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The Lost art of conversation 
Attorney Ken Hochstetler

“Everyone you will ever meet knows something 
that you do not know.”

Bill Nye

When is the last t ime you had a great 
conversation? Because we live in an age of texts 
and emails, it sometimes feels like great 
conversations are a thing of the past. I will be the 
first to say that I am a big fan of technology, 
especially when I can consolidate a half-hour 
phone call into a three-word text, but all of this 
technology means less time having conversations. 
And then to further complicate matters, we seem 
to be living in a time when we are more divided 
than ever. Regardless of your viewpoint, it seems 
that even topics such as sports and the weather 
can lead to arguing. If you don’t believe me, just 
try having conversations regarding the anthem 
protests or global warming. To be clear, this article 
is not going to be about politics or any other 
dysfunction we bring upon ourselves. Rather, this 
article is about what I found in attempting to 
improve my own conversation skills and how that 
can be used in the context of the business world.  

First, there are two myths that we need to 
remember. Being a great conversationalist is not 
about your ability to be a great speaker. While 
being a great speaker can be very helpful, I have 

met some great speakers that are still terrible at 
having conversations. Think about that person 
who often has some very interesting things to say, 
but rarely stops to allow others to say anything. 
Great conversation is about give and take and 
involves both parties getting a chance to speak. 
Second, conversations are not only about the 
transfer of information and ideas. Yes, the transfer 
of ideas and information happens through 
conversation, but great conversation is about our 
ability to connect with others in an authentic way. If 
great conversations were based solely on how 
much information can be transferred, then my 
computer would be much better at conversation 
than I will ever hope to be. 

Now that those two myths have been cleared up, I 
want to move on to figuring out what a great 
conversation looks like. A little over a year ago, I 
stumbled across a TED talk by Celeste Headlee, 
that was unsurprisingly called “10 Ways to Have a 
Better Conversation.” And although I decided that 
a little creative insight could have been used in the 
title, I found the following ideas helpful in trying to 
improve my own conversation skills. 

1. We have all heard that when we are 
speaking with someone we need to look the other 
person in the eye, nod and repeat back things we 
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hear. This is hogwash. There is no reason to act 
like we are paying attention if we are in fact paying 
attention. Well so much for the listening skills I 
thought I had. 

2. Don’t multitask. If you need to excuse 
yourself from the conversation then excuse 
yourself from the conversation. Think about how 
frustrating it is to try and speak with someone who 
is only partially in the conversation. My wife can 
provide many examples. 

3. Don’t pontificate. To save you from having to 
look this up like I did, I will tell that the meaning for 
pontificate is “to express one's opinions in a way 
considered annoyingly pompous and dogmatic.” 
Need I say more?

4. Enter each conversation with a sense of 
what you can learn. “Every person you will ever 
meet knows something that you do not know.” 

5. If you don’t know, say you don’t know. 
Imagine every conversation you have is going to be 
part of an official record. It is safe to say the 
thought of this could keep me awake at night. 

6. Don’t say how you have the same 
experience. After someone tells us about an 
experience they had, we often feel the need to tell 
them our experience. While we may be trying to 
relate to them, everyone’s experiences are different 
and we cannot know what they are going through. 

7. Try not to repeat yourself. My vote would be 
that this does not apply if you have children.

8. Stay out of the weeds people don’t care 
about all the details; they care about you. People 
are less interested in whether the event happened 
to you on November 5th or 6th, and more 
interested in what happened to you. 

9. Listen, this is the most important. If your 
mouth is open you are not learning.  Steven Covey 

said, “We don’t listen with the intent to understand, 
we listen with the intent to reply.” There have been 
times in which I am so busy thinking about a great 
question to ask, that I fail to realize that my 
question would have been answered if I had been 
listening. 

10. Be brief. The sign of a great conversation is 
not about how long the conversation is. Mark Twain 
once wrote the following. “I didn’t have time to write 
a short letter, so I wrote a long one instead.”  

While being a great conversationalist is not often 
mentioned in the skills needed to survive in the 
business world, think about how much energy you 
or your company puts into communicating with 
everyone from customers and vendors to 
e m p l o y e e s . Ye s , I k n o w m u c h o f t h i s 
communication is no longer done by conversation, 
but the goal is still the same. We want to do more 
than just exchange information and ideas with 
customers, vendors and employees. What we 
really want is to connect with them in an authentic 
way. That means there are times that we need to 
walk away from the computer and go have a great 
conversation. 

Attorney Ken Hochstetler
kh@thewhitelawoffice.com 

Small Business, Real Estate, & Life Planning Attorney
with White Law Office, Co.
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Contemplating one’s own demise 
c a n b e c h a l l e n g i n g b u t i s 
paramount to sole owners and 
their businesses. Consider the 
fictional Harry Withers, the 54-
year-old owner of Withering Hikes, 
a chain of seven retail apparel 
stores for outdoor enthusiasts on 
the Western Slope of the Rocky 
Mounta ins. One day, Harry 
disappeared while scouting new 
hiking trails. 
After several months of fruitless 
searching, Harry’s family opened 
probate proceedings only to find 
that Harry’s once-thriving business 
also had disappeared. However, 
Withering Hikes’s disappearance 
was far more typical than Harry’s. 
Because Harry had dreamed of 
selling his company at 60, he had 
given little thought to what would 
h a p p e n t o h i s b u s i n e s s i f 
something happened to him. Thus, 
Withering Hikes died of all-too-
common causes—human error 
and neglect—setting off a chain 
reac t ion o f ever -worsen ing 
consequences for Harry’s family 
and business: 
1. Harry’s key employees left the 

company for jobs with more 
certain futures. They feared 
that neither Withering Hikes 
nor the i r sa lar ies would 
continue without Harry at the 
helm. 

2. T h e d e p a r t u r e o f k e y 
employees meant that there 
was no one to manage the 
business. Total chaos reigned, 
a n d r e v e n u e t o o k a n 
immediate and irreversible 
nosedive. Longtime customers 
grew uneasy with what they 
perceived to be a rudderless 
ship and took their business to 
Harry’s competitors. Further, 
t h e c o m p a n y ’ s v e n d o r s 
demanded cash payments, 
cash that the company no 
longer generated. 

3. Harry’s bank saw the drop in 
revenues and decided to call in 
the company’s debt, debt Harry 
had personally guaranteed. 

4. B e c a u s e H a r r y l e f t n o 
i n s t r u c t i o n s o r 
recommendations about who 
could run the business, who 
could offer advice, or even 
what to do with the business 
should something happen to 
him, both his business and 
family suffered. 

Withering Hikes didn’t just wither 
away; it fell off a cliff. It could not 
survive without its top employees 
or Harry’s leadership. 
The point of reviewing this list of 
mortal blows is to demonstrate that 
business-continuity planning is 
vi tal ly important to owners’ 
companies and families. Without a 

well-considered business survival 
p lan, the consequences for 
owners’ employees, customers, 
and, most importantly, family and 
estate are dire (estates rarely 
escape the notice of business 
creditors). 
Fortunately, there is a process that 
sole owners can quickly and easily 
use to help avoid the type of 
business collapse that Withering 
Hikes experienced. 
First, sole owners must motivate 
top employees to stay on after 
t h e i r d e m i s e s b y c r e a t i n g 
financially meaningful incentive 
compensation plans for them that 
vest over time. Creating a plan that 
provides these employees a 
substantial bonus (called a stay 
bonus) for remaining with the 

PREPARING FOR THE WORST: BUSINESS-
CONTINUITY PLANNING FOR SOLE OWNERS 

Karl Schlabach CLU®, ChFC®, CFP® 
kschlabach@hummelgrp.com
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company beyond an owner ’s 
demise is a strong strategy. The 
company can usually fund the stay 
bonus with life insurance on the 
owner’s life. This funded stay 
bonus p rov ides des igna ted 
employees with a cash bonus 
(usually about 50% of annual 
compensation) and a salary 
guarantee if those employees stay 
(typically 12–18 months) after the 
owner’s death. The sole owner’s 
job is to communicate these 
actions to these employees and 
assure them that he or she has 
made additional plans to ensure 
the continuation of the business. 
Second, sole owners should alert 
their banks about their continuity 
plans. Meeting with a banker to 
discuss the arrangements made 
and showing him or her that the 
necessary insurance funding to 
implement these plans is in place 
can allow an ownership transfer to 
proceed smoothly. Additionally, it is 
wise to determine whether major 
creditors are comfortable with the 

succession plan. Sole owners 
should ask major creditors which 
arrangements they would like to 
see in place. 
Third, create a written plan that 
does the following: 
1. Names the person(s) who will 

take on the responsibility of 
running the business. 

2. States whether the business 
s h o u l d b e c o n t i n u e d , 
liquidated, or sold (if so, to 
whom). 

3. Names the resources heirs 
should consult regarding the 
company’s sale, continuation, 
or liquidation. 

Finally, sole owners should work 
closely with a capable insurance 
professional to assure that the 
necessary insurance is purchased 
by the proper entity (the owner, the 
owner’s trust, or the business) for 
the right reason and the right 
amount. 
Creating a contingency plan for 
your company should you depart 
unexpectedly is a vital part of your 

overall Exit Planning process. 
Failing to do so invites the kind of 
disaster that befell Withering 
Hikes, Harry’s employees, and his 
family. 
Our expertise in crafting business-
continuity plans that work can help 
y o u b e p r e p a r e d f o r t h e 
unexpected. Contact us today to 
learn more about how to begin 
creating a contingency plan for 
your solely owned business. 

Hummel Group, Inc. 
4585 State Route 39 

PO Box 250
Berlin, OH 44610 

330.893.2600
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WHERE ARE YOU HEADING?

STARTUPS: 
I HAVE A DREAM 
A great work starts out as a dream. 

How we can help: 
Business Planning 
Personal Asset Analysis 
Market Analysis 
Risk Analysis 
Executive Summary 
Investor/Lender Synopsis 
1, 3 & 5 Year Plans 
Team Building 
Entity Selection & Registration 
Licensing 
Operating Agreements 
By-Laws 
Buy-Sell Agreements 
Contracts 
Credit Applications 
Account Receivables 

Visionaries see things not as they are, but as 
they can be. They see opportunity where 
others don’t. We can help you build the plan 
to ensure your vision comes to fruition. 

ESTABLISHED BUSINESSES: 
I HAVE A VISION 
I need to know where I am now, so I can figure 
out how to get to the future I want. 

How we can help: 
Planning and Projections 
Expansion Analysis 
Market Comparison 
Risk Analysis 
Executive Summary 
Investor/Lender Synopsis 
1, 3 & 5 Year Plans 
Team Building 
Structure & Compliance 
Human Resources 
Corporate Books 
Internal & External Contracts 
Budgeting & Profit/Loss Analysis 
Efficiency Review 
Credit Applications 
Account Receivables 

Being good enough just isn’t good enough. 
Being the best takes refining what is, into what 
can be. Let us help you get to where you want 
to be.

WHERE IS YOUR 
BUSINESS GOING? 
Small Business Evaluation and Planning 
White Law Office, Co. has spent years 
building a team that can help you build 
your business into what you always 
wanted it to be. 

We understand. Running a business 
takes everything you have - and then 
some. Let our team help your team 
evaluate and plan for the future.  

You have a vision for the future. We have 
the team that can make it a reality.

kh@thewhitelawoffice.com | 330 231 1195 | 209 N Washington St, Millersburg
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Playing Within Your Design
As I write this article, fall has 
finally come to the Ohio Valley 
and Western Pennsylvania.  As 
Thanksgiving approaches, my 
thoughts start turning toward 
planning my annual “buddies golf 
trip” which usually takes place in 
the dead of winter when the winter 
doldrums are at their worst.  I love 
to golf, and the anticipation of 
enjoying the game in a warm part 
of the country starts to build at this 
time.

With that anticipation comes the 
inevitable annual pledges to “play 
more gol f , ” and “ lower my 
handicap.” However, with a large 
f a m i l y a n d t h r e e g r o w i n g 
companies to oversee, I realize 
those desires will be replaced by 
more pressing needs, so I expect 
my golf game will, once again, be 
a shadow of the game I played 30 
years ago. 

A few years ago, this conclusion 
would have frustrated me, but I’ve 
learned to enjoy golf more the 
past couple of years than in prior 
seasons. The secret? Playing 
within my design.

You see, I am naturally wired to 
be a risk taker. I love the rewards 
that come from taking risks, and 
it’s natural for me to put my time, 

money and reputation at risk to 
achieve those rewards. As an 
entrepreneur, this trait served the 
company I started 14 years ago 
well – and it continues to be 
important now as I invest in the 
Newton Institute – especially as 
we expand globally.

Playing it safe on the golf course 
is not enjoyable for me. It goes 
against my internal wiring. When I 
attempt difficult shots at the risk of 
a high score (cutting the dogleg, 
or going for the green in two on a 
par five), I find a joy in the game 
that keeps me coming back.

Without a doubt, this approach 
leads to my share of double and 
triple bogeys. But it also results in 
some memorable shots – ones 
that my buddies still talk about 
when we get together. This reward 
is a result of playing within my 
design, and I’ve determined the 
risks are worth taking – even if the 
shots don’t pan out.

To Thine Own Self Be True
This principle of design applies to 
leadership. I first became aware of 
it during a time in my company 
when I intentionally slowed things 
down after a period of high 
growth. Despite the slower pace, I 
increasingly felt more worn out. At 
our annual leadership retreat, in 

my tiredness, I did not cast the 
big, aspirational vision my team 
had come to expect. My leaders 
called me out and helped me 
r e a l i z e I w a s n o t l e a d i n g 
according to my design. Once I 
got back to plowing new ground 
and taking risks, my motivation 
and energy returned.

Please understand, I’m not saying 
rest is optional. It’s necessary. 
But, it’s important to understand 
and operate within your design. If 
you do, you will elevate your 
leadership game.

The following are some principles 
that will help you to play within 
your design:
Know Yourself—Many leaders 
do not understand their design. As 
a result, they do not clearly know 
their strengths and weaknesses. If 
this is you, take advantage of the 
many self-assessment tools on 
the market, such as Predictive 
Index®; the Myers-Briggs Type 
Indicator® (MBTI); DiSC®; and 
StrengthsFinder® – just to name a 
few. These tools provide insight 
into various aspects of your 
leadership design, including 
motivation, values, communication 
style, and your overall personality.

Be Yourself—In addition to 
knowing yourself, it’s important to 

GREAT LEADERS KNOW THEMSELVES 
by Rick Newton, Founder & Owner, Newton Institute
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be yourself. When a leader tries to 
be something they are not, his or 
her effectiveness diminishes. 
Don’t be like someone else. There 
is no “right” leadership style – but 
there is for you. Be authentic to 
your design. This is foundational 
for reaching your full potential as a 
leader.

Complement Yourself—As you 
grow in knowing yourself and 
being yourself, you’ll become free 
to build a team that complements 
your leadership design. Are you a 
big picture, strategic thinker? 
Great. Find someone who can 
develop a tactical plan and make 
your vision a reality. Do you have 
a big heart and altruistically desire 
to serve others? Find someone 
that can manage the finances to 
ensure you can do that for a long 
time. 

I’m a risk taker. Therefore, to 
minimize my “business bogeys,” 
I’ve learned to surround myself 
with a team that is not afraid to 
ask questions and challenge my 
thinking. Even though I’m their 
boss, I welcome my team’s push-
back. I embrace their design 
because I need their perspective 
and gifts to complement my 
design. As a result, we experience 

real synergy, an outcome of the 
entire team knowing and being 
themselves. 

All of these truths around knowing 
yourself – about being authentic to 
your leadership design – are part 
of “Build on Strength,” one of the 
Five Actions found in the Newton 
Institute’s Serving Leader Model. 
When leaders “Build on Strength” 
– when they identify, embrace and 
operate in a way consistent with 
their design – they become High 
Performing Leaders.  And when 
they do the same for their teams, 
pu t t ing them in ro les tha t 
maximize their strengths (their 
design) and minimize thei r 
weaknesses, they create an 
environment that everyone wants 
to participate in – where employee 
creat iv i ty, product iv i ty, and 
synergy increases dramatically.

As leaders, we all want to see this 
type of outcome – this High 
Performance Culture – in our 
Companies, and it all starts with 
knowing yourself first.  To the 
extent we discover our design and 
have the courage to operate 
within that design, we create the 
foundation to become a great 
leader – and maybe even a great 
golfer.

ABOUT THE AUTHOR
As a consultant and as a business 
owner, Rick Newton’s heart and 
passion has always been to see 
individuals, organizations, and 
communities flourish, and it is this 
passion that led him to partner 
with Dr. John Stahl-Wert.  In 2015, 
they launched the Newton 
Ins t i tu te , w h i c h p r o d u c e s 
innovative leadership solutions for 
individuals at any stage of their 
leadership journey and for 
organizations in any industry 
around the world.  Together, John 
and Rick produce intensely 
practical leadership training that is 
DNA-driven, results-oriented, 
and powered by story.
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TURN YOUR

Build a high-performance culture 
using The Serving Leader ModelSM

What You’ll Learn:
• Learn the 6 characteristics of a  

High-Performance Culture
• Learn how the Serving Leader Model 

creates a High-Performance Culture
• Understand the key concepts of the 

Serving Leader Model including:  
The Serving Leader Compass and  
The 5 Actions

• Take the next step in your  
leadership journey

“As a leader, I need more than just theory and bumper sticker slogans. 
The 5 ActionsSM in The Serving Leader has provided this for me. I now 
have the resources and tools to take action, not just talk about ideas 
and concepts.”

newtoninstitute.com

newtoninstitute.com/intro-course
Use code: WLOFREE

MANAGERS

Leadership Training 
Recommended by the 

White Law Group

INTO LEADERS

Take your organization from performance to purpose, and produce 
bottom-line results. Our leadership training and services equip you 
to define where you’re going and inspire your team to follow.

Try our FREE Introductory Online Course

– Tad Douce, VP of Innovation 
TRECA Digital Academy, Marion OH 
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LIENS
Typically relate to the priority of the lender’s mortgage or the buyer’s 
deed in relation to other liens attached to the property, such as other 
mortgages, state or federal tax liens, or court judgments resulting from 
unpaid loans or unpaid contractor bills. In the commercial setting, such 
unpaid items can be large and costly in the absence of insurance.

BASIC RISKS
Fraud, forgery, lack of authority, recorded notices of zoning violations or 
building permit violations, and improper legal description of property. 
Defects of this kind can be difficult to uncover during the title search 
and examination process because of incomplete records, improper filing 
and/or forgery of the relevant documents. In commercial transactions, 
the parties transferring interests upon which policy holders rely are 
often entities with complex ownership structures; a legal defect in the 
transfer of those interests could impact the validity and/or priority of the 
mortgage or the actual ownership of the property. 

ENCUMBRANCES  
Defects in insured title otherwise not excepted in the policy, such as 
missing interests, easements or other recorded rights. An easement 
may not affect an owner’s right to own or sell their property; however, 
it may limit their use of the property which may result in a diminution 
of the value of their real property. This is particularly important in the 
commercial setting.

ESCROW AND CLOSING 
Problems due to improper execution of closing documents and 
improper recordings. In commercial closings, there are often numerous 
documents to be executed by multiple parties and recorded properly. 
If the closing of the mortgage or sale transaction was incomplete or 
flawed, that could impact the validity and/or priority of the mortgage or 
the actual ownership of the property.

If the commercial transaction involves the sale of personal property, 
a Uniform Commercial Code (UCC) Insurance Policy insures the 
attachment, perfection and priority of security interests in personal 
property and provides additional protection for the buyer and lender.

The sale and financing of commercial real estate 
can be a complex process and title insurance 
plays an important role in the transaction. While 
commercial transactions are similar to residential 
transactions because they involve the transfer of 
property from one party to another, commercial 
transactions generally involve a larger financial 
investment, complex ownership entities and 
uses, and more extensive research to ensure the 
insured interests are conveyed properly and free 
and clear from any encumbrances.

Title insurance is structured to protect both 
commercial property buyers and their mortgage 
lenders; however, the respective base policies 
each have differing terms and coverage. 

The lender typically requires the buyer to 
purchase title insurance to protect the loan 
collateral. This loan policy (often called a 
lender’s policy) is required by essentially all 
lending institutions as a way to insure the 
validity, enforceability and priority of their 
security interest in the property. 

Commercial real estate buyers also 
have the option to purchase an owner’s 
policy of title insurance, which provides 
insurance directly to the insured owner 
listed in the policy, and describes the type 
of real property interest owned. 

Commercial lenders and buyers often seek 
additional coverages under an array of title 
policy endorsements that might be available 
under appropriate circumstances. Title 
insurance generally protects the policy holder 
from events or issues that occurred prior 
to the date of the policy, and generally fall 
into four major categories: liens, basic risks, 
encumbrances, and escrow and closing, as 
described to the right:

TITLE INSURANCE FOR 
COMMERCIAL TRANSACTIONS

AN INDEPENDENT POLICY-ISSUING AGENT OF FIRST AMERICAN TITLE INSURANCE COMPANY
©2017 First American Financial Corporation and/or its affiliates. All rights reserved. NYSE: FAF

First American Title Insurance Company makes no express or implied warranty respecting the information presented and 
assumes no responsibility for errors or omissions.  First American, the eagle logo, First American Title, and firstam.com 
are registered trademarks or trademarks of First American Financial Corporation and/or its affiliates.
AMD: 02/2017

Walnut Ridge Title
White Law Office, Co.
209 North Washington Street
Millersburg, OH 44654
O: 330.439.2071 | F: 888.711.9210
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3 REASONS 
YOU NEED A 

SELLING 
SYSTEM 

We hear it all the time: “I have my 
own style of selling.”
Or from sales management: “I let 
my salespeople do their own thing. 
As long as they’re bringing in 
business, I don’t care how they do 
it.”
While these “lone wolves” may 
survive, or even thrive, in sales, 
those with a selling system are 
much more consistent, efficient, 
and manageable.
Here are three specific reasons 
you (and/or your sales team) need 
to implement a selling system. 
1. Consistency
2. Accountability
3. Efficiency
Consistency
A system ensures consistency. Not 
just in selling, but in any situation. 
Manufacturers have systems in 
place to ensure products come off 
the line the same every time. 
Nurses have systems to make 
sure they provide the most 

consistent care possible. Fast food 
restaurants have systems so you 
get the same burger in Dallas as 
you do in Cleveland.
When you follow a selling system, 
the process (and outcome) is 
predictable. Over time, you learn if 
you make 50 calls, you’ll get seven 
meetings. And, those seven 
meetings will result in two closed 
deals.
Accountability
A s e l l i n g s y s t e m e n s u r e s 
accountability.
When you “do your own thing,” it’s 
very difficult to track results. But, 
with a system, there are specific 
tasks and goals connected to your 
success. The salesperson and the 
sales manager are guaranteed to 
be on the same page, and both 
are accountable to the system.
Efficiency
A selling system makes the sales 
process much more efficient. With 
consistency comes efficiency.
If you change up your sales call 
every t ime you walk into a 
prospect’s office, there’s bound to 
be wasted time and effort. When 
you swing from the hip in your 
follow up, you’re guaranteed to 
waste time and miss opportunities.
When you have a system in place, 
each task takes less time, begins 
to come naturally, and generates 
more predictable results.
We all have a system.
We all use a selling system of 
some sort. Your system may be to 

do your own thing. But, when you 
choose to implement a true selling 
s y s t e m , r e s u l t s a r e m o r e 
consistent, you become more 
accountable, and your days, 
weeks, and months will be more 
efficient.
Interested in learning more about 
the Sandler selling system? Give 
us a call at 330-231-0998 or send 
a n e m a i l t o j o r d a n . m u l l e t 
@sandler.com to discover how 
Sandler Sales Training could help 
your business.

Jordan helps business owners & 
entrepreneurs who are concerned with 
the lack of results in their sales efforts, 
frustrated with longer and longer sales 
cycles and disappointed because of 
shrinking margins due to a number of 
roadblocks.  He specializes in sales 
training, sales management training, 
client development and business 
coaching. His clients tend to be small/
medium local businesses, ranging from 
so l o e n t r e p re n e u rs t o g ro w i n g 
companies with large sales teams. 

Jordan Mullet
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BUSINESS LEADER’S 
WORKSHOP: 

Building an 
Organization 

that Sells

This thought-provoking and highly interactive workshop is for Sales Managers and 
Executives who are ready to empower their salesforce to sell more, more easily in 
2018. Attend this event if you are searching for solutions to the business obstacles 
you face when trying to sell, manage a sales team, and grow your company. 

BREAKFAST

8 - 8:30 am
WORKSHOP

8:30 - 10:30 am

wednesday
november 29th

SEATING IS COMPLIMENTARY BUT LIMITED

THE RUBY GROUP TRAINING CENTER

3480 W Market St
Suite 102

Akron, OH 44333

www.therubygroup.sandler.com/blw
(330) 929-9449 | therubygroup@sandler.com

Sales is a high-rejection field and can weigh 
heavily on business professionals who face “no” 
every day. Are your salespeople...

• Working hard but with frustrating results?
• Closing enough business?
• Seen as trusted advisors or vendors?
• Continue to lose contracts to competitors who 

undercut your price?
• Uncomfortable making prospecting calls?
• Constantly worried they’ll miss their targets?
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WHITE  L AW OFF ICE  WELCOMES  NEW ATT ORNEY S  
Lynsey Schumacher and Marianne Seal 

White Law Office welcomes two new attorneys to their regional practice. Lynsey Schumacher and Marianne Seal will be based out of 
White Law Office’s Monroe County office located at 107 West Court Street in Woodsfield. Attorneys Schumacher and Seal both passed 
the July 2017 Ohio Bar Exam. They were sworn into practice on November 13, 2017. 

Lynsey Schumacher has been with White Law Office since 2016 as a legal clerk where she focused on oil and gas negotiation and 
litigation, real property issues, life planning, and probate. Lynsey is a native to the Ohio Valley where she attended Shadyside High 
School. Lynsey attended The Ohio State University before being accepted to Case Western Reserve University School of Law in 
Cleveland, from where she granted Cum Laude in May, 2017. Lynsey is married to Andrew Schumacher and has two dogs, Maya and 
Maverick. Lynsey is preparing to take the West Virginia Bar Exam in February, 2018. Her practice will span matters such as real 
property, life planning, probate, contracts, and small businesses, but her focus will be on oil and gas and elder law issues. 

Marianne Seal has been with White Law Office since the summer of 2017 as a legal clerk focusing on litigation support for oil and gas, 
civil, and domestic relationship matters.  Marianne is a native of Richmond, Indiana. She attended Marietta College, where she majored 
in History. Marianne then attended the South Texas College of Law, graduating in May, 2017. She was married to Sean Smithberger on 
October 21, 2017, and has two dogs, Lady and Gus. Marianne’s practice will be focused on civil and criminal litigation matters, with an 
emphasis on Family Law and Domestic Relations.  

White Law Office will be hosting an open house on Monday, November 20, 2017 from 8 am to 10 am at its Woodsfield Office, 107 West 
Court Street, Woodsfield, Ohio, to celebrate Lynsey and Marianne’s bar passage and admission to the practice of law in Ohio.

WHITE  L AW OFF ICE ,  CO .  
Media Contact 
Erica Ruck 
209 N Washington St 
Millersburg, OH 44654 
330.231.1195 
elr@thewhitelawoffice.com

PRESS  
RELEASE  
FOR IMMEDIATE RELEASE 
November 13, 2017
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Fall
Co mmunity  
Gathering

Food  -  Football  -  Fun

SATURDAY -  NOV -  25  -  2017

10% of all food truck sales will be matched by the 
sponsors and donated to: 

Love INC of Greater Holmes County

11 am - 6 pm

Sponsored by: 
Berlin Comfort Suites, Hummel Group, Kaufman Realty and Auctions, & White Law Office

OSU  V.  * I CH IGAN  

NOON K ICKOFF

At the Berlin Comfort Suites and Conference Center

Co m e  o u t  e a r l y  a n d  c h e e r  o n  t h e  r u n n e r s !  
O r  r e g i s t e r  t o  r u n  a t :  

r u n i n a m i s h c o u n t r y. c o m  
3 3 0 . 4 6 6 . 2 7 0 5

To participate or for more information 
call 330.231.1195 or email cmw@thewhitelawoffice.com

Tailgate with us and enjoy food from the following vendors (and more):
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KARL BEAR
Principal at Cassel Bear

“RACK-O!”
Do you remember the card 

game Rack-O? You might 
have played it with your 

cousins at your grandma’s house 
as a kid. When the snow flew at 
our house the games came out of 
the closet, a bowl of popcorn was 
popped, and we would spend eve-
nings playing games. Rack-O was 
an old standby. (Not familiar with 
Rack-O? See the description below)

When play begins, your rack of 
cards feels jumbled, random, 
and completely out of order. You 

guess at where to put the first 
card or two so it fits into your 
rack correctly. As the game 
progresses, you start to have a 
semblance of order.

Suddenly a sequence starts to 
emerge—a run of two consecu-
tive numbers. And then three. 
What are the chances? You start 
making strategic decisions to 
create more runs.

Then there’s that one card that 
you are in love with and it’s just 
simply out of place. You have 
to discard it for the sake of the 
overall goal, or it’s going to ruin 
your game eventually if you hang 
on to it.

Rack-O is a card filing game with the objective of 
obtaining 10 numbers in ascending order in one’s rack. 
!e deck consists of 60 cards, numbered 1 to 60. Each 
player has a rack containing 10 slots to hold their cards. 
As the hand is dealt a player must place each card as it 
is received into the highest available slot in their rack, 
starting at slot #10, without rearranging any of them. 
A"er play begins, cards are traded out one at a time for 
cards drawn from the pile or discarded by other players. 
!e goal of each hand is to create a rack full of ten cards 
in ascending order before anyone else. !e first player to 
get 10 cards in ascending order calls “Rack-O!” Addition-
ally, a player can try to create a sequence of consecutive 
ascending numbers (such as 7, 8, 9) to score extra points.
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KARL BEAR
Cassel Bear’s co-founder and owner, 
Karl discovered his passion for design 
communication in high school. Since 
then, Karl has fostered his interest in 
visual communication, fascinated by 
how people respond to their visual 
surroundings. 

! karl@casselbear.com

Cassel Bear is a marketing, 
strategy, and design firm based 
in Canton, Ohio. For more, visit 
casselbear.com.

The longer the game goes, the 
more cohesive your cards get.

In It to Win It
The clients we work with at 
Cassel Bear have the exact same 
feelings when they begin think-
ing about developing the brand 
and identity for their business or 
organization. 

At the very beginning, it can feel 
like a jumbled mess. Every card 
needs to be replaced. “Will I get 
enough turns to change enough 
cards to win the game?” “Which 
card do I switch first?” Lots of 
things feel unclear. But eventu-
ally, you get started because it’s 
your turn. No one else is going to 

do it. As uncomfortable as it can 
feel, you start to make a change. 
You put a card in place, and then 
a second, and a third. 

You begin to have core pieces 
in place. Your identity and logo 
mark get finalized. A logo is just 
one card though. Your vision 
statement and mission are other 
cards. Customer experience is 
yet another. Brand colors, tagline, 
unique story, your “why” state-
ment, font choices, brand photog-
raphy, website and campaigns: 
these are others. You reach a 
tipping point. More cards in your 
rack are in order than out of or-
der. It starts to look planned and 
intentional. 

A campaign is rolled out and it 
feels good. You know it is well ex-

ecuted. The results start 
to come in.

The Long Game
Your brand hits maturity 

and it starts to become fun. 
What other sequences can 

you create? Where complete 
randomness and chaos ruled, 

you find yourself challenged 

with deciding which sequence or 
campaign to invest in.

And remember that first step you 
took in branding and declaring 
who you were as a company? A 
lot of times that first card you 
changed ends up getting changed 
again. That’s perfectly normal. It 
might have been close but just off 
by a slot or two. It was an impor-
tant play in getting started, but it 
needs to be changed out now to fit 
what has transpired as you have 
grown and matured. 

A game of Rack-O ends when some-
one gets all of his or her cards in 
ascending order—a thrilling mo-
ment. The same occurs in brand-
ing; after you’ve worked through 
the jumbled phase, the cards line 
up, the strategy becomes clear, and 
the game is yours.

Ready to Rack-O?  
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Overhauling The Machine 
Rethinking your business’s organizational structure

When was the last time you overhauled your machine 
(ahem, business)? Evaluating your internal company 
structure is likely not at the top of your “To Do” list. 
Because really, who has time for that? As long as you 
have satisfied customers and a growing bottom line, 
everything is good, right? Well ... not so fast. 
Maintaining the status quo isn’t always a good thing – 
something we realized as a firm a few years ago. Our 
leadership team met with a larger Midwest accounting 
firm that is similarly structured to ours. Their team 
walked us through the changes their firm had recently 
undergone in an effort to leverage its leadership talent, 
streamline business processes, maximize resources 
and operate more efficiently. 
The light bulb went off. Was it time for us to look at our 
own leadership and structure to see where we could 
better leverage our talents? Indeed it was. So our team 
began gathering ideas and charting out a roadmap for 
how we would evaluate our people and adjust our 
organizational structure to better align with our desire 

to grow as a firm and maximize the talents of our 
people. 
The following are tips we learned along the way that 
can help you evaluate and reconsider your own 
organization structure as well. 
5 Tips for Evaluating Your Organizational Structure 

1. Get out of your office and meet with 
other business owners. You’d be surprised how much 
inspiration and new ideas you can gather by getting 
out from behind your desk and meeting with other 
leaders. Attending industry conferences is a great way 
to meet other business owners outside of your local 
region. Who knows, you may gain knowledge from 
someone on the other side of the country. 

2. Create a board of advisors. You work in 
your business 24/7. A fresh set of eyes can help bring 
perspective to business challenges and can help you 
look for areas of improvement in your leadership 
structure. Be sure to engage outside advisors who will 
tell you what you need to hear, rather than what you 
want to hear. 

3. Gather ideas, let them germinate and 
evaluate leadership skills. Before hastily making any 
changes to your business’s organizational structure, 
take time to gather ideas and mull over them. Consider 
your business in its current state and think through the 
pros and cons of making changes. What could work? 
What wouldn’t work? And then look at the leaders in 
your business and assess their skills. There are lots of 
skills assessment tools out there that can help you 
evaluate your existing leaders while identifying those 
who are up-and-coming. 

4. Ensure that any changes you make will 
align with your business’s mission and goals. Don’t 
make organizational adjustments without considering 
your business’s mission and goals. The changes you 

Before hastily making any changes to your businessʼs 
organizational structure, take time to gather ideas and mull 
over them. Consider your business in its current state and 

think through the pros and cons of making changes.
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make should support the business’s direction? Be sure 
everything is in alignment. 

5. Periodically, reassess as necessary. 
The changes you make now might not be relevant or 
might not work later on down the road. Continue to 
reassess your organizational structure periodically to 
ensure that your business continues to run efficiently 
and effectively. 

As a business leader, part of your stewardship 
obligation in running your organization is thinking 
ahead and raising up the next generation of 
leadership. Does your current organizational structure 
support the eventual transition of leadership to the next 
generation? If not, evaluate your organizational 
structure today. 
Contact a Rea business consultant for more 
information. By Lee Beall, CPA (Dublin office).

Focus on the work you love.

Assurance Services
Benchmarking

Business Valuations
Data Security

Fiduciary Consulting
Financial Statements

Internal Control Structuring
Inventory Control & Costing

Lean Six Sigma
Management Consulting
Pension Administration 

Profit Enhancement

Retirement Plan Design
Strategic Planning

Succession Planning
Tax Planning

Call Jordan Miller at 330.521.4541 for a free consultation.

We have the tools you need to help your business reach its full potential.

We’ll take care of the rest.

Or visit www.reacpa.com to learn more about our services.
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The No Complaining Rule
One of the most interesting books I’ve read over the 
past several years is, “The No Complaining Rule” by 
Jon Gordon. It has really changed my perspective and 
continues to challenge me with turning my complaints 
into solutions. The rule is fairly simplistic…We can’t 
mindlessly complain about something without also 
providing a potential solution to the problem. Three 
things really jump out at the reader.
1. I call it the And Yet principle. This simple 
strategy helps us turn our complaints into positive 
thoughts, solutions and actions. Here’s how it works… 
When negativity is heard or felt, simply add the words 
And Yet, followed by a positive, uplifting statement or 
perspective. Example: I get tired of washing the 
dishes, and yet, I’m grateful to have food every day to 
make them dirty. 
2. Focus on Get To instead of Have To. Many 
times we focus first on what we have to do. In doing 
so, it can become an annoying obligation we may 
choose to eventually resent. The truth is, we don’t 
Have To if we choose to Get To do whatever it is. At 
ProVia we attempt to continually create and nurture 
this type of culture. We Get To earn a living…be a 
blessing to our co-workers…shine our light to 
customers…focus on what is going right and ultimately 
to be grateful in all we do. Example: Do I Have To pay 
taxes or do I Get To drive on smooth roads and/or help 
fund my child’s education by paying salaries of the 
educators? 
3. Turn Complaints into Solutions. Mindless 
complaining is one of the easiest, yet most toxic things 
any of us could take part in. A justified complaint is fine 
to present, as long as, we give a mindful solution to the 

issue. A mindless complaint is negative and life-
draining while a mindful solution is positive and life-
giving. The point is to identify and address the problem 
only if we plan to progress toward a solution. Example: 
Instead of thinking, Why is everyone so stupid around 
here?!. . .Ask, How could I communicate my 
expectations with better clarity? 
Grab a copy of the book or go here for more 
information www.nocomplainingrule.com.

Bruce Hamsher, CEO
Toward the Goal Ministries                                                                                                                                             

Director of Leadership Development, ProVia
bruce@towardthegoal.net

Bruce is the founder of Toward the Goal Ministries, Inc. He 
is a certified Pastoral Counselor and Life Coach, Ordained 
Pastor and published author. Bruce specializes in the areas 
of coaching, consulting, employee development and servant 

leadership training, both in the corporate world and 
community. Bruce earned a Bachelor’s degree in Sociology 

and Business from Mount Vernon Nazarene University, a 
Master of Ministry  from Master’s International School of 

Divinity and a Doctor of Ministry in Leadership Studies from 
Newburgh Seminary. His life purpose and passion is to love 
God and love others while investing in people, helping them 

grow to reach their full potential.

mailto:bruce@towardthegoal.net
mailto:bruce@towardthegoal.net
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Premier Recruitment 
and Talent 

Acquisition Services 
About Us

Since 1998, ResourceOne and its 
Recruiters have been leaders in 
the Recruitment industry for clients 
ac ross mu l t i p l e i ndus t r i es . 
Recruiting coast-to-coast, we offer 
personalized services to our 
clients to help find them their next 
Great Hire by delivering superior 
candidates!

We Source Superior Candidates.
We recognize our clients are 
extremely busy, and get the fact 
that it is quality over quantity. We 
source our candidates with a 
variety of methods, and ensure 
that when you need Top Talent, 
ResourceOne and its nationwide 
network of extraordinary recruiters 
will go above and beyond to find 
premier candidates for your 
openings. Your success is our 
success! 

We Build Relationships.
We have lea rned the bes t 
relationships exist where there is a 
connection. This includes a 
connection between ResourceOne 
and our clients; a connection 
between ResourceOne and our 
candidates; and ultimately a 
connection between our Clients 
and our Candidates throughout the 
hiring process and long after hire. 
We work hard to build and 
maintain these connections with all 
of your hiring needs.

THE RESOURCEONE ADVANTAGE:
We know there are other recruiting agencies you can consider when trying to find talent for your organization’s 
needs, but ResourceOne International is the leader in this space. The following are just some of the reasons you 
should turn to ResourceOne for your placement needs:

Vast Industry Experience – Most members of our nationwide recruiting team have held Executive-level 
positions with HR / Operations / Recruiting in the Hospitality / Executive Search industries… We get it!
Offices Nationwide – With regional offices across the Country, we are truly tapped into the top talent 
nationwide, as well as regionally.
Save Time & Money – With many direct & indirect costs associated with staff managed searches, our firm 
will save you a significant amount on costs and tasks that take staff away from regular job duties. Our process 
will also save you time on recruiting, which equals money!
Our Promise – We will never send a candidate that doesn’t meet the primary skills you outline, or isn’t willing 
to accept the salary you specify, and we will always offer at least a 3-month guarantee policy on any hire 
Range of Candidate Sourcing – Using numerous resources to conduct each search represents one of our 
greatest assets. Our proprietary database alone houses thousands of active professionals seeking new 
opportunities. We will only deliver candidates who meet your desired skills.
Comprehensive Screening & Assessment – We utilize a variety of screening tools to maximize each 
candidate’s potential for success and assure they are truly qualified to join your team.  We provide in-depth 
analysis of each client’s position specifications with a dedicated “Value” focus on assessing and interviewing 
candidates fit with the position.
Exceptional Reputation – Our reputation and client references will speak for themselves. We will never 
cross the lines of confidentiality or trust. A complete dedication to exceptional customer service.

Why Choose ResourceOne International?

For More Information Contact:
 Pete Doan, Partner & Executive Recruiter

pdoan@r1recruitment.com
330.987.1848

www.r1recruitment.com

mailto:pdoan@r1recruitment.com
http://www.r1recruitment.com
mailto:pdoan@r1recruitment.com
http://www.r1recruitment.com
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“OHIO REPTILES” 
Word Search

WHITE LAW OFFICE, CO. 

209 N WASHINGTON ST
MILLERSBURG, OHIO 44654
330.231.1195

107 W COURT ST
WOODSFIELD, OHIO 43793

740.472.1681
168 E MARKET ST

CADIZ, OHIO 43907
740.942.8244

WWW.THEWHITELAWOFFICE.COM

http://www.thewhitelawoffice.com
http://www.thewhitelawoffice.com
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HOW CAN WE HELP YOU?
Tear out {or print} this page and check mark how White Law Office,

or any of the contributors, can help you?

I would like to talk with someone about updating my operating agreement and business legal 
structure.

I would like to talk with someone about transitioning my business to the next generation.

I would like to talk with someone about training my sales and marketing team.

I would like to talk with someone about automating my marketing.

I would like to talk with someone about leadership training.

I would like to talk with someone about making sure my assets and property transfer to the next 
generation.

I would like to talk with someone about a buy sell agreement for my family business or with my 
partners.

I would like to talk with someone about buying or selling residential or commercial property.

I would like to talk with someone about protecting my business from risks and liability.

I would like to talk with someone about recruiting individuals to fill key roles in my business.

I would like to talk with someone about building a team of experts to advise my business.

I would like to talk with someone about having hard discussions with my family about the family 
owned business.

I would like to talk with someone about personality type and emotional intelligence training for 
myself and my small business.

I would like to talk with someone about building a caring culture inside my business.

I would like to talk with someone about financial options for my small business and/or how to 
manage my cash.

I would like to talk with someone about setting up a new small business.

I would like to talk with someone about how to retain employees.

I would like to talk with someone about                                                                                           

Name:  E-mail: 

Address:  Phone: 
Mail this to: 209 North Washington Street, Millersburg, Ohio 44654

Fax this to: 888.711.9210
Email this to: contactus@thewhitelawoffice.com
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White Law Office, Co.
209 North Washington Street
Millersburg, Ohio 44654
P. 330.231.1195
F. 888.711.9210
thewhitelawffice.com
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Communication 
1.the imparting or exchanging of information or news 

2, means of connection between people or places, in particular.

http://thewhitelawffice.com
http://thewhitelawffice.com

