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Inside this issue: 

Local lawyer opens Small 

Business Legal Aid program 

 
Ambrose Moses, a local attorney and small 
business advocate, is 
coming to the rescue 
of small business 
owners and their need 
for affordable reliable 
legal counseling.  
Small Business Legal 
Aid will provide the 
small business com-
munity with quality 
legal advice on a wide 
range of business-
related legal matters. 
 
“There is a small percentage of the popula-
tion with legal problems and concerns that 
can afford to hire attorneys and law firms to 
advise, counsel and represent them,” said 
Attorney Moses.  “They represent the tip of 
the iceberg.  The majority of us simply can-
not afford the cost of traditional, full-service 
attorneys and law firms.” 
 
The legal services provided through the 
Small Business Legal Aid will be more af-
fordable because fees are determined by a 
sliding scale that is based on the client‟s 
business income and household income.  

The fee reductions are from 10 to 50 per-
cent to no charge.  Payment plans are also 
available. 
 
The Small Business Legal Aid program will 
begin October 1, 2011.  The first Small 
Business Legal Clinic will be held on Octo-
ber 7, 2011 in Columbus at 1393 E. Broad 
Street, 2nd Floor, from 10 am to 1 pm.   
 
“Small Business Legal Aid will help busi-
ness owners make better, informed busi-
ness decisions and increase the viability 

Legal (Continued on page 6) 

OLBC Announces Convention  
Rev. Al Sharpton slated as Keynote 
Speaker  

 
The Ohio Legislative Black Caucus (OLBC) 
announced their First Annual Statewide 
Convention and Dinner will take place on 
October 7-9th, 2011 in Columbus. The con-
vention is the first of a statewide magnitude 
since 1984, when the late State Representa-
tive C.J. McLin convened a statewide meet-

ing of Black elected officials.  The conven-
tion, titled “Today’s Vision, Tomorrow’s Re-
ality,” will focus on all aspects of African 
American life in Ohio.   The keynote speaker 
for Saturday‟s dinner will be Rev. Al Sharp-
ton.   
 
“The African American community faces 
huge challenges, including high unemploy-
ment rates, high drop-out rates for students 
and a lack of affordable health care. Now 
with House Bill 194 our voting rights are 

Convention (Continued on page 6) 

Publisher’s Notes: 
Are you an informed voter? 

 
By Ronda Watson Barber  
 

OhioMBE debuted on January 18, 2010.  The inaugural issue 
was to honor the legacy and works of the Rev. Dr. Martin Lu-
ther King, Jr.  Because of the efforts and sacrifices of the Civil 
Rights movement, our country is a better place. We are af-
forded many more opportunities than our grandparents.   One of the main struggles of the 
Civil Rights era was for the fight for voting rights and the belief that every citizen has the 
right to cast a ballot for the issue or candidate of their choice.  I believe that Dr. King would 
expect us to not only vote but to be informed voters.  OhioMBE has pledged to use the 
pages of this publication to empower and inform the minority business community.   
 
Are you an informed voter?  Do you know the positions of the people who are running for 
elected office?  Do they have your best interest at heart?  Do they support minority busi-

 

Notes (Continued on page 3) 
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The 912 Group is an Ohio certified Minority Owned and EDGE business. 

 

The 912 Group and OhioMBE reach over 
10,000 minority, women and   

disadvantaged businesses.   
 

Connecting you to the MBE  community. 

Free Webinar: Drug-Free 

Safety Program Explained 
 
Webinar attendees to Working Partners® 
“Does the BWC‟s Drug-Free Safety Program 
(DFSP) make „CENT$‟ for your organiza-
tion?” learn how to calculate the benefits of 
a drug-free workplace.  This free webinar 
provides answers to frequently asked ques-
tions and provides a basic guide for compa-
nies enrolling in the DFSP.  Offered on Oc-
tober 6 and 18 from 9 – 10 a.m., this webi-
nar also covers the general benefits of a 
drug-free workplace.  Registration is avail-
able by selecting “FREE Webinar” at 
www.WorkingPartners.com. 
 
“Our goal is to help companies really put 

pen to paper to determine if enrolling in the 
DFSP is a wise business investment.  And if 
they do choose to enroll, we want to make 
the process as effortless and hassle-free as 
possible ,” said Karen Pierce, Managing Di-
rector of Working Partners® 
 
Working Partners® is the turn-to DFWP/
DFSP resource.  They facilitated the BWC 
process for the original DFWP premium dis-
count program in Ohio and are acknowl-
edged by the Ohio Department of Alcohol 
and Drug Addiction Services as the strongest 
DFWP/DFSP education resource in Ohio. 

New business filings down from last year 

 
The Secretary of State recently announced that 7,346 new entities filed to do business in 
Ohio in August. These numbers are down slightly compared to August 2010, in which 7,790 
new entities filed with the Secretary of State. However, the Secretary of State‟s office has as-
sisted with 56,568 new business filings to date in 2011 (January-August). This is an in-
crease from last year‟s 54,505 new business filings during the same time period. 

Neighborhood Best Practice  
Conference 

 
The 2011 Neighborhood Best Practices Con-
ference will be held on Saturday, October 
22, 2011, 8:30 am to 4:00 pm at the Down-
town Columbus High School and Career 
Center, 364 South Fourth Street, Columbus, 
OH 43215. 

The Neighborhood Best Practices Conference 
will: 

 Promote and strengthen communication 

and collaboration between neighborhood 
groups, community partners and local 
government 

 Provide an opportunity for community 
leaders from diverse backgrounds to dis-
cuss best practices, current trends and 
to network 

 Engage participants in sharing ideas for 
creatively solving challenges, developing 
collaborations, and encouraging 
neighbors to be involved and stay in-
volved 

Register at www.liveunitedcentralohio.org/

npc or contact Sharon Ware at 614- 241-

http://www.WorkingPartners.com
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THE LAW ACCORDING TO MOSES TM 

 

The Racial Wealth Gap:  
Minimize Your Expenses 

 
By Ambrose Moses, III 

 
Last month we defined wealth as your assets minus your liabilities.  
We determined there are three basic components of wealth-
building.  In a nutshell, the process will be to: increase your in-
come, minimize your expenses, and save more of your money.   
 
An accountant, Enoch Ko, said it well, “If you want to accumulate wealth, you need to live 
below your means.  Be aware of "what you need" vs "what you want". Spending money is 
easy, but earning money is difficult. By reducing our expenses, we can keep more of that 
hard-earned money, and accumulate wealth faster...”   
 
Minimizing expenses will help you accumulate wealth 

Most people do not know where they spent their salary at the end of each month - they are 
spending unconsciously. The expenses that seemed to be small and acceptable add up to 
large sums and consume lots of your money.   
 
Keeping track of expenses 
The first step to minimizing your expenses is be conscious of how you spend your money. 
Just as a short-term exercise (for about a month or two), you can carry pen and paper with 
you and record every time you spend money. At the end of each week and month, tally up 
how much you've spent on various items, such as meals, entertainment, utilities, etc. It will 
give you an idea of where you are spending your money. 
 
Asking questions before spending 
 
After tracking your transaction and checking your month-by-month income statement for a 
while, you may develop the habit of asking yourself before buying, "How will this impact my 
income statement at the end of this month? Will I be OK with having made this transac-
tion? Or will I cringe when I see the expense on the report?" 
 
It takes time to develop the "feeling" for how a purchase will impact your income statement. 
To reduce your expenses immediately, consider asking these questions before you make a 
purchase: 
 

1. If I already have one, is it usable? If not, can it be fixed? (If you have the same thing at 

home that is usable, you don't need to buy. If it's broken and can be fixed below cost of 
buying a replacement/substitute, fix it. Good shoes can be resoled. Good furniture can be 
reupholstered.) 

2. Can I live without this? Do I "need" this, or do I "want" this? (You can't live without 

"needs" such as food, but you can live without "wants" such as cigarettes. Stop smoking, 
and you'll also save on health care expenses in the future!) 

3. Can I wait to buy this? (Try waiting a week. If you can wait, delay for another month. If 

you still want it, continue to the questions below.) 

4. Can I buy this secondhand? (You shouldn't buy secondhand underwear, but a good sec-

ondhand car can be a smart buy. A new car start losing value once driven off the lot, and 
its value drops by 20-50% in the first year. A well-maintained secondhand car may be re-
sold for close to purchasing cost.) 

5. Is there a cheaper or generic alternative with similar quality? (A handbag bought at the 

flea market will probably look reasonable and work just as well as the LV or Coach bag 
you're thinking of buying.) 

6. Can I buy it cheaper? (Comparison shop or go online. You may find better deals.) 

 
The Law (Continued on page 6) 

ness?  Do they make promises during the 
campaign and forget about you and your 
concerns once elected?  I had some inter-
esting conversations while waiting to hear 
President Obama speak on the Jobs Bill in 
Columbus a few weeks ago.  One resound-
ing topic was how to make politicians ac-
countable to the communities who elect 
them?  Another interesting exchange was is 
the minority and Black community‟s vote 
being taken for granted?  While we didn‟t 
come up with any solutions to the political 
problems that face the minority business 
community, we did agree that the expecta-
tion is that those we place in office via our 
vote should look out for the community‟s 
best economic interests or else face not be-
ing re-elected. 
 
Those seeking public office will be asking 
for our vote in November.  Ask them tough 
questions. Find out where they stand on 
contracting opportunities for minority 
owned businesses.  Ask about their record 
improving contracting opportunities for mi-
nority owned businesses. Ask if they have 
proposed any legislation or programming to 
foster a more competitive capable minority 
business community. Ask if they have come 
up with anything new and novel to include 
more minority businesses in the vast 
amount of construction projects that are 
going on throughout our state. 
 
Below are the MBE candidate questions we 
have forwarded to those seeking public of-
fice in November.  We will publish the re-
sponses in OhioMBE and on our website 
www.OhioMBE.com  prior to Election Day. 
 
1. What have you done for minority busi-

nesses during your career? 
2. What do you promise to do for minority 

businesses if elected? 
3. Why should minority business owners 

vote for you? 
4. How important is minority business de-

velopment to the overall economy? 
5.  Are minority business set-asides and 

goals in government contracting still im-
portant and why? 

 
If you aren‟t registered to vote, the deadline 
is register to vote in the November 8 general 
election is October 11.  You can register at 
any county board of elections, library or 
public high school.    
 
Just my thoughts… 

Notes (Continued from page 1) 

 

http://www.OhioMBE.com
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Ohio Business Development Group 
Webinar Wednesday 

 

 Is Your Corporation Complete? There 
is more to operating a corporation than 
completing paperwork with the Secre-
tary of State.  Are your assets pro-
tected?  What are by-laws?  What's a 
Board Meeting?  Do I have to hold a 
board meeting? October 5  at 11:30 am 
 

 How to File or Defend a Lawsuit.  
Learn the basic steps involved with filing 
a lawsuit against someone or defending 
a lawsuit that has been filed against 
you.  October 12 at 11:30 am 
 

 Copyright, Trademarks, and Patents ï Learn the basics concerning 
copyright, trademarks, and patents for the protection of your idea ex-
pressions, your brand, and inventions. October 19 at 11:30 am 
 

 Is Your LLC Complete?  There is more to operating an LLC than com-
pleting paperwork with the Secretary of State.  What is an operating 
agreement?  Are there exceptions for single member LLCs?  October 
26 at 6 pm 

 

Register at www.OhioBDG.com 
 

These are online events.  You will need access to the internet, a computer, a  
microphone and speakers to participate. 

www.OhioDiversityNetwork.com  
produced by  The 912 Group 

 Bid Opportunities  
 Calendar of Events  
 Certification Info  
 Resources  

Advantages to Small Business Ownership 
 
By Deon Cromwell 
 
The Following is an excerpt from the book: Buy The Right Business
- At The Right Price by Brian Knight 
 
One of the most interesting discoveries we have made as consult-
ants and agents in small business acquisitions is that the advan-
tages of small business ownership are not widely understood. For 
example, it comes as a great surprise to some, that Congress has 
blessed the small business owner with a great deal of tax shelter in 
various forms. 
 
For those who are constitutionally suited to small business owner-
ship, the freedom and independence involved are even greater re-
wards that anticipated. 
 

Because so few people understand how important the advantages of 
small business ownership can be when an acquisition is properly 
designed, this outline will be a helpful starting point.  
 

1.  Those who value their independence will find plenty of it in small 

business. They will have no one to answer but themselves. They 
will be completely responsible for working hours and conditions 
and for the success of failure of the enterprise. The small busi-
ness owner has virtually unlimited freedom of choice to grow or 
stay small, change businesses, determine hours, products, ser-
vices and organization, etc. Those who are well-suited to small 
business ownership often consider this the most important re-
ward it offers. 

2.  The business owner will experience a much broader degree of 

business and management activities than it is possible to find in 
most careers. He or she will not be confined to a single manage-
ment or job activity. This can lead to a far more complete under-
standing and knowledge of business processes. 

3.  The rewards will be directly tied to performance. A business 

owner will not be competing with others in the same organiza-
tion or be required to work for someone else's goals. 

4.  One can earn an unlimited amount of money if sufficiently capa-

ble and committed. Conversely, one can lose everything of not up 
to the challenge involved. 

5.  A small business can offer an unlimited opportunity for creative 

talents of the owners. Small business ownership can be an ideal 
existence for people with talent and creative abilities. 

 
Deon can be reached at deoncromwell@ohiombe.com 

 

 

Advertise in OhioMBE 

1. )Æ ÙÏÕȭÒÅ ÉÎ Á ÓÔÁÒÔÕÐ ÍÏÄÅȟ ÙÏÕ ÎÅÅÄ ÔÏ ÌÅÔ ÐÅÏÐÌÅ 
know you exist. 

2. Your competition advertises. 
3. You have a unique product or service 

Three reasons why your business should advertise in OhioMBE 

Call 614-522-9122 for great advertising rates! 
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Pick up your copy of  
OhioMBE at the     
following locations:  
 
Akron  
 Akron Urban League  

 
Cincinnati:  
 City of Cincinnati  
 Cincinnati BDS  
 African -American 

Chamber of  
Commerce  
 

Cleveland  
 City of Cleveland  
 Cuyahoga County 

Metropolitan   
Housing   Authority  

 Urban League of 
Greater Cleveland  

 
Columbus  
 COMBA 
 Creole Kitchen  
 COWIC 
 Livingston Avenue Library  
 MLK Library  
 Parsons Avenue Library  
 Shepard Library  
 Joeõs Pizza 
 SBA 
 Corinthian Missionary Baptist Church  
 Moses Law Office  
 Increase CDC  
 Small Business Development Center at 

Columbus State  
 Greater Linden Development Center  
 South Central Ohio Minority Supplier De-

velopment Council  
 Columbus State Community College  
 Franklin University  
 City of Columbus EBOCO  
 Economic and Community Development 

Institute  
 Columbus Urban League  
 Area Kroger Stores  
 

Dayton  
 Dayton Urban League  

 

North Canton  
 Walsh University  

 

Toledo  
 Economic Opportunity Planning Assoc.  
 

Shape Yourself into a Master Salesperson 

 

Even if you've never so much as sold candy door-to-door for a 
school fundraiser, you have sales experience. You sell an idea 
when you persuade someone to your point of view or an image 
when you meet someone for the first time. So, even if you don't 
plan on becoming a professional salesperson, you adapt some of 
the traits of a master salesperson. 
 
"I've met a tremendous amount of talented, successful people. They've taught me a great 
deal, and I've appreciated every one of them," said the late Paul J. Meyer, author of "Pink 
Slip Proof: How to Control All Future Paychecks." "When you look closely, it's no secret how 
they arrived at their present income and position." 
 
In his book, Meyer listed five basic qualities shared by every master salesperson: 
 
1. All master salespeople are persuasive and convincing. The ability to persuade isn't lim-

ited to leaders -- any time you help someone see something your way, you have made a 
sale. Top salespeople use every technique at their disposal, including stories, dreams, 
color and humor. 

2. All master salespeople focus on service. Meyer cited the "golden rule" of service -- serve 
others as you would like to be served. A salesperson who goes out of their way to focus 
on service will likely win their customers' loyalty. 

3.  All master salespeople are honest. If you're a known liar, no one's going to trust you 
enough to buy what you're selling. "Top salespeople are honest, keep their word, work 
hard, are responsible, incredibly dependable and act with complete integrity in all they 
do," said Meyer. 

4.  All master salespeople are self-motivating. Master salespeople motivate themselves to 

Salesperson (Continued on page 6) 
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Visit us online 

www.OhioMBE.com 

and capacity of their business enterprises,” said Moses.  “Is it a 
guarantee for success?  No, Nothing is.  However, it will increase the 
likelihood of their success.” 
 
The legal services are more accessible because the program will lev-
erage technology to keep costs low and to connect with individual 
and business clients from across the State of Ohio.  We have had 
some success at this already through our collaborations with the 
Ohio Business Development Group and Central Ohio Minority Busi-
ness Association in conducting our Webinar Wednesday series.  A 
large number of the attendees connect from outside the Columbus 
area.  
  

The Small Business Legal Aid will implement a series of weekly 
Small Business Legal Clinics in Columbus and Westerville where clients 

will be able to meet with the attorney in person or via webcam.  Small 

Business Legal Aid will also collaborate with Ohio Business Development 

Group to develop content for other Webinar Wednesday programs.  Key 

community partners include the Ohio Business Development Group and 
the Central Ohio Minority Business Association.    

  

For more information visit www.MosesLawOffice.pro 

Legal (Continued from page 1) 

 

under attack,” said State Representative and OLBC President San-
dra Williams (D-Cleveland). “This convention is vital to every African 
American in Ohio. The people attending will develop action plans 
designed to bring about change.” 
 
The convention will bring together Black elected officials from 
throughout Ohio to develop action plans for key issues based on in-
put from moderators, panelists and attendees. The plans will serve 
as the group‟s strategic blueprint for the future.  
 
The convention will include a series of workshops on fundraising, 
entrepreneurship/unemployment, get out the vote efforts, health-
care and redistricting/reapportionment.  Invited panelists include 
business leaders, clergy, community activists, politicians, educa-
tors, members of the African American media, and health care ex-
perts.    
 
“This convention will be the most meaningful political event in state 
of Ohio for 2011,” said OLBC advisor and political strategist Mr. Ar-
nold Pinkney.  “I encourage all elected officials and their supporters 
to attend this historic event.” 
 
The state dinner on Saturday, October 8th will feature world re-
nowned community activist, radio show host and host of MSNBC‟s 
“PoliticsNation,” Rev. Al Sharpton.  Rev. Sharpton will deliver the 
keynote address and highlight key issues impacting the African 
Americans community.    
 
The OLBC convention will take place on October 7th, 8th and 9th at 

Convention (Continued from page 1) 

 

7. How often will I use this? (A $100 shoe you'll wear to work daily 

is a better deal than the $50 shoe you'll wear to a one-off special 
event. Consider borrowing or renting for one-off uses.) 

8. Am I buying this for an emotional reason? 

 Happiness, excitement and thrill associated with having 

"the new thing" will wear off. (No wonder game publishers 
always have a new game coming up and make new ver-
sions of the same game!) 

 Boredom can be fought off with a free walk in the park or 

swim in the ocean (those are healthy activities too!). Mov-
ies can be disappointing and boring (consider renting in-
stead of going to the movie theater), and amusement parks 
are all pretty much the same (plus the thrill wears off 
rather quickly). 

 Stress can be taken care of by talking with your spouse/

partner or good friends (it's good for your relationships!). 
Alcohol, gambling, and "other activities" will leave you 
poorer and with a hangover, a bad habit, or may affect 
your health, or may get you into trouble with the law 

(thus adding more stress in the end) . 
 
These additional questions will push you to think in a more entre-
preneurial or business-like manner:  
1. Is this item extremely and ridiculously cheap? Is this my only 

chance to buy it at this price? (Learn to recognize good deals and 
act on it. Of course, this is provided that you will use it or re-sell it 
for profit. There is no point buying a really cheap thing without 
making use of it - there is the carrying cost of inventory.) 

2. Is there something else better I can do with this money? 

(Opportunity cost.) 
3. Can I make money on this purchase? Will this save me time or 

energy or both? (Remember to consider your time and energy as 
part of opportunity cost. If you will make more money with the 
time and energy saved compared to the cost of purchase, it can be 
a smart buy.) 

 
Be Fearless.  Be Free.  Build Wealth. 
 
Ambrose Moses, III is an attorney and founder of Moses Law, a law firm 
serving the needs of individuals, families, small businesses, and nonprofit 
organizations.  Contact:  Email -info@MosesLawOffice.com .  Telephone - 
(614) 418-7898.      

The Law (Continued from page 3) 

 

accomplish goals, no matter how they feel or what other people 
say. "Self-motivation requires the development of inner strength, 
conscious will power, overwhelming desire, and the determina-
tion to reach any goal you personally want to achieve," said 
Meyer. 

5.  All master salespeople care about other people. The best sales-
people genuinely want to leave their clients better off than they 
found them -- they're not selling to make money, but to give 
their clients a needed product or service. 
 

For more tips from Paul J. Meyer, purchase the book "Pink Slip 
Proof: How to Control All Future Paychecks." 
 

Salesperson (Continued from page 5) 

 

http://www.MosesLawOffice.pro
http://www.investopedia.com/terms/c/carryingcostofinventory.asp
http://en.wikipedia.org/wiki/Opportunity_cost
mailto:info@MosesLawOffice.com
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$300 Million Reasons To Do Business  
With The City of Columbus  

 

 

 

 
 

Did you know that the City of Columbus spends over $300 million dollars a year 
in construction, goods and services and professional  services projects?   
Are you interested in learning how to  compete for these opportunities?  

 
Call 614 -645 -0248 or sign up by going to the following link:  

http://vendorservices.columbus.gov/e -proc/  
 

Michael B. Coleman, Mayor  
Equal Business Opportunity Office, City of Columbus  

bid opportunities  

Place your bid  
notice here!   

614 -522 -9122  

 
 

 

 

 

 

The Columbus Regional Airport Authority in-

vites you to visit ColumbusAirports.com to 

sign-up for RSS feeds to automatically receive 

notifications of new bid opportunities and re-

sults. 

Walsh/Super Excavators JV ï is soliciting bids 

for BLACK RIVER TUNNEL PHASE 1, CON-

TRACT 16G.  We encourage bids from qualified 

MBE/WBE/SBE subcontractors/suppliers for all 

trades including: Special Inspection, Surveying, 

Demolition, Excavation, Site Utilities, Site work, 

Site Paving, Landscaping, Rebar, CIP Concrete, 

Masonry, Structural/Miscellaneous Metals, 

Rough/Finish Carpentry, Waterproofing, Insula-

tion, Roofing, Sealants/Caulking, Doors, O/H 

Doors, Glass/Glazing, Painting, Signage, Lou-

vers, Hoisting Equipment, Process Equipment, 

Process Piping, Plumbing, HVAC, Electrical and 

Controls Contact Mike Crumley, 3011 W. Grand 

Blvd., Detroit, MI 48202.  313-873-6600. Fax: 

313-873-6633. mcrumley@walshgroup.com. 

Columbus City Schools is issuing a Request for Proposal for Caps, Gowns, Diplo-

mas and miscellaneous items such as Awards, Incentives and printed materials re-

lated to the 2012 Graduation of Columbus City Schools High School Students. 

 

The RFP will be posted on the Columbus City Schools Website:  

www.columbus.k12.oh.us under the ñVendorò Tab Request For Proposals on 

Wednesday, October 5th, 2011. 

 

If your Business can assist the School District in providing any of these services please refer to the 

CCS Website and obtain a copy of the RFP and all pertinent information pertaining to the Project. 

Also, it is imperative for you to attend the Vendor Pre-Response meeting.  This meeting is an excellent 

avenue for Local LEDE, EDGE, DBE, 8(a) to learn about the Scope of the Project and to form Subcon-

tracting, Joint Ventures, and Strategic Alliances. 

 

Please refer to the RFP Posted on the Districtôs Website for Dates, Time and Location of the Pre-

Vendor (Bid) Meeting. 

http://www.columbus.k12.oh.us
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marketplace  


