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Occupation? 
Owner of The Lotus Pad restaurant

Age? 
41

Where did you learn to ski? 
Big Sky

Where do you live now? 
Big Sky

If you weren’t doing this, what would you do instead?
 I would be a private detective. That’s my dream job. 

ALEX HOEKSEMA
Lotus Pad Restaurant

Alex Hoeksema got her first job when 
she was 14, scooping ice cream at 
Swenson’s in a Woodbridge, Va. mall. 

“I developed a really strong muscle 
in my thumb that never went away,” 
she says, laughing. 

It’s that raucous laugh – and really 
good fresh food – that draws patrons 
to the restaurant she and her husband 
Scott own in Big Sky. 

On a Tuesday night during the 
offseason, the Lotus Pad was packed. 
Many other joints in town were shut 
down, but $10 entrees all week kept 
business bustling at the small, hip 
Thai restaurant in West Fork Plaza. 

A graduate of the prestigious 
California Culinary Academy, 
Hoeksema has worked in restaurants 
for more than 20 years, and spent a 
year living and traveling in Thailand 
before opening the Lotus Pad. 

“I always ask people when I 
travel how to cook things,” she 
says. “[In Thailand], I never went 
anywhere that I didn’t learn to cook 
something.” 

Since opening in 2007, the Lotus Pad 
has grown between 15 and 20 percent 
annually, Hoeksema said. 

While growth is good, space is an 
issue and it can be hard to find good 
help, Hoeksema said, noting the lack 
of affordable housing in Big Sky. 
This past winter, the restaurant was 
sometimes so busy it had to turn 
away as many parties as it served in an 
evening, she said.

But Hoeksema loves it.

“I love to cook. That’s totally my 
passion…  Before the Lotus Pad, I was 
cooking for everybody. Anyone who 
knows me knew the Lotus Pad was 
going to happen.” – E.W.

Restauranteur Alex Hoeksema loves to perform in the kitchen. PHOTOS BY KENE SPERRY
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Occupation? 
Owners of Montucky Cold Snacks

Age? 
Jeremy – 31
Chad – 33

Where did you learn to ski/snowboard? 
Jeremy – Red Lodge
Chad – Pebble Creek, Idaho 

Where do you live now?  
Bozeman

If you weren’t doing this, what would you do 
instead?
Jeremy – I’d be in grad school getting an MBA
Chad – I probably would have stuck with my day job 
[as an electrical engineer] until I found something 
better

For Jeremy Gregory and Chad Zeitner, success 
means giving back. And selling cheap beer. 

The two Montana natives teamed up in 2011 
when they met through a mutual friend. Both 
wanted to start a brewery, but when they discov-
ered 406 and Bridger Brewing were set to open, 
they changed course.

“We decided to go with a light [lager], to try and 
compete with PBR, since that’s what all the skiers 
and college kids drink,” Gregory said. 

They got down to business, and since late 2012 
Montucky Cold Snacks have been stocked in 
bars, gas stations and liquor stores statewide. 
Riding Montana pop culture, the 16-ounce cans 
are branded with the mountains of the 1990’s-era 
license plate, and a running white horse. 

Right away they chose to give away 8 percent of 
profits to charitable organizations, and although 
margins have been thin, the duo has donated ap-

proximately $700 in cash and $5,500 worth of beer, 
which the nonprofits then sell at fundraisers. 

Cold Snacks allows customers to suggest recipients, 
which have included Helena’s Vigilante Bike Park, 
Tanner Olson Memorial Fund, Gallatin Valley Land 
Trust, Big Sky Youth Empowerment, Haven, Thrive, 
Eagle Mount, Zoo Montana and Micros for Mamas.  

But competing with big domestics is no small task, par-
ticularly since a Cold Snacks six-pack sells for between 
$5.50 and $6.50. To cut costs, Montucky Cold Snacks 
contracts a brewer in Lacrosse, Wisc., but the plan is to 
open a brewery near Bozeman in the next year.

“If we had 1 percent of the market, the amount of 
money we’d give back at 8 percent would be phenom-
enal,” Gregory said. 

With distribution in more than 300 locations state-
wide, plus Portland, Ore. and Seattle, Wash., perhaps 
they’re on the way. – E.W.

JEREMY GREGORY
& CHAD ZEITNER
Montucky Cold Snacks

Trying to compete with huge domestics like PBR and Budweiser is no laughing matter, but Montucky Cold Snacks founders Jeremy Gregory (left) and Chad Zeitner 
are up to the job. PHOTO BY EMILY WOLFE
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CALLIE STOLZ
Santosha Wellness Center

Occupation? 
Clinical Ayurvedic Specialist, Licensed Massage 
Therapist, Yoga Teacher, Owner of
Santosha Wellness Center 

Age?
40

Where did you learn to snowboard? 
Afton Alps, Minn. 

Where do you live now?
 Big Sky

If you weren’t doing this, what would you do 
instead?
 I love what I’m doing, but I’d like to get back into 
guiding adventure retreats, and incorporate it with 
wellness. 

Callie Stolz discovered the alternative healing arts 
when she survived a battle with cancer many years 
ago. 

“During those challenging times, I learned about 
the importance of alternative healing methods and 
complimentary healing modalities,” Stolz said. “My 
dream was to offer a place that gives other people 
the option to find a healing path that feels right.”

Stolz found her way from the northern Midwest 
to Big Sky in 1996. After years working as a snow-
board and yoga instructor and a massage thereapist, 
she opened Santosha Wellness Center in 2012. 

The business has grown steadily since, and its 
services now include massage, yoga instruction, 
Ayurvedic counseling, chiropractic, acupuncture, 
meditation, dance, Pilates, cranial sacral therapy and 
kids programs. 

Stolz has studied yoga and Ayurveda in India, Thai 
massage in Thailand, and attended a number of yoga 
teacher trainings and workshops in the past decade. 
But she is a reluctant entrepreneur. 

“Sometimes I think the spectrum between the heal-
ing arts and business couldn’t be farther apart,” she 
said. 

She knows however, she must also focus on that 
aspect for Santosha to thrive, and is attending the 
Prospera Business Network’s Women Entrepre-
neur Leadership Mentoring series in Bozeman this 
spring. 

And Stolz believes a thriving Santosha is a thriving 
Big Sky. 

“My goal in opening up this place was to create a 
positive place for growth and for healing, and for 
inspiring others to be all that they can be.” – E.W. 

Stolz in her Big Sky office. PHOTO BY KELSEY DZINTARS
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STEVE EMERSON
Black Kettle Co.

Occupation?
Owner of Black Kettle LLC

Age? 
55

Where did you learn to ski? 
Bridger Bowl

Where do you live now?
Gallatin Gateway

If you weren’t doing this, what would you do 
instead? 
More work helping people enter into Emergency 
Medical Services education at one level or another

Steve Emerson was a 12-year veteran of the Big Sky 
Resort ski patrol when he decided to open a business 
on the mountain serving food. 

“I saw a need for it and was inspired by the nature of 
my own imagination to do something about it,” says 
Emerson, who owns Black Kettle Soup and Black 
Kettle Burritos, which are open during the winter 
season. 

Emerson opened the soup shop – which sits at 9,000 
feet just above the bottom terminal of Big Sky’s 
Triple Chairlift – during the winter of 2009-10. 

He had such success serving soup, sandwiches and 
pastries that the resort asked him to open a second 
location, and in the 2012-13 season the second shop 
was open for business, this time selling burritos, 
tamales, nachos and hot and cold drinks near the top 
of the Swift Current Chairlift.

“My mountain awareness having been a ski patroller 
was my lead-in,” says the Bozeman native. “Being 
aware of how things work here in the wintertime 
helped me to take the right approach.” 

The close proximity of the two businesses was at 
first a concern, Emerson says, but they ended up 
driving business to one another. 

The biggest challenge of the job, he says, is getting 
supplies to and from the restaurants. Since Emerson 
works a full-time winter job as the ski patrol 
medical director, it means early mornings and late 
nights snowmobiling up from the base area to drop 
off soup and burrito fixings, and take down trash 
and gray water. 

“Because I’m here anyway it’s a perfect place for me 
to be doing business,” he says. “During the day I 
don’t worry about my businesses – they take care of 
themselves. My employees do a great job.” – E.W. 

Emerson stands outside the Black Kettle Soup Shack on a spring day at Big Sky Resort.
PHOTO BY EMILY WOLFE
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Occupation? 
Owner of Bozeman Reel Co.

Age? 
37

Where did you learn to ski? 
Wilmot Mountain, Wisc.

Where do you live now? 
Bozeman

If you weren’t doing this, 
what would you do instead? 
I would love to have been a 
biologist studying river ecology 
and the cycle of river health. 
 

Before he bought a company 
crafting top-of-the-line fly 
fishing reels, Dan Rice ran 
a division of an aerospace 
company in Milwaukee, Wisc. 
Prior to that, he was a com-
mercial pilot. 

The products from Boze-
man Reel Co. are built with 
the precision you would 
expect from that background. 

Machined and assembled in 
the Autopilot shop on North 
Church Ave. six blocks from 
downtown, BRC’s reels are 
sleek, burly and beautiful. 

Armed with an MBA and a 
love of fishing, Rice bought 
the company in 2013, retain-
ing founder Matt McCune and 
early investor Ed Tompkins as 
partners. 

“I love figuring out how to 
make a product or a service 
that appeals to people,” Rice 
said. “I am passionate about 
growing small business – 
marketing, sales, promotions, 
operations, supply chain, 
innovation – it’s so fascinating, 
all the cogs in the wheel that 
need to come together to be 
successful.” 

The marketplace is crowded, 
Rice says, and for BRC, 
“spooling up” to meet the 
competition has been a 
challenge. “We went from a 
company making and sell-

ing a miniscule number of 
reels, and after working on 
sales and promotion, are fore-
casting 10 times as many sales 
this year as we’ve ever done.” 

And without historical data, 
there are a lot of question 
marks in planning for that 
growth.

Rice’s sales trips in the last 
year have brought him as far 
as New Jersey and Texas, but 
mostly BRC is trying to estab-
lish its brand in the Mountain 
West.  

“Montana, Colorado, Wyo-
ming, Idaho and Utah have 
been the focal point of my 
travels. The reality is that 
most places I visit, I go be-
cause there’s a fly shop, and 
where there’s a fly shop there’s 
[usually] pretty good fishing.” 
– E.W.

Dan Rice shows off a lunker on the Bighorn River, outside of Thermopolis, Wyo. PHOTO BY PHIL REA

DAN RICE
Bozeman Reel Co.


