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Riverview Credit Union Celebrates  

50 Years in the Mid-Ohio Valley  

June’s Business After Hours 

Riverview Credit Union, Inc. 

was granted State Charter on 

March 20, 1968. The officers 

and organizing officials can-

vassed all employees of the Un-

ion Carbide Corporation, Mining 

and Metals Plant to join the 

credit union for 25 cents. Mem-

bers were encouraged to keep 

their deposits in a share account 

so that money could be loaned to 

other members in need. 

50 years later, RCU now has two 

locations—Belpre and Marietta 

and services over 70 Select Em-

ployer Groups and provides ser-

vices to over 5,000 members. 

Top Left: Katie Baum - Copperleaf Interi-

or Design Studio, Ty Giffin - Congress-

man Bill Johnson’s Office & Peter Keim - 

Keim Financial Services  

Left Center: Angie Farra and Rhonda 

Mears - Riverview Credit Union, Colleen 

Cook - TheisenBrock 

Bottom Left : Marty and Howard Kitchen, 

Valerie Holley and Bill McFarland -  

Washington County Auditor 

Top Right: Mona Barrett - Sweetapple 

Farm, Melissa Blair & Ryan Lynn -  Perry 

and Associates 

Right Second Photo: Joshua Youngblood - 

Just In Time Digital Marketing,  Samantha 

Eddy and Kearny Hambrick - Brick Insur-

ance 

Right Third Photo: Gary Williams, Ely 

Chapman Education Foundation & Joan 

Zoller, Trademark Solutions 

Bottom Right: Jim & Sandy Hoblick - 

Regional Collection Services 
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Dan Harrison 
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Kristopher Justice 
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Kathy Schalitz 
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Industry/Shale Development 
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Settlers Bank 

 

David Bricker 
Hampton Inn 

 
 

Gary O’Brien 
O’Brien’s Safety Services 

 
 

Deborah Rhoades 
Peoples Bank 

 
 

David Schramm 
Workingman’s Store 

 
 

Dr. William Ruud 
Marietta College 

 
 

Dr. Vickie Wood 
Washington State Community College 

 
 

Joan Zoller 
Trademark Solutions 

 
 

 

MACC Staff 
 

Carrie Ankrom 
President/CEO 

 

Morgan Brown 
Member Services Manager 

 

Candi Heiss  
Accounting/Special Programs Manager 

 

Kelsey Vincent 
Executive Assistant 

 

Charlotte Kuehn 
RSVP Volunteer 

 

740-373-5176; Fax: 740-373-7808 
www.mariettachamber.com 

2017 1st Place Winners 
Mallet Rentals 

2017—18th Place 
Solvay Specialty Poly-
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Cross-generational collaboration...those are 
the big words that we used last fall to de-
scribe one of the things we envisioned hap-
pening in the Epicenter Makerspace. Basi-
cally, we want to bring people together to 
create and build community networks that 
support all area youth in order to have suc-
cessful students and prosperous communi-
ties. These are our mission and vision 
statements...you can look it up. It's happen-
ing! Let me tell you about Corey Farns-
worth and David Vandenberg, and Steve 
Foutty.  
 
We have recruited David Vandenberg as 
our "Woodshop Personal Trainer". He is 
retired and is volunteering to share his 
knowledge of woodworking tools and 
equipment that he has gained through com-
pleting projects (like building a cabin) on 
his own. We are thrilled to have him! 
 
Corey Farnsworth is a college student at 
Ohio University majoring in computer 
science, and is a local who recently gradu-
ated from Marietta High School. Corey is a 
member of the Makerspace and wants to 
build his own arcade game. Not having full 
knowledge of all of the woodshop equip-
ment, he was a perfect candidate for some 
personal training with David.  
 
"Dave Vandenberg was an absolute pleas-
ure to work with. He's very knowledgeable 
and encourages you to learn how to use 
equipment properly and safely. He is as-
sisting me in building an arcade machine 
cabinet which I wanted to build as an exer-

cise to increase my woodworking skill and 
use my current knowledge of electronics." 
~Corey 
"I've always enjoyed hands on activities in 
my spare time. It was a contrast to my ca-
reer.  Passing on some experience to other 
people has always been satisfying. I look 
forward to expanding my volunteer ef-
forts." ~ David 
 
There are multiple ways to increase your 

woodshop skills at the Epicenter Mak-

erspace. If you have a project in mind, be-

come a member and schedule some time 

with David. If you prefer something a bit 

more structured, we have also recruited 

Steve Foutty to help us out, who is a local 

architecture, engineering, and wood shop 

teacher. He has put together a 3 session 

woodworking class that is designed to in-

troduce you to each of piece of equipment 

in the woodshop. Participants will finish 

the class with a completed project and 

(hopefully) the motivation to work on pro-

jects independently. Contact Jenny Bruce, 

or any of us at Building Bridges to Careers 

to find out more, get registered for the 

class and to find out about volunteering.  

 

Article submitted by: Tasha Werry, Build-

ing Bridges to Careers 

http://buildingbridgestocareers.org/mission-vision-values/
http://buildingbridgestocareers.org/makerspace/
http://buildingbridgestocareers.org/makerspace/
http://buildingbridgestocareers.org/events/2018/6/15/introduction-to-woodburning-rhxmg
http://buildingbridgestocareers.org/events/2018/6/15/introduction-to-woodburning-rhxmg
http://buildingbridgestocareers.org/contact-us/


Page Marietta Area Chamber of Commerce 

Welcome New  
MACC Members!  

 

Amanda Marshall Insurance 
353 Pike Street, Marietta 

(740) 373-1193 
www.amandamarshall.net 
Amanda Marshall, Owner 

 

BrAva 
 Marietta, OH 

(740) 350-1006 
www.bravafight.com 

Traci Nichols, President 
 

Hidden Marietta Tour Company 
424 George Street, Marietta 

(740) 590-1987 
www.hiddenmarietta.com 
Jessica Wielitzka, Owner 

 

MOVement Fitness 
315 Gross Street, Marietta 

(740) 371-5253 
Brant & Ashley Whited, Owners 

 

RHDD 
245 County Road 9, Marietta 

(740) 622-9778, ext. 113 
Sue Renner-Miller,  

Special Projects Assistant 
 

Smith Orthodontics 
6 Rosemar Circle, Parkersburg 

(304) 865-0009 
www.dramyortho.com 
Dr. Amy Smith, Owner 

 

Studio O-Y-O: Health in Harmony 
217 Scammel Street, Marietta 

(740) 279-5578 
www.oyomassage.com 

Emily West, Owner 

Boost Your Business 
Wednesday, July 11 

 

“Assistance Programming for        
Expanding Businesses” 

 

Speaker: Andy Keuhn, SEOPA 
 

8:30am-9:30am 
 

Huntington Bank 
226 Third Street 

 
New Member Orientation 

Friday, July 20 
 

Receive information 
about MACC's cost savings programs, 
marketing assistance, connecting with 

social media, enhancing your web 
presence, plus more about Safety 

Council, Ambassadors, BAH & PWR.  
 

MACC Conference Room 
100 Front St. Suite 200 

 

12 pm - 1pm 
 

 
Professional Women’s 

Roundtable 
Wednesday, July 25 

 

"Quick, Healthy Meals"   
Speakers:  

Jason Legrean & Adria Handley, 
Parkhurst Dining 

 

Marietta College Campus 
215 Fifth Street, Marietta 

 

11:45am-1pm 
 

$10 Special Member Rate 
$15 General Admission 

 
 

MACC Coffee Chat 
Friday, July 27 
8:30am-9:30am 

 

Join Us For:  
 

• Coffee 
• Meet the MACC team 
• Voice your interests 
• Share your views, concerns and 

news about your business  
 

Sponsored By: 

To RSVP for all MACC Programs  

Call 740-373-5176 or go online at 

www.mariettachamber/events.  

 

Member News 
 

 

• Happy 1st Anniversary to      

Marietta Dental Works! 

Get the Chamber Connection 

LiveHealth Online:  
Quick, Convenient Access to 

Doctors 24/7 
 
You can pay your bills, buy grocer-
ies, or view the beach in Mexico — 
all without leaving your couch. Now, 
using LiveHealth Online, your em-
ployees can have a video visit any 
time, 24/7, with a board-certified 
doctor using your smartphone, tablet, 
or computer’s webcam. Doctors can 
answer questions and assess illnesses 
such as rashes, colds and the flu. 
They can even send a prescription to 
a pharmacy, if needed.1  
 
LiveHealth Online can save time 
and money – and it works!2 

Two to three hours faster than 
urgent care 

6.35 times faster than emergency 
room 

$1,405 saved compared to aver-
age emergency room visit  

$107 saved compared to average 
urgent care visit 

85% of members resolved their 
medical issue 

90% member satisfaction 
 
Your employees can also talk to a 
licensed therapist or psychologist 
using LiveHealth Online. It’s private 
and easy to use. In most cases, they 
can get an appointment within four 
days or less.3 

 
 
1 Prescription availability is defined 
by physician judgment.  
2 Results based on internal Li-
veHealth Online study during 2014 
and first quarter of 2015.  
3 Appointments subject to availability 
of a therapist. Online counseling is 
not appropriate for all kinds of prob-
lems. If someone is in crisis or hav-
ing suicidal thoughts, it’s important 
that he or she seeks help immediate-
ly. Please call 1-800-784-2433 
(National Suicide Prevention Life-
line) or 911 for help. If it’s an emer-
gency, he or she should call 911 or 
go to the nearest emergency room. 
LiveHealth Online does not offer 
emergency services.  

 
 

Did You Know? 

There are 939,317 small businesses in 

operation in the State of Ohio?  

This makes up 99.6% of all the busi-

nesses in the state! 

1. Based on data from the Office of Advocacy’s Small 

Business Profiles, which are annual analyses of each 

state’s small business activities that gather the latest infor-

mation from key federal data-gathering agencies to provide 

a snapshot of small business health and economic activity. 

In this Report, “Small Business” is defined as a firm employ-

ing fewer than 500 employees. See: https://www.sba.gov/

advocacy/2017-small-business-profiles-states-and-

territories. 

https://www.sba.gov/advocacy/2017-small-business-profiles-states-and-territories
https://www.sba.gov/advocacy/2017-small-business-profiles-states-and-territories
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Thank You 48th Annual Golf Outing Sponsors                                                                                 

 

 

 

 

                                                                                   

 

 

 

                         

 

  Banquet Sponsors 

  Beverage Sponsor                       Lunch Sponsor            Cart Sponsor 

Gold Sponsors  

Par 3 Sponsors 

                          Hole Sponsors                          Driving Range Sponsor 

  Hole In One Sponsor       Scorecard Sponsor               Media Sponsor 

Save the Date!  

Monday, August 6 is the BIG Day at the Marietta Country Club, 

Shotgun Start at 11am! 

Network, Play or Volunteer….All Members are Invited! 

Exclusive Sponsorships and Teams are Still Available!  

Think Outside the Box to Promote Your Business!  
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Sponsored Advertisement 

Members of the Advisory Team  

Ashley Ullman, Rob Blasczyk, Brett Bronski, Rob Beardmore, Chris Hall, 
Managing Principal, Jeremiah Kuhn and Kevin Knab. 

Hall Financial Advisors, LLC 
1101 Rosemar Road, Suite, Parkersburg, WV 26105 

416 Hart Street, Suite A, Marietta, OH 45750 

TOLL-FREE: (866) 865-4442 

This advertisement was written by Wells Fargo Advisors Financial Network and provided to you by Chris 

Hall, Managing Principal.  

Investments in securities and insurance products are: NOT FDIC-INSURED/NOT BANK-GUARANTEED/

MAY LOSE VALUE 

Investment products and services are offered through Wells Fargo Advisors Financial Network, LLC, 

Member SIPC, a registered broker-dealer and a separate non-bank affiliate of Wells Fargo & Company.  

© 2018 Wells Fargo Advisors Financial Network, LLC. All rights reserved.  

Financial Lessons You Can Learn from Retirees 

Does this scenario sound familiar? 

• When the market is up, an investor 
feels good and buys stocks. 

• When the market is down, that same 
investor gets scared and sells. 

Although reacting like this may feel right at 
the time, the problem is this scenario is 
unlikely to result in a profit. In fact, the 
goal should be just the opposite: buy low 
and sell high. 

Why do investors make this mistake? The 
reason may have a lot to do with us mak-
ing investment choices the same way we 
do many important decisions: using both 
our heads and our hearts (i.e., logic and 
emotion). When there’s market volatility – 
including both market highs and market 
lows – our emotions tend to take over and 
we may make illogical choices going 
against our best interests. 

To avoid having your emotions control 
your investment decisions, you may decide 
to get into the market when it’s down and 
out of the market when prices are up. This 
is known as “market timing.”  

While this approach may sound rational, 
the problem is this strategy is extremely 
difficult, even for experienced investors, to 
employ consistently. There’s an old saying: 
“No one rings a bell” when the market 
reaches the top of a peak or the bottom of 
a trough. Translated: Investors attempting 
to time the market usually find it tough to 
determine exactly when to make their 
move. 

Give dollar cost averaging a look. Rather 
than using either of these approaches, 
consider a strategy called “dollar cost aver-
aging.” 

Dollar cost averaging is the practice of 
putting a set amount into a particular in-
vestment on a regular basis (weekly,  

monthly, quarterly, etc.) no matter 

what’s going on in the market. For 

example, you could invest $500 each 

month. In a fluctuating market, this 

practice lets you purchase additional 

shares when prices are low and fewer 

shares when prices increase.  

While you’re mulling dollar cost aver-

aging’s potential merits, consider this: 

You may well be using the strategy 

already. If you participate in an em-

ployer-sponsored retirement plan, 

such as a 401(k) or 403(b), and con-

tribute the same amount each pay-

day, you’re using dollar cost averag-

ing. 

Get help for when the going gets 

tough. One of dollar cost averaging’s 

greatest challenges is you have to 

stick with the strategy even when the 

market declines, and that can  

be difficult (see our previous discus-

sion about letting emotions control 

your decision-making). However, dur-

ing times like these, dollar cost aver-

aging can be most useful by letting 

you purchase shares at lower prices.  

Because dollar cost averaging can be 

simultaneously more difficult and 

advantageous when the going gets 

toughest, consider turning to a pro-

fessional financial advisor for help. He 

or she should offer a voice a reason 

during these periods as you grapple 

with whether to adhere to the strate-

gy. 

 

Like any investment strategy, dollar cost aver-

aging doesn’t guarantee a profit or protect 

against loss in a declining market. Because 

dollar cost averaging requires continuous in-

vestment regardless of fluctuating prices, you 
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Wednesday, July 18 

“Diabetics in the Workplace”  

Featured Speaker: 

Court Witchey,  

Washington County Health  

Department 

MOVSC  

Upcoming Meetings 

 

Meeting Information: 

Marietta Shrine Club 

Registration: 11:30 am 

Program: Noon to 1 pm 

Cost: $15 includes lunch  

RSVP: 740-373-5176  

Email: info@mariettachamber.com 

Payroll True-Up Reports 
 

The Ohio Bureau of Workers’ Compensa-

tion (BWC) requires that employers rec-

oncile their actual payroll following each 

policy year. 
 

The BWC establishes each employer’s 

estimated annual premium (EAP) based 

on the most recent payroll that you re-

ported to the BWC, or for a new employ-

er, based on the 12-month payroll esti-

mate that you provide. 
 

At the end of the policy year, the BWC 

must “True-Up” the payroll report to en-

sure that the estimated premium was used 

for the previous policy year.  Therefore, 

each employer must file a true-up report 

that reflects the actual payroll for the pol-

icy year.  This report must be completed 

online and can be accessed (along with 

additional information and instructions) 

through this link:  Payroll true-up report 

If your actual (true-up) payroll exceeded 

the estimated payroll, then you will owe 

the BWC additional premium.  If your 

actual (true-up) payroll is less than your 

estimated payroll, you will receive a cred-

it of premium dollars. 
 

*Employer must submit a payroll true-

up report even if it has zero payroll. 
 

Private employers will receive payroll 

true-up notices in July, and they must 

complete their report to BWC and pay 

any outstanding balance, by August 15.  

Public employers will receive payroll true

-up notices in January, and they must 

complete their report to BWC and pay 

any outstanding balance, by February 15.  
 

Important:  

Employers who do not complete the 

True-Up process on time will be dis-

qualified for all BWC Discounts and 

Rating Programs for that year.   

Reminder:  

Submit your  

Semi-Annual  Reports by  

Monday, July 16,  2018 

 BE SAFE, SAVE MONEY,  

JOIN SAFETY COUNCIL TODAY! 
In 2017, members of Safety Council received rebates totaling $65,319 on their work-

ers comp premium. How? By participating in the Mid-Ohio Valley Safety Council! 
 

Deadline to enroll is July 31, 2018.   

To qualify for the BWC Safety Council rebate, you must meet the follow-

ing eligibility requirements: 
 

• Enroll in local safety council 
 

• Attend 10 meetings  
 

• CEO must attend any one safety council meeting 
 

• Submit semi-annual reports for the 2018 calendar year 

 

Potential rebates for an employer who meets the requirements: 
 

• Employers that are not enrolled in a group-rating program will earn a 2-percent 

participation rebate on their premium and the potential of an additional 2-percent  

performance bonus. 
 

• Employers that are also enrolled in a group-experience-rating program have the  

potential to earn a 2-percent performance bonus. 
 

• Employers that are also enrolled in a group-retrospective-rating program will earn 

a 2-percent participation rate. 
 

• The rebate offer excludes self-insuring employers and state agencies. However, 

BWC encourages everyone to become active safety council members.  

 

For more information, call Carrie Ankrom at (740) 373-5176 or e-mail at 

ankrom@mariettachamber.com. 

Premium Rebate Approved by 
BWC Board 

 
The $1.5 billion rebate was approved in 
May and eligible employers will re-
ceive 85% of their 2016 premiums paid. 

 

In order to be eligible, any overdue pre-

miums or outstanding BWC balances 

must be paid by 6/8/18, as well as any 

outstanding payroll reports submitted. 

Rebate checks will be sent in early July, 

unless your business participated in a 

Group Retrospective rating program in 

Policy Year 2016, in which case your 

rebate will be sent by early November.  

 
Housekeeping note: If you haven’t done 
so in a while, now is a good time to 
check the BWC website to be sure your 
mailing address is correct so that you 
receive the rebate check to the right 
address! 

https://www.bwc.ohio.gov/Employer/Services/Payroll/TrueUp/secure/TrueUp0.aspx


 

The Riverview Building 
100 Front Street, Suite 200 

Marietta, OH    45750 

 

 

1328 7th Street 
Parkersburg 

304-428-6221 

Call the MACC for more details -  
740-373-5176 

 

 

740-336-8407 
Www.obrienssafetyservices.com 

This Ad Space Available! 
Contact MACC  

For More Details 
740-373-5176 

115 Third Street, Marietta 
740-373-9200 



Member Flyers 

















Hyde Brothers 

Printing & Marketing 

 





 
For More Information on 

this building or to tour 

please contact: 

Bill Stacy 

740-350-5964 or  

740-336-0576 


