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SCORE in Action: Success Story  
 

ANGEL HAS NAILED IT! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
   Angel Russell is a native of north Dayton, but has lived in the West 
Carrollton/Miamisburg area since her teens.  In her sophomore year of high 
school she enrolled in the Miami Valley Career Technology Center, and 
decided to enter its Cosmetology program to become a Hair Stylist.  But 
because that program was full, she entered the Fashion and Interior 
Merchandising program. During that time Angel worked in retail jobs selling 
clothing. In her senior year she did a report on a nail shop, not realizing how 
prophetic that report would be in her life.  After graduation, Angel got 
married, had a daughter, and decided then she would prefer being a 
Manicurist rather than a Hair Stylist. In 1995 Angel attended Creative Images 
College of Beauty and acquired her Managing Manicurist license. For the next 
13 years, Angel worked her trade in six different beauty shops.   
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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. 

Federal Building, Suite 104              Phone: 937-225-2887 
200 West Second Street  Web:    www.daytonscore.org  

Dayton Ohio 45402   Email:   score@daytonscore.org 

 

Angel Inside Her Miamisburg Business - “Angel’s Heavenly Nails”  

mailto:daytonscore@gemair.org
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  While she was very successful, and built up a 
large client following, she was not satisfied with 
the beauty profession.  Angel is a very devout 
Christian, and in late 2007 her employer asked 
her to not talk to customers about her faith.  She 
decided that this was a clear sign that she should 
open her own nail shop. Just before Christmas in 
2007 she left the establishment she worked for 
and began to pursue her own business.   
 
   In order to maintain her large customer base, 
she contacted her clients, informed them of her 
decision, and asked that they follow her on this 
journey. Angel then began the process of 
developing her own shop.  A good client 
recommended that she contact SCORE, which 
she did and was put in touch with a long time 
and very skilled counselor, Alan Sipe.  Angel and 
Alan met in early January, 2008, and she was 
comfortable immediately with Alan as a mentor.  
Over the next two months, Alan helped her 
develop a business plan, form a Limited Liability 
Company, set up a recordkeeping system, and 
was available for her many questions.  
 
  A friend told her of a small space for lease on 
Main Street in downtown Miamisburg which 
might be a good location for a nail shop.  She 
checked the space out, found it to be perfect, and 
negotiated a lease.  Her husband did the work to 
build out the space to accommodate her 
business, and Angel used her shopping skills to 
furnish the space at minimal cost.  The result is a 
very attractive and serviceable shop.   
 
  In March of 2008, Angel opened the doors of 
Angel’s Heavenly Nails.  The business was 
profitable from the outset.  Because of her strong 
following, she hasn’t had the need for much 
marketing; word of mouth has been sufficient.  
The weak economy has not seemed to hurt the 
business.  Angel isn’t interested in growing the 
nail business to the point where she needs 
additional technicians, but she does have a vision 
of adding a boutique to the shop in a few years 
and hiring her daughter. 
 
  Angel has great respect for Alan: “Without Alan 
I probably would not have started the business.  
His encouragement gave me the confidence to 

proceed.  He is very professional and gave me 
excellent advice.  He is my mentor and my 
friend, and his wife has become my friend and 
customer.”  
 

 

 
 
  

SCORE TURNS 45! 
 
In November, SCORE celebrated 45 years 
of volunteer service to help small businesses 
nationwide start up, grow and succeed. This 
year, SCORE reached a new milestone, 
helping 8.5 million clients since 1964. 
Nationally, SCORE offers free and 
confidential business mentoring and low-
cost workshops to more than 350,000 
people each year.  

SCORE provides a tremendous value to 
America’s economy. SCORE helps create 
more than 25,000 new jobs each year, based 
on an impact study of SBA 
Entrepreneurship Education resources. One 
in seven clients creates a new job. SCORE 
also helped create 19,732 new small 
businesses in 2007, according to an SBA 
report sent to Congress. 

SCORE CEO Ken Yancey says, “SCORE 
helps small business owners start up, stay in 
business and keep Americans employed. 
SCORE has a proven track record of both 
creating and saving jobs by improving small 
business survival rates and accelerating 
small business formation.” Yancey adds, 
“SCORE celebrates volunteer service to the 
small business community. Our 45th 
anniversary focuses on the valuable 
contribution that volunteers make to local 
entrepreneurs with mentoring and advice 
that meets their business needs.” 
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   Leronda Lucky was born and raised in 
Middletown, Ohio, and graduated from 
Middletown High School.  She displayed a strong 
work ethic early, with jobs in a restaurant, 
hardware store and retail establishment.  She 
gained manufacturing experience with a five year 
stint with Crystal Tissue as a paper finisher.  
Following that she worked in a customer service 
role with MetLife Insurance, and became a 
licensed MetLife agent for a year.  In 1994, 
Leronda joined the L.M. Berry Company for 
eight years, selling Yellow Pages advertising in 
inside sales, outside sales, and training manager 
roles.  From 2000 to 2002 she also took classes at 
Sinclair Community College.  While she enjoyed 
the Berry Company, at the end the job required 
her to be on the road much of the week, which 
proved too much, given that she was raising two 
sons.   
   Therefore, in 2002, Leronda took a huge risk 
and started her own insurance agency, LFL 
Insurance Agency LLC, out of her home in 
Dayton.  At that time, as now, her business is the 
only female African-American independent 
insurance agency in the Dayton area.  As a start-
up independent agency, it was very difficult to 
obtain a contract with a major property & 
casualty insurance company.  A break came when 
she was named the sole broker for the insurance 
for the huge construction project undertaken by  
 

 

 
the Dayton Public Schools.  In 2004 she hired an 
administrative assistant and leased an office suite  
in a major office building on S. Dixie Dr. in 
Kettering, Ohio.  In 2005, Leronda landed a 
contract with Erie Insurance, a major player in 
the property & casualty insurance field.  She also 
represents Farmers, AIG, Progressive, Motorists 
and Anthem. 
   While her business made progress over the 
next few years, Leronda was busy working in the 
business, not finding time to work on the 
business, and consequently the business was 
clearly lacking in terms of planning, 
administrative functions, market focus, and 
personnel management.  In May of 2008, at a 
Dayton Rotary Club meeting, Leronda discussed 
her situation with Leif Jacobsen, a SCORE 
counselor.  Leif put her in touch with SCORE 
counselor, Bob Halstead, who spent his long 
career in Dayton as a partner in a major 
insurance agency.  Leronda and Bob hit it off 
well immediately.  Over the next several months 
they worked on the following issues: organizing 
office tasks and hiring an office manager; 
selecting appropriate target market segments and 
focusing marketing efforts toward these 
segments; and networking, customer contact and 
follow up strategies.  They conducted a SWOT 
(strengths, weaknesses, opportunities and threats) 
analysis and worked on the issues that surfaced 
from the analysis. 
   Leronda’s business is now performing well.  
Her vision for the future is to grow to the point 
where she can employ five agents, each of whom 
specialize in a particular insurance area, allowing 
her to focus on the commercial insurance area.  
She credits Bob Halstead with helping her learn 
to be able to work both in the business and on 
the business.  She states: “Bob has provided me 
with very sound advice and has helped me 
implement that advice.  I am in much better 
control of my business, thanks to Bob.  He 
continues to be readily available to be my 
sounding board.  I am in his debt.”      

SCORE in Action: Success Story  

INSURING BUSINESS SUCCESS 
 

 

Bob Halstead and Leronda Lucky 
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Workshops   

Winter Workshop Schedule 

Workshops for the first quarter of 2010 are scheduled as shown below.  There is no cost but 

registration at the indicated telephone number is requested. 

 

Wednesday, January 6 Saturday, February 27 

“Business Start-Up Basics” “Business Planning for the Small Company” 

Dayton Metro Library, Main Library Troy-Miami County Library 

215 E. Third St., Dayton 419 West Main Street, Troy 

 6 – 8 p.m. 10 – 12:30 a.m. 

937-463-2665 937-339-0502 

Tuesday, January 12 Tuesday, March 9 

“Basic Marketing for the Small Business” “Business Planning for the Small Company” 

Dayton Metro Library, Main Library Dayton Metro Library, New Lebanon Branch 

215 E. Third St., Dayton 715 West Main Street, New Lebanon 

6 – 8 p.m. 6 – 8 p.m. 

937-463-2665 937-496-8948 

Tuesday, January 26 Tuesday, March 16 

“Business Planning for the Small Company” “Basic Accounting with Software” 

Dayton Metro Library, Kettering Branch Dayton Metro Library, Kettering Branch 

3496 Far Hills Avenue, Kettering 3496 Far Hills Avenue, Kettering 

6 – 8 p.m. 6 – 8 p.m. 

937-496-8938 937-496-8938 

Tuesday, February 2 Saturday, March 20 

“Basic Accounting with Software” “Basic Accounting with Software” 

Dayton Metro Library, New Lebanon Branch Troy-Miami County Library 

715 West Main Street, New Lebanon 419 West Main Street, Troy 

6 – 8 p.m. 10 – 12:30 a.m. 

937-496-8948 937-339-0502 

Thursday, February 4 Tuesday, March 23 

“Basic Marketing for the Small Business” “Business Start-Up Basics” 

Centerville-Washington Library Centerville-Washington Library 

111 W. Spring Valley Rd., Centerville 111 W. Spring Valley Rd., Centerville 

6:30 – 8:30 p.m. 6:30 – 8:30 p.m. 

937-433-8091 937-433-8091 

Wednesday, February 10 Wednesday, March 24 

“Be in the Lead for the Economic Recovery” “Be in the Lead for the Economic Recovery” 

Dayton Metro Library, New Lebanon Branch Dayton Metro Library, Belmont Branch 

715 West Main Street, New Lebanon 1041 Watervliet Avenue, Dayton 

6 – 8 p.m. 6 – 8 p.m. 

937-496-8948 937-496-8920 

Tuesday, February 23 Wednesday, March 31 

“Basic Marketing for the Small Business” “Basic Marketing for the Small Business” 

Dayton Metro Library, Main Library Centerville-Washington Library 

215 E. Third St., Dayton 111 W. Spring Valley Rd., Centerville 

6 – 8 p.m. 6:30 – 8:30 p.m. 

937-463-2665 937-433-8091 

 

 

 

DAYTON SCORE: Non-Discrimination Policy 
 

Dayton SCORE services are provided without regard to race, color, national origin, gender, age and disability. 
Persons with disabilities may request reasonable (special) accommodations (with a two-week advance notice). For 
special accommodations, please contact Brenda Arrington at the Dayton SCORE office: 937-225-2887. 
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New Member 

 

 

 

 

Thomas J. Kretz is a native Daytonian 

and a graduate of Carroll High School.  

His early working career involved 

positions in purchasing: as a 

merchandising manager in a clothing 

store, a commodity purchasing 

manager in an electrical supply 

company, and a procurement director 

for a specialty can making equipment 

OEM.  Thereafter, Tom become a 

consummate entrepreneur, starting or 

purchasing, and then selling, seven 

businesses, including a tool & die firm, 

a specialized can making company, a 

specialty manufacturing business and 

an industrial supply company.  In June 

of 2008, he sold his last business, an 

engineering and distribution company 

to an international capital equipment 

OEM and served as its president for a 

year.  He is currently a commercial 

realtor, involved in commercial, 

industrial, retail, medical, multi-family 

and investment properties. 

 

  Tom is a member of the Dayton, 

Beavercreek, Huber Heights and 

Kettering/ Moraine/Oakwood  

 

 

 

 

 

chambers of commerce.  He and his 

wife of 21 years live in Beavercreek  

with their two sons.  Because of his 

sons, Tom is very involved in coaching 

football, baseball and soccer in their 

schools.  

  

  Tom is anxious to share his 

experience is successfully start up 

businesses with SCORE clients. 

 

 

 

 

Tom Kretz 
6 Essential Small Business  

Recession Survival Questions 

 

 

1. What are my most profitable 

business activities right now … that 

are likely to remain consistent and 

keep producing in the current 

environment? 

 

2. Do these activities produce enough 

profit to warrant a business to 

support them? 

 

3. What activities are least profitable 

… that I can no longer afford to do? 

 

4. What are my EXACT costs each 

month … and what can I do 

without? 

 

5. How can I sub-contract and hand 

off all work that doesn’t directly 

produce a profit? 

 

6. How can I leverage my tangible and 

intangible assets to profit in 

different ways? 
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The October meeting was held on the 28
th

 

at The Patterson Homestead.  Our guest 

speaker was Cynthia DeVelvis, Production 

Specialist for The Media Group @ 

Michael’s.   

 

Cynthia is 

a Dayton 

native and 

a graduate 

of Wright 

State 

University 

in Mass 

Communica

tions.  She worked for ThinkTV as a video 

specialist before moving to Michael’s.  The 

Media Group @ Michael’s is under the 

same corporate banner as Michael’s Salon 

and Spa of Centerville, and does all the 

advertising and promotion for the Salon.   

 

Cynthia’s presentation focused on how to 

grow your business via online social 

media.  She stressed that online social 

networking has become far superior to 

advertising via print, TV and radio media 

in reaching customers.  Facebook, 

YouTube and blogs have grown 

dramatically and are important avenues for 

spreading the word about your products 

and services, and for obtaining peer 

recommendations.   

 

She described the work they do for 

Michael’s Salon and Spa, which includes 

maintaining an excellent website, a 

continuous email campaign to customers 

and potential customers, and a blog that 

provides tips on beauty products, skin 

care tips, discussions of new hair styles,  

 

As proof of the success of Michael’s 

approach, Cynthia indicated that Michael’s 

Salon and Spa is one of very few shops in 

the country that has actually grown over 

the last year, despite the weak economy. 

The November meeting was held on the 

18
th

 at The Patterson Homestead.  Our 

guest speaker was Rocky Van Brimmer, a 

co-founder and senior partner of Start 

Engaging Others, a company that works 

with businesses and individuals to market 

and brand themselves using social media.   

His talk was titled 

“Facebook for 

Business”.  He 

indicated that 

Facebook, which 

was started in 2004 

at Harvard, has 

grown dramatically 

and currently has 

300 million users in 

170 countries.  

Facebook is a free-access social 

networking website.  Its users can join 

networks organized by city, workplace, 

school, and region to connect and interact 

with other people.  Rocky stressed that 

small businesses are using Facebook like 

never before to communicate with 

customers, advertise on the cheap and 

create buzz around their business.  A 

company’s “fan page” should include the 

company logo, its bio, hours of operation, 

upcoming events, videos, links, status 

updates, etc.   

He indicated that including a blog on your 

fan page, providing relevant and 

interesting information for your clients 

(possibly regarding the industry, market 

trends, product or service usage tips, etc.) 

that is changed frequently will dramatically 

increase traffic. 

The December meeting and was the 

annual awards luncheon held at the 

Beavercreek Golf Club held on the 16
th

.  

Length of service and exceptional 

performance awards were given to several 

members.  The Client of the Year award 

was presented to Thomas Hodge, owner of 

Absolute CNC Machining, LLC.  The 

Sponsor of the Year award was given to 

the NewPage Corporation. (continued on 

page 8)   

Chapter Meetings 

 

Cynthia DeVelvis 

Rocky Van Brimmer 
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Outreach 
 

Outreach Activities in Fourth Quarter 
  

 

On Tuesday, October 13, Dayton 

SCORE was an exhibitor in the Small 

Biz SUCCESS! Network’s Expo 2009 

held at Sinclair Community College.  

The Expo was well attended, and our 

counselors who manned the SCORE 

booth 

met 

many 

current 

and 

potenti

al 

small 

busine

ss 

people

, several of whom indicated that they 

intend to seek our counseling and/or 

attend our workshops. 

The picture shows client, Vicky Webb, 

president and CEO of Absolute Success 

LLC, with her SCORE counselor, John 

Soutar (l) and SCORE District Director, 

Arnold Sandness (r) at the expo.   

 

On Wednesday, October 14, Dayton 

SCORE was an exhibitor at the Next 

Level Entrepreneurship Conference 

at the 

Dayton 

Conve

ntion 

Center 

sponso

red by 

Fifth 

Third 

Bank 

and the Dayton Urban League Young 

Professionals.  Our counselors met 

several current and potential small 

business people and advised them of 

our mentoring and workshop services.   

The picture shows SCORE vice-chair, 

Don Burke, with a conference 

participant. 

 

Lee Hecht Harrison is a firm that 

specializes in providing 

outplacement/career transition 

services to persons who have lost their 

positions or who desire to explore 

other career options.  It has 240 

offices worldwide.  The Dayton office 

of LHH asked Dayton SCORE to 

conduct a seminar for their clients who 

want to consider starting their own 

business.  On November 20, SCORE 

chair John Glaser conducted a Business 

Start-Up Basics workshop for eight LHH 

clients.  He addressed governmental 

start-up requirements, legal structure, 

business planning, marketing and 

funding.  It was a very interactive 

session.  The LHH management 

appreciated our assistance and asked 

that we 

consider 

conductin

g 

additional 

workshops 

for them 

in the near 

future.   

 

The 

picture shows John Glaser with two 

participants, Bobby Hall and Laura 

Hawthorn, at the workshop. 

 

 

 



8 
SCORE is a resource partner with the U.S. Small Business Administration 

 

 

The guest speaker was Gery L. Deer, a public relations specialist 

and Managing Director of GLD Enterprises & Productions.  Gery 

spoke on the state of the media.  He focused first on the rapid 

loss of financial viability of the newspaper business.  Most daily 

papers are drastically cutting staff and reducing the size and 

content of their product.  The large media companies are selling 

their newspapers.  The trend for many advertisers, especially 

small businesses, is toward local community weekly papers.   

 

Gery then addressed the question of how small businesses could 

obtain publicity through newspapers.  He stressed that publicity is 

not the same as advertising.  To successfully obtain publicity it is 

important to determine how the message relates to the 

newspaper’s customers.  Much of Gery’s business is helping business clients obtain publicity.  He 

offered the following advice.  First, be keenly aware of the paper’s deadline for content, and get the 

information to the reporter in advance of that deadline.  Second, don’t send press releases to 

newspapers because they don’t have the staff or the time to translate the press release into a story.  

Rather, send a complete story with pictures.  Press releases work for radio and television, but not for 

newspapers.  Last, make the story succinct, addressing the who/what/where/when and how.  

Including “marketing fluff” about your business will lessen the chance of the story being published.   

 

Total Services Performance 

 

TOTAL SERVICES PERFORMANCE 

 

1
ST

 Quarter FY 2010 vs. 1
st

 Quarter FY 2009 

 

 

SERVICE 

TYPE 

 

 

1
ST

 QTR 

FY 2010 

 

1
ST

 QTR 

FY 2009 

 

CHANGE 

% 

Face-to-Face Sessions    

New 65 59 10.2 

Follow-On 36 62 -41.9 

Total Face-to-Face 101 121 -16.5 

    

Online Sessions    

New 140 119 17.6 

Follow-On 124 119 4.2 

Total Online 264 238 10.9 

    

Workshops    

Number 17 15 13.3 

Attendees 145 169 -14.2 

    

Total Services 510 528 -3.4 

 
The first quarter of fiscal year 2010, which ended on December 31, 2009, saw an overall services decline of 3.4% 

versus the first quarter of fiscal year 2009.  As the data above shows, the two reasons for the falloff were a 

significant reduction in face-to-face follow-on counseling sessions and lower attendance at our workshops.  The 

lower follow-on issue will be addressed by continued encouragement of counselors to aggressively communicate 

with clients to ensure that we support them as fully as possible.  Several new workshops to be rolled out early in 

2010 will hopefully raise attendance.

Chapter Meetings  - continued from page 6 

Gery L. Deer 

  



9 
SCORE is a resource partner with the U.S. Small Business Administration 

 


