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WHAT’S THE POINT OF BUILDING WEALTH? 
Attorney Ken Hochstetler

Most of us have had a moment in our life when we 
imagined being wealthy. When I say wealthy, some 
of you may think about having money for a private 
jet. If you are like me and don't own a private jet, you 
might be interested in knowing that a new private jet 
can cost somewhere between 5 and 70 million 
dollars. At some point in our life, most of us have let 
our minds wonder about all the great things we 
would do if we were wealthy in the way that we as an 
individual define being wealthy. This can be a fun 
daydream for a few minutes, but we usually come 
back to earth and realize that we are probably not 
going to own a private jet in our lifetime. 

After a moment to reflect on this, we probably spend 
some time thinking about all the great things we 
have in life and are grateful for what we have. We 
may daydream about wealth, but we already know 
that wealth and happiness are not one in the same. 
Having this understanding allows us to live a more 
balanced life. It also means that we sometimes 
forget to ask why we work hard for the money and 
possessions we have. 

Call it a midlife crisis, but over the past several 
months I have been forcing myself to stop and ask 
the question "why." If you have a three-year-old or a 
teenager you are already incredibly tired of 
answering the "why" question but hear me out on 
this. If we are honest, we seldom stop to consider 
the reasoning behind why we are doing something. 
Instead, we put our head down and work on 
checking off the next box in life. 

This is not always bad since there are many things in 
life that just need to be done. If you don't believe me, 
just stop doing the dishes or laundry for a week. You 
can eat on paper plates and wear dirty clothes for a 
while, but my guess is that you will remember why 
you do the dishes and laundry soon enough. The 
point is, there are certain things that don't require the 
"why" question because the answer is obvious. 
However, the answer to why we work hard is more 
complicated than it appears. 

We all understand how money plays into the basic 
fabric of our lives. It helps determine the home we 
live in, the car or buggy we drive, the foods we eat, 
and the clothes we wear. In fact, there are few 
questions in life that money does not contribute to 
the decisions we make. Based on this, it is easy to 
assume that we work hard because it helps us meet 
our personal needs and desires. The problem with 
this answer is that for most people it does not 
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adequately define why we work hard. Sure, we work 
hard and save money because it is beneficial to us as 
individuals. 

Ask a teenager why they have a job and they might 
tell you that they want a car, a cellphone, and money 
to hang out with friends. Ask this same teenager later 
in life and the answer might be a home, a camper, 
and a nice vacation. In every stage in life, we can find 
ways to use the money we earn to benefit ourselves. 
However, as we mature as individuals, we also begin 
to realize that we want to do more with our money 
than just buy or do the next thing in life. This desire to 
do more may be rooted in our religion, our values, or 
just a sense of responsibility to others. Regardless of 
our motive, as we mature, we begin to understand 
that the answer to why we work hard is beyond our 
own wants and desires. 

Several years ago, my wife and I were reminded of 
how we don't always understand someone's motives 
until they have passed away. Some of you may have 
read about the person I refer to as Uncle in a 
previous article, and if you haven't I will fill you in. 
Uncle was my wife's uncle who passed away several 
years ago. If you would have asked me at his funeral 
how to describe him I would have said Uncle was a 
self-serving man, who liked to smoke a pipe and do 
things his way. He was quick to tell you his opinion 
and seldom backed down from anyone. His primary 
occupations were hitchhiker, sailor, van driver, and 

collector. His favorite food was beef tongue and he 
always liked canned cranberry sauce. He was 
married at one point in his life, but I don't think he 
took to marriage the way some people do because he 
was no longer married when I got to know him. He 
could stretch a penny into copper thread and liked to 
live on nothing and save the rest. 

If you would have asked me why Uncle lived this way, 
I would have shrugged and said that was just Uncle. 
After his funeral, my wife and I were surprised when 
we were told that we had been named in his will. As it 
turned out, all those years of hitchhiking and eating 
cow tongue had allowed Uncle to set aside some 
money for his eleven nieces and nephews. The gift 
we received from Uncle didn't change who he was, 
but it made me realize that even when we did not 
understand his motives for living life the way he did, 
he had a plan to give to the people he cared about. 

As a law office, we see clients who understand why 
they have worked hard in life. Other times, we see 
clients who are still answering that question. In either 
case, we can help them create a plan. Some want to 
make sure their real estate goes to a charitable 
organization, while others are concerned that their 
daughter receives grandma's dishes. Regardless of 
why you are working hard, we are here to help. 

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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PERSONAL UMBRELLA POLICY:
PEACE OF MIND TO HELP YOU SLEEP

Hummel Group, Inc. 4585 State Route 39, PO Box 250, Berlin, OH 44610, 330.893.2600

What is a Personal Umbrella Policy ?

Your auto, homeowner, farm-owner, boat or 

recreational vehicle policies have limits for liability 

coverage. These policy limits generally do not exceed 

$500,000 or $1,000,000. Unfortunately, severe 

accidents do 

occur and if you were to be involved in a such an 

incident, you will need a coverage limit of more than 

$1,000,000. An Umbrella Policy protects you against 

claims that exceed the coverage limits of those 

policies.

Who needs a Personal Umbrella Policy?

You do not need to be wealthy to be sued or legally 

liable for millions of dollars. Juries determine 

damages based on the severity of an accident, not on 

your ability to pay those damages. Do you own or 

drive a vehicle? Do you own or rent a home? Do you 

want to protect the assets and investments that you 

worked hard to accumulate? If you said yes to any of 

those, you need a personal umbrella. The truth is, 

EVERYONE needs an umbrella.

Why is it important to have a Personal 

Umbrella Policy?

As was mentioned previously, accidents can result in 

significant injuries and damage. If you are legally 

responsible for the accident you are vulnerable to 

legal action. Would your primary policies have the 

coverage limits that you need? No one knows that 

answer until after the accident has occurred, and by 

then, it is too late to purchase the specific limits of 

coverage you need. If the settlement is more than 

what your primary policies can pay, it is your 

responsibility to pay the balance of the settlement. 

You could be forced to sell your home, vehicles, 

liquidate personal investments or have your future 

wages garnished. This would be devastating to you 

and your family.

A personal umbrella does not extend to cover a 

business exposure you have, and likewise, a 

commercial umbrella doesn’t extend to cover your 

personal exposures.  The two distinct financial 

exposures need to be reviewed and evaluated to 

make sure you adequately cover your needs.

How much does it cost to add millions of 

dollars of coverage?

A personal umbrella is one of the best values in 

insurance today. You can obtain an additional $1 

million in coverage for as low as $150 per year. 

That's about $0.43 a day to protect you and your 

family. You worked hard to build a comfortable 

lifestyle. You need to protect it. A Personal Umbrella 

can protect your l i festyle when unforeseen 

circumstances arise. Don't put your financial future at 

risk by self-insuring these large financial exposures.  

For more information or to get a quote, contact 

Hummel Group today at 800.860.1060.
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Darrick Hummel CIC®
Principal & Personal Risk Advisor 

dhummel@hummelgrp.com

4585 State Route 39
Berlin, Ohio 44610

P: 330.893.2600

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

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.  


Offered at:

$300,000
• 2,640 Sq FT 100% Updated 

First Floor
• 2,640 Sq Ft 80% Updated 

Second Floor
• Fully Stocked Inventory
• $200,000 Est. 2017 Revenue
• 37% Average Annual Growth 
• Fully Staffed
Contact White Law Office 

for a Non-Disclosure 
Agreement

White Law Office, Co. Business Brokerage Services

mailto:dhummel@hummelgrp.com
mailto:dhummel@hummelgrp.com
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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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Charitable 
Giving… 

An appreciated asset 
   such as real estate 

 
hat in recent decades has consistently, except 
for 2008-2010, appreciated in value in 
communities where the marketplace is 

robust?  Most people will include real estate, whether 
farmland, commercial and residential property, or 
vacant land in their response. 
 
For people who’ve owned real estate for many years, 
it’s often their single largest lifetime asset.  Farmers 
often say that they’re “asset rich and cash poor”.  With 
one’s retirement and/or estate planning, some type of 
real estate sale can be a once in a lifetime opportunity 
to provide for their own financial and family needs - 
while also fulfilling their charitable interests. 
  
Increasingly, people are seeing the opportunity to front-
load their charitable interests by working with their 
accountants, legal advisors, and a donor advised 
foundation representative prior to the sale of their 
appreciated asset.  The capital gains tax hasn’t changed 
significantly with recent tax reform, and gifting a portion 
or the entire asset is still attractive and advantageous 
for charitably minded people. 
 
Donating farmland can be a good illustration of how a 
donor advised foundation can present multiple choices 
to the donor: 

� The foundation is sensitive to the donor’s 
recommendation on who should have first chance 
to purchase the asset. 

� The foundation attempts to market the land in a 
manner commonly used in that community. 

� Land development options are discussed with the 
donor with the goal of maximizing the value. 

� Foundations prefer to sell for cash, but can 
sometimes facilitate a sale by offering installment 
contracts. 

� If the sale of the property is not immediately 
possible or appropriate, a foundation may consider 
leasing arrangements.  

It’s common for charitably minded persons to have 
questions on how a foundation gift will offset taxes and 
gains. Here are a few frequently-asked questions: 

� Could one still draw income? 

Yes. The gift can provide, and in some cases increase, 
current and future income to the donor and/or their 
family. 

� What kinds of tax advantages would one receive? 

Typically, an immediate charitable contribution 
deduction would be received by the donor. And, by 
gifting part of the property, a capital gains tax offset 
could be achieved on the remaining property. 

� Are there tax laws one needs to be concerned about?   

We always advise that donors consult their 
accounting professional regarding the tax impact of 
charitable gifts. The use of a foundation follows IRS 
regulations to protect the donor’s gift. 
 

It’s important to donors that their foundation 
representative work closely with their accountant and 
attorney to structure their gift to fit their personal needs, 
minimize taxes, and fulfill charitable interests.  All of this 
can be done with full confidentially, even when there is a 
public transaction like a real estate auction. 
 
A gift can be made anytime during one’s lifetime or 
through an estate. And while gifts to a foundation are 
irrevocable, the donor is asked to recommend (during 
their lifetime or through their estate) how the donation 
should be ultimately distributed. 
   
The impact of an appreciated asset gift to a donor 
advised foundation usually is significant to the donor 
and the organizations and ministries that they want to 
support.  Planning ahead ensures maximum benefits. 
 

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 

W 
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An auction company arranges, hosts and holds auctions for 

its  clients.  These  companies  handle  every  aspect  of  the 

auction from advertising to item presentation to the auction 

caller. Most specialize in specific areas and choosing the 

right auction company can mean getting the best prices for 

all items.Although numerous auction companies exist, both 

amateur and professional, the best companies conduct the 

majority  of  auctions.  According  to  auctioneer  and  land 

specialist  Tom Bradley, 20 percent of auction companies 

conduct  80  percent  of  all  auctions.  Use  the  tips  in  this 

article  to  pinpoint  those  experienced,  savvy  auction 

companies  that  can provide you with  the  best  return on 

your items for sale.

1.  Look for auction companies that specialize in the type 
of items you want to sell. A vast difference exists between 

an antique auction, a farm auction, a property auction, etc.

2.   Locate  a  company  that  conducts  auctions  in  your 
chosen venue, such as an estate, public auction house, or 

an online auction.

3.  Check the company’s reputation and check multiple 
references.  The  company  normally  offers  a  set  of 

references, but ask to see a list of recent auctions. Choose 

two at  random that  are  not  among the provided set  and 

request  contact  information for them. Companies choose 

references that  reflect  their  best  work.  Choosing at  least 

two random references provides you a better picture of the 

company’s  performance.

4.   Choose a company with an auction team that  holds 
Professional  Ringmen’s  Institute  certifications  and  an 

auctioneer  trained  by  the  Certified  Auctioneers  Institute. 

Ringmen work live auctions,  providing the auction team 

with  accurate  information  on  buyer  interest  and 

participation.

5.  Choose  a  company  that  holds  membership  in  the 
National  Auctioneers  Association  and  follows  its 

professional code of conduct.

6.  A high quality auction company requires its  staff  to 
complete  continuing  education  to  hone  and  update  their 

skills. Ascertain the continuing education required by the 

company for its staff.

7.   Look  for  a  company  with  nationwide  or  regional 
resources  and  contacts  including  related  professional 

associations, attorneys, lenders and closing companies.

8.  Attend  an  auction  hosted  by  each  company  you 
consider  before  choosing who to  use.  Look at  company 

efficiency, the auctioneer’s ability to draw in bidders, their 

level of professionalism and people’s response.

9. Choose an experienced company that conducts auctions 
frequently. Companies that run weekly or monthly auctions 

are common.

10.   Inquire  about  the  company’s  reach.  It  should 
combine  live  auction  techniques  with  online  auctions  to 

produce the best sales 

levels.

13 TIPS TO HELP 
YOU CHOSE THE 
RIGHT AUCTION 

COMPANY
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11.   Look  for  a  technologically  advanced  auction 
company  that  offers  a  bidding  app.  This  can  aid  live 

auction and online auction sales.  It  should offer both an 

Android and an iPhone/iPad version of the app.

12.   Consider  each  candidate’s  marketing  system  and 
public  relations  team.  The  company  should  use  a 

combination of  advertising media,  including direct  mail, 

fliers, mailers, newspapers, radio, signs, social media, radio 

and websites.

13.  Ensure the auction house director will meet with you 
to  document  each  item  you  provide  them  to  sell  and 

include the list as a part of the auction contract.

14.  Ask if the auction company uses a seller's premium, a 
percent of the sale price that goes to the company. Also, 

ask what its administrative and listing fees are. These vary 

from 5 percent to 15 percent of an item’s sale price

1047 West Main Street 

Post Office Box 422 

Sugarcreek, OH 44681 

330.852.4111 

Kaufmanrealty.com

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 down time, 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
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Secondary vision casters are critical to the long term 
success of your company. They in their own way 
communicate and live out the vision to inspire others 
to deepen the key values, principles and behaviors 
that take your company to the next level.  
However many companies have very few if any 
secondary vision casters. Business owners and 
leaders are often frustrated about the lack of vision 
saturation their companies or teams have and the 
lack of long term results and overall employee buy in.

 So why aren’t they sharing your vision?   Here are a 

few reasons that may explain why the vision isn’t 

effectively communicated throughout your company.


 #1  It’s too complex.   As an organization grows it 
naturally becomes more     complex. Having a simple 

and easy to communicate vision is key as you add     

new people to your team and have to lead through 

multiple levels. A common       mistake is the vision 

becomes instructive instead of descriptive, lacking 

the frequency to tell the story and the high level whys 

behind the vision, the vision gaps can derail and 

distract the team. A vision that is simple and 

memorable will travel well and stories are a great 

vehicle to unpack the critical why’s behind the 

decisions and actions you take each and every day.


Think about how the stories you tell connect with the 

vision you want to cast. 


#2 It Lacks Clarity.   A clear vision built on high 
level why’s is critical to keeping it from getting 

hijacked by well meaning team-members. Words 

matter and need to make sense. When a vision is 

c l e a r l y c o m m u n i c a t e d w i t h s i m p l e a n d 

understandable terminology it sets the tone for who 

we are and how we are going to get there. When the 

team knows, agrees on, and are passionate about the 

reason the organization exists, something incredible 

happens as they internalize and live out the vision. 

How clear is the vision you are casting? Have you 

shared the high level why’s behind the vision you are 

casting?


#3 It’s not visible and understood.   Getting the 
vision down on paper and developing your on 

boarding guide and training around it is vital, and if 

you want to take it to another level you can leverage 

key leaders as trainers throughout the on boarding 

process. This is a clear way to bring your vision to life 

through the leaders in your organization and 

deepening the level of understanding on your team. 

Remember, the vision is visible not because it’s on 

the wall, but because it walks through your halls in 

how your leaders and teams believe and behave.  

Is your vision out of your head and on paper?


Have you shared it with your team?


How are you casting the vision in your organization 

through your leaders?


#4 You don’t say it enough.   Just like in the old 
Klondike Kat cartoon from back in the day, “Savoir-

Faire is everywhere!” Savior-Faire, a mouse who is 

constantly keeping our friend Klondike on the run and 

is known through the land and like the mischievous 

5 REASONS WHY YOUR TEAM IS NOT SHARING 
YOUR VISION
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mouse your vision needs to be everywhere as well. 

Every chance you speak collectively to the team or 

your leaders or individually to your staff or 

employees, the vision must ooze out of you. Now 

stay away from the cheesy variety of vision casting…

you know the whole emotional appeal or the passive 

aggressive rant or you too may feel like that mixed up 

cat. Your vision should come from your heart in such 

a way that inspires others to reach for that picture 

that you are painting for them.


How do you cast vision to your team?


Do you have a plan and a rhythm for how you 

communicate with your leaders and teams?


#5 It’s missing the we factor.   A vision that is all 
about you, doesn’t make me feel better about me. 

But a vision about we positions me to think about a 

collective win. A key part of any vision is its impact, 

and when it’s impact has more involved in it than the 

bottom line, it gets my attention. The truth is the best 

potential of me is we, and when a vision is cast that 

improves the lives of everyone you will find the 

synergy it creates to be a game changer, bringing the 

vision to life in ways and at speeds you could have 

only dreamed of.


 Bottom Line: Vision matters and when you have a 

clear plan and strategy to bring it to life, it ignites and 

inspires you and your team to newer and higher 

levels of growth and contribution.


 

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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Dear Friends, 
  
We wanted to take a moment to thank those who were able to a5end the dinner event with John Stahl-Wert on March 8th in 
Walnut Creek. White Law Office and Newton InsEtute were thrilled to partner in sponsoring this event where over 100 people 
heard John present “The 4 Fundamental QuesEons Every Leader Must Answer for OrganizaEonal Success”. The response has 
been fantasEc, and in parEcular people are resonaEng with the Serving Leader Compass and the importance of “DNA” when it 
comes to effecEvely defining mission, vision and values. As John shared, the Serving Leader Compass helps you define and clarify 
WHERE your organizaEon is headed and is the criEcal first step in helping you achieve your organizaEon’s goals and objecEves as 
part of a high-performance culture.  
  
In case you were unable to a5end, Newton InsEtute is extending an offer to take their “Clarify Your Compass” online course for 
just $50 (normally $100 retail). This online course introduces the theory of organizaEonal DNA – the key to your organizaEon’s 
success, and will help you to idenEfy your company’s unique DNA – the missing ingredient to effecEvely defining compelling 
Mission, Vision, and Values. To register, simply go to Newton InsEtute’s website at: h7ps://newtonins<tute.com/leadership-
training/. Click on the “Clarify Your Compass” online course and use the Coupon Code WLO-50 when you register to save 50%. 
    
If you want to go deeper, Newton InsEtute is also offering in-company “Clarify Your Compass” workshops that take your 
leadership team through a deep and rewarding experience that will clarify where your organizaEon is headed, and inspire and 
moEvate your enEre organizaEon to embrace your compass. Contact John Chapman 
at john.chapman@newtoninsEtute.com or (724) 663-1617 to learn more.  
  
White Law and Newton InsEtute are proud to partner together in offering The Serving Leader Model to Holmes and surrounding 
counEes. It is our pleasure to serve! 
  

Christopher M. White 
Managing Partner 

White Law Office, Co. 



�13

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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Most people encounter good 
customer service on a daily basis. 
In many cases, it does very little to 
rouse attention. A smile from a gas 
station clerk or a door opened by a 
restaurant host is more or less 
expected and unfortunately kind of 
forgettable. According to American 
Express, 59 percent of people 
have stopped doing business with 
a company due to poor service.

Whether you’re going above and 
beyond with customer service or 
just skating by you may be missing 
a major factor that will help you 
really wow your customers. You 
haven’t spent the time making sure 
they like you. In Understanding 
Customers by Ruby Newell- 
Legner, research reveals it takes 
an ave rage o f 12 pos i t i ve 
experiences to make up for one 
unresolved negative experience. 
How many like-worthy encounters 
a r e y o u h a v i n g w i t h y o u r 
customers to ensure they are loyal 
even in the face of adversity? Truly 
wow-worthy moments 
within your business are made 
exponentially more delightful if 
your audience has affection for 
you. 

There are simple ways you can be 
unforgettable and connected to 
your customers so that they feel 
more inclined to interact with your 
small business.

1. Prioritize presentation of 
your product
Whether you have a brick and 
mortar business or are an online 
retailer you can make an impact 
post-sale by adding something 
special to the packaging of their 
purchase. It can be as simple as 
bundling books with a ribbon or as 
elaborate as making an event out 
of the entire delivery. Birchbox 
does a great job of making an 
impact in the way they deliver their 
p roduc ts each mon th . The 
subscription site uses colorful 
tissue paper and wraps each box 
carefully to fit a certain theme or 
time of the  year. People like pretty. 
T h e y w a n t a n y e x c u s e t o 
Instagram a cute container or 
convert fun packaging into a rustic 
decoration. Bring an additional 
level of joy to your product by 
adding some affordable frills.  

2. Connect offline
Going back to the basics can be 
very gratifying for those on the 
r e c e i v i n g e n d . A n o f fl i n e 
connection feels so intimate and 
thoughtful that it puts you in an 
entirely different head-space. 
Small businesses on Etsy are 
already doing this and leaving 
lasting impressions on their 
customers. Next time you have a 
package to mai l , inc lude a 
handwritten “Thank you” note. It 
doesn’t take a lot out of your day 

but it will make the experience 
more pe rsona l . Make you r 
customers feel connected to you. 
It’s one thing to know a business 
by name, it’s a next level feeling of 
belonging to know the owner’s 
name and what their handwriting 
looks like.

3. Let people see your face
There are plenty of nameless, 
faceless corporations in the world. 
Don’t be one of them. If you use 
e m a i l a s a m a i n f o r m o f 
c o m m u n i c a t i o n w i t h y o u r 
prospects or existing customers, 
try adding a short, conversational 
video. 

N e x t t i m e y o u h a v e a n 
a n n o u n c e m e n t t o m a k e o r 
important news about the industry 
to share, take the opportunity to 
get in some face time. Like with 
the thank you note, personal 
touches are key when nurturing 
relationships. If your customers 
see you as a person they will feel 
more connected to your cause and 
could be more l ikely to do 
business with you again. Before 
you know it they’ll be calling you 
by your first name, which is a very 
good thing for business.

4. Reward good deeds
Everyone likes a pat on the back 
for doing the right thing. If a 
customer provides a referral, 
acknowledge their gesture of 

6 SIMPLE WAYS TO HELP YOUR 
CUSTOMERS LIKE YOU MORE
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loyalty. You don’t necessarily have 
to start a referral program, but if 
you know a customer is bringing 
you business, a thank you is in 
order at the very least. Make sure 
you are collecting information on 
your referrers and dishing out the 
gratitude that is deserved. 

I f your business is founded 
p redominan t l y on cus tomer 
referrals, determine a reasonable 
budget that can go towards 
rewarding those who support you. 
You don’t have to offer something 
free to every person who tells their 
friend about you, but you should 
h a v e a w a y t o s h o w y o u r 
appreciation to your most loyal 
referrers.

5 . Get your communi ty 
behind you
Have you ever had someone tell 
you “It’s not a popularity contest”? 
Well, sometimes it is. People like to 
like people who are liked (say that 
three times fast). Connect with 
your community and engage in the 
causes that are important for your 
business, your prospects and your 
c u s t o m e r s . L e v e r a g e y o u r 
connections and foster a culture of 
helping by allowing your customers 
to interact with one another and 
solve problems. 

When your audience see that 
others like you, they will be more 
inclined to join the love fest. You 
can start by creating a Facebook or 
LinkedIn group dedicated solely to 
i n i t i a t i n g t h e h e l p a n d 
demonstrating that ability. If your 

prospects and customers see you 
as selfless solver of their issues, 
they’ll feel grateful even before 
they purchase your product or 
service. 

6. Keep your cool
This may seem like a no-brainer, 
but let’s face it, not everyone is 
always going to love you and that 
stings. There will be people who 
are just not pleased and become 
dissatisfied with your product or 
service. You can’t lose your head 
over an angry or aggressive 
criticizer though. It’s crucial that all 
of those interactions are also 
addressed and handled in a quick 
and comforting fashion.

If a complaint is launched and you 
have the ability to pick up the 
phone to speak to the customer 
directly, do it. It will make a world of 
difference. It’s important to not only 
show the dissatisfied customer that 
you care about their complaint, but 
it’s also important to show your 
happy customers that you address 
c o n c e r n s . A n u n a n s w e r e d 
grievance on Facebook or an 
ignored review on your product 
page can send the wrong message 
to neutral or happy customers that 
you’re only in this to make a sale. 
Show that you care about the best 
and the worst of your customers 
and your likability will increase 
across the board. Being well liked 
by your customers isn’t just a perk 
of running a good business. It’s 
essential to it. You can have a 
great product or service, but if 
you’re impersonal, off putting or 

just average, it doesn’t inspire the 
long-term loyalty that will help you 
grow. When you make the effort to 
be liked by your customers and the 
people you want to help what 
y o u ’ r e r e a l l y d o i n g i s 
demonstrating your value. Get to 
know your audience, ask them 
questions and call them by their 
name, but also let them get to 
know you. 
To receive our FREE EBOOK

about creating Lead Magnets 
that generate real results Text 

t h e w o r d  M A G N E T S t o 
330-619-4497

For more information and to find 

out if Marketing Automation is a 
good fit for your company, contact 
the team at Total Fusion Media.

Rob Coburn
Total Fusion Media Group

330-737-1031
rob@totalfusionmedia.com

mailto:rob@totalfusionmedia.com
mailto:rob@totalfusionmedia.com
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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:
js@thewhitelawoffice.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:
js@thewhitelawoffice.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:js@thewhitelawoffice.com
mailto:js@thewhitelawoffice.com
mailto:js@thewhitelawoffice.com
mailto:js@thewhitelawoffice.com
mailto:js@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
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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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We all worry. Do we ever worry! 
Earl Nightingale, founder of 
Nightingale Conant Corporation, 
says a reliable estimate of the 
things people worry about fall into 
these percentages: 
 • 40% will never happen 
 • 3 0 % h a v e a l r e a d y 

happened 
 • 12% are needless worries 

about our health 
 • 1 0 % a r e p e t t y 

miscellaneous 
 • 8% real legitimate worries 

Nightingale writes “In short, 92 
percent of the average person’s 
worries take up valuable time, 
cause painful stress -even mental 
anguish  – and are absolutely 
unnecessary.” 

Worry is understandable, even 
fear, when you think of the age in 
which we live. Our work culture is 
variously described as volatile, 
u n c e r t a i n , c o m p l e x , a n d 
ambiguous. That doesn’t surprise 
many of us—that is the new norm 
we deal with. In fact, with all the 
pressures surrounding us, fear of 
failure is cited as the single 
greatest obstacle to actually 
succeeding in life in today’s world. 

Healthy humans experience fear. It 
is core to our humanity. The best 
leaders will have anxiety and fear 
as they face unexpected problems 
and take risks to move the ball 
forward. It’s natural and normal. 
However, i f the fear is not 
managed and overcome, leaders 
genera l l y fa l l p rey to l ess 
threatening shortcuts that cripple 
their leadership. These decisions 
all seem completely rational to 
their fearful minds.  

A key skill that marks great leaders 
is the ability to effectively manage 
this and other pressures and 
anxieties. It starts with recognizing 
the signs that indicate you are 
being led by fear and anxiety: 

 • You avoid dealing with 
the very thing that needs 
attention. When you  feel 
uneasy, and so you want to 
procrastinate, don’t self 
sabotage. Dive in and get it 
cone! 

 • Y o u a r e l o s i n g 
credibility. Your team is 
watching you, and they 
aren’t stupid. They figure it 
o u t , a n d s t e p b a c k 
themselves. 

 • Everything seems urgent, 
important and in need of 
24/7 responsiveness. You 
and your associates are 
working on evenings and 
weekends – even on tasks 
that don’t really require it. 

 • People are critiquing and 
b l a m i n g m o r e t h a n 
innovating. Mistakes are 
not tolerated so people shy 
away from taking risks and 
o f f e r i n g n e w i d e a s . 
Second-guessing decisions 
is the norm. People are 
focused more on blaming 
others for failures than 
owning their share of 
responsibility. 

 • You feel like you are all 
alone. When you are 
scared, you forget your 
t e a m . T h i s o n e i s 
particularly brutal because 
it cuts you off from the 

people who are most 
necessary to your success. 

 • You over-react and create 
chaos. You know how 
when you are startled, you 
can over-react, and make a 
mess with whatever you 
a re ca r r y i ng , sp i l l i ng 
everything? When we get 
scared, we can do the 
same thing and leave 
everyone frustrated and 
confused. 

 • A short-term focus on 
p r o d u c i n g r e s u l t s 
overshadows a longer-
term perspect ive on 
developing others and 
i n v e s t i n g f o r t h e 
future. The only thing that 
seems to matter is what’s 
happening right now. 

 • You c lamp down on 
information, withdraw, 
and often lash out. When 
you are working out of fear, 
you don’t trust, so you keep 
information to yourself. 
Which causes you to 
isolate from the people who 
can help you most. You 
protect yourself and blame, 
a n d t h i s d e s t r o y s 
relationships and cripples 
leadership. 

 • You give up the ability to 
envision the future. You 
are just trying to avoid 
p r o b l e m s , n o t d o 
something great. You avoid 
risks. 

 • Yo u d o n ’ t o w n a n d 
a c k n o w l e d g e y o u r 
mistakes, and grow from 
t h e m . F e a r o f b e i n g 
considered f failure keeps 
you from taking the actions 
that would redeem you 
mistakes and make you a 
trustworthy leader. 

OVERCOMING WORRY AND FEAR 
DWIGHT MASON
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 • You demotivate your 
team, and inspire them to 
f e a r a s w e l l . F e a r 
motivates, not doubt. But 
only for a short time. It 
sucks the energy out of the 
team, and recreates others 
in your fearful image. 

W h e n t h e s e f e a r - d r i v e n 
perspect ives and behav iors 
become the norm for a leader, the 
t o l l i s h u g e – o n m o r a l e , 
engagement, retention, efficiency, 
health, productivity and profitability. 
So how do you conquer it? 

Know your tendency under 
stress. Which of these symptoms 
describe the way you find yourself? 
Work on a strategy to halt yourself 
early in the game. 

Listen to your fear. What is it 
trying to tell you? Take some time 
to examine what is going on and 
understand it. Just listening will 
h e l p . T h e n y o u c a n b e g i n 
addressing those things. 

Connect with your team. When 
alone or isolated, things grow out 
of proportion. Together you can get 
healthy perspective and problem-
solve. 

Give yourself power. Ask: What 
are the results I want to achieve? 

What can I do to accomplish those 
results? 

E x a m i n e t h e a c t u a l 
consequences (not just what 
you imagine). Your mind can play 
tricks on you and grow imagined 
problems to epic proportions. What 
is it you are afraid of? What would 
actually happen if that came to 
pass , wha t wou ld you do? 
Resistance to facing the worst 
possible outcome that causes most 
o f t h e a n x i e t y a n d s t r e s s 
associated with worry. Once you 
have written down the worst 
possible thing that can happen, 
you will find that you will slowly 
stop worrying. Then resolve to 
accept the worst possible outcome, 
should it occur.  Just say to 
yourself, “Well, if it happens this 
way, I’ll learn to live with it.”  Once 
you have resolved to accept the 
worst, should it occur, you no 
longer have anything to worry 
about.  All the stress caused by 
denial, by refusing to face what the 
w o r s t c o u l d b e , s u d d e n l y 
disappears. 

C o u n t o n m a k i n g 
mistakes. Perfectionists and high 
achievers sometimes let fear 
paralyze them because they fear 
making a mistake. But mistakes 
are a good thing. They mean you 

are trying something new and 
stretching. Let them teach you. 

P r a c t i c e b y s t a r t i n g 
small. Overcoming fears takes 
time and practice. Start small, and 
before long you will find that 
situations that originally would 
destroy you for weeks will only give 
y o u a c o u p l e o f h o u r s o f 
consideration. 

Get help. Tiger Woods has a 
coach. At the peak of his career, he 
had a coach.  Do not let your 
fear of being seen as weak or 
inadequate keep you from getting 
the help you need to be effective. 
You can defeat each fear as it 
arises and become an effective 
leader in the hardest of times. Take 
courage! 
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Tax Reform and You 
Analyzing The Impact Of The Tax Cuts and Jobs Act On 

Individual Taxpayers In 2018
With the passage and implementation of the Tax Cuts and 
Jobs Act (TCJA), comes a lot of changes for taxpayers to 
wrap their heads around – but we’re up to the challenge.

Even with all the information floating around these days, 
it’s easy to overlook or misinterpret how the law works, 
which is why we’re working hard to understand the new 
tax reform law backwards and forwards so you don’t have 
to. Don’t worry; we’ll pass the really important tips and 
insight  on  to  you.  This  article  will  zero  in  on  key 
individual tax reform provisions.

Let’s get into the thick of it.

Tax Rate Deductions
The cornerstone of the TCJA is the reduction of individual 
tax  rates.  Yes,  while  the  number  of  tax  brackets  have, 
indeed,  held  steady  at  seven,  each  rate  has  slightly 
decreased. That being said, remember that these tax rates 
are  still  progressive,  which  means  the  taxes  you  pay 
increases with your income.

Additionally,  the  TCJA  has  restructured  and  greatly 
simplified the  Kiddie  Tax regulations.  Moving forward, 
the tax on unearned income of children is subject to the 
trusts  and  estates  tax  rates  rather  than  the  parent’s 
marginal rate. In other words, the child’s tax is no longer 
affected  by  the  parent’s  tax  situation  or  the  unearned 
income of any siblings.Who is eligible?

Standard Deduction
Here’s a bit of good news. The standard deduction is set to 
increase across the board … like, a lot.

• Married Filing Jointly/Surviving Spouse: $24,000
• Heads of Households: $18,000
• Single: $12,000
• Married Filing Separately: $12,000

Additionally, the deduction for the elderly and the blind 
remains intact.

Personal Exemption
The  TJCA  has  repealed  the  personal  exemption. 
Furthermore, the filing threshold requirements have been 
changed, which means you won’t have to file until your 
gross income for the year exceeds the standard deduction. 
You will also see that the rules for withholding income tax 
on your wages will be adjusted to reflect this change.

Even with all the information floating around these days, it’s easy to 
overlook or misinterpret how the law works, which is why we’re 
working hard to understand the new tax reform law backwards and 
forwards so you don’t have to. Don’t worry; we’ll pass the really 
important tips and insight on to you.

Rates Under TCJA Single Return
10 percent $0 to $9,525

12 percent $9,525 to $38,700

22 percent $38,700 to $82,500

24 percent $82,500 to $157,500

32 percent $157,500 to $200,000

35 percent $200,000 to $500,000

37 percent More than $500,00
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Itemized Deductions
Itemized  deductions  have  been  impacted  by  the  TJCA 
with some being modified or completely eliminated. Be 
sure  to  pay  extra  attention  to  which  ones  have  been 
limited, modified or eliminated, as this could significantly 
impact your tax situation.

• Pease Limitation: The overall limit on itemized 
deductions for high income taxpayers, also known 
as the Pease limitation, has been totally repealed 
(until 1/1/2026).

• Medical Expenses: For 2017 and 2018, medical 
expenses  are  deductible  to  the  point  that  they 
surpass  7.5  percent  of  adjusted  gross  income. 
Then, come 2019, the threshold will  increase to 
10 percent of adjusted gross income.

• Home  Mortgage  Interest:  This  provision  will 
undergo  multiple  changes.  Now,  only  mortgage 
interest  to  acquire,  construct  or  substantially 
improve a primary residence or second home is 
included in the calculation of the deduction. Also, 
as of Dec. 31, 2017, the acquisition indebtedness 
is  reduced to $750,000 for new mortgages after 
Dec.  15,  2017.  Additionally,  taxpayers  are  no 
longer  allowed to  deduct  interest  paid on home 
equity indebtedness. IRS made a clarification on 
Feb.  21,  2018,  indicating  home  equity 
indebtedness  is  allowed  if  it  is  secured  by  the 
home  and  used  to  build,  buy  or  substantially 
improve the home.

By Cynthia Kula, CPA/PFS, CFP

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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REASONS WHY EVERY 
HOMEBUYER NEEDS 
OWNER’S TITLE INSURANCE

Buying a home is an exciting and emotional time for many people. To help you buy 
your home with more confi dence, make sure you get owner’s title insurance. 

HERE’S WHY IT’S SO IMPORTANT FOR YOU:

AN INDEPENDENT POLICY-ISSUING AGENT OF FIRST AMERICAN TITLE INSURANCE COMPANY
©2015 First American Financial Corporation and/or its affiliates. All rights reserved. T 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 fi rstam.com 
are registered trademarks or trademarks of First American Financial Corporation and/or its affi liates.
AMD: 11/2015

PROTECTS YOUR LARGEST INVESTMENT
A home is probably the single largest investment 
you will make in your life. You insure everything 
else that’s valuable to you—your life, car, health, 
pets, etc., so why not your largest investment? For 
a one-time fee, owner’s title insurance protects your 
property rights for as long as you own your home.

REDUCES YOUR RISK
If you’re buying a home, there are many hidden 
issues that may pop up only after you purchase 
your home. Getting an owner’s title insurance policy 
is the best way to protect yourself from unforeseen 
title discrepancies. Don’t think it will happen to 
you? Think again. Title claims can include: 

• outstanding mortgages and judgments, or a 
lien against the property because the seller has 
not paid his taxes 

• pending legal action against the property that 
could affect you 

• an unknown heir of a previous owner who is 
claiming ownership of the property 

YOU CAN’T BEAT THE VALUE 
Owner’s title insurance is a one-
time fee that’s very low relative to 
the value it provides. It typically 
costs around 0.5% of the home’s 
purchase price.

COVERS YOUR HEIRS 
As long as you or your heirs own your home, 
owner’s title insurance protects your property rights.

NOTHING COMPARES 
Homeowners insurance and warranties protect only 
the structure and belongings of your home. Getting 
owner’s title insurance ensures your property rights 
are protected.

8 IN 10 HOMEBUYERS AGREE
Each year, more than 80% of America’s homebuyers 
choose to get owner’s title insurance.

PEACE OF MIND 
If you’re buying a home, owner’s title insurance lets 
you rest assured, knowing that you’re protected 
from inheriting possible debts or legal problems, 
once you’ve closed on your new home.
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Reprinted with permission of the American Land Title Association. 

For more information 
about owner’s title 
insurance, ask an 
ALTA member or visit 
homeclosing101.org

209 N. Washington St.
Millersburg, OH 44654
C: 330-231-1195

Walnut Ridge Title
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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
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