dif-
�e�ence in the talent pool o� Albuque�que versus 
Santa Fe?

SANDMEL: Maybe it’s just a numbers a game. 
Maybe it’s also, like Dolores was saying, a lit-
tle bit of an older demographic here. I do feel 

like it is a little bit easier in Albuquerque to 
fi nd good, talented people who fi t what we’re 
looking for. There is a demographic we’re 
looking for that I don’t see so much here.

I’ve also been very lucky to have a lot of 
stability on my team, so I’m not constantly in 
a revolving-door situation. I have people who 
have been with me for 15 years here. 

What is unique about doing business in Santa 
Fe?

SANDMEL: If you’re trying to do business 
from Santa Fe and you’re marketing to a 
national or a global audience, I don’t think 
that’s a problem at all. If your entire market 
is here, then that’s a bigger challenge and 
that’s what we faced when we started.

We just happened to start in Santa Fe and 
realized we need to expand into Los Alamos, 
Albuquerque, we’ve even got a few clients in 
Espanola and Taos because we’re spread out 
as a state. The population is spread out, so in 
a lot of cases, unless you’re on the plaza and 
you’re bringing your customers in from all 
over the country and all over the world, you 
need to expand.

If you’re just purely marketing to the Santa 
Fe audience, it can be tough. It’s a small pop-

ulation, and that’s why a lot of people love it 
here. That’s the blessing and the challenge 
of living in Santa Fe and running a business 
here is if you’re relying on this population to 
sustain you, it’s a small population and it’s 
just a numbers game.

OVERTON: I think it’s important for busi-
nesses to have diversifi cation in what they 
are doing due to the market size in Santa Fe. 
When we talk to businesspeople, we always 
encourage them to fi nd complementary ser-
vices that they can add to their business plans 
to provide an additional source of customers 
and revenue. Rather than be a niche provider, 
I fi nd it really helps to be a “jack-of-all-
trades.” 

We’ll ask, if this isn’t working, what’s your 
fallback? How can you diversify and fi nd more 
customers? How will you capitalize on what’s 
happening in the market? We emphasize to 
businesses to really do your homework. Who 
are your competitors? There are a lot of peo-
ple that move here because they want to live 
in Santa Fe and will start businesses without 
really knowing the competitive landscape. So, 
you’ll fi nd more of the same type businesses 
may already be here as competition than what 
you had anticipated.
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“That’s the blessing and the challenge of living in Santa 
Fe and running a business here is if you’re relying on 
this population to sustain you.”

Jon Sandmel, Steady Networks

We always encourage  [businesspeople] to fi nd 
complementary services that they can add to 
their business plans to provide an additional 
source of customers and revenue, Overton said.
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I think it’s important that business own-
ers understand the cost of living in Santa Fe. 
There’s a big difference in the cost of liv-
ing in Santa Fe versus Albuquerque. Not just 
from the business side and the rents you pay, 
but also what your employees need to earn. 
Housing costs are more expensive in Santa 
Fe than in Albuquerque, so you need to take 
that into account in order to pay employees 
enough to have a reasonable quality of life. 

So, for somebody wanting to come into 
Santa Fe to do business for the first time, 
I’d say you’d have to be very methodical 
and thoughtful about what Santa Fe means. 
How am I going to diversify? How am I go-
ing to attract people here? We do have a lot of 
people who come in from Bernalillo, Rio Ran-
cho and Albuquerque to work. But, again, you 
think about the time on the road, efficiency 
that goes with that and taking that into con-
sideration. I’d say doing business in Santa Fe 
is also about doing what you say you’re going 
to do. 

SANDMEL: Santa Fe has a reputation, and 
this is how my whole business started 20 
years ago. I was doing IT work for somebody 
who said, “The reason I hired you to do this 
and the reason why you’re working on this 
job is because I called, someone answered, 
and you showed up.”

There is a reputation in Santa Fe for not 
doing what you said and you can capture 50% 
of your audience just by doing what you said 
you would do. At least that was when I started 
20 years ago. 

I think it just may be that Santa Fe started 
400 years ago. A culture developed here that’s 
not based on modern capitalist instincts. So, 
when I meet with people from all over the 
country, they don’t know what the environ-
ment is like here and they can be a little 
shocked.

What we try to do is to bring some of that 
outside contemporary ethos to what we do, 
and I think it has made us successful. It 
makes it hard to hire people who maybe don’t 
share that same mentality.

How accepting are Santa Feans of businesses 
that are not based here?

SANDMEL: There is this funny thing that 
happens. Santa Fe is completely accepting of 
somebody coming up to help from Albuquer-
que to do work, but Albuquerque is a little 
suspicious of people coming from Santa Fe. 

Maybe it’s this reputation that we were just 
talking about. That was my biggest challenge 
when we started moving into Albuquerque 
was that many people know that we have a 
building here, we have employees here in Al-
buquerque. Our staff lives in Albuquerque; we 
are an Albuquerque business and setting them 
at ease that we were going to do what we said 
we were going to do.

OVERTON: I also think in Santa Fe, the rela-
tionship is really key. I think part of that is 
that we are a small, tight-knit community so 

everybody talks to each other. That’s why it 
is really important to do the things you say 
you’re going to do.

I will say Santa Fe is not accepting of indi-
viduals or companies that come in and want 
it to change or want to take it over, because 
Santa Fe’s been here 400 years, and we’ve 
done well.

To be successful here, no matter where you 
are from, take a step back, be a part of the 
community, build relationships, listen, learn 
and respect what has been done and then, 
based on your experience, come to the table 
in a way that’s collaborative.

Don’t you hear that everywhere? That this town, 
whether it be Austin or Dallas or Albuquerque, 
don’t people always say that it’s the relation-
ship?

OVERTON: People say that, but I don’t think 
it is always as true.

SANDMEL: One of the things about Santa Fe, 
in particular, and Albuquerque probably to a 
lesser extent is it’s a very transient commu-
nity, especially in the business community.

I find that many if not most of the business 
people I interact with in Santa Fe are not from 
here. Maybe in Albuquerque it’s different and 
there’s more born and raised and stayed. I 
don’t know what the origin of that is. I’m not 
from Santa Fe, but I’ve been here 20 years. 
It’s home to me now.

When we first moved here, we saw a 
number of friends and acquaintances that 
churned. You know, that Santa Fe either com-
pletely embraces you and this was or experi-
ence or it spits you out. And there didn’t seem 
to be any in between. The people who we 
were friends with going back who moved here 
around the same time we did, either they’ve 
been here the entire time or they left in the 
first few years. None of them were here for 10 
or 12 years and then left. 

We can’t imagine living anywhere else. We 
travel all over the world, and we always play 
this game. Could we live here? So far, the an-
swer is always no. It’s better in Santa Fe.

I wonder what advice you would have for a busi-
ness that is in either Albuquerque or Santa Fe 

looking to expand to the other? 

OVERTON: I would start by asking them about 
the business they are doing in Albuquerque. 
And what does that look like? What percent-
age of their current revenues are being gen-
erated in Santa Fe? What networks do they al-
ready have here? And to make sure that there 
is a need in Santa Fe for whatever the service 
or product is and that it makes sense to come 
into Santa Fe too.

To quantify what this means, if you are in 
both markets and you’re paying rents in both, 
there’s cost. There’s overhead that you have 
to really look at. Those are true hard dollar 
costs. From a banker’s standpoint, it’s always 

about being thorough and putting pen to 
paper to see where’s the breakeven? Where is 
the point that this is the next profitable step.

Again, it’s the same whether someone is 
looking to expand in Santa Fe or go from 
Santa Fe into Albuquerque. They need to 
make sure that they’ve done their homework 
and that includes looking at the competition, 
as well as the hard costs and the soft costs 
that you’re going to have by expanding.

The most important thing is to make sure 
you have a market. You truly have to have 
a market for your business. Because if you 
don’t have that, it can hurt your business 
whether it’s a new business or an established 
business. 

Do you see Santa Fe growing? 

OVERTON: I do think Santa Fe is growing. 
And the reason I say that is because of the 
conversations we’ve been having with exist-
ing customers looking to expand, and pro-
spective customers who are coming into Santa 
Fe—not just from Albuquerque—but coming 
in and reviewing some of the opportunities 
that might be here. What we see the most are 
Santa Fe-based customers looking to expand 
right here. There are enough local opportuni-
ties available for growth that they don’t need 
to look down the road to Albuquerque.

Jonathan, do you feel like Santa Fe is growing?

SANDMEL: I do. I’m seeing there’s a new 
type of business that is growing in Santa Fe 
that I’m very excited about and we are able to 

“Santa Fe is a lot more than the plaza and the state 
capital infrastructure. People know us for our world-
class art and restaurants, and that’s great, but there is 
definitely business activity here too.”

Dolores Overton, First National 1870
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partner with. There’s a million law fi rms in 
Santa Fe because we’re the capitol and that’s 
one type of business that we support.

But there are these young, upstart, Bay 
Area-style, diverse, not-tethered-to-an-of-
fi ce type businesses that we’re starting to see 
pop up, and it’s really exciting for me to see 
that because I think Santa Fe has a lot to offer 
those kinds of companies.

Because what those companies need is the 
ability to play outdoors and have an inter-
net connection. That’s kind of all their staff 
needs. That said, I’m sure they would ap-
preciate more of a nightlife and things to do 
after 11 p.m. It’s interesting to see it starting 
to happen and that there is something that 
Santa Fe and Albuquerque, as an extension 
of Santa Fe, to be that nightlife for Santa Fe. 
That that can offer something that the Bay 
Area can’t offer, access to nature in 30 min-
utes instead of two hours. And a cost of living 
that is half compared to the Bay Area.

It’s a really dynamic moment in a way in 
Santa Fe. I hope the word gets out that this is 
a cool place, an aspirational place to be.

Dolo�es, a�e you seeing much o� that? These tech 
kind o� companies like Desca�tes?

OVERTON: We’re seeing it happen, but most 
of these companies are in the early stages 
and aren’t ready for bank funding just yet. I 
would say most of our business right now is 
what we would consider the traditional busi-
ness with brick and mortar expenses. But for 
us, it’s a great time to be building tech re-
lationships because they will turn into good 
opportunities in the future.

Again, looking at numbers, there is a lower 
cost of entry to start a tech business. Labor 
can be the biggest cost, but if they’re working 
from home the business has a longer timeline 
before it takes on some of the bigger expenses 
associated with facilities.

So there are opportunities for growth there. 
I think that message is getting out. We have 
Los Alamos National Labs just up the road 
and a lot of the options that come from that. 
There are a lot of companies that come into 
LANL and there are places like the Santa Fe 
Business Incubator that are helping entre-
preneurs get up and going and then bringing 
people in.

It is defi nitely an exciting time for that, 
and, hopefully, the Santa Fe economy will 
benefi t.

Can you tell me a little bit about how the bank 
�osters g�owth in Santa Fe with the business cli-
ents that you have? 

OVERTON: For all customers, prospective and 
existing, it’s about us understanding their 
business and understanding their goals and 
objectives.

It’s not our goal, it’s theirs. It’s not our 
objective, it’s theirs. It’s trying to understand 
what they want to accomplish and how we 
can help them get there. We do a lot of listen-

ing; we ask a lot of questions. We will some-
times do the ‘what ifs’. What if that isn’t 
going to happen? Because often customers 
will come in and say “I have an idea and this 
is what I need.” But by asking questions, we 
fi gure out together what they want to ac-
complish and then work back to identify the 
solution they need to reach their end goal. 

Our job is really to be that resource to the 
customer and make sure we understand what 
they want to accomplish and then as the 
resource, as the advisor, we provide a solu-
tion via a product. We never lead with product 
because that’s the worst way to start any kind 
of relationship. 

So, it’s really just growing with the cus-
tomer, having multiple conversations and 
building rapport, building trust, and being 
able to deliver on their goals, and do what you 
said you were going to do.

That’s when you become a trusted advi-
sor, and that’s what we’re trying to do. It is 
not a transaction. We’re looking at building 
the relationship. So, the solution might be 
a conventional loan or a cash-management 
product or a combination. It’s establishing 
ourselves as subject matter experts on the 
fi nancing side to help them build their busi-
ness and then working as a partner because 
then we have the same goal.

That customer has the knowledge and ex-
pertise in whatever it is that they’re providing 
or they’re doing. We have our expertise and 
we come together to meet a goal. We’re called 
relationship managers. We’re not called loan 
offi cers. We’re relationship managers because 
it’s not always about a loan.

Jonathan, when a customer is opening a sec-
ond location, what’s that conversation look like 
a�ound technology and ensuring security?

SANDMEL: Fortunately, there’s a lot of stan-
dards around this that we implement for all 

of our customers. As far as how it relates to 
a new location, it’s sort of like what Dolores 
said — it’s very customized to what are their 
goals. Do they need a server? What’s the size 
and shape of the business? Where are they 
going? And it’s not a one-size-fi ts-all kind of 
solution.

Ultimately, we’re just applying best prac-
tices. The Center for Internet Security has de-
veloped what they call their Top 20 and going 
through that process of implementing those 
security steps one at a time, building policies, 
hardening networks, checking vulnerabilities, 
closing holes in the network, so to speak, is 
the same process whether they’re opening 
a new location or what we do for every cus-
tomer.

Is the�e anything unique or special about Santa 
Fe, in pa�ticular?

SANDMEL: Access is getting better. We’ve 
been watching this for almost 20 years — 
when we fi rst had our fi rst offi ce, the only 
internet connection we could have was a T-1 
line that’s 1.5 megabit connection that cost 
us almost $1,000 a month. Now, for that, we 
would get 100 times that speed.

I have a friend in Minneapolis, and he 
pays $200 a month for a 1 Gigabit connec-
tion. That’s 1,000 megabits! So, he’s getting a 
thousand times what I was paying for a fi fth 
of the cost.

That’s been a challenge but I have to say 
I have seen it improve over time. The cost 
is coming down, the access is going up, and 
there are more opportunities for broadband 
here than there used to be.

That said, it’s probably one of the biggest 
limits to growth in Albuquerque, Santa Fe, 
anywhere in New Mexico is a very high cost 
and low availabilities of broadband. 
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Ther’s a new breed 
of Bay Area-style 
startups in Santa Fe, 
noted Sandmel.
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Well, that brings us to the question o� being in 
the state capital. Is the�e any advantage to that? 
Any disadvantage to that?

SANDMEL: I think for the law fi rms and non-
profi ts, it’s advantageous. For us, we do some 
work with government entities but our core 
focus is on private companies. 

OVERTON: I think there’s a greater politi-
cal awareness in people who live in Santa Fe 
because we’re here. I also think there is this 
accessibility that allows people to feel like 
they’ve been heard because you run into your 
lawmakers and your politicians. You see them 
at church, you see them at the grocery store, 
and you see them at the restaurant, so people 
will go up and voice an opinion.

What advice would you have �or companies that 
a�e new to Santa Fe wo�king to develop their 
business and fi nd new clients? 

SANDMEL: Again, it depends. There is a great 
market here for certain types of businesses 
and then there is a small population that’s 
somewhere around 80,000 people.

If you need a huge volume of customers of 
unique people that live in Santa Fe to be your 
customers, that’s going to be tougher. It’s a 
great place to have a business, especially if 
you can have a customer base that reaches 
beyond Santa Fe.

The Chamber of Commerce is a good place 
to be. There’s some other smaller businesses 
groups around. It just sort of depends on 
what kind of business they’re looking for.

OVERTON: Networking and being involved in 
the community is really important in Santa 
Fe and one of the best ways to do it is get-
ting involved with a nonprofi t. We have a lot 
of great nonprofi ts that serve many differ-
ent interests, so you can fi nd something that 
speaks to you.

It’s also taking the time to be involved in 
community events, being out and about, and 
starting conversations with people. Then 
asking the individuals that you have good 
relations with for introductions. An introduc-
tion from a trusted individual carries a lot of 
weight here.

SANDMEL: The only other thing I would say 
is if you’re opening a restaurant here, the 
food had better be very good.

What do you think we can expect in Santa Fe in 
2020? 

OVERTON: We’ll keep seeing the impact of 
the medical growth that’s happening right 
now with the hospitals. The Christus St. Vin-
cent collaboration with Mayo is really exciting 
because I heard a statistic that when Mayo 
is in collaboration with a hospital, 85-90% 
of those patients will stay in their home city 
rather than travel for treatment elsewhere. I 
mean, from an economic standpoint, the cost 
of having to go get health care elsewhere is 

expensive. And Presbyterian also coming in is 
more great news.

And let’s get to the emotional side of this 
— you’re somewhere in a city that you don’t 
know, your family’s back home. There’s a 
mental part of going through health care 
that’s really important. I think that’s re-
ally exciting for us as we attract different 
types of people. That’s a benefi t to employees 
who then can come live in Santa Fe know-
ing there’s good health care. Plus it will bring 
overall population and economic growth from 
different medical specialists coming in, and 
new job and job training opportunities for 
medical support positions for the people that 
are already living here.

SANDMEL: I don’t want to put too much 
pressure on Meow Wolf to be a savior, but 
there’s got to be some impact that’s going to 
surface in the next 5 to 10 years of having 400 
young people working and living and getting 
good wages to be creative in this town.

I don’t know what the impact of that is 
going to be but creativity and those people 
aren’t going to sit still. Meow Wolf came 
out of that whole concept of young, creative 
people wanting to do something interest-

ing and fi nding out that they could become 
entrepreneurs doing that.

So, I’m very excited to see what the next 
fi ve years brings just from having those peo-
ple in the environment who are coming from 
other places to be here to work for that com-
pany. That could be really exciting and start 
to spawn other businesses and other concepts 
and other creative ideas.

OVERTON: It’s synergy and collaboration, 
then it grows organically which would be re-
ally great because it will continue to diversify 

Santa Fe from an industry standpoint so we’ll 
start attracting and retaining more talent.

SANDMEL: That has been a challenge I think 
for the city. Santa Fe needs a reason for young 
people to be here because I moved here when 
I was 22 years old, and I fell in love with it. 
But not everybody does. It needs to fi nd a 
reason to not just have retirees come here but 
to have young people come here. I am opti-
mistic that there is a change in the air.

OVERTON: Rebalance and that diversifi cation. 
There will be more of that, too. Those are re-
ally good things. It is exciting but it will take 
time. Building infrastructure to create those 
possibilities and opportunities is what we are 
all working on.

SANDMEL: Santa Fe doesn’t change on a dime 
in my experience but it is changing.

“It’s a really dynamic moment in a way in Santa Fe. 
I hope the word gets out that this is a cool place, an 
aspirational place to be.”

Jon Sandmel, Steady Networks

Thank you to our participants


