










 While honeymooning in Kona, Hawaii, Tom and Liz Neal fell in love with the robust and fl avorful local coffee. 
The two fantasized about opening their own coffeehouse, but they left their dream at the beach. Ten years later, after 
career changes and advancements in education, the couple decided the time was right to follow their dream and open 
a coffeehouse of their own. Tom Neal had already gathered a tremendous amount of information on coffeehouses; he 
focused all of the projects required by his Master of Business Administration program around opening a coffeehouse. 
Additionally, Liz Neal, an illustrator, graphic artist and fi ne arts professor by trade, learned the ins and outs of making 
coffee by working part-time as a barista at a national chain.
 The couple took their research and experience and opened Java Joint Coffeehouse. Java Joint is a Northern 
Kentucky coffeehouse that serves more than just rich coffee; they offer a sense of community, an environment where 
customers enjoy spending time and connecting with each other while having a cup of java.
 Tom Neal realized that before going into business he needed to learn the pragmatic, common sense ap-
proach to running a business. He visited the NKU SBDC for that education. Not only has he taken several of the 

SBDC’s training workshops, but he followed the advice of an instructor by attending the National Restaurant Association’s convention. It was that 
convention that was the springing board for starting the business.
 The Neal’s are planning to continue using the consulting services offered by the SBDC as they open a second location in Covington’s 
RiverCenter Complex.  “Carol Cornell [director of the NKU SBDC] is on board and has a lot of ideas to help us with our marketing,” Neal said.

Lake Cumberland Animal Hospital - Somerset
Eastern Kentucky University SBDC

 For the past 11 years, Dr. Cynthia 
Donovan served as the primary surgeon for 
a veterinary clinic in Georgia. She always 
planned to open a veterinary practice of 
her own; however, fi nding the right location 
required a lot of research and numerous road 
trips. She wanted to open a practice in a small 
Kentucky town (her husband is a native). She 
explored several Kentucky communities before 
choosing Somerset.
 After selecting the city, she visited 
the EKU SBDC in Somerset for assistance. 
John Preston, management consultant, helped 
her with fi nancial projections and a business 
plan. He put her in contact with lending institu-

 John Travis and Edwin Long have a combined 50 years of 
experience in the lumber and home supply industry. So, when the home-
town supplier of lumber and building materials closed, the two decided 
to use their experience and start a lumber and building supply material 
business of their own. The men opened Christian County Lumber & 
Home Supply in the same location as the previous store. 
 Prior to purchasing the business, the two men visited Roy 
Keller at the Hopkinsville SBDC. Keller helped by conducting a feasibility 
analysis and gathering market research to determine if the town could 
support the business. He also assisted in putting together fi nancial 
projections for the men to present to potential lending institutions. They 
were successful in obtaining the fi nancing they needed to proceed with 
their dream to purchase the business.
 Under the ownership of John Travis and Edwin Long, Christian 
County Lumber & Home Supply opened its doors in August. The  

“Roy’s knowledge of how to 
get started really led us in the

 right direction.”

-John Travis

“We opened in August, a slow time for 
veterinary clinics, and are surpassing the goals 

set for the spring, our busy season.”
-Dr. Cynthia Donovan

“The SBDC recommended 
that we do several things to 
learn about our market and 
the industry. This has added 
to our success and kept us 
ahead of our competition.”

-Tom Neal

community has embraced the “home-
town feel” offered at the store and the 
owners are excited to be meeting the 
needs of their customers. Currently, the 
store employs fi ve, but more hires are 
expected this spring. 
 The business prides itself on 
offering personal service and building 
materials to remodelers, “do it yourself” 
customers and general contractors. No 
job is too big or too small for this busi-
ness.

tions and informed her of all the fi nancing options 
available. The loan package Donovan and 
Preston worked together on was so good that 
she was able to obtain a traditional bank loan.
 “John’s help with the projections really 
helped me fi gure out the costs and better  
prepare myself for operating a business,” said 
Dr. Donovan. 
 Lake Cumberland Animal Hospital 
provides compassionate medical and surgical 
services for small animals and exotics.  The 
services include:  preventative care, internal 
medicine, surgical care, microchipping, boarding 
and day care and dentistry. 
Picture: Dr. Donovan pictured (cutting the ribbon) at the grand opening of her clinic.

Java Joint Coffeehouse - Edgewood
Northern Kentucky University SBDC

Picture (L-R):  Edwin Long and John Travis

Picture: Tom and Liz Neal

Christian County Lumber & Home Supply - Hopkinsville
Hopkinsville SBDC



          Rudy Green’s 
  Doggy Cuisine - Louisville
         Greater Louisville SBDC

 Karla Haas initially visited the Greater Lou-
isville SBDC when she was developing a business 
plan for a dog day care. During the planning process, 
her labrador retriever, Rudy, became ill. Haas began 
cooking wholesome meals to accommodate the 
health problems of her beloved Rudy. She realized 
her meals could benefi t other dogs as well, and thus 
created Rudy Green’s Doggy Cuisine.
 Karla sought out Kathleen Hoye, executive director of the 
Greater Louisville SBDC, for help in commercializing this product. She 
had already conducted taste 
testing and found it very well 
received in the community. 
Hoye connected her with a 
food incubator in town, helped 
her put together a business plan and fi nancial package and introduced 
her to contacts at a major grocery chain. As a result of these efforts, Haas 
was able to secure a line of credit from the Louisville Community Develop-
ment Bank.
 Production of the food began in February 2007 and was on 
store shelves by May 2007. Currently, Rudy Green’s Doggy Cuisine is 
available at certain Kroger’s, pet food stores and various grocery stores in 
the Louisville, Lexington and Nashville markets. However, Haas plans for 
her product to be on shelves nationwide within a year.

Southeast SBDC Offers Popular 
Workshops

 The Southeast SBDC, located in Middlesboro, fi nished 
a successful year highlighted by a variety of well-attended training 
events. The center offered 90.5 hours of training through 28 different 
events. The average class size equaled 14 attendees, but several 
workshops exceeded 40 participants.
 The Southeast SBDC added a number of high profi le 
training events to their calendar this year and are continuing to 
offer the programs. The most popular sessions are geared around 
QuickBooks, an accounting software program designed to  help small 
businesses with bookkeeping and fi nancial management. The SBDC 
offers Quickbooks workshops for basic, intermediate and advanced 
users.
 In addition to basic business planning courses, the SBDC 
provides specialized training for different industries. For example, last 
year they provided business planning courses for electrical and heat-
ing, ventilating and air conditioning contractors.  
 Business owners in southeast Kentucky have also had 
the opportunity to attend informal sessions featuring top lawmak-
ers, elected offi cials, representatives from economic development 
agencies and many others. This monthly event, entitled the Soup 
and Sandwich Series, gives local business owners the opportunity to 
network with each other while learning about the economic landscape 
and resources available to small 
business owners.

“The SBDC is a support system; they 
provide encouragement when you run 

out of steam.”
-Karla Haas

 Bella Rose, an awarding winning clothing boutique, has 
been dressing Central Kentucky women in exclusive designs for 
28 years. The store, owned and operated by Betty Spain, prides 
itself on offering “big city fashion” in an environment that offers 
“small town charm.”  In fact, Spain insists that her customers 
kick their shoes off and stay until she and her associates fi nd the 
perfect ensemble that makes the customer look and feel beautiful. 
This philosophy works; Bella Rose continues to serve the same 
women that shopped there 28 years ago along with their daugh-
ters and granddaughters.
 Betty Spain has utilized the Bluegrass SBDC for support 
and guidance over the years. She made it a priority to conduct 
regular business check-ups with management consultant Bill 
Bloom. She constantly bounced ideas off Bloom and looked for 
ways to keep her store fresh. Bloom gave her the encouragement 
she needed and served as her “unbiased cheerleader.”  Spain 
also learned the importance of being involved in the community 
from Bloom and regularly supports local philanthropic events. 
 Bloom was proud of Spain and her success. He recom-
mended that she be invited to participate in the exclusive Wom-
en’s Peer-to-Peer Mentoring Group sponsored by the Bluegrass 
SBDC.  This group, comprised of Lexington’s most prominent 
business women, meets monthly to provide each other with advice 
and support and discuss important business issues. It is the only 
mentoring group exclusive to women in Central Kentucky. 

“It’s so helpful to have a 
group of women [Peer-to-

Peer Mentoring Group] that 
understands the different 
situations facing business 

owners. We have a
 wonderful time learning 
from the experiences of 

each other.”
-Betty Spain

William Bloom, Ph.D.

 After retiring from Western Union 
in 1985, Bill Bloom 
served the Bluegrass 
SBDC as a management 
consultant for 21 years. 
He counseled hundreds 
of Central Kentucky’s 
most successful business 
owners during his tenure, 
including Betty Spain, 
owner of Bella Rose.
 “Small business 
owners can feel isolated so I was grateful 
to have the opportunity to take ideas to Bill, 
someone I trusted and respected. His cre-
ativity really encouraged mine,” Spain said.
 Dr. Bloom passed away in January 
2008 at the age of 91. His legacy will con-
tinue with the clients he counseled and the 
colleagues he touched.

Bella Rose - Lexington
Bluegrass SBDC

1916 - 2008



Murray
270.809.2856

Bowling Green
270.467.7154

Morehead
606.783.2895

Paducah
270.443.2783

Somerset
606.678.3042

West Liberty
606.743.4005, ext. 215

Hopkinsville
270.886.8666

Richmond
859.622.1384

Ashland
606.329.8011

Owensboro
270.926.8085

Lexington
859.257.7666

Paintsville
606.788.6008

Elizabethtown
270.765.6737

Louisville
502.625.0123

Pikeville
606.432.5848

Bowling Green
270.745.1905

Highland Heights
859.442.4281

Middlesboro
606.248.0563

Maysville
606.564.2707
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