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A PLACE TO CALL HOME 
Attorney Ken Hochstetler

Over a decade ago, my wife and I were going 
through the process of adopting two children from 
Colombia, South America. This meant we needed to 
find a home that was larger than the brick ranch we 
had bought as a starter home. We had bought our 
starter home three weeks before we were married 
and had decided in our youthful exuberance that we 
should take on a full-scale renovation a month after 
being married. This decision resulted in a lifetime of 
bad memories and plenty of strong disagreements, 
sometimes known as arguments, in what should 
have been a relaxing first year of marriage. To better 
understand the struggle of our renovation journey, 
picture newlyweds living in one room of their home. 
This one room did not include the bathroom which 
was accessible through a small hallway that was 
covered by a layer of plastic in a failing attempt to 
keep us from dragging construction dust into our 
one-room home. This meant we slept, cooked, 
dressed and lived in one room for months. I know 
that many people in the world are forced to live in 
similar situations, but this was not what we pictured 
when we bought the home. I should mention that I 
did enjoy having the refrigerator next to the bed, but 
my newlywed wife was not as keen on me getting 
my midnight snack without getting out of bed. But we 
persevered, or maybe I should say we survived, and 
we eventually had a fixer-upper that we were proud 
of and could call home. 

Over next several years, we enjoyed our starter 
home and as time went on, we decided that it was 
time to start a family. This eventually led to us to the 
adoption process and the realization that a home 

with only two bedrooms, one bathroom, and no 
basement, would soon be too small for a family. This 
meant starting over with the process of finding a 
home. This, of course, meant countless hours of 
searching for a property that had the qualities we 
were looking for. As any young couple in the area 
can tell you, the home market primarily consists of 
three markets for young families. The “can't-afford” 
category, the “really-can't-afford”category, or the “if-I-
win-the-lottery” market. However, after spending 
some time in the real estate market and doing some 
bidding at a land auction, we finally settled on the 
one property that we had dreamed about soon after 
getting married. We loved the location and school 
district, it had a great view of a valley, and we could 
build any home that our budget allowed. There was 
only one problem. The owner of the property was not 
all that interested in selling. 

Our dream property was owned by my wife's uncle.  
Although a few of you reading this may know to 
whomI am referring, I will protect the innocent and 
simply refer to my wife's uncle as "Uncle.” To say 
that Uncle was an interesting person is probably 
selling the word "interesting" a little short. Uncle had 
been born in an Amish home and decided as a 
teenager that he would leave home and work on the 
boats that carried freight around the Great Lakes. It 
was this spirit of adventure that would eventually 
lead Uncle to be a world traveler. This didn't mean 
that he called up the local travel agency and bought 
a ticket for where he was going. No, that was the 
second part about Uncle that you should know. 
Uncle was frugal long before people thought it was 
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cool to be frugal and decided to shop at Aldi. This 
meant that if Uncle decided that he wanted to travel, 
there were several low-cost options. 

The first option generally involved Uncle finding a job 
aboard a ship that was sailing in the direction he 
wanted to go. This was normally relatively easy to do, 
and the difficult part would be to find a way to spend 
some time at the desired location. Sometimes that 
involved coming down with a mysterious illness that 
meant you were unable to keep working. If things 
were desperate, it might also mean quitting the job to 
spend more time at the desired location. If the 
destination could not be reached by ship, then Uncle 
would turn to his second means of travel, hitchhiking. 
As any of my wife's family can tell you, there are 
dozens of hitchhiking stories involving Uncle. One of 
my favorites involves a trip in which Uncle was picked 
up by a driver who was headed in the direction he 
wanted to go. After some small talk, the driver made 
a proposal to Uncle. Because the destination they 
wanted to reach was far away, the driver proposed 
that Uncle could ride along if he agreed to share the 
cost of the gas for the trip. The driver went on to say 
he would pay for the first tank of gas and when they 
stopped for the second tank of gas it would be 
Uncle's turn to pay for the gas. Uncle quickly agreed 
and the two-continued traveling. Eventually, the car 
needed gas again and the driver pulled into a gas 
station for the second fill-up. As the second fill-up 
started, Uncle suddenly said that he needed to use 
the restroom and told the driver that he would be 
back in a little bit. I don't know how long that driver 
waited before he realized that Uncle wasn't coming 
back. That was just Uncle for you. 
The third thing you should know about Uncle is that 
he was a collector. I'm not talking about someone 
who decides that they want to collect stamps, coins 
or other things that people normally collect. Rather, 
Uncle collected things like cars, newspapers and 
kitchen knives. To be fair, he also collected things that 
other people collected. Ok, well, if we are going to be 
honest about it, there really wasn't anything that 
Uncle didn't collect. You might be wondering where 
Uncle might keep all his collectibles. The answer is 

on his property, of course, the property that was our 
dream property. 
Once we settled on Uncle's property as the right 
property for us, we started asking Uncle about selling 
his property. At first, Uncle didn't seem all too 
interested since this was the place he kept all his 
collectibles. However, with the help of my in-laws, 
Uncle slowly came around to the idea of selling his 
property. We continued to be patient and one day we 
received a contract Uncle had written on the back of 
a calendar. With the help of a local attorney, and 
some additional contract drafting, the deed was 
transferred and the property we had been dreaming 
about was finally ours. I would like to like to say that 
was the end of the story, but for us, it was only the 
beginning. Over the next decade, we spent countless 
hours building a home and cleaning up Uncle's 
collectibles. This fall will be ten years that we have 
lived on the property we dreamed about for so long. 
Our house has seen good times and bad times, but 
most importantly it has become our home. Uncle 
passed away several years ago, but we will always 
be grateful that he agreed to sell us our dream 
property.
If you are still searching for that dream property, know 
that when you find it, we are happy to help you make 
it yours. 

Attorney Ken Hochstetler
kh@thewhitelawoffice.com 

Small Business, Real Estate, & Life Planning Attorney
with White Law Office, Co.

mailto:kh@thewhitelawoffice.com
mailto:kh@thewhitelawoffice.com
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Contemplating one’s own demise can be challenging 
but is 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 Mountains. 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 happen to his business if 
something happened to him. Thus, Withering Hikes 
died of all-too common causes—human error and 
neglect—setting o a chain reaction of ever-worsening 
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 their salaries would continue 
without Harry at the helm. 

2. The departure of key employees meant that there 
was no one to manage the business. Total chaos 
reigned, and revenue took an 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, the company’s vendors 
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. Because Ha r r y l e f t no i ns t r uc t i ons 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 of 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 
vitally important to owners’ companies and families. 
Without a well-considered business survival plan, 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 their demises by creating 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 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 provides 
designated 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. 

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

Hummel Group, Inc. 4585 State Route 39, PO Box 250, Berlin, OH 44610, 330.893.2600
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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 should be continued, 
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 you be prepared for the 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

Karl Schlabach CLU®, ChFC®, CFP® 
kschlabach@hummelgrp.com

mailto:kschlabach@hummelgrp.com
mailto:kschlabach@hummelgrp.com
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The mission of the Holmes Center for the Arts is to provide educational and performing opportunities in the 
arts for individuals of all economic and social backgrounds within a wholesome, family-oriented atmosphere 

and to enrich our community through those artistic experiences.  

They are a center for the arts---a place where quality educators from every area of art (music, dance, 
theater, and visual arts) can teach interested students of all ages their skill.  

They believe that artists have the responsibility to bring people together, so in addition to classes in the arts 
they organize music, dance, and theatrical performances as well as artistic presentations.

WHITE LAW OFFICE, CO. IS PROUD TO SUPPORT THE ARTS IN OUR 
LOCAL COMMUNITIES AND WE ENCOURAGE OUR FRIENDS TO JOIN US IN 

SUPPORTING THE HOLMES CENTER FOR THE ARTS

Holmes Center for the Arts Board:
Cheryl Shaver: President

Marilyn Coblentz: Vice President
Alice Todaro: Treasurer

Kelli Grassbaugh: Secretary
Stephen Kilpatrick

Jaime White
David Ernst

Jennifer Troyer
Holley Johnson: Executive Director

If you are interested in helping the Holmes 
Center for the Arts meet its goal, please visit 

their Donations page at: 
www.holmescenterforthearts.org/donate 

or
Contact Executive Director, Holley Johnson at: 

(330).473.2879

Holmes Center for the Arts is a 501c3 Charitable Organization. 
All contributions can be tax deductible.

Sponsorship and Giving Opportunities:
1. Building Fund: Charitable contribution for construction or renovation of a new facilities for the center.
2. Handels Messiah: Sponsors needed for the spring choral and orchestral performance of The Messiah.
3. The Music Man: Sponsorship opportunities to support the summer musical performance of the beloved 

American classic.
4. The Nutcracker: Sponsorship opportunities to support the annual winter ballet performance.
5. Scholarships: Support scholarships for students to participate in Center activities.

http://www.holmescenterforthearts.org/donate
http://www.holmescenterforthearts.org/donate
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Charitable 
Giving… 
A way to simplify 

    and enhance 
----------------------------------------------------- 

eing charitable and supporting ones favorite 
charities can be one of life’s greatest joys.  A 
donor advised fund (DAF) is a unique, personal-

ized, flexible, and accessible way for one to make a 
difference – and receive tax benefits.  With a DAF, you 
can park funds anytime and receive an immediate tax 
deduction while having the flexibility to decide when, 
how, and who receives these charitable dollars, at a 
time of your choosing. 
 

A donor advised fund is designed to help an individual, 
family, or business with charitable interests to make a 
lasting impact on the organizations and ministries that 
one chooses to support.  The participation level is flex-
ible and one that suits the donor’s needs.   
 

Setting up a donor advised fund is simple.  You make a 
one-time tax-deductible contribution of cash or other 
assets with a fair market value (real estate, securities, 
mutual fund shares, etc.) to the donor advised found-
ation.  Any subsequent contributions also qualify for the 
tax deduction. 

----------------------------------------------------- 
A donor advised fund is designed to help an 

individual, family, or business with 
charitable interests to make a lasting impact 

----------------------------------------------------- 
An important feature is to have the option of choosing 
an investment model for the fund.  At Everence, our 
foundation offers a no fee option or a fee-based 
investment model option.   
 

The donor can recommend how and when donated 
assets should be distributed to preferred charities.  
Disbursements to any qualified tax-exempt charity (faith 

based, church or civic) will include the fund’s chosen 
name (ex: Riser Family Charitable Fund) or can be 
anonymous.  Other desirable features include the ability 
to schedule reoccurring distributions, and electronic 
access to initiate disbursements and check account 
balances.  
 

Gifts from DAF’s help provide a steady base of 
contributions to charities. Most funds are established 
during higher income years by owners of appreciated 
assets, or to distribute an estate’s charitable assets. 
 

Because Mennonite Foundation is a charity, it can give an 
immediate tax deduction for each DAF contribution.  If 
the gift is cash, the deduction is up to 60% (in 2018) of 
one’s adjusted gross income.  For gifts of securities and 
real estate, the limit is 30%.  But any deductions above 
these limits may be carried forward for up to five 
successive years. For gifts of securities and real estate, 
the tax deduction is based on the asset’s fair market 
value, and therefore one avoids income tax on capital 
gains. 
 

Additional features of a DAF would include receiving a 
quarterly statement of the fund donations, opening 
balance, amount received, disbursements and closing 
balance.   

 

A donor advised fund is a great way to streamline 
one’s charitable giving-to more easily track separate 
receipts for each donation.  Plus, donors receive the 
satisfaction of knowing the charities receiving the 
disbursements will benefit from one’s generosity. 

 
David A Miller (330-763- 
3191) is the Charitable 
Services Representative 
for Everence Financial  
with offices in Kidron & 
Hartville. 

Everence is a faith-
based financial services 
organization. 

david.miller@everence.com or www.everence.com 
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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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Ever struggle with self-confidence? Ever have a 
moment (or several moments) of self-doubt? Ever feel 
like maybe you’re not cut out for sales?
We all have those thoughts from time to time, and 
these self-limiting beliefs have the potential to crush 
us if we let them. Here’s how these beliefs can 
sound…
• “I’m not…”
• “I can’t…”
• “I’m just…”
• “It’s too late…”
• “The company/market is…”
• “I don’t have…”
• “If only…”
Some of these beliefs are based in fear; some are 
formed over time; and some may appear when you 
least expect them.

YOU JUST HAVE TO FIGHT BACK.
When you hear yourself verbalizing these things, 
that’s when you know something’s wrong. The truth is:
You are capable.
You are smart enough.
You are worthy.
You are passionate.
You are in control.
You are (fill in the blank).

Remember the time you closed that huge deal. Think 
back to the successes you’ve had in the past. Remind 
yourself of WHY you do what you do. And then turn 
those statements around…
• “I’m not…” becomes “I am…”
• “I can’t…” becomes “I can…”
• “I’m just…” becomes “I will change…”
• “It’s too late…” becomes “It’s never too late…”
• “The company/market is…” becomes “What else…”
• “I don’t have…” becomes “I’ll make it work…”
• “If only…” becomes “When I…”

IT’S NOT ALWAYS EASY.
But, when you sense the urge of self-limiting believes 
coming on, don’t let them in. Instead, begin and end 
your day with positive thoughts and self-affirming 
beliefs.

IT’LL MAKE ALL THE DIFFERENCE.

Interested in learning more 
about the Sandler selling 
system? Give us a call at 
330-231-0998 or send an 

email to 
jordan.mullet@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, cl ient 
development and business coaching. His clients tend 
to be small/medium local businesses, ranging from 
solo entrepreneurs to growing companies with large 
sales teams.

YOUR BELIEFS CAN MAKE OR BREAK YOU
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It just might be the people I 
associate with, but I find the 
subject of  passion  – whether it’s 
about our work, our lives, or 
whatever we may be doing – 
creeping into the conversation 
quite a bit lately.
I suppose it’s natural that words 
like passion and purpose are part 
of the lexicon here at  Newton 
Institute considering one of The 5 
ActionsSM in our leadership 
training is Run to Great Purpose. 
As we embody the topic of passion 
and purpose here, there is a 
question that we continually hear 
from leaders of companies and 
organizations around the world: 
“Just how do you find your 
passion?”
Passion shapes our existence. It 
fuels our inspiration and opens us 
up to opportunities and changes 
around us. When you have 
enthusiasm and excitement for 
what you do, life simply opens up 
for you. It’s no wonder so many of 
us want to tap into that type of 
energy!
Most stories about people who set 
out to discover their passion have 
common themes, including my 
own. Inspired by conversations 
I’ve had “around the water cooler” 
and with John Stahl-Wert, author 
of  The Serving Leader: Five 
Powerful Actions to Transform 
You r Team, Bus iness , and 
Community  and co-founder of 
Newton Institute, I came up with 
five actions that I think will get you 
started if you are looking to 
find your passion:

Start with Self Awareness and 
Authenticity

You might have heard it said: “You 
have to know yourself to grow 
yourself.” That’s why I believe any 
journey to find your passion should 
begin with knowing who you are 
and learning how to show your 
true self to others.
In the book  What’s Your Gen-
ius?  author Jay Niblick identifies 
two things that successful people 
have in common. Those two things 
are:  Self Awareness  – the 
understanding of who you are, 
your design, make up, strengths, 
a n d n a t u r a l a b i l i t i e s ; 
and  Authenticity  – dedication to 
being more of who you are instead 
of focusing on what you are or the 
skills you lack.
So how do you find out who you 
a r e ? T h e r e a r e l o t s o f 
assessments on the market that 
can help you discover your innate 
competencies and motivators, but 
choosing just one assessment is 
like using one utensil for all of your 
m e a l s . E a c h h a s d i f f e r e n t 
applications. Remember, we’re 
infinitely complex beings, so a 
single tool will give us only a 
snapshot of the big picture. Two 
that I really like are the Predictive 
Index, which addresses motivating 
needs and behav io r s , and 
the  Attr ibute Index , which 
measures skills and competencies.

Pay Attention
Something my father always said 
when I was growing up was: “Be 
aware of your surroundings.”  It 
turns out that, as with most things, 

it’s much easier to talk about 
paying attention than to actually do 
it.
Some people are fully present and 
able to analyze situations and their 
outcomes quite naturally. They get 
crucial information, either from 
their gut or from the environment 
around them, that helps them 
make choices or take actions to 
produce the results they want. But 
most of us need to work on 
practices and habits that can keep 
us present and focused.
Mastering the skill of “being 
present” is particularly important 
when trying to identify your 
passion. Pay attention to how you 
f e e l a b o u t c e r t a i n t a s k s , 
assignments, ideas, etc. The more 
in-tune you are, and the more 
internal and external information 
you can gather, the easier it will be 
to discover exactly what you want 
and how to get it.

Identify Your Strengths
While we did discuss identifying 
your strengths as part of the 
process of becoming more self-
aware, I th ink i t ’s such an 
important component to finding 
your passion that it needs some 
extra examination – because 
another part of the process is 
being able to admit to things that 
aren’t your strength, and that’s not 
as easy as it may seem.
W h i t n e y J o h n s o n , a u t h o r 
of  Disrupt Yourself, offers three 
very good questions to ask 
yourself in order to identify your 
strengths: 

FINDING YOUR PASSION:5 STEPS TO DISCOVERING 
THE WORK YOU WERE MEANT TO DO 

Josh Newton, Newton Institute
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1. W h a t m a k e s y o u f e e l 
strong?  What are the things 
that you do that make you feel 
strong? When the work is 
engaging and challenging but, 
at the same time, comes 
naturally to you

2. What compliments do you 
dismiss? What compliment do 
you receive that seems silly to 
you? It’s probably on something 
that you never would have 
expected to get a compliment 
o n b e c a u s e i t s e e m s 
insignificant to you.

3. What exasperates you? What 
are the things that, when 
someone else doesn’t seem to 
“get it “or can’t do it, you just 
can’t relate?
Admit Defeat and Failure

Mistakes are a part of life, but 
admitting to defeat and failure is 
hard. It’s not in our nature to admit 
our foibles and, frankly, it takes a 
lot of humility and honesty to do so. 
But without admitting failure, you 
can’t learn from your mistakes.
It’s the same with accepting defeat. 
This may sound counter intuitive 
(which is probably a good sign that 
it’s right) but sometimes you can’t 
move on unless you quit.
I had to learn this first-hand. I went 
to college to study Computer 
Information Systems, and went 
immediately into a career as a 
program developer.  I invested four 
years in school, and three years in 
a job that made me truly unhappy. I 
simply hated my life.
So, I started to really look at the 
aspects of my job that I didn’t like 
and the ones that made me 
excited.  I quickly realized that I 
loved spending time with the users 

of my applications.  I loved talking 
to them about the problem they 
needed my software to solve, or 
what they did with their kids over 
the weekend. Where things started 
to fall flat for me was when I had to 
go back to my cubical and stare at 
my computer screen.  Regardless 
of the time and effort I had 
committed to this direction in my 
life, I came to a point where I had 
to admit I wasn’t passionate about 
it, I wasn’t great at it, and I had to 
admit defeat.
Admitting defeat was the first step 
of the journey that brought me 
here, where I can help solve 
problems for leaders and be a lot 
more satisfied in my work.

Experiment and Don’t Worry 
About Sunk Costs

Sometimes finding out what you 
love is an exercise in first figuring 
out what you  don’t  love.  I didn’t 
love what I was doing, so I made 
the radical choice to change it. 
Experimenting, especially with 
something as big as a career can 
be frustrating, but there are some 
things you’ll never know unless you 
try.
Through this passion-discovery 
process, you can’t worry about the 
time, money, and energy you’ve 
invested in something you know 
isn’t right. Life is full of sunk 
costs.  Don’t get hung up on 
them. Don’t be afraid to quit when 
you know something isn’t right.
Every one of us has a greater 
purpose.  Find it, and you will be 
doing the work you were meant to 
do. 

ABOUT THE AUTHOR
Josh Newton is a Senior Training 
Consultant and the Manager of 
Technical Marketing at Newton 
Institute.  Josh believes that most 
successful and passionate people in 
the world have 2 things in common. 
They are self-aware and authentic. 
They know who they are and they 
don't try to be anything else. 
Everyone has a purpose and a 
unique set of abilities that is their 
contribution to the world. Josh’s 
passion is helping companies and 
individuals find what that is and put 
their potential into practice. 

To learn more about how your 
company can benefit from a 1 or 2-
day workshop focused on Run to 
Great Purpose o r Bui ld on 
Strengths, contact Newton Institute 
a t ( 7 2 4 ) 6 6 3 - 1 6 1 7 o r 
john.chapman@newtoninstitute.com

mailto:john.chapman@newtoninstitute.com
mailto:john.chapman@newtoninstitute.com
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An Evening with 
Dr. John Stahl-Wert 
Join us for dinner and an engaging 
presentation with international best-selling 
author, speaker, and authority in the field of 
leadership, Dr. John Stahl-Wert. 

S P O N S O R E D  B Y :

$25 Registration 
Includes:

Register Online: johnstahlwert.eventbrite.com  
or Contact Jordan Stoltzfus: (330) 231-1195

 — 3-Course Meal
 — 1-Hour Presentation
 — Free copy of John’s Best-Selling  

book, The Serving Leader

WHEN:

WHERE:
Carlisle Inn Walnut Creek
4949 Walnut Street
Walnut Creek, OH 44687

Thursday, Mar 8, 2018
6:00 PM – 8:00 PM

WHAT?

MISSION

HOW?

VA LUES

WHO?

DNA

WHY?

GREA T
PURPOSE

Serving
Leader 

Compass

JOHN WILL BE PRESENTING:

eys to Success: Identi ying and Aligning 
ith our Organization s DNA

• Learn the 4 Questions every leader must answer to 
    be successful
• Learn about Organizational DNA – and how Great 

Purpose, Values and Mission flow out of your 
organization’s unique design

• Learn how to use the Serving Leader Compass – an 
     innovative tool that helps clarify and communicate 

WHERE your organization is going.
• Learn how Mission, Vision & Values are critical to 

successfully defining and implementing your strategy



HOW CAN WE BE    SERVICE TO YOU?of

Mediation

Collections

CRIMINAL 
DEFENSE

Contracts

TRUST & 

INTEGRITY

TITLE  & LIFE 

INSURANCE

Real 
Estate

PROBATE

Trusts

FAMILY 
LAW

Pipelines 

& ROWSOil & Gas

Startups

LLC Custody

Wills

Title

Negotiations

Arbitration

Landlord   
Tenant   

Divorce & 
Dissolution

Business Sales 
& Acquisitions

Elder Law

Succession 
Planing

Civil 
Litigation

White Law Office, Co.

Business 
Counsel

Thomas D. White, Senior Partner
tdw@thewhitelawoffice.com

Matthew A. Kearney, Litigation Associate
mak@thewhitelawoffice.com

Marianne E. Smithberger, Litigation Associate
ms@thewhitelawoffice.com

Christopher M. White, Managing Partner
cmw@thewhitelawoffice.com

Ken Hochstetler, Local Associate Holmes County
kh@thewhitelawoffice.com

Lynsey A. Schumacher, Local Associate Monroe County
las@thewhitelawoffice.com
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White Law Office, Co., Attn: Attorney Ken Hochstetler
209 N Washington St, Millersburg, Ohio 44654
T 330.231.1105, F 888.711.9210, E kh@thewhitelawoffice.com

Turnkey Opportunity

Owner looking to hand over the keys to an epoxy flooring 
small business that has steady annual revenue and is ready 
for growth. With a built-in team, vehicle, trailer, equipment, 
and training provided by the current owner, a new owner can 
step into a leadership position with confidence. With little to 
no downtime, a new owner can pick up where the current 
owner leaves off.

Offered at:

$200,000
• Ongoing Book of Business
• $64,000 in Vehicle, Trailer, 

and Equipment Included
• $94,500 2017 Net Income
• 2 Employees

Contact White Law 
Office for a Non-

Disclosure Agreement

White Law Office, Co. Business Brokerage Services

Epoxy

Flooring
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WHITE PAPERS’ CLASSIFIEDS
Trust ~ Integrity ~ Privacy

What Are White Papers’ Classified Ads?
The classified section of the White Papers is private 
classified section maintained by White Law Office, Co.

Who Are The Classified Ads For?
• Employers looking to fill positions.

• Job Hunters placing their skills on the market. 

• Investors seeking investment opportunities. 

• Entrepreneurs seeking investment.

How Do The Classified Ads Work? 
For a posting fee, White Law Office, Co. routes 
responses to the classified ad to the individual, 
company, or group posting the ad. This allows the post 
to remain private and anonymous.

How Can You Place A Classified Ad?
Contact Jordan Stoltzfus at js@thewhitelawoffice.com 
or 330.231.1195. 

Residential Builder Sales
Look ing for mot iva ted person who has an 
understanding of the home construction business. You 
will be responsible for selling residential equipment 
installs to homeowners throughout the Greater 
Northeast Ohio market. We have been a leader in the 
business, throughout Ohio, for over 10 years. Previous 
sales experience is a plus but not needed. This position 
is 75% office and 25% field. So if you are looking to get 
out of the cold weather this may be a great fit for you. 
We are local and hire local. 
Job Type: Base plus Commission
Salary: $50,000 /year plus Commission
Required experience:

• Sales: 1 year
• Construction background

Required education:
• High school or equivalent

Required license or certification:
• Driver's License

Submit Resumes to:
pete@smarthirenow.com 

Inside Sales/Service Support
Looking for a multi-tasking expert. Someone that can 
handle multiple tasks at any given time and has the 
flexibility to work in multiple fields. This person must 
have a strong presence on the phone and an 
understanding of computers, scheduling, calendaring, 
and basic math. Key responsibilities will include 
developing and managing daily reporting for customers. 
Building and maintaining customer relationships and 
satisfaction through management of accounts. 
Continuous communication with customers, assigned 
service providers, and provide full customer service, 
sales, and problem solving solutions. 
Job Type: Base plus Commission
Salary: $25,000-30,000 /year plus commission
Required experience:

• Secretary or comparable: 1 year
• Construction background is a plus

Required license or certification:
• Driver's License

Submit Resumes to:
pete@smarthirenow.com 

White Law Office, Co. does not warrant or 
guarantee any of the offerings or 

statements in any classified ad, nor is it 
responsible for any due diligence on the 

validity of any offering or statements made 
therein. 

White Law Office, Co. reserves complete 
discretion to choose and approve what 

ads to post.

Unless otherwise stated, White Law 
Office, Co. does not represent any 
posting party beyond providing them 

space in the White Papers’ Classified Ads.

mailto:js@thewhitelawoffice.com
mailto:pete@smarthirenow.com
mailto:js@thewhitelawoffice.com
mailto:pete@smarthirenow.com
mailto:pete@smarthirenow.com
mailto:pete@smarthirenow.com
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Recently my wife and I had an incredible dining 
experience that challenged and inspired me as a 
leader and business owner. Our evening out started 
well as our server introduced herself and took a few 
moments to get to know us and take our drink 
order. I could see our server loved what she did, as 
was evidenced by her passion and verve. I could 
tell that she desired to provide for us an experience 
that added value to the incredible food that we were 
about to eat and it began with the water.   

Cyndi brought the water to us with flair with a smile 
and short quip that made us laugh and made us 
feel like, our water was the finest water in the world 
conveniently brought to us through an amazing 
invention called, “the faucet”. 

I thought to my self,“this is cool”, and It was just the 
beginning. 

With a whisk and a spin she navigated the tables as 
the restaurant continued to fill not losing any energy 
or pop. Her wit and focus on each of her tables was 
inspiring. I could tell she was a true service 
professional which was evidenced as she walked 
us through the menu of that evenings dinner 
options. 

What happened next was extraordinary as I was 
literally transported to food-topia.

It was the first time in my foodie existence that 
someone masterfully told me the story behind the 
food choices in front of me. With the skills of a ninja 
story teller she began to share with us each item in 
exquisite detail, where it was caught, harvested and 
butchered along with the flight number and arrival 
time to ensure it’s freshness, making me feel like a 

VIP. Then she further unpacked how is was going to 
be fixed, breaking down how those spices when 
brought together at the right temperature infuses 
flavors in each dish that almost caused me to order 
one of everything. 

I asked her what she liked and she shared with me 
her experience with a dish as she tasted the 
entrees earlier in the day in preparation for our 
dinner service. I was convinced and went with her 
recommendation and it was everything and more 
that she described with the skill of Garrison Keillor 
of the famed radio show, “Prair ie Home 
Companion”. 

Dessert was no different as she described their 
bread pudding as being so good that it makes the 
Amish Girls Cry! Well, that did it for me and I can’t 
say for sure if would make an Amish girl cry or not, 
but it surely made me cry when I was finished, 
wishing I could have more of that incredible 
pudding. 

Needles to say I had a wonderful time and as I 
drove home I was confronted and inspired with a 
leadership epiphany. Perhaps one of the most 
overlooked leadership skills is storytelling. As I 
thought about it, I was convinced that this is 
something that I need to work on more with my 
clients and in my emerging leader training courses. 

Story telling has been used for thousands of years 
as leaders of all cultures have leveraged it as a way 
to teach, train and effectively pass down traditions 
and cultural frameworks to future generations. 

So, here is why story telling is such a critical skill 
that all leaders must nurture and develop.  

THE MOST OVERLOOKED SKILL 
THAT LEADERS NEED TO DEVELOP

Guiding, Inspiring and Instructing business owners and leaders to improve their lives and achieve their goals.
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First, Casting vision is a vital skill for all leaders and 
stories strategically reinforce the principles behind 
what brings that vision to life. When ever you can 
attach a relevant story to a life giving principle it 
becomes a powerful catalyst for vision impact.  

Every Vision needs multiple vision casters. 
Becoming a secondary vision caster with ability to 
connect your growth journey in context of the vision 
will add incredible value to the company and set 
you apart from the crowd. 

Telling stories reinforce the high level why’s behind 
the vision. Knowing those “Why’s” cements and 
connects what your learning, with your leadership 
journey and it will give you the confidence to lead 
even in the midst of uncertain times. 

Telling stories position you as an influencer in the 
organization. Clarity defines leadership and stories 
serve as a clarifying tool that will draw those who 

are still figuring out what the vision thing is all about 
and why they should embrace it. 

Lastly, being a great story teller is portable. It will 
give you a differential advantage no matter where 
you go and what you do.  

When Cyndi my most excellent, “Cuisine Visioneer” 
adds tremendous value to an already out of this 
world food experience. I wonder what kind of 
impact leaders could have in an organization if they 
had the opportunity to catch a glimpse her in action, 
take the story with them and apply this much 
needed skill with the same energy and focus and to 
the work they do or the business they own. 

I’m sure there would be a great story to tell!

Smile the next level awaits.

Kevin

Guiding, Inspiring and Instructing business owners and leaders to improve their lives and achieve their goals.

Kevin is the CEO of Invisible Insights. He resides in Sugarcreek and 
serves his clients as a Business Advisor, Executive Coach and Trainer. 

He is the founder of Invisible Insights Research International an 
organization dedicated to research and develop effective training that 

positions emerging and next generation leaders for influence and 
impact.

You can contact Kevin at invisibleinsights@gmail.com

mailto:invisibleinsights@gmail.com
mailto:invisibleinsights@gmail.com
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White Law Office, Co., Attn: Attorney Christopher M. White, Managing Partner
209 N Washington St, Millersburg, Ohio 44654
T 330.231.1105, F 888.711.9210, E cmw@thewhitelawoffice.com

Next Level Ready!

This is a salon and spa that has five years of reputation and 
brand recognition developed in Holmes County. From 
regulars to special events, it provides clientele with a wide 
range of services. It is located in a unique and reinvented 
location with room to expand. Our client has worked hard to 
develop this from an idea to a reality, but is now ready to sell 
to someone who has the vision to take it to the next level.  


Are you that someone?

Offered at:

$300,000
• 2,640 Square Feet 100% 

Updated First Floor
• 2,640 Square Feet 80% 

Updated Second Floor
• Fully Stocked Inventory
• $200,000 Est. 2017 Revenue
• 37% Average Annual Growth 

Over Past 4 Years
• Fully Staffed
Contact White Law Office for 
a Non-Disclosure Agreement

White Law Office, Co. Business Brokerage Services

Salon 

and Spa
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T I M E : D A T E :
L o c a t i o n :

07 AM-12 PM 2018-4-20

FRIDAY, APRIL 20TH, 2018

6TH ANNUAL 
SMALL BUSINESS 
CONFERENCE 

W h i t e  L a w  O f f i c e ,  C o .  P r e s e n t s :

F o r  m o r e  i n f o r m a t i o n  o n  a t t e n d i n g  o r  t o  b e c o m e  a  s p o n s o r ,  c o n t a c t  J o r d a n  S t o l t z f u s  a t  
3 3 0 . 2 3 1 . 1 1 9 5  o r  j s @ t h e w h i t e l a w o f f i c e . c o m

W O
L

18

T i c k e t s :

$25.00 
PER PERSON

R e g i s t r a t i o n :

S M A L L B U S I N E S S C O N F E R E N C E . E V E N T B R I T E . C O M  
O R  S E N D  A  C H E C K  T O  W H I T E  L A W  O F F I C E ,  C O.  

2 0 9  N  W A S H I N GT O N  S T,  M I L L E S B U R G ,  O H  4 4 6 5 4

The 6th Annual Small Business Conference is built for entrepreneurs, small business owners, and 
their teams. There will be sessions tailored for entrepreneurs all stages of their small business, 
including those that are starting up, already established, ready to plan their transition, and 
everything in between. Our purpose is to provide our fellow small business owners and 
entrepreneurs access to subject matter experts, information, and resources.

Schedule 
6:45-7:15 	 Registration

7:15-7:30 	 Opening & 1st Mini Keynote: Christopher White, White Law Office, Co.

7:40-8:10  Individual Session 1 (10 unique sessions to choose from)

8:20-8:35 	 2nd Mini Keynote: Hummel Group

8:35-9:05 	 Individual Session 2 (10 unique sessions to choose from)

9:05-9:20 	 Break

9:20-9:35 	 3rd Mini Keynote: Josh Newton, Newton Institute

9:45-10:15  Individual Session 3 (10 unique sessions)

10:25-10:40 	 4th Mini Keynote:

10:50-11:20 	 Individual Session 4 (10 unique sessions)

11:30-11:55 	 Keynote: Julian Coblentz, General Manager of Walnut Creek Foods


The 6th Annual Small Business Conference is Sponsored by: 
Toward the Goal Ministry, Dave Schlabach Financial Services, Jordan Mullet, 

Hummel Group, & Newton Institute 

Coffee and Refreshments are Sponsored by Keim Lumber

WINESBURG HERITAGE  
COMMUNITY  CENTER
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One thing every one of us has in 
common is this: we fail. Everyone 
has experienced it, we will again, 
but few of us want to think about 
it, let alone talk about it. The best 
leaders, the people who live most 
successful ly and are most 
personally satisfied are those 
who have learned not only to 
accept that failure happens to us 
without discrimination, that we 
can honor it, learn from it, and 
grow from it.

It’s difficult, though, because 
failure is something we want to 
hide,  to lock up behind closed 
doors. Failure makes us feel 
a s h a m e d ,  v u l n e r a b l e a n d 
apologetic. But failure doesn’t 
mean WE are failures—it doesn’t 
mean that the game is over. It 
m e a n s w e h a v e a n e w 
opportunity to gain wisdom and 
move forward stronger.

First, we need to consider  the 
most common reasons we 
fail.  Lolly Daskal, leadership 
guru, says 7 core reasons are:

• A fixed mindset. It’s satisfying 
to believe that what you know 
and how you know it is always 
the right way, but of course we 
don’t know it all. Instead we 
need a growth mindset, one 
that believes there’s always 
something to learn, something 

to grow with, something to get 
better at. it doesn’t matter how 
slowly you go as long as you 
don’t stop.

• Stagnant development.  Most 
of us can get pretty far on our 
natural strength, gifts and 
talents. But at some point, we 
may discover we don’t have the 
s k i l l s w e n e e d t o k e e p 
a d v a n c i n g , a n d w e fi n d 
ourselves at a standstill. To 
grow, we need to always keep 
developing ourselves. If we 
stop learning we stop growing.

• No clear purpose. if you aren’t 
sure where you’re going, it’s 
natural to get lost, over and 
over again. To briefly wander off 
the path is one thing, but to not 
have a goal, a purpose, doesn’t 
allow you to plan. And, as the 
old saying goes, when you fail 
to plan you are planning to fail. 
Your purpose is the place 
where your deep determination 
meets the impact you want to 
make.

• Negative thinking. Few things 
are more destructive. Nothing 
ever good has ever come from 
negative thinking; instead, it 

f e e d o u r s h a m e a n d 
vulnerabilities. If you want to 
succeed, learn the power of 
positivity and what it can do 
when you are trying to achieve 
something difficult. Think of 
failure as unfinished success.

• Lack of productivity.  Without 
action, there is no productivity; 
without productivity, there’s no 
a c h i e v e m e n t ; w i t h o u t 
ach ievemen t , t he re ’s no 
success. Your future is created 
by what you do today, not by 
what you do tomorrow. Nothing 
will work unless you do. Even a 
little progress each day can 
yield big results.

• Lack of motivation.  If you 
don’t want to fail, you have to 
start working toward success. If 
it’s important to you, you’ll find 
it within you to get it done. If 
not, you’ll find excuses–and 
then failure is just around the 
corner.

• Shortage of confidence. 
Without confidence, where you 
are going to get the strength to 
move forward? Confidence is 
especially needed when failure 
presents itself. Your confidence 
is the most important factor in 
your achievement.

But failure makes better leaders 
when leaders figure out why they 

HONORING FAILURE, GROWING THROUGH FAILURE 
DWIGHT MASON
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failed, and mine the wisdom from 
it.

F a i l u r e s h a p e s l e a d e r s . 
Someone who never fails either 
never takes risks or constantly 
finds a way to weasel out of 
responsibi l i ty. The greatest 
leaders in the world have been 
shaped by failure. Read their 
biographies. Whether athletes, 
CEO’s, teachers, politicians—
they have all been shaped by 
failure.   Most would see that as a 
failure, and yet they created one 
of the historic companies. The 
most rewarding decisions of your 
life will be shaped by how you 
react to failure.

Resilience, the ability to bounce 
back, can only be learned from 
failure.   Failure will teach you 
resilience and how not to buckle 
when you experience difficult 
times.

It will help us learn what 
works. To learn what works and 
what doesn’t you have to test. If 
you are unwilling to fail, you will 

never go through this process 
and you will never achieve the 
things you want to achieve, as a 
result. Accepting failure will push 
you to try things you have never 
tried before and potentially win 
big.

When a leader accepts failure 
and doesn’t run from it, failure 
actually improves the morale 
of the people who work for 
us.   There’s nothing worse than 
work ing fo r someone who 
believes they can do no wrong, 
shift the blame, or pretend 
nothing bad happened.   When 
your employees see that you fail 
and learn from it, they will 
actually be encouraged and lose 
their own fear.

Fai lure teaches you who 
REALLY believes in what you 
are doing and who is going to 
bail when the going gets 
tough. You wouldn’t have known 
that unless something had gone 
wrong.

Michael  Jordan, incredible NBA 
Star, famously said, ““I’ve failed 
over and over and over again in 
my l i fe and that is why I 
succeed.”

John Maxwell says, “There are 
two ways you can fail: you can 
fail forward, or you can fail 
backwards. The choice is yours.” 
His book FAILING FORWARD is 
filled with practical advice  for 
turning your failure into the 
springboard for success.

If we are going to flourish in life 
and work, we must realize there 
is one major difference between 
average people and achievers. 
The difference is how they 
respond to failure. To become 
a great leader in 2016 you have 
to be comfortable with things 
going wrong. Great leaders see 
them as learning opportunities, 
rather than setbacks. As long as 
you learn from the mistakes you 
make, failure is a worthwhile 
endeavor.
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Don’t Miss                                              
Another Auction!                                                     

kaufmanauction.bid

                                                           
t Download 
our App!

                                                           
t Sign up for 
text alerts! 

REMEMBER TO SPRING FORWARD

Daylight Savings Time Starts 
Sunday March 11, 2018 

Turn Your Clock Forward 1 Hour

From Purchase Contract to Closing
Walnut Ridge Title

209 North Washington Street
Millersburg, Ohio 44654

330.231.1195
www.thewhitelawoffice.com
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92.41 Wooded Acres For Sale
Lewis County, West Virginia

Knight	Property	Map	
92.41	Acres	Lewis	Couty,	WV	

Legend				

Cleveland

2000	ft

N

➤➤

N

93 +/- Acres

Knight	Property	Map	2	
92.41	Acres	Lewis	Couty,	WV	

Legend				

Cleveland

1	mi

N

➤➤

N

93 +/- 
Acres

Table of Contents

9

The following illustration depicts EQT’s acreage position within the Marcellus play as of December 31, 2016:

As of December 31, 2016, the Company’s proved reserves were as follows:

(Bcfe) Marcellus
Upper

Devonian Other Total
Proved Developed 4,732 452 1,659 6,843
Proved Undeveloped 6,468 197 — 6,665
Total Proved Reserves 11,200 649 1,659 13,508

 
The Company’s natural gas wells are generally low-risk, having a long reserve life with relatively low development and 

production costs on a per unit basis.  Assuming that future annual production from these reserves is consistent with 2016, the 
remaining reserve life of the Company’s total proved reserves, as calculated by dividing total proved reserves by calendar year 
2016 produced volumes, is 17 years.

93 +/- acres

For Information Contact: Attorney Christopher M, White at (330).231.1195 or cmw@thewhitelawoffice.com

Lewis County Parcel No: 01 8V003100000000 -  Title Abstract Available 
Upon Request (Current September 6, 2017) - 5/6ths of the Minerals 

Attached to the Property -  No Current Active Lease on the Oil and Gas

mailto:cmw@thewhitelawoffice.com
mailto:cmw@thewhitelawoffice.com
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New Deduction Will Provide Some 
Relief To Flow-Through Entities 

Get To Know More About The Flow-Through Business Income Deduction
This brand new provision (not to be confused with 
the low tax rate of 21 percent awarded to C 
corporations) allows owners of pass-through entities 
– S corporat ions, partnerships and sole-
proprietorships – to take up to a 20 percent 
deduction of their pass-through income on their 
personal tax returns.

This particular flow-through provision was ultimately 
added to the Tax and Jobs Act as a way to help 
mitigate the fact that, while C corps were given 
substantially reduced tax rates, the individual tax 
rates were only reduced by about two or three 
percent. And because the income an owner of a 
flow-through business receives is ultimately taxed at 
the personal tax rate (which is in most cases much 
higher than the 21 percent corporate tax rate), the 

flow-through business income deduction helps 
bridge the newly created gap.
Previously, because there was no such deduction, 
every dollar that passed through to you, as the 
owner of an S corp, partnership or sole-
proprietorship was taxed at your maximum individual 
tax rate. But now, thanks to the flow-through 
business income deduction, owners of flow-through 
entities can now offset the higher individual tax rate 
they have to pay by taking an up to 20 percent 
deduction on their pass-through income.

What is it?
The flow-through business income deduction is a 20 
percent deduction of pass-through income on an 
individual owner’s personal tax return.

Who is eligible?
Business owners engaged in a partnership, S 
corporations, rental property owners, or sole-
proprietors who conduct “active” trade or business 
are eligible for the flow-through business income 
deduction. In addition, trusts and estates are also 
eligible.

That being said, limitations exist. The threshold 
amount is $157,500 for individual taxpayers and 
$315,000 for married taxpayers filing jointly. Phase-
ins apply, meaning that the benefit will decrease as 
income increases. Ultimately, the deduction cannot 
exceed the greater amount of 50 percent of W-2 
wage income from a pass-through entity (not 
applicable to sole proprietorships) or 2.5 percent of 
the cost of qualified business assets plus 25 percent 
of W-2 wage income. Additionally, the deduction 
cannot exceed 20 percent of modified taxable 
income.

At this time, there are a lot of details that have yet to 
be resolved. Stay tuned for updates as we continue 
to learn more or contact your tax advisor with 
questions.

Thanks to the flow-through business income deduction, 
owners of flow-through entities can now offset the higher 
individual tax rate they have to pay by taking an up to 20 
percent deduction on their pass-through income. Read 
on to discover who is eligible to claim the flow-through 

business income deduction.
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Who is NOT eligible or only partially eligible?
For the most part, professional service-type 
businesses, such as lawyers, doctors, accountants, 
etc., are not eligible to take the flow-through 
business income deduction once the owners income 
exceeds the thresholds. Investment management/
advisory/trading type businesses are also excluded 
from eligibility. Portfolio/investment income (e.g. 
investment interest, dividends, short-term and long-
term capital gain income) are also not eligible for the 
flow-through business income deduction.

However, some exceptions exist. Talk to your tax 
advisor to learn more.

Next steps
The Tax and Jobs Act took effect Jan. 1, 2018, which 
means the new flow-through business income 

deduction will be a substantial consideration for 
owners of S corps, partnerships and sole-
proprietorships when putting together their 2018 tax 
strategy. Plan to meet with your tax advisor to see 
how the flow-through business income deduction will 
impact your tax liability in the years ahead.
In the meantime, we will be on the lookout for 
additional guidance from the IRS regarding a variety 
of matters. Check our website and social media 
channels for important tax reform news and updates. 
In the meantime, email Rea & Associates to learn 
more or to set up a time to speak with one of our tax 
experts.

By Christopher Axene, CPA & Cynthia Kula, CPA/PFS, 
CFP

Published 1/23/18

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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Word Search

WHITE LAW OFFICE, CO. 
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107 W COURT ST
WOODSFIELD, OHIO 43793

740.472.1681
168 E MARKET ST

CADIZ, OHIO 43907
740.942.8244
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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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