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SCORE in Action: Success Story I

Entrepreneur Serves Up Enterprising Spirit

everly Hill’s dream
of owning a retail

shop started as a child.
Her first venture into
retailing was in
December 1999, when
she started selling
Bibles to her colleagues
at Delco.
In December 2001,

she opened a small
store in her home,
adding Christian gifts
and cards to her
merchandise offering.
These initial ventures
barely broke even but
she enjoyed the work
and the opportunity to
serve the community.
In June 2003 Beverly

opened her store, In
His Image Christian Books and Gifts, at 1115 W. Third Street in the Wright-Dunbar Business
Village. In His Image targeted residents of the Village and Dayton churches with its product
lines, including: (1) bibles, (2) Christian books, videos, tapes and fine art, (3) gifts and

(Continue to page 2)
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Chapter Meetings Roundup

Winter Meetings' Guest Speaker Summaries

January

The January meeting was held on the 23rd at the Patterson
Homestead. The guest speaker was Kelly McCracken, Director -
Service Operations, of Aileron. Aileron is a non-profit organization
dedicated to helping small businesses implement professional
management. Kelly stated that Aileron clients are restricted to
presidents or owners of public companies with sales of at least $1
million and 5 or more employees. Aileron offers such clients a
variety of courses at their new 60,000 sq. ft. facility in Tipp City,
which is now opening. Their flagship course is a two-day “Course for
Presidents”, which costs $800. Other key course topics include
strategic planning, business planning, and implementing a board of
directors.
Attendance at their courses also entitles clients some counseling

time after the course. Counseling engagements beyond that to help
clients develop their professional management process is also a key part of Aileron’s total offering.
Kelly’s responsibility at Aileron is to manage the client’s total experience and insure that he/she obtains
full value for their company. Aileron’s teachers and counselors are independent contractors, and are
mostly successful business owners.
Kelly discussed that Dayton SCORE and Aileron should be referring clients to the other organization.

If SCORE has contacts with small business people that meet Aileron’s sales and employees criteria, and
who are in need of professional management training, we should refer them to Aileron. And if Aileron
has contact with small business people whose size is below their criteria, and who need counseling, they
should refer them to SCORE.

February

The February meeting was held at The Patterson Homestead on the
27th. Our guest speaker was Virginia Palmer, Grants Specialist at the
Dayton Metro Library. Virginia has had responsibility for the Grants
Information Center at the Library since 2003. The Center has
excellent resources for the non-profit community of the Miami
Valley, including electronic databases useful for grant seekers and a
circulating collection of books on non-profit topics such as grant
writing, strategic planning, volunteer management, board
development, etc. Dayton SCORE refers our non-profit clients to
Virginia for help, and Virginia refers clients to SCORE for counseling
on business topics.
The programs that Virginia provides at the Library include: (1) a

monthly 3-hour orientation for current and potential non-profit
organizations, consultants and students, (2) monthly “brownbag lunches” for networking opportunities
and a guest speaker, and (3) individual counseling for non-profits on grant-seeking skills. The Library is
a licensee of The Foundation Center, an organization started 50 years ago to provide resources for non-
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profit organizations, including an electronic database of the 92,000 corporate and private foundations in
the US. The database contains easily searchable information on each foundation, such as the types of
charities that they support, a listing of the specific grants they have provided, the manner in which they
can be contacted, etc. Library members can utilize this database free of charge.
Virginia stated that despite the focus on foundations for grants by non-profit organizations, in fact

over 75% of non-profit funding is provided by individuals. So non-profits should focus more of their
efforts to cultivating individuals to support their programs. She made the point that too many well-
intended individuals strive to create new non-profits without understanding that the service they want
to provide may already be amply provided in the area. Furthermore, they fail to understand the
significant cost and time required to establish a new 501-(C)-3 non-profit corporation. They would
often be better served by trying to find an existing non-profit among the 3,000 currently operating in
the Miami Valley to sponsor their program or project.
Finally, Virginia discussed the “Grant Information Center,” on organization that puts on free grants

workshops throughout the area. During the workshop they strive to sell the attendees information
about possible grant sources. The fact is that all the information they sell is available for free in the
Dayton Metro Library. She warned that this organization, and others such as Marshall Lesko (the
freemoney man), prey on the naïve who believe they can obtain government grants.

March

The March meeting was held on the 26th at The
Patterson Homestead. The guest speakers were Earl
Gregorich, President, and Frank Wollenhaupt of
Internet Sales Plus, LLC, a web design service
located in Research Park in Dayton near the SBDC
offices. Internet Sales Plus was suggested as a good
firm for our start-up clients who need help in
developing economical websites for their business.

Mr. Gregorich described the company’s eVantage
course tailored for start—up businesses. The course
attendees meet once a week for six weeks, four
hours per week. The course contents include: (1)
obtaining a site name and choosing an effective name, (2) getting the right hosting service, (3) effective
website design, (4) marketing the website, and (5) tracking the effectiveness of the website and
measuring its return on your investment. The cost of the course is $499, which also entitles the
attendee to several hours of one-on-one time with the company’s principals.

The remainder of the presentation was structured as a Q&A session, addressing our questions on
business-related websites. One questions posed was how to increase the hits on a website. It was
stated that the three most important ways are: (1) include key words in your text that define your target
market, (2) include inbound links from other websites to your site, and (3) update your site frequently
so that the browsers will move your site higher in its ranking. Another question dealt with changing
hosts for your website. It was stated that this is usually a very difficult matter due to software issues.
Hence it is important to choose a credible host initially, and be sure that your site name (URL) is in
your name, not your web designer’s.

The Internet Sales Plus website is www.internetsalesplus.biz, and its blog, to which Mr. Gregorich
encouraged us to visit and register, is www.ebiznuts.com.
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Success Story II

Business Owner Offers Single Moms a Helping Hand

Laurie Metzko and her husband John own a
pizza shop in Mantua in Northeast Ohio. In
the summer of 2007 they were asked to be one
of the food vendors for a local fundraising
event. Since the event was charity-driven, they
decided to contribute part of their proceeds to
a charity – but which charity? As they
pondered the question, one social issue stood
out – single motherhood. Laurie is a student at
Hiram Weekend College, and had met many
single mothers there working toward better
lives for themselves and their children. She saw
the dedication and hard work it takes for these
women to succeed at furthering their education
while balancing the tasks of working, getting
kids to and from their extra activities, helping
with their homework and all the other tasks
that come with being a single mom. Laurie
decided this group could use help. They
searched for an existing non-profit organization
that addressed this need, but couldn’t find one.
So they decided to create SMILE, Single
Moms Improving Life thru Education, and did
so in August 2007.
As a business owner,

Laurie was familiar
with setting up for-
profit businesses, but
establishing a 501(c)3
non-profit organization
was a tall challenge.
She visited the
www.SCORE.org
website frequently to
hone her business
skills, and realized that
she could use the website to find a SCORE
counselor to help her with this challenge. She
did so, and found Don Hoke, a Dayton
SCORE counselor, a CPA and a retired owner
of an accounting firm. They formed an email

counseling
relationship that
continues to the
present. Don
educated Laurie on
the steps for setting
up a non-profit
organization. Laurie,
together with Lisa
Roubic, a close
friend, single mom,
and a board member
of SMILE, and with the close tutelage of Don,
spent two months compiling the packet for the
IRS. It was sent in mid-December, and the tax-
exempt status approval arrived in mid-February
2008.
While awaiting approval, Laurie, John and Lisa

held several small fundraisers at Hiram College
for SMILE: selling dinners to students, a quilt
raffle, and others. They kept their costs low by
having items donated by friends and family to
help get the organization off the ground. They
raised enough money to award two scholarships
to single mothers for the 2008 fall semester.
Now with the tax exempt status, larger
fundraisers are planned and contributions are
starting to come in the mail. They are also
developing a support program for single moms
and are writing grant proposals to fund the
program. Future plans call for workshops to
help educate and improve the skills of single
moms in school. They also hope to eventually
expand SMILE beyond Northeast Ohio.
Laurie says: “Don was invaluable to me in the

beginning and continues to watch SMILE as it
grows and is part of my ‘cheering section’. I
hope some day I will get a chance to meet him
in person and thank him for all he has done –
and maybe even give him a hug.”

Laurie Metzko

Don Hoke
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Workshops

SECOND QUARTER WORKSHOPS

Our “First Step Workshop” will be conducted at Wright State
University on the 3rd Thursday of each month (April 17, May 15
and June 19) from 9 to 11:30 a.m. The cost is $25 per person.
To register, call Dayton SCORE at 937.225.2887.

Workshops at area libraries and chambers of commerce are
scheduled as shown below. There is no cost, but registration
at the indicated telephone number is requested.

Tuesday, April 1

“Business Start-Up Basics”
6:00 – 8:30 p.m.
Dayton Metro Library, E.C. Doren Branch
701 Troy Street
937.227.9506

Wednesday, April 2

“Business Planning for the Small Company”
3:00 – 5:00 p.m.
Kettering/Oakwood/Moraine Chamber of Commerce
2977 Far Hills Ave.
937.299.3852

Tuesday, April 15

“Small Business Accounting with QuickBooks”
6:30 – 8:30 p.m.
300 E. Central Ave., West Carrollton
937.859.4011

Wednesday, April 23

“Small Business Accounting with QuickBooks”
3:00 – 5:00 p.m.
Kettering/Oakwood/Moraine Chamber of Commerce
2977 Far Hills Ave.
937.299.3852

Tuesday, May 27

“Business Start-Up Basics”
Dayton Metro Library, Huber Heights Branch
6160 Chambersburg Rd.
937.227.9508

FAQS About
Federal Procurement

Q: How do I identify federal
procurement opportunities?

A: Federal Business
Opportunities (FedBizOps)
http://www.fedbizopps.gov

the designated government-
wide point of entry is the
exclusive official source for
public access to notices of
Federal contracting actions
over $25,000. (Agencies are
encouraged to use
FedBizOpps to provide
notices for actions of $25,000
or less).

Notices of proposed
procurements were formerly
publicized in the Commerce
Business Daily (CBD).
However, with FedBizOpps
designation as the one-stop
Internet gateway to
procurement opportunities,
the CBD has ceased
publication.
Once you identify those

Agencies and buying offices
that purchase your products
and services, it’s a good idea
to contact them directly to
learn more about upcoming
procurements (i.e.,
procurement forecasts)
posted on websites or
electronic bulletin boards.
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Client Satisfaction

IN MEMORIAM

Dayton SCORE lost a valued member on January 9 when Roger Doty passed
away. Roger joined Dayton SCORE in June 2004 after he and his wife, Anna,
moved to the area from New England. He brought with him extraordinary
experiences: 14 years as a counselor with the SBDC in Connecticut, president
and CEO of a public high tech manufacturing company, and adjunct
professor of business at 3 colleges for 16 years, to name a few. He held a BS

and MS in Engineering, and an MBA.

Roger conducted the chapter’s “First Step Workshop” at Wright State
University and our “Marketing for a Small Business” workshop throughout our region since 2005. In
fiscal years 2007 and 2008, he chaired our Education and Training Committee, and during that time
grew our workshop program dramatically. In addition, he was a skilled small business counselor and
mentor. Roger left his mark on Dayton SCORE and is missed greatly.

CLIENT SATISFACTION REPORT

1ST HALF FY 2008 (October 2007 thru March 2008)

Average %
Score* 3 or 4

You were treated courteously and professionally 1.16 0

Your issues/questions were addressed well 1.27 0.4

You and your counselor agreed on clear next steps 1.19 0

You were encouraged to return for further counseling 1.27 0.4

* 1 = Strongly agree 2 = Agree 3 = Disagree 4 = Strongly disagree

In the quarter just ended, our efforts to obtain feedback from our counseling
clients continued. We feel strongly that the quality of our counseling sessions is
more important than the quantity of these sessions.

As the results above for the quarter indicate, our clients gave us excellent marks,
with only two instances of dissatisfaction (i.e., a 3 or 4 score) on one of the four
elements of our satisfaction metric. As always, we follow up with each such client
to attempt to correct the deficiency.

Roger Doty
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Total Services Performance

TOTAL SERVICES PERFORMANCE

1st HALF FY 2008 vs. 1ST HALF FY 2007

SERVICE
TYPE

1st HALF
FY 2008

1ST HALF
FY 2007

CHANGE
%

Face-to-Face Sessions
New 196 232 (15.5)
Follow-On 140 165 (15.2)
Total Face-to-Face 336 397 (15.4)

Online Sessions
New 230 223 3.1
Follow-On 338 195 73.3
Total Online 568 418 35.9

Workshops
Number 34 26 30.8
Attendees 287 393 (27.0)

Total Services 1,191 1,208 (1.4)

The above table details Dayton SCORE’s performance on the total number of services it performs,
including face-to-face and online counseling sessions and workshop attendees during the first half of
our current fiscal year 2008 (October 1, 2007 through March 31, 2008) as compared to the first half of
fiscal year 2007.
Our total services were off 1.4% versus the last fiscal year despite a major increase in our online

counseling sessions. The difficult weather in the early part of calendar 2008 was a significant cause of
the turndown in both face-to-face counseling sessions and workshop attendance, as many clients were
unable to keep appointments.

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.


