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Challenge: 
 

 

Spend at least $25 

with a minority 

owned business this 

holiday shopping 

season. 

The 912 Group  and its  
publications:   

 

¶ OhioMBE 

¶ The Ohio Business Beacon  

¶ www.OhioDiversityNetwork.com  
 

reach over 10,000 minority, women 
and  disadvantaged  businesses.   

 

Connecting you to the  

MBE  community.  
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The 912 Group is an Ohio certified Minority Owned 
and EDGE business.  

October business entities up  

 
Secretary of State Jon Husted recently an-
nounced  that 6,449 new entities filed to do 
business in Ohio in October. These num-
bers are up slightly compared to October 
2010, in which 6,145 new entities filed with 
the Secretary of State. The Secretary of 
Stateõs office has assisted with 69,475 new 
business filings to date in 2011 (January -
October). This is a slight increase from the 
same time period last year, in which there 
were 67,455 new business filings.  

BWC Proposes new rating plan to protect workers, encourage  
return to work  
 
Other changes ensure continued savings, stability  
 
COLUMBUS ð Ohio Bureau of Workersõ Compensation (BWC) Administrator/CEO Stephen 
Buehrer has introduced a new rating plan that encourages employers to maintain safe 
workplaces and to work with injured workers to speed their return to work. It is part of a 
series of changes considered by the BWC Board of Directors late this week.  
 
òWe have designed a rating plan that aligns with our top priority of preventing injuries and 
getting injured workers healthy and back to work sooner,ó said Buehrer. òA quick return to 
work has the dual benefit of saving money, but more importantly increasing the chances of 
a positive outcome for the injured worker.ó  
 
The new rating plan, Destination: Excellence, aims to improve return -to-work rates by offer-
ing employers more choice in building a risk management plan that focuses on safety, pre-
vention and returning those who are injured to their jobs more quickly. The òcafeteria planó 
allows employers to select among seven new and existing program options see attached 

sheet) to customize a plan that addresses their specific needs. The programs address work-
place safety and stresses transitional work and vocational rehabilitation programs while 
providing opportunities to reduce premiums through adoption of best practices and meeting 
certain performance requirements. Additional savings are also possible for effective policy 
maintenance such as doing business online and keeping current on premiums.  
 
Buehrer cited a number of troubling trends that led to the focus on return -to-work. Over the 
past four years, the number of injured workers getting back to work within a year has fallen 
from 75 percent to below 69 percent. Medical and indemnity costs are rising faster than the 
national average. And, the cost of BWCõs long term claims is the worst in the nation. Eight 
years from the date of injury, BWC still has more than 45 percent of total claim costs left to  

 
BWC (Continued on page 5) 

Loans available to Ohio businesses affected by storms and floods  

 
The U.S. Small Business Administration is reminding businesses in Ohio that working capi-
tal loans are still available to small businesses, small agricultural cooperatives and most 
private non -profit organizations that were affected by the severe storms and flooding that 
occurred on Feb. 27 through March 14, 2011.  
  
òBusinesses that suffered economic losses as a result of the disaster and want to apply for 
low -interest loans from the SBA are urged to do so before the Dec. 19, 2011 deadline,ó said 
Frank Skaggs, director of SBA Field Operations Center East.  
  
Economic Injury Disaster Loans (EIDLs) up to $2 million are available at 4 percent for small 
businesses and 3 percent for private non -profit organizations of all sizes, with terms up to 
30 years. The loans are intended to pay fixed debts, payroll, accounts payable, and other 
expenses that could have been paid had the disaster not occurred.  To be considered for 
this assistance, disaster victims need to apply by the deadline.  
   
These EIDLs are available to businesses and non -profit organizations in the following coun-
ties of Allen, Auglaize, Crawford, Darke, Delaware, Hardin, Logan, Marion, Mercer, Morrow, 

Shelby, Union, Van Wert and Wyandot in Ohio.  
  
To obtain disaster loan information and application forms, call the SBAõs Customer Service 
Center at 800 -659 -2955 (800 -877 -8339 for deaf and hard -of hearing) or send an email to 
disastercustomerservice@sba.gov.  Loan application forms can also be downloaded from 
www.sba.gov. Completed applications should be mailed to: U.S. Small Business Administra-
tion, Processing and Disbursement Center, 14925 Kingsport Road, Fort Worth, TX  76155.  
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THE  L AW  ACCORDING  TO M OSES TM  

 

Are You Classifying Independent 
Contractors Correctly?  
 

By Ambrose Moses, III  

 
I sometimes hear business owners say that 
they have ò1099 employeesó.  First of all, 
there is no such thing as a ò1099 employeeó.  
The worker is either an employee or an inde-
pendent contractor.  These so -called ò1099 
employeesó are workers who are paid a fee for their services and 
have no employment taxes withheld from their checks.  They receive 
a Form 1099 from the business that indicates how much compensa-
tion was paid to them during the year.   
 
Employees receive a Form W -2 from their employer (i.e. the busi-

ness) that indicates how much compensation was paid to them and 
how much was withheld in taxes during the year.   
So, again, the question is whether the worker is an employee or an 
independent contractor.   
 
How the IRS Sees It  
According to the IRS, òIn general, someone who performs services for 
you is your employee if you can control what will be done and how it 
will be done .ó 
 
For example, if you exert any type of control over when, where and 
how the actual work is performed by an independent contractor, 
you may be getting into murky waters. For more on this and other 
criteria that come into play when classifying workers check out this 
SBA guide: Independent Contractor vs. Employees.  
 
The Consequences of Misclassifying Workers  
A significant number of businesses are guilty of misclassifying con-
tractors.  This results in billions of dollars in unpaid taxes.  Both 
the IRS and the states are cracking down on this issue.  If your 
business is found to have misclassified workers, you may incur 
back payroll taxes, interest and stiff penalties.  You will also have to 
deal with a significant amount of paperwork in resolving the situa-
tion.   
 
How to Determine Whether Your Contractor Should Be Consid-
ered an Employee  
To help businesses make a clear distinction between contractors 
and employees, the IRS publishes clear guidelines  and will even 
help you make a worker status determination using Form SS -8, De-
termination of Worker Status for Purposes of Federal Employment 
Taxes and Income Tax Withholding . 
 
Protect yourself.    
 
Ambrose Moses, III  is an attorney with Moses Law Office .   

Tisõ The Season For Extreme Customer Care 
 
By Sandee L. Hemphill ð MarketWyze 365  
 

Did you know there are two key compo-

nents to business marketing? Thatõs 

right. They are acquisition and reten-

tion. Getting customers is good; keeping 

customers is great!  

 

Keeping customer is based upon know-

ing what  your customers expect from 

youʄthen exceeding it! Thatõs 

what  Extreme Customer Care  is about.  

 

So what constitutes Extreme Customer Care ? It depends upon 

your business, of course. However, these tips are adaptable to al-

most all business formats.  

 

1.  Show Appreciation . Face ité everyone wants to be appreciated. 

Do your customers know that you value them? How are you 

showing appreciation? Is it annually, monthly or random? Either 

may work, as long as youõre doing something.  

 

2.  Make it Tangible . Thank you is a wonderful wordʄbut some-

thing in your customerõs hand makes it all the more believable. 

What gift or token of appreciation can you give your customers 

to remind them you care? Thereõs a variety of budget-sensitive 

promotional items available. If your business requires a more 

upscale gift, keep it simple. Either way, make sure your selection 

is useful and the sentiment focuses on the customer ðnot you.  

  

3.  Show Off . Give your customers 15 minutes of fame! Spotlight 

them in your newsletter article. A Customer of the Month feature 

could add excitement to your customer base.  

 

Competition in most markets is fierce; exercising Extreme Cus-

tomer Care  can make you a front runner! If you havenõt done so, 

add Extreme Customer  Care  to your monthly marketing tactics. 

Remember, your customers chose you as their business provider. 

Your appreciation validates their choice.  

 
Would you like additional customer acquisition or retention strate-

gies? Contact Sandee at MarketWyze 365.  Visit the website, 

mwmarketplace.com , or send an email to  

sandee@marketwyze365.com.  

E-Bid System is posting opportunities  
 
The Ohio Department of Administrative Services will begin posting 
bid opportunities in the eBid System at http://procure.ohio.gov.  
 
For assistance in registering or accessing the site, plese call 614 -
644 -6225.  

http://www.sba.gov/content/independent-contractors-vs-employees
http://www.irs.gov/businesses/small/article/0,,id=99921,00.html?
http://www.irs.gov/pub/irs-pdf/p15.pdf
http://www.irs.gov/pub/irs-pdf/p15.pdf
http://www.irs.gov/pub/irs-pdf/p15.pdf
http://moseslaw.pro
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Ohio Business Development Group 
Webinar Wednesday 

 

¶ Is Your LLC Complete?  Do you have all 
the necessary components of a LLC?  
Whatôs an operating agreement?  Board 
meetings with myself?  December 14 @ 
11:30 and 6:00 pm; January 11 @ 11:30 
am. 
 

¶ Copyrights, Trademarks, and Patents ï 
Learn the basics concerning copyright, 
trademarks, and patents for the protection 
of your idea expressions, your brand, and inventions. January 18 @ 
11:30 am. 
 

¶ Contracts - All business owners enter into contracts. Learn about 
the basic elements of a sound contract. January 25 at 11:30 am 

 

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  

7 Tips for Great Business Cards  

 

Lets face it, It's never easy to stand out above the competition but 
having a unique and well designed business card can give you and 
you're company the edge it needs. The following six tips will help 
you create a business card that will WOW anyone lucky enough to 
get it.  
  
Business cards are an extension and representation of a person or a 
company's brand. First impressions are extremely important and 
the business card is often that impression. These tips will help you 
create business cards that build your brand, show your personality, 
and deliver sales.  
  
1.  Create a personal tagline! Adding a personal tagline to your 

business card can give the recipient better insight to who you 
are as a person or as a company. It is as simple as adding an 
additional line(s) that say why you're special. For example, if you 
have a florist company, adding something like: "We don't make 

the flowers...We just make them more beautiful" will tell the con-
sumer how passionate your company is at creating a beautiful 
arrangement. WIN!  
 

2.  Make sure your graphics are high quality! You spent good money 
designing your logo, now make sure it prints the right way. Most 
printing companies provide the best results if you provide them 
with 300 dpi artwork. To get the best print results ask your 
printer about their artwork requirements and guidelines.  
 

3.  Make sure you're brand consistent! Nothing will confuse a po-
tential customer more than receiving a business card that looks 
one way and all of your other collateral or website don't match it. 
If the logos and general color scheme don't match you risk them 
questioning. A questioning consumer is for sure a loss of sales. 
Keep it consistent.  
 

4.  Avoid "FREE" business cards! Mother always said if it sounds to 
good to be true, then it probably is. Well, time to listen to your 
Mother! Companies that offer free business cards have an 
agenda. They are either a.) Luring you in with the word "FREE" 
only to charge you a million dollars for shipping or b.) They de-
liver low quality cards with blurry graphics that are printed on 
paper that is so thin you could slice your Thanksgiving turkey 
with them. Save yourself the headache and spend the extra 
money for quality. Your image is worth it!  
 

5.  Proof It! Proof it! Proof It! Then, just when you think your done 
proofing it, have someone else proof it for you. The worst thing 
you could do when creating your business card is send the final 
proof to the printers with a mistake that is your fault. Misspell a 
word? Leave out an email address? Forgot to put the website ad-
dress on there? To bad! Once it is printed you're paying for a 
new set of cards. Make sure it is right the first time!  
 

6.  Use call to actions! A call to action is simply telling the receiver 
of your card what you want them to do next. This can be as sim-
ple as adding a line that says, "Visit Our Website to Find Out 
How We Can Help" or "Call me personally and Save 10%." The 
point is to tell them what you are going to do for them and what 
they need to do to get it.  

Business Cards( Continued on page 5) 

Small Business Legal Aid Clinics  
 
Small Business Legal Aid provides the small business community 
with affordable access to quality legal advice and counsel on a wide 
range of business-related legal matters by an experienced, knowl-
edgeable and committed attorney. 
 
Initial consultations are $25 (up to 30 minutes) and will be available 
via webcam or in-person.  Walk-ins are welcome.  Appointments are 
preferred and given priority. 
 
Dates:  
¶ January 6, 13 and 20 - from 10 am to 1 pm 
¶ January 26  from 5 to 7:30 pm 
 
Please visit www.OhioBDG.com to schedule an appointment. 
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business profile  
 

7.  Get Social! Adding more ways for a consumer to reach you can 
never hurt. Make sure to add your Facebook and Twitter URL to 
your business card.  
 

Article Source: http://EzineArticles.com/6700523  

Business Cards (Continued from page 4) 

 
pay out, compared to the nationwide average of 17 percent.  
 
The proposal was introduced to the BWC Board of Directors during 
its Nov. 17 and 18 meetings and will be up for approval at its next 
meeting on Friday, Dec. 16. Other rate issues introduced to the 
board this month included changes to simplify certain require-
ments, better focus some safety requirements and allow for com-
patibility among rating programs that promote certain behaviors 
and best practices.  
 
The board also voted to set the maximum discount for both group 
and non -group employers at 53 percent, and eliminate the break -
even factor beginning July 1, 2012.  
 
òSimplified pricing for the Group Rating Program allows for savings 
opportunities while remaining within actuarially appropriate pa-
rameters and supporting the pricing constancy employers need to 
plan for the future,ó said Buehrer. 
 
The next meeting of the BWC Board of Directors is scheduled for 
Friday, Dec. 16.  

BWC (Continued from page 2) 

 
 
 
 
 
 
 
 
Company Name: King John Portable Toilets ð òYour Throne Away 
From Homeó 
 
Principal(s): Antonio Robinson & Pernell Horton  
 

Address: 6797 North High St  
 
City/State/Zip: Worthington, Ohio 43085  
 
Phone: 614 -358 -3418 Fax: 614 -245 -02022  
 
Email: antonio@kingjohntoilets.com  
 
Website: www.kingjohntoilets.com  
 
Type of Business:  Portable Toilet Rental  
 
Years in Business: 4 
 
What do You do? Portable Toilet, Roll Off Dumpster, Storage Con-
tainers & Construction Trailer Rental  
 
Number of Employees: 5 
 
Major Projects or Clients: OSU $1 Billion Hospital Project, Colum-
bus & Cincinnati Casino Projects, Nationwide Childrenõs Hospital 
 
Why did you go into business?  For the ability to create wealth 
and I enjoy the development and seeing the growth of something 
new.  
 
What makes your business standout? Our branding  
 
Where do you see yourself in 3 to 5 years? Working less hours 
with more pay.  
 
Whatõs your main responsibility to the company? Business de-
velopment  
 
What do you love about your job? Freedom And Flexibility  
 
Whatõs the worst part of your job? Having to wear so many hats  
 
The best business advice you received? Have a plan for the devel-
opment of your company and work your plan.  
 
The biggest business mistake you made? Not focusing on the core 

of our business and not keeping things simple.  
 
Tips for persons wanting to open a business: Do your research 
on your industry.  
 
What would you like people to know about your company? We 
are the only minority owned portable toilet rental company in the 
State of Ohio.  
 
Favorite book: Bible, E ð Myth, now reading ð Black Faces In White 
Places 
 
Favorite musician: Lionel Richey  

 
Best place for a business meal: A buffet so you can control how 
much they spend if youõre paying. 
 
Hobbies: Motorcycle Riding  
 
Family: Wife, two boys and two girls all grown and out of the 
house.  

mailto:antonio@kingjohntoilets.com
http://www.kingjohntoilets.com
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BlackShops.biz  

Advertising in 
OhioMBE has its 
benefitsé 

 
1. Each business card 

advertiser is tweeted 
as our òAdvertiser of 
the Dayó 
 

2.  Your ad is posted on 
our website.  
 

3.  Your ad is posted on 
our Facebook page  

 

Call Today to  
advertise   

 
614 -522 -9122  www.OhioShops.biz 
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www.BlackShops.biz 
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Special:  Design Your Own T-Shirt.  Buy 2 - Get 1 Free 


