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SCORE in Action: Success Story  
 

IN SEARCH OF THE RIGHT CAREER 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

   Laura Simon is a native Daytonian and a graduate of 

Meadowdale High School.  To meet her is to know 

immediately that she is a “people person.”  She is high 

energy, vivacious, and very warm-hearted.  But finding her 

niche in life was a difficult journey. 

 

  After graduating from high school, Laura established a 

residential and commercial cleaning business, which she ran 

for 10 years.  After a few years, however, she realized that 

the business, while financially successful, was getting her 

down.  It didn‟t suit her personality or her need for a “hands 

on” relationship with people.  So, while maintaining her  
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owners. To learn more 
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Laura Simon Inside Her Englewood Business - Fixation Salon 
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business, Laura began taking nursing 

courses at Sinclair Community College 

because helping people was her passion.  

For a year and a half she enjoyed her 

coursework tremendously, but when she 

began taking clinical nursing courses, 

which involved dealing with very ill 

patients, she found that she was not well 

suited for that type of work.  So she ended 

her pursuit of a nursing career, but 

continued her cleaning business. 

 

   By the time she reached her late 20‟s, 

Laura, now married with a baby daughter, 

began contemplating her next move.  She 

recalled that as a very young girl she was 

fascinated with hair styling, and that a 

baby sitter would often allow her to play 

stylist with her hair.  So she decided to 

consider hair styling as a career path, and 

enrolled in Creative Images Institute of 

Cosmetology, again maintaining her 

cleaning business.   Upon graduating, she 

finally gave up her business, served her 

six-month internship with a salon, earned 

her hair designer license, and continued to 

work for the salon for two years. 

 

  Laura knew that she wanted to open her 

own salon eventually, but to gain more 

experience she worked for two years for 

Regis Salons, first at the Dayton Mall and 

then in Englewood where she and her 

family, now including two daughters, lived.  

In late 2008, she felt the time was right to 

get serious about her own salon.  She went 

to the library to get information on 

starting a business and read that SCORE 

was a great resource.  So she contacted 

Dayton SCORE, made an appointment with 

counselor Rod Childs, and had a very 

productive session with him.  But, as she 

recalls: “I got cold feet for a few months, 

worrying about taking the big step.”  Her 

family and her clients, however, finally 

talked her into moving forward.  So in 

early May of 2009 she contacted Rod again 

and began working closely with him.  Over  

 

 

the next four months Rod guided Laura 

through the steps to obtain the necessary 

licensing, select a name for the salon, 

form a Limited Liability Company, and set 

time lines for all the plans leading to start-

up. 

 

  Simultaneously, Laura and her husband 

selected a site for her business in 

Englewood, a site that had been vacant for 

two years.  Interestingly, the site had been 

a barber shop with an apartment above in 

which Laura and her family had lived for 

several years.  They knew the owner, of 

course, and negotiated a lease for the 

space.  They then undertook a major do-it-

yourself project of demolishing and 

rebuilding the space and equipping it as 

an attractive and efficient salon.  They 

took on significant debt in this process. 

 

  In late September of 2009, Laura opened 

the doors of Fixation Salon.  Many of her 

clientele followed her, and their referrals 

and general word of mouth led to a good 

business ramp up.  As of early February, 

2010, four months after start-up, Laura 

had paid down much of the debt incurred 

and was very close to turning a profit.   

 

  Laura is very happy that she has finally 

settled into her perfect career.  She enjoys 

developing strong relationships with her 

customers, making sure she understands 

precisely what they want done with their 

hair, and providing them exceptional 

service.  Her vision is to grow the salon to 

a four stylist crew and possibly a 

manicurist within a few years.  

 

  She sings the praises of Rod Childs: “He 

went above and beyond in leading me 

through the start-up process.  In a very 

nice way he made sure that I stayed on 

track.  He was, and still is, a mentor, a 

friend, and now also a steady customer!”   
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The ideal client relationship for a SCORE 

counselor is one in which the small 

business client accepts the counselor as a 

long-term mentor and they work closely 

together on problems and opportunities as 

they arise.  For any number of reasons this 

ideal is not often realized.  Even rarer is 

achieving this ideal in a long distance 

email/telephone relationship.  But it 

happened big-time between 15-year 

Dayton SCORE counselor, Gordon 

Callihan, and Jasper Indiana pet store 

owner, Eric Majors. 

 

 

 

Eight years ago Eric chose Gordon to ask 

for help via the SCORE online counseling 

system.  Eric‟s first note was dramatic: 

“Please, sir, can you help me save my 

business?”  Gordon responded asking for 

extensive information (financials, 

competitive situation, employees, facility, 

parking, marketing, etc.) which Eric 

willingly provided.  They identified and 

attacked three initial key issues: attracting 

customers, hiring and keeping good 

employees, and achieving personal 

happiness.  In those early months, Gordon 

and Eric communicated frequently, often 

twice a day.  When they began to look 

closely at margins, inventory turnover and 

other issues, it became clear that they  

 

 

needed to focus on basic retailing  

principles.  Step by step, Gordon coached  

Eric on how to purchase better and 

demand lower delivered prices from 

suppliers by buying closeouts, ordering 

larger quantities, and the like.   

 

Eric‟s business, Seven Seas Pet Store, 

carries an extensive selection of aquatics 

products, including aquariums, ponds, and 

tropical fish. It also offers food, treats, 

toys, grooming products, training supplies 

and more for cats, dogs and small pets.  

After a couple of years of mentoring, 

Gordon introduced Eric to the concept of 

departmentalizing the store.  They defined 

14 departments, considering each 

department as a profit center, taking 

inventory by department, bringing goods 

into the store by department, and keeping 

a P&L for each department, charging each 

a portion of the store‟s fixed costs on the 

basis of the space used.  Margin and profit 

goals were set for each department, and 

management decisions were made based 

on departmental performance.   

 

At Gordon‟s suggestion, Eric purchased a 

point of sale system that allowed him to 

track inventory by stockkeeping unit for 

even better control.  Year by year, the pet 

store became 

more profitable.  

Gordon then 

encouraged Eric 

to think in terms 

of defense.  What 

would he do if 

one of the large 

pet store 

franchisors 

decided to place a franchise in his 

territory?  They also studied the strategy 

of opening a second store in an adjacent 

area, but rejected it based on the financial 

analysis.  They researched employee 

SCORE in Action: Success Story  

DISTANCE MENTORING CAN WORK! 
 

Eric Majors in his Seven Seas Pet Store 

 

 

Gordon Callihan 
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incentives, considered employee specialization, and other ideas.  When they finished a study 

they documented the analysis and their decision. 

 

In the last couple of years, Eric‟s store has done very well, but Gordon and Eric continue to 

communicate frequently to discuss the business.  While they have never stood face-to-face, 

Gordon stresses that their relationship is more than counselor/client, they are close friends.  

This is a tribute to both parties:  Gordon is a skilled counselor with extensive retail and 

management experience from his career with the NCR Corporation where he was a top flight 

salesman and sales manager in the cash register industry, and a sales trainer for the 

company throughout the world; and Eric is an excellent client who trusted Gordon and 

followed through on all of Gordon‟s recommendations.  Productive long-term mentoring via 

email and telephone communication is clearly more difficult than face-to-face, but they 

made it work. 

 

Eric tells it this way:  “When I first contacted Gordon, I had had my business for about 20 

years, but I thought I was going to lose it.  After exchanging several emails with him he told 

me that I was „flying blind without a license‟, and he was right.  Over literally hundreds of 

emails, he told me exactly what to do, and I did it, and it worked.  My business is thriving 

and I owe it to him.  This spring I am going to travel to Dayton and give my friend a big 

hug.”     

 

 

 

Funding Options Event  

 

 

“FROM PLANNING TO FUNDING” SEMINAR 

 

On March 11, Dayton SCORE hosted this seminar, which focused on the helping small 

businesses learn how to prepare for obtaining funding and what funding options exist.  The 

event was held at The Entrepreneurs Center in Dayton, and was attended by fifty four 

people, the limit of the facility.  Joining us in supporting the event were the Ohio 

Department of Development, Columbus SCORE, the Small Business Administration, and the 

Small Business Development Center.  (continued on page 8) 

 

 

 

 

 

 

 

Traditional Funding Panel: (l to r) Scot Hardin (SBA), Duane Parks (ODOD), Brad Shimp 

(Community Capital Development Corp.), Sandy Pennington (Wright Patt Credit Union), 

Ron Cloyd (Huntington Bank), Wendy Boortz, moderator (ODOD) 
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UD Mentoring 
 

DAYTON SCORE MEMBERS MENTOR UD STUDENTS 

 

 

   The University of Dayton‟s undergraduate 

entrepreneurship program has long been 

viewed as outstanding.  Recently, it received 

strong verification of this when it was 

ranked No. 7 among the top 50 

undergraduate entrepreneurship programs 

in the nation, according to the 2009 list by 

Entrepreneur magazine and The Princeton 

Review.  

   Within the program there is a project-

based capstone course, “Senior Seminar in 

Entrepreneurship,” for last semester senior  

year students with an Entrepreneurship 

major.  The course integrates prior 

coursework through a team consulting 

project with a local company.  It often 

includes business plan revision, website 

analysis, market research and marketing 

plan development, HR issues, feasibility 

testing, financial analysis and installation of 

financial metrics, and operational analysis.   

   Local companies with real issues apply to 

engage with these students.  If selected, a 

company agrees to provide their time and 

information to enable the students to study 

their business, identify issues, evaluate 

strategies, and develop sound business 

recommendations, ready for 

implementation.  Each semester the students 

in the course are divided into four-person 

teams with complementary skills, and each 

team is assigned to one of the selected 

companies.  Teams then work with the 

company during the semester and, by 

semester-end, create a concise final report 

and conduct a professional presentation of 

the report and findings to the client.  Each 

team is assigned a mentor, an experienced 

business person, to provide guidance and 

insight, and to provide early warning to the 

instructor if the team doesn‟t appear to be 

headed for a quality outcome.   

   Three Dayton SCORE members have served 

as team mentors for this course.  Bob 

Halstead served for three years, Gordon 

Callihan is mentoring a team for the third 

time this semester, and Dick King is 

mentoring a team for the second time.   

   Clearly the course is a great experience for 

the students in that they are able to work 

with real life businesses and issues and 

utilize the knowledge they have gained in 

their entrepreneurship curriculum.  The 

demand for the course is so high that, 

beginning this fall, it will be offered both 

semesters.  But it is also a great experience 

for the mentors.  Bob, Gordon and Dick 

commented that it was invigorating to work 

with bright, young people who are interested 

in entering the business world.  They also 

pointed out that it was helpful in their 

counseling work to know what concepts and 

tools were being stressed in a top business 

school.   

    University of Dayton Adjunct Professor 

Rob Franks is the creator and instructor for 

this course.  Rob works for Cintas 

Corporation as Senior Director Marketing – 

Rental, and has a strong background in 

marketing, strategy, planning and pricing.  

He selects the mentors for the course, and 

offered the following: “I am very pleased to 

have Dayton SCORE members serve as team 

mentors for the capstone course.  The 

combination of their strong business 

backgrounds and their small business 

counseling skills gives them credibility with 

the students and makes them excellent 

advisers.”                         

 

Dick King with his UD team: (l to r) Brian Harrigan,  

Dave Thomas, Jordan Fisher and Luke Schenkel 
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Workshops   

 

Spring Workshop Schedule 

There is no cost, but registration at the indicated telephone number is requested. 

Tuesday, April 6 Tuesday, May 4 

“Business Start-Up Basics” 

Dayton Metro Library, Miami TWP Branch 

2718 Lyons Road, Miami TWP 

6 – 8 p.m. 

937-496-8944 

“Basic Accounting with Software” 

Dayton Metro Library, Miami TWP Branch 

2718 Lyons Rd., Miami TWP 

6:00 – 8:00 p.m. 

937-496-0502 

Wednesday, April 7 Wednesday, May 12 

“Be in the Lead for the Economic Recovery” 

Centerville Library 

111 W. Spring Valley Rd., Centerville 

6:30 – 8:30 p.m. 

937-433-8091 

“Be in the Lead for the Economic Recovery” 

Dayton Metro Library, Kettering Branch 

3496 Far Hills Ave. 

6:00 – 8:00 p.m. 

937-496-8938 

Thursday, April 8 Tuesday, May 18 

“Basic Marketing for the Small Business” 

Centerville Library 

111 W. Spring Valley Rd., Centerville 

6:30 – 8:30 p.m. 

937-433-8091 

“Business Start-Up Basics” 

Dayton Metro Library, Belmont Branch 

1041 Watervleit Ave., Dayton 

6:00 – 8:00 p.m. 

927-496-8920 

Saturday, April 10 Wednesday, May 26 

“Be in the Lead for the Economic Recovery” 

Troy-Miami County Library 

419 W. Main St., Troy 

10:00 a.m. – 12:30 p.m. 

937-339-0502 

“Basic Marketing for the Small Business” 

Dayton Metro Library, Main Branch 

215 E. Third St., Dayton 

6:00 – 8:00 p.m. 

937-463-2665 

Tuesday, April 13 Tuesday, June 1 

“Basic Marketing for the Small Business” 

Dayton Metro Library, New Lebanon Branch 

715 W. Main St., Troy 

6:00 – 8:00 p.m. 

937-496-8948 

“Basics to Optimizing your Website” 

Dayton Metro Library, Huber Heights Branch 

6160 Chambersburg Rd., Huber Heights 

6:00 – 8:00 p.m. 

937-496-8934 

Saturday, April 17 Saturday, June 5 

“Business Start-Up Basics” 

Troy-Miami County Library 

419 W. Main St., Troy 

10:00 a.m. – 12:30 p.m. 

937-339-0502 

“Business Planning for the Small Company” 

Troy-Miami County Library 

419 W. Main St., Troy 

10:00 a.m. – 12:30 p.m. 

937-339-0502 

Tuesday, April 20 Tuesday, June 8 

“Business Planning for the Small Company” 

Centerville Library 

111 W. Spring Valley Rd., Centerville 

6:30 – 8:30 p.m. 

937-433-8091 

“Business Planning for the Small Company” 

Dayton Metro Library, Huber Heights Branch 

6160 Chambersburg Rd., Huber Heights 

6:00 – 8:00 p.m. 

937-496-8934 

Wednesday, April 21 Tuesday, June 15 

“Basics to Optimizing your Website” 

Dayton Metro Library, Kettering Branch 

3496 Far Hills Ave., Kettering 

6:00 – 8:00 p.m. 

937-496-8938 

“Basic Accounting with Software” 

Dayton Metro Library,  Miamisburg Branch 

35 S. Fifth St., Miamisburg 

6:00 – 8:00 p.m. 

937-496-8946 

Monday, April 26 Wednesday, June 23 

“Business Start-Up Basics” 

Centerville Library 

111 W. Spring Valley Rd., Centerville 

6:30 – 8:30 p.m. 

937-433-8091 

“Be in the Lead for the Economic Recovery” 

Dayton Metro Library, Main Branch 

215 E. Third St., Dayton 

6:00 – 8:00 p.m. 

937-463-2665 

Tuesday, April 27 Saturday, June 26 

“Business Planning for the Small Company” 

Dayton Metro Library, Main Branch 

215 E. Third St., Dayton 

6:00 – 8:00 p.m. 

937-463-2665 

“Basic Accounting with Software” 

Troy-Miami County Library 

419 W. Main St., Troy 

10:00 a.m. – 12:30 p.m. 

937-339-0502 

Saturday, May 1 Tuesday, June 29 

“Basic Marketing for the Small Business” 

Troy-Miami County Library 

419 W. Main St., Troy 

10:00 a.m. – 12:30 p.m. 

937-339-0502 

“Business Start-Up Basics” 

Dayton Metro Library, Kettering Branch 

3496 Far Hills Ave., Kettering 

6:00 – 8:00 p.m. 

937-496-8938 
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     The January meeting was held on the 27
th

 at 

The Patterson Homestead.  SCORE‟s District 

Director for Southern Ohio, Arnold Sandness, 

was the speaker, and his topic was the new 

business model for SCORE.   

 

 

    SCORE‟s national leadership, with input from 

the chapters, has been working on the means 

to provide greater value to our clients and be a 

major driver of business development in our 

economy.  The key elements of the new 

business model include improved marketing 

tools and techniques, expanded community 

outreach, new counseling methodology, and 

new technology tools and CRM software.  A 

major focus is being placed on forming 

alliances with key community organizations 

(e.g., trade associations, chambers of 

commerce, banks, community organizations, 

etc.), by tailoring our services to meet their 

needs.  In return for providing these tailored 

services, we would ask each organization to 

proactively recommend SCORE to their small 

business clients as the preferred consulting 

service.   

    The February meeting was held on the 24
th

 

at The Patterson Homestead.  The speaker was 

Paul Zimmer, President of Pickrel, Schaeffer 

and Ebeling, a major Dayton law firm.  Paul‟s 

topic was “Essential Documents for Business 

Entities” for the protection of both the 

business owners and the entity.  He focused 

on: (1) Incorporate or Form an LLC if you have 

employees, interact with consumers or hire 

independent contractors.  (2) Buy Sell 

Agreement that addresses dealing with a 

deceased, disabled or terminated employee.  

(3) Confidentiality, Non-Disclosure and 

Assignment of Inventions Agreement that 

prohibits employees from disclosing 

confidential information and confirms that 

inventions developed during employment 

belong to the employer.   

 

 

 (4) Standard Operating Procedures for Dealing 

with Trade Secret Information, stating that 

employers must keep trade secret information 

password protected and allowing access only 

to those who need to see them and requiring 

visitors exposed to them to sign a 

confidentiality agreement.  (5) Non-Solicitation 

and Non-Competition Agreement that prohibits 

the employee from soliciting customers and 

employees of employer, and from competing 

with the employer, for a reasonable time 

following termination.  (6) Succession Planning 

Documents that provides instructions, in the 

event of the death or disability of a business 

owner, as to who to run the business, who may 

purchase the business, and who to rely on to 

sell the business.  (7) Employee Manual 

containing 

policies covering 

work hours, 

internet usage, 

benefits, paid 

time off, 

vacation, 

discrimination, 

and discipline.  

(8) Develop Standard 

Terms and Conditions for Sale of Products or 

Services including pricing, delivery or service 

date, payment due date, waiver of UCC 

warranties, and warranty specification. 

    The March meeting was held on the 31
st

 at 

The Patterson Homestead.  The guest speaker 

was Sally 

Doran, 

president of 

Carlsbad 

Marketing.  

Sally 

focused her 

talk on 

lessons for 

small 

businesses from 

two important books: “Ten Commandments for 

Business Failure” by Donald Keough, and 

“Guerilla Marketing” by Jay Conrad Levinson.  

Some of the keys from Keough‟s book are 

willingness to take measured risks, not 

isolating yourself from customers and 

employees, and maintaining your passion for 

work.  Levinson‟s book focuses on how small 

business marketers can do inexpensive 

marketing by investing time, energy, 

imagination and information. 

Chapter Meetings 

 Arnold Sandness 

Paul Zimmer,  

 

 

  

Sally Doran 
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The format of the seminar was four panel discussions: (1) Preparing for Your Funding 

Request (e.g., business plan, credit score, owner‟s equity, collateral, etc.), (2) Traditional 

Funding Options (e.g., what lenders look for in a loan application, when to approach a 

lender, etc.), (3) Alternative Funding (e.g., A/R financing, borrowing from insurance, etc.), 

and (4) Investment Funding (e.g., angel investors, venture capital firms, public/private 

ventures, etc.).  Each panel consisted of three to five major experts in the field.  Each 

panelist provided opening comments on the topic, after which a Q&A session was held. 

 

Feedback from attendees was overwhelmingly positive.  The seminar clearly met a need, 

particularly in this economic climate that makes securing funding for small businesses a 

major challenge.  Additional seminars of this type are under consideration.        

 

 

Total Services Performance 

 

 

TOTAL SERVICES PERFORMANCE 

 

1
ST

 Half FY 2010 vs. 1
st

 Half FY 2009 

 

 

SERVICE 

TYPE 

 

 

1
ST

 Half 

FY 2010 

 

1
ST

 Half 

FY 2009 

 

CHANGE 

% 

Face-to-Face Sessions    

        New 146 146 0 

        Follow-On 94 129 -27.1 

         Total Face-to-Face 240 275 -12.7 

    

Online Sessions    

         New 284 284 0 

         Follow-On 255 426 -40.1 

 Total Online 539 710 -24.1 

    

Workshops    

         Number 34 26 30.7 

         Attendees 418 345 21.2 

    

Total Services 1,197 1,330 -10.0 

 
The first half of fiscal year 2010, which ended on March 31, saw an overall services decline of 10% 

versus the first half of fiscal year 2009.  As the data indicates, the culprit was follow-on counseling 

sessions.  Continued work on aggressively communicating with clients to ensure we support them as 

fully as possible is the path to turning this around.  On the positive side, our workshop program was 

excellent in the last quarter, due to several new workshops and solid attendance. 

 

 

Funding Options Event – continued from page 4 


