
Ashley Thompson, a native of Huntington, is a 
program coordinator for Ebenezer Medical Out-
reach, Inc. As a program coordinator, her duties 
include providing educational classes, counsel-
ing/support for each patient, and implementing 
exercise into each patient’s lifestyle. Her profes-
sional career began at Highlawn Presbyterian 
Church as administrative director.  
  
Thompson received her degree from Marshall 
University in 2002, focusing on counseling and 
rehabilitation. She remains active on Marshall’s 
campus by teaching aerobics in the Rec Sports 
to students and staff. She is a certified group ex-
ercise instructor, which plays a huge role in her 
position at EMO. She is working toward becom-
ing a Clinical Exercise Specialist this spring.  
  
Thompson tries to stay active in her community 
and church. She is a member of Full Gospel As-
sembly and participates in several ministries at 
her church. She is also a member of Toastmas-
ters Unlimited and serves as VP to Membership.  
  
Her proudest achievement is her 8-year-old son, 
Paxton. Paxton attends St. Joseph Grade School 
and participates in soccer, basketball and golf. 
They enjoy long walks with their golden retriever 

and hitting golf balls 
at the driving range.  
  
Thompson was referred to the YPC by both Re-
becca Samples and Brandi Jacobs-Jones and 
looks forward to getting involved with this fine 
young group of individuals. 

 

 
 
As young professionals in our community, we know how busy you are and we at YPC value your time.  
Therefore, we wanted to take just a moment to remind you of the importance of our scheduled weekly e-
updates and monthly newsletters as our primary way to communicate to our members.  The YPC strives 
to minimize the volume of emails you receive, while providing a scheduled form of communication you 
can count on to inform you of YPC’s current events. Unscheduled e-blasts clutter member inboxes and 
tend to be overlooked, so YPC’s policy is to not send unscheduled e-blasts unless a message is urgent 
or must be communicated before the next e-update. Thank you for your cooperation. 

http://www.facebook.com/photo.php?pid=32881324&id=42208918


As many of you know the AP recently ran a story naming Huntington WV as the “fattest city in America”. 
This year we will change this negative view of our city. With the help of Heather Smith of the new MU 
Recreation Center we are pleased to announce: 

 
YPC Iron Women’s class. Ladies who balance work, family, and home life, join us 
for your own version of Iron Girls strength program. You deserve it!  Katie Reynolds 
is an exercise physiologist who will provide a proven strength training program and 
teach proper training techniques you can apply beyond the class.  A focus will also 
be put on developing healthy eating habits to take your results even further.  Partici-
pants will gain group support; great for those of you who don’t already have a work-
out partner.  To see real results from this program, plan to commit to two other work-
out days per week in addition to the class. The Advanced class is for past partici-

pants who want to take it to the next level.   
 
Iron Women classes will not begin until the week of Feb. 23rd or later. The cost of the class is (based on 
membership of the new MU Recreation Center) Member: $40.00 Non-Member: $60.00 The class can be 
filled with 6-12 participants and currently we would like to know how many women in 
YPC are up to the challenge. If you are interested in participating in this lifestyle 
changing program please email Heather Smith wyatt6@marshall.edu or 
brian.white@raymondjames.com.  
  

YPC Men’s Indoor Winter Soccer Season will begin at the end of January.  If you 
are interested in playing contact Chris Drummond at william.drummond@nmfn.com 
or Brian White at brian.white@raymondjames.com.  

 
The Recreation Committee is currently working 
with the Marshall University Police department to 
hold a self defense class for women in YPC. The total cost of the class is 
$25 and will be held on consecutive Saturdays  from 9:00 AM-12:00pm. 
Currently we are determining the number of YPC members that would 
like to participate in this class before we confirm a final date. This will be 
an opportunity for the women of YPC to learn valuable and practical self 
defense techniques. Anyone interested please contact 
brian.white@raymondjames.com 

Young West Virginians are succeeding in busi-
ness, education, government and the professions. 
They are our Generation Next- the next wave of 
WV leadership. 
 
The State Journal is seeking nominations for Gen-
eration Next, WV’s 40 Under 40, so look through 
your Rolodex for those successful West Virginians 
who are younger than 40 and making a difference 
in their business and communities. WV is building 
for the future and The State Journal will highlight 
those who play a role in creating opportunities 
across the state. Simply put, they are our future. 
 

Criteria for nominees: 

Must be under 40 years of age at press time 

(April 3, 2009) 

Must be in their current position for at least 2 

years 

Successful in his or her craft 

Public and Private Sector accepted 

Self-nominations are accepted and encour-

aged 
Nominations must have a minimum of 150 words 
per question, excluding the "Other" Section. 
Deadline February 13th, 2009. 
 
For more information, visit  
http://statejournal.com/formGN.cfm 
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Client Thank You Notes: A Personal Touch in a Tough Time 
SUZANNA DE BACA -- EXPERT BUSINESS SOURCE. 

Last week, Expert Business Source Blogger Shanu Singh Guiliani made a terrific point in her blog post entitled 

“Business Thank You Cards Increase Customer Loyalty.” Her post was a terrific reminder in this tough economy 

that sometimes the small, sincere human touch can make all the difference. 

When times are tough, communication is more critical than ever. In the investment business, which is my indus-

try,  advisors who are not calling their clients will probably find themselves without clients. In other industries that 

have been hit hard, letting your clients know that you appreciate their business or that you’re thinking of them can 

strengthen your relationship. 

The more  personal that mode of communication can be, the better. If you can speak with clients face to face in a 

difficult market environment, that is ideal. A phone call is the next best option. Just picking up the phone to see if 

the client has any questions or concerns can reassure a client and let them know you’re on top of things. A hand-

written thank you note to a client for specific business or for their business in general shows them that you value 

them enough to sit down and personally express your gratitude. Somehow, a a quick email just doesn’t convey that 

sentiment in the same way. 

Any client – whether he or she is the client of an investment firm, a construction firm, a law firm, or a dry cleaning 

business –appreciates recognition. As American Airlines announces at the end of each flight, “We know you have a 

choice in air travel and we thank you for choosing American.” Clients have a choice. Each time we have an oppor-

tunity to make contact we are telling our clients that we value their business. 

Shanu points out that “Sending business thank you cards is a simple, inexpensive and effective way to show cus-

tomers how much you appreciate them.” If you’re trying to think of how to do customer outreach or to do marketing 

that doesn’t cost an arm and a leg, consider getting out the thank you notes. You may find that clients appreciate it 

more than expensive tickets, gifts or promotional items. Sometimes a simple thank you is the most powerful mes-

sage of all. 
 

Suzanna de Baca is president of Private Capital Solutions Group. Securities offered through Broker Dealer Financial Services 

Corp. Member FINRA & SIPC. Investment Advisor Representative of Investment Advisors Corp., A Registered Investment Advi-

sor.  Material discussed is meant for general illustration and/or informational purposes only and it is not to be construed as tax, 

legal or investment advice. Although the information has been gathered from sources believed reliable, please note that individ-

ual situations can vary, therefore the information should be relied upon when coordinated with individual professional advice. 

Volunteer Hours Tracking – Please begin tracking 
your volunteer hours at www.volunteerwv.org for all vol-
unteer hours you have accumulated beginning January 
1, 2009.  Visit our volunteer hours tracking instructions 
at http://www.huntingtonchamber.org/files/YPC%
20Volunteer%20Tracking%20Instructions.pdf to see 
step-by-step how you can set up your account and re-
cord hours.  Setting up the account takes about 5 min-
utes, while recording hours only takes about 30 sec-
onds per event.  YPC meetings and events count as 
volunteer hours, as well as volunteering with groups like 
Big Brothers Big Sisters, United Way, Habitat for Hu-
manity and many more. The Chamber will use these 
reported hours for our annual reports, as well as when 
applying for any grants, etc.  Make sure to set this up 
today and then visit often to keep track of all your accu-
mulated hours. 

The YPC has agreed to help HADCO (the Huntington 
Area Development Council) recruit volunteers for a 
program in Wayne and Cabell Counties to help pro-
mote advanced math and science courses to 8th and 
9th grade students.  HADCO is working with the WV 
State Scholars to recruit volunteers from the local 
business community to donate 3-4 hours (total).  The 
plan for each volunteer would be to attend one training 
session and then to visit as many local school classes 
as he or she wishes. WV State Scholars provides the 
slide presentation and basis of the talk.  Volunteers 
can pick which school they would want to 
visit.  Classroom visits are being tentatively planned 
for the week of March 16th, with 3 different dates in 
February for training sessions.  Please contact YPC's 
Kit Anderson (bloomingkit@hotmail.com) or HADCO's 
Pat Kurtenbach (kurtenbach@hadco.org) if interested, 
or for more information.  

http://www.expertbusinesssource.com/blog/420000242/post/210035021.html
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Kameron Miller 
Attorney 
Offutt Nord, PLLC 
ktmiller@ofnlaw.com 
 

Tillman M. Adkins 
Associate Agent 
Hatfield Insurance Agency, LLC 
adkinst6@nationwide.com 
 

CW Dolin 
Legal Assistant 
Tyson & Tyson 
cwdolin@marshall.edu 
 

Erica McVey 
Agent 
Hatfield Insurance Agency, LLC 
mcvey4@nationwide.com 
 

Jennifer Hatfield-Chapman 
Associate Agent 
Hatfield Insurance Agency, LLC 
hatfiej4@nationwide.com 
 

Gina Sobrero Evans 
Assistant Professor 
Marshall University 
evansg@marshall.edu 
 

Matt Campbell 
Assistant Director 
Marshall University 
campbellm@marshall.edu 
 

Jimmy Black 
Merchandising Supervisor 
Pepsi Bottling Group 
Jim.black@pepsi.com 

  

January 31 – Marshall University Executive  
                       MBA Reception 
 

February 2 – Sweet Results Donut Delivery 
 

February 3 – YPC Leadership Committee Meeting 
February 3 -  Networking Subcommittee Meeting 
 

February 5 – YPC Meeting 
 

February 10 – PR Subcommittee Meeting 
 

February 11 – Ambassador Subcommittee Meeting 
  

 

 

What can torpedo  

your effectiveness as a speaker: 
 

Starting with a whimper. Don’t start with “Thank you 
for that kind introduction.” Start with a bang! Give the audi-
ence a startling statistic, an interesting quote, a news 
headline – something powerful that will get their attention 
immediately. 

Attempting to imitate other speakers. Authenticity is 
lost when you aren’t yourself. 

Failing to “work” the room. Your audience wants to 
meet you. If you don’t take time to mingle before the pres-
entation, you lose an opportunity to enhance your credibil-
ity with your listeners. 

Failing to use relaxation techniques. Do whatever it 
takes – listening to music, breathing deeply, shrugging 
your shoulders – to relieve nervous tension. 

Reading a speech word for word. This will put the 
audience to sleep. Instead use a “keyword” outline: Look 
at the keyword to prompt your thoughts. Look into the 
eyes of the audience, then speak. 

Using someone else’s stories. It’s okay to use brief 
quotes from other sources, but to connect with the audi-
ence, you must illustrate your most profound thoughts 
from your own life experiences. If you think you don’t have 
any interesting stories to tell, you are not looking hard 
enough. 

Speaking without passion. The more passionate 
you are about your topic, the more likely your audience will 
act on your suggestions. 

Ending a speech with questions and answers. In-
stead, tell the audience that you will take questions and 
then say, “We will move to our closing point.” After the Q 
and A, tell a story that ties in with your main theme, or 
summarize your key points. Conclude with a quote or call 
to action. 

Failing to prepare. Your reputation is at stake every 
time you face an audience – so rehearse well enough to 
ensure you’ll leave a good impression! 

Failing to recognize that speaking is an acquired 
skill. Effective executives learn how to present in the 
same way they learn to use other tools to operate their 
businesses. 
 

These Public Speaking Tips are provided as a courtesy from 
Mike Harbour of the Huntington Centennial Toastmasters 
Club.  The Huntington Centennial Toastmasters Club meets on 
the 2nd and 4th Thursdays of each month at 7pm at the First 
Presbyterian Church of Huntington.  For more information, 

please contact YPC's Mike Hager or Kit Anderson, both of 

whom are members of the Toastmasters Club, or visit 
hctc.freetoasthost.us 
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