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Dayton SCORE offers
business assistance to
local small business
owners. To learn more
about our services, visit
us at our Web site,
www.daytonscore.org,
or call 937-225-2887.

SCORE can help you
find solutions for your
business matters.

SCORE in Action: Success Story

GETTING START-UP TRACTION

Steve Cope busy with his new enterprise, Family Films Forever

Most entrepreneurs, having formed and verified a new business
concept, want to jump in with both feet and devote full time to
building their dream. But that isn’t always possible. Such is the
case with Steve Cope, a native Daytonian with an important and
challenging job, and a passion for preserving family memories, two
things that are not easily compatible. Steve is General Manager of
Eastco Enterprises, a firm that provides vocational training,
rehabilitation, placement and support services for people with
special needs. Utilizing this workforce, Eastco Enterprises, a
division of Eastway Corporation, offers a number of value-added
business solutions to public and private organizations throughout
the Miami Valley and Ohio.
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A few years ago, Steve and his grandfather
began sitting for hours at a time talking
religion, politics, and, most interestingly,
family and the amazing things Grandpa did
growing up. Steve realized that he was
hearing things that no one else in the family
had ever heard. He asked Grandpa if there
were stories he would like remembered after
he was gone. Grandpa liked the idea of
telling his children and grandchildren about
their family tree. One evening, Steve took
his video camera to record their
conversation. Grandpa was camera shy at
first, but soon forgot the camera was there.
They recorded several hours of stories over
the next few months, before Grandpa passed
away in February of 2009. Steve played
some of the video at the funeral, and friends
and family were able to hear Grandpa’s
stories, see his smiles and hear his laughs.
Everyone raved about the video. The germ
of a business idea was born.

Steve has always been a history buff,
particularly local history. And he is
particularly concerned about our WWiII
veterans who are leaving us and taking their
war memories with them. As Steve frames
it, “When an older person dies, it’s like a
library burning down.” So he decided to
explore creating a business in which he
would capture real people telling their life’s
stories, preserve them for their families on
high definition digital video, and do it as
inexpensively as possible. Having a lot of
good business experience, but always
working for someone else, he realized he
had a lot to learn about starting his own
business. Eastco Enterprises has the
janitorial contract for the Federal Building in
downtown Dayton in which Dayton SCORE
has its office. So Steve had the opportunity
to come into the SCORE office and pick up
some of our printed resources on business
start-up. He found the material helpful, so
he attended some of our workshops. Also
finding them useful, he took the next step of
scheduling an appointment with a SCORE
counselor. He met with Ron Footer, a
seasoned counselor, several times.

They did considerable market research in an
effort to test the viability of the new
business idea. Interestingly, they could not
find another company with Steve’s business
model. But they did verify that, if priced
right, a good market exists. Ron also
suggested ideas for how to market the
service, including calling on senior citizen
centers, church groups and independent and
assisted living centers, conducting email
campaigns, etc.

Confident that he now had the knowledge
to proceed, Steve invested in professional
video camera and lighting equipment and
launched his company, Family Films
Forever, www.familyfilmsforever.com. He
made arrangements with the activity
directors of a couple of independent living
centers to set up his equipment on a
Saturday morning and do free sessions with
residents in order to hone his interviewing
skills, practice his equipment set up and
operation, and get feedback from the
interviewees. The practice sessions served
these purposes well, and Steve began to get
real paying customers for the service. In a
few months he had paid back his equipment
investment. He knew the business could be
successful if he marketed it aggressively and
continued to produce a valuable product.

However, Steve found that he was easily
distracted from building his new business
due to the challenges of his full-time job and
family obligations. He wasn’t getting the
traction needed to put the business in a
rapid growth mode. After serious reflection,
Steve decided on a goal to grow the
business such that it would be his full time
career within two to three years. He knows
that achieving this goal will require extreme
focus and sacrifice, but he is committed.
Don’t bet against him!

Steve sings the praises of Ron Footer and
Dayton SCORE: “Ron and SCORE gave me the
information and confidence to get my
business up and running. | will continue to
use them to help me reach my goal.”
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NEW WEBSITE-RELATED WORKSHOPS

Cleatly, the internet has changed the way
people learn about and shop for products
and services. Consumers begin their decision
process regarding purchases by looking on
the internet. For most small businesses
today, a website is necessary and it needs to
be easily found online and offer convincing
information. For these reasons, Dayton
SCORE has added two new complementary
workshops to its portfolio: “Basic Website
Desi gn
Optimize Your Website on a Shoe-String
Budget”.

“Basic Website Design & Marketing” is
targeted primarily to clients who do not as
yet have a website for their small business.

Earl Gregorich

The presenter is Earl Gregorich, a web
designer and owner of Tactical Insights, LLC,
an internet training and web development
tirm. The workshop covers: (1) how the web
works and what hardware and software are
needed to develop and operate a website, (2)
the website creation process, including
pinpointing the target audience, clarifying the
purpose of the site, and charting or
storyboarding its content, (3) the keys to
successful design, (4) testing the site during
design, before going live, and after
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completion, and (5) strategies for marketing
via the website. Based on the reaction of the
participants in the workshop’s initial
presentation, this will be a very popular
addition.

“How To Optimize Your Website on a
Shoe-String Budget” is targeted to clients
who have a website for their small business
but need to improve its effectiveness in
driving sales.
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Kimberly Ash and Cynthia DeVelvis

The presenters are Kimberly Ash, Project
Manager, and Cynthia DeVelvis, Production
Specialist, both with The Media Group @
Michael’s, a marketing firm owned by
Michael’s Salon of Centerville. Among the
numerous tips for website optimization
presented in the workshop are: (1) choose a
memorable domain name, (2) maintain
simple navigation, (3) keep content very
relevant to your product/setvice, (4) title
each page accurately for its content, (5)
include a blog (about your products/setvices,
about what customers are saying about you,
about your community, etc.) to add new
content weekly, (6) place a video on the
home page, (7) use keywords that describe
your products/setvices and check out your
competition’s keyword phrases, (8) submit
your website to all free submission
directories, (9) utilize a service that rates your
site against similar sites, and (10) use social
media to increase your search engine
optimization. This workshop has also
proved to be extremely popular.
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Dayton SCORE is pleased to have several
excellent people join the organization this
past quarter.

Gary Hochstein received his
undergraduate degree from Miami
University and his DDS from the Ohio State
University College of Dentistry. He created
a dental
practice in
Beavercreek,
which he
successfully
operated for
28 years.
Overlapping
the latter
years of his
dental practice,
Gary also sold real estate and currently
operates a real estate investment
business. Upon retiring as a dentist, he
returned to school at Wright State
University and, in December 2009, earned
an MBA. Gary spends volunteer time in
support of the Dayton book fair and film
festival and Centerville city schools.

Gary Hochstein

Terry Reiff received a degree in business
administration from Michigan State
University and
earned
Chartered
Property and
Casualty
Underwriter
and Associate
in Risk

Management
certifications.
His career in risk management included
six years with Marsh & McLennan, Inc.,
seven years with NCR Corporation, and 22
years as Director, Corporate Risk
Management and insurance with The Mead
Corporation. After retiring from Mead,

Terrv Reiff

Terry worked as the Victoria Theatre
Association’s Risk Manager for six years.
He is a volunteer risk management advisor
for several local non-profit organizations.

Bob Talty
attended Drake
University and
built his general
business and
sales and
marketing
competence
expertise with
several courses
and seminars
over the years.
Early in his career,
he held several sales and marketing
positions in the telecom industry in the
Midwest. For eight years, Bob was
president of Telecom Resources of
America, an industry consultant and
training company in Dayton. For nine
years, he was Vice President of Marketing
and Sales Support for NEC America, Inc.,
and for three years he was Director of
Business Development for a local
marketing communications firm. He is an
instructor in marketing at The School of
Advertising and Art in Dayton.

Bob Talty

Marc Brashares received a degree in
Applied
Organizational
Management at
Tusculum
University in
Greenville, TN.
He began his
career in sales
of life,
individual and
group health
and disability
insurance for Midland Mutual.

Marc Brashares
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New Members (continued)

He then joined The Berry Company in
Dayton where he spent 31 years, moving
from sales to sales trainer to district sales
manager, area sales manager, and division
manager in Eastern Tennessee. Marc
continued moving up the ladder,
becoming General Manager, responsible
for business development for Yellow Pages
sales, and Senior Director for Sales
Channel Development. He retired in late
20009.

Jerry Smith is a native of Rossburg, OH,
and attended
Denison
University, the
University of
Colorado and
UCLA to earn a BS
in Business. He
joined the Peace
Corps as a -

recruiter for N. Jerry Smith
Borneo and

Indonesia. Jerry then joined the family
business in Rossburg and, after 25 years,
sold the business. At 52, he earned the
licenses to enable him to open an Edward
Jones office in Beavercreek which he has
operated successfully for 20 years. He is a
member of the Beavercreek Rotary, the
Beavercreek Chamber of Commerce, and
Christ Episcopal Church. Jerry and his
wife, Patricia, have five kids. He is an avid
skier and is taking up kite boarding.

Bill Cadieux is a native of St. Clair Shores,
MI, and moved to Dayton in 1976. He
received his undergraduate degree from
Walsh College in Troy, MI, and an MBA
from the University of Dayton. Bill’s career
has focused on sales in insurance,
computer supplies, business forms, and
maintenance products to the skilled
trades. He was with NCR for eleven years,

as a field service engineer and an
accountant. He started and operated a
computer supply business for five years
and sold it for a profit. He currently has
his own
company, Bill
Cadieux &
Associates,
selling
website
design and
document
scanning

services. Bill is
and has been a
very active volunteer with the Dayton and
Springfield chambers of commerce, the
Boy Scouts of America, and the American
Cancer Society.

Bill Cadieu

Tom Volpe earned an undergraduate
degree from Metropolitan State University
in St. Paul, a MS in Management from
Central Michigan University, and
Leadership in Professional Services Firms
certificate from Harvard Business School.
He has been

with the NCR
Corporation

since 1972,
serving in a
variety of
leadership roles
in its service
businesses, both
in the US and the
UK. In the most
recent years, Tom
has served as Vice President responsible
for global service delivery quality for
payments customer services and for
design for service across all solutions. He
earned a Six Sigma Green Belt and earned
many awards at NCR for his performance
excellence. He was a director of the
Gasper Corporation from 2001 to 2004.

Tom Volpe
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Chapter Meetings

The April meeting was held on the 28" at The
Patterson Homestead. The guest speaker was
Agaytha Corbin,
CEO and
President of the
Community
Development
Corporation
Resource
Consortium
(CDCRC). Her
talk focused on
describing the
non-profitds
mission and
functions. CDCRC is a west Dayton community-
based vehicle providing collaborative
opportunities to leverage available resources,
create platforms for economic change, and to
provide supportive services by leveraging three
distinct but connected divisions: (1) Financial
Literacy Education for home and business,
providing assessment and training, budgeting
and credit repair, (2) Micro Enterprise
Development, providing small business
development via small loans for underserved
communities, and (3) Community Grant Center,
providing grant research and writing and
resource development. New programs include
expanded financial literacy classes, training for
Section 8 resident transition to home ownership,
and a pilot project for pre-emptive
homeowners/renters foreclosure avoidance.
Agaythads background as a
has brought great business and finance expertise
to CDCRC which she and six other Dayton area
business people formed.

Agaytha Corbin

The May meeting was
held on the 26" at The
Patterson Homestead.
Our guest speaker was
Elle Greely, Account
Executive with
LAMAR, the outdoor
advertising firm. Lamar
was formed in 1902,
and is #1 in its field
nationwide. It has

been in the Dayton Elle Gree|y
area since 1980, and is
an area |l eader in outdoor

focused on the benefits of billboard advertising.

Shedescribed t he various si
bull etino for highways,
and Ajunior postero for
stressed the economy of billboards versus other
media; e.g., approximately $2.20 per 1000
reached versus $4 to $5 per 1000 reached for
radio and TV. Elle indicated that digital boards

are extremely popular. LAMAR has 10 digital
boards in the Dayton area, and all are sold out
through October. Normally six customers will
share a digital board, with the messages rotated
every eight seconds. She explained that typically
a large customer will purchase space on 15
boards for four weeks, with the message being
rotated to other locations weekly throughout the
area. Billboards are used extensively by small
businesses, and even by several non-profit
organizations. She stressed that effective
messages for billboards
seven words or less.

ar

The June meeting was a
joint session with Cincinnati
SCORE held at the West
Chester Chamber of
Commerce on the 18th.
The guest speaker was
Drew Dinkelacker,
president of Teakwood
Marketing, a Cincinnati-
based marketing support
firm. Dr ewds

Hidden Marketing Flaws the

! Drew Dinkelacker
CWeslt] sy oua rsgp® . b & vwnmier v o

he described were as follows. #1: No Point of
Difference in Your Message. This essentially
equalizes the playing field with your competition
and puts the focus on cost versus the value you
bring to the customer. #2: Not Knowing Your

v ©

Prospectds Needs and Emoti
understand why they buy and why they buy from

a particular supplier. #3: Not Leveraging Your
Prospectds Needs and Emoti
Advertising. Directly addressing customer needs
and emotions in your advertising creates a
deeper level of connection with them. #4: Too
Much Focus on External Competition While

l gnoring Your AUnder t
Getting your internal processes that touch the
customer fine tuned is more important than
worrying about competition. #5: Poor Execution
ofathe Warketing Blain.nMpst busifessésendéver t
make it to the fully implemented stage.

he
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Outreach Activities

On April 8, members Arnold Sandness
and Bill Dayton participated in the
University of Dayton Career Fair at the
College Park Center. The function

University of Dayton Career Fair

matches students and alumni with
employers and other career resources.
SCORE’s role at such functions is to
provide information and offer counseling
on entrepreneurship opportunities.

On April 13, members Bob Halstead and
Ron Footer spoke to an audience at the
Dayton Urban League about Dayton
SCORE’s mission and services. This was
in conjunction with a program
sponsored by the US Small Business
Administration to provide information on
support services for local small business.

On May 22, members Arnold Sandness,
Bill Dayton, Ron Footer, Bob Halstead
and Don Burke manned a booth at the
City of Kettering’s Crossroads of
Opportunity event at the Town &
Country shopping center. The event
matched people reaching the crossroads
of retirement with local agencies and
businesses to share ideas and
information about what is available for
learning, volunteering, working and
living in our community. We talked with

City of Ketteringébs Ci

many potential clients and a few
potential volunteers.

On June 8, member Wally Nugent teamed
with Cincinnati SCORE member Scott
Stoelting to make a presentation in
Wilmington, Ohio to the senior
management and branch managers of
National Bank & Trust. They discussed
SCORE’s mission and services and
sought to be the bank’s preferred
referral source for their customers and
potential customers who need
counseling to be more bankable. The
presentation was well received and the
beginning of an alliance was forged.

On June 18, members John Soutar and
Bill Dayton participated in an event at
the Engineers Club in Dayton titled
“Reposition Your Organization During
Economic Transition” sponsored by
Wright State University and the Ohio
Department of Development. State and
local leaders shared information on
direction, key initiatives, workforce
opportunities and financial assistance
available to meet the repositioning
needs as we align ourselves for the next
wave of prosperity.
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SUMMER WORKSHOP SCHEDULE

0Be in the Lead for the EconoirdBe in the Lead for the Econot
Dayton Metro Library, Kettering Branch Dayton Metro Library, Huber Heights Branch

3496 Far Hills Ave., Kettering 6160 Chambersburg Rd., Huber Heights

6:00 - 8:00 p.m. 6:00 - 8:00 p.m.

937-496-8938 937-496-8934

O0BusinestpSBast cso 0Business Planning for the Sm:
Dayton Metro Library, Northmont Branch Dayton Metro Library, Branch TBD

333 West National Road 6:00 - 8:00 p.m.

6:00 - 8:00 p.m.
937-496-8950

0OBusiness Planning for the SmidBasic Accounting with Softwal
Dayton Metro Library, Wilmington-Stroop Branch Dayton Metro Library, Branch TBD
3980 Wilmington Pike 6:00 - 8:00 p.m.
6:00 - 8:00 p.m.
937-496-8966
Wednesday, August 4 Saturday, September 18
0Be in the Lead fRecoherfoéonoit 0Busi nes-sUpStBarsti cs o
Dayton Metro Library, Wilmington-Stroop Branch Troy-Miami County Library
3980 Wilmington Pike 419 W. Main St., Troy
6:00 - 8:00 p.m. 10:00 a.m. - 12:30 p.m.
937-496-8966 937-339-0502
0Basic Marketing for the SmalldBe in the Lead for the Econol
Dayton Metro Library, Belmont Branch Dayton Metro Library, Branch TBD
1041 Watervliet Avenue 6:00 - 8:00 p.m.
6:00 - 8:00 p.m.
937-496-8920
Wednesday, August 25 Thursday, September 23
o0Basic Accounting with SoftwaroBusinestypSBastcsbd
Dayton Metro Library, Northmont Branch Centerville-Washington Library
333 West National Road 111 W. Spring Valley Rd., Centerville
6:00 - 8:00 p.m. 6:30 - 8:30 p.m.
937-496-8950 937-433-8091

TOTAL SERVICES PERFORMANCE

3 Quarters FY 2010 vs. 3 Quarters FY 2009

SERVICE 3 QTRS 3 QTRS CHANGE
TYPE FY 2010 FY 2009 %

Face-to-Face Sessions

New 226 235 -3.8

Follow-On 161 225 -28.4

Total Face-to-Face 387 460 -15.7
Online Sessions

New 415 456 -9.0

Follow-On 404 637 -36.6

Total Online 819 1,093 -25.1
Workshops

Number 57 41 39.0

Attendees 669 509 31.4
Total Services 1,875 2,062 -9.1

Through three quarters of fiscal year 2010, which ended on June 30, our total services declined 9.1% versus the same period of

fiscal 2009. Again the primary reason was fewer follow-on counseling sessions. We must continue to aggressively
communicate with clients to support them as fully as possible to turn this statistic around. Offsetting this falloff was an
extremely successful workshop program, buoyed by new workshops and good attendance.
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