


Advantage Valley
At a Glance 

Although founded in 1996, the Board 
of Directors did not take formal action to 
defi ne the geographical area of Advan-
tage Valley until late 2000. At that time, 
Advantage Valley was defi ned as the two 
Metropolitan Statistical Areas (MSAs) 
of Charleston and Huntington/Ashland/
Ironton. MSAs are determined by the US 
Census based on commuting patterns of 
employees who live in one county but work in 
another.  These standards are listed in Part 
IX in the Federal Register of the Offi ce of 
Management and Budget.

In 2000, the Charleston MSA included 
Kanawha and Putnam counties, and the 

Huntington/Ashland/Ironton MSA included 
Cabell, Wayne, Lawrence OH, and Boyd,
Carter, and Greenup KY counties.

Based on an analysis of commuting pat-
terns as indicated in the 2000 census, the 
Census Bureau added Lincoln, Boone
and Clay counties to the Charleston MSA 
in 2004. The Advantage Valley Board not 
only incorporated those changes but added
Mason County to round out the geographical 
diagram of the region.

Combining Charleston and Huntington/
Ashland/Ironton MSAs also combines the
strengths of the region when marketing the 
area in a global economy. Here are some 
other key marketing aspects of the region:

Location
On the Eastern Seaboard and border-

ing the Midwest, Advantage Valley is 
within 500 miles — less than one day’s 
drive — of top eastern U.S. metro areas,
and can ship in one day to more than 60 
percent of the U.S. population and one-
third of Canada’s.

Transportation Facilities
Interstates 77, 79 and 64 converge in 

Charleston, the state capital, and reach
beyond the state’s borders to major metro 
areas.

Huntington, on the Ohio River, is the
largest inland port in the U.S., and a hub 
for CSX and Norfolk Southern railroads.

Yeager Airport and Executive Air pri-
vate terminal in Charleston, and Tri-State 
Regional Airport in Huntington provide 
convenient air access to major regional 
hubs and other air transit facilities.

Amtrak national passenger service
connects Montgomery, Charleston and
Huntington with Chicago, Washington, 
DC, and New York City.

Docks, terminals, and locks on the
Kanawha and Ohio Rivers are part of a
sophisticated river transit system con-
necting Advantage Valley from Pittsburgh
to New Orleans.

Services
The region supports eight higher edu-

cational institutions, including Marshall 
University, the University of Charleston, 
West Virginia State University, WVU In-
stitute of Technology and four community 
and technical colleges.

Eleven hospitals and Marshall Univer-
sity School of Medicine.

Seven major cultural performance cen-
ters, including the Clay Center for the 
Arts and Sciences in Charleston, Hun-
tington Museum of Art, and nine other
museums of culture, art or history.

State of the art telecommunications, 
including 100 percent digital switching,
fi ber optics, ISDN, T1, T3, and telecon-
ferencing facilities are available.

Industrial electric rates are 25 percent
less than the national average; natural 
gas costs are 8th lowest in the U.S.

Workforce
More than 18,000 active job applicants 

are on fi le with the State job service.  
West Virginians are famous for their ex-
cellent work ethic. Employers report low 
turnover and absenteeism.

Workforce training and development
resources are readily available and based
on specifi c industry needs.

Incentives
Relocation grants, low cost fi nancing, tax 

credits and job training assistance are avail-
able to new and expanding companies.

Rental and acreage costs are substan-
tially lower than other U.S. regions.
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HELPING YOU GROW FROM TWO LOCATIONS:
Charleston, WV Parkersburg, WV

800-788-3844 304-485-6584

Providing accounting, auditing, tax and consulting services
to businesses and individuals for over 35 years.

www.suttlecpas.com

Professional Limited Liability Company

Advantage Valley Finding 
Niche As Regional Leader

While the overall purpose of Advantage 
Valley has not changed signifi cantly since 
its inception in 1996, today’s organization 
has been retooled, reenergized and reaf-
fi rmed as a key regional leader in today’s 
global market.

“Our mission is quite simple,” said Advan-
tage Valley Co-Chair Mark Bugher who also 
serves as president and CEO of the Hunting-
ton Regional Chamber of Commerce. “Advan-
tage Valley wants to grow the economy in the 
region by leading cooperative initiatives and 
we are certainly encouraged by the support 
that we have received on a number of fronts.”

Bugher noted that key for becoming a true 
regional leader is fi nding a way to comple-
ment roles and responsibilities of existing 
organizations while avoiding duplication of 
efforts. He said that Advantage Valley has 
fi lled that role by leveraging the attributes 
and opportunities within the area for the ben-
efi t of the entire region.

Perhaps the most notable recent success 
has been a pair of European Trade Missions 
organized by Advantage Valley in coordina-
tion with the West Virginia Department of 
Commerce and the local economic develop-
ment authorities.

Advantage Valley partnered with West 
Virginia’s trade offi ce in Munich, Germany 
to target industry specifi c European com-
panies who were likely targets to launch 
or expand manufacturing facilities in North 
American markets.

Working with representatives of the 
Charleston Area Alliance, the Putnam County 
Development Authority and the Huntington 
Area Development Council, Advantage Valley 
was able to create a region-specifi c trade mis-
sion that focused on companies compatible 
with the area’s workforce and experience.

Advantage Valley paid for marketing ex-
penses required to contact foreign companies 
and hired interpreters when needed for face-
to-face meetings.  Local economic develop-
ment agencies provided travel expenses for 
staff members to travel abroad.

The Advantage Valley trade missions suc-
cessfully met with more than 22 business 
owners in France in 2007 and 24 businesses 
in Italy, Switzerland, Germany and the Neth-
erlands in 2008.

The trade missions marked the fi rst time 
that the State of West Virginia had worked 
exclusively with a region and state offi cials, 
buoyed by the success of the Advantage 
Valley model, are busy encouraging other 
regions of the state to follow suit. “The Advan-
tage Valley region is blessed 
to have very successful pro-
fessional economic devel-
opment organizations in 
Huntington, Putnam County 
and Charleston and there 
is a signifi cant international 
presence in our area,” said 
Bugher. “However, a re-
gional trade mission, like the 
one sponsored by Advan-
tage Valley, helps everyone 
develop new contacts and more effectively 
stretches marketing resources.”

Bugher noted that all of the region’s eco-
nomic development agencies shared busi-
ness contact information with each other and 
with the State of West Virginia.

“Obviously, our fi rst choice would be for 
international companies to locate in the Ad-
vantage Valley region but we have agreed to 
share leads with the State of West Virginia for 
those foreign businesses who have specifi c 
needs that cannot be addressed here.”

Advantage Valley 
Board of Directors

Mark Bugher, Co-Chair ................Huntington Regional Chamber of Commerce

Ellen Cappellanti, Co-Chair  ........................................... Jackson Kelly PLLC

Mark Dempsey, Treasurer ................................Appalachian Power Company

Matthew L. Cummings, Secretary ............................. Community Trust Bank

Wayne Morgan, Vice Chair ............................................. WV American Water

Christopher Slaughter, Vice Chair ..........................Steptoe & Johnson PLLC

Albert. H. Michaels, Vice Chair ........................................ CAMC Teays Valley

Layton Cottrill ................................................................... Marshall University

Michael Sellards .................................................................St. Mary’s Hospital

Clarence Martin ...................................................................................HADCO

Don Ray .............................................................................................WSAZ TV

Dr. Hazo Carter ................................................. West Virginia State University

Dr. Scott Hurst .................................................... WVU Institute of Technology

Harold Cooper ................................................................................. WCHS TV 

John Fawcett .................................................................................. WOWK TV

Mike Buxser ..................................................................WV Radio Corporation

Marty Chapman .................................Putnam County Chamber of Commerce

David Helmer ...........................................................................................BB&T

Brent Marsteller .................................................... Cabell Huntington Hospital

Tony Spiegelberg .................................................... Huntington National Bank

Dr. Stephen Kopp .............................................................. Marshall University

Gary Walton ........................................Putnam County Development Authority

Matt Ballard .............................................................. Charleston Area Alliance

Pat Thompson Frantz ..................................................... The Herald Dispatch

B. Keith Fulton ......................................................................................Verizon

L. Newton Thomas

The business and affairs of Advantage Valley are managed by its Board of Directors.  Mem-
bership in Advantage Valley is open to any business that wants to devote a portion of its time, 
resources and efforts to improve the economy of the region.

There are three classes of membership in Advantage Valley — Partner, Associate and Af-
fi liate.  Each member in the Partner class shall have the right to select its representative to 
serve on the Advantage Valley Board of Directors.  The Board meets quarterly and may hold 
additional meetings as necessary to conduct its business.  Members of the Board of Directors 
receive no compensation for their services.

Businesses interested in learning more about joining Advantage Valley should contact the 
Advantage Valley offi ce, 3751 Teays Valley Road, Hurricane, WV 25536 (304) 760-0950.

Bugher
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Advantage Valley 
Celebrates 14th Year

Advantage Valley will celebrate the 
14th anniversary of its founding this 
year and a quick look back at some of 
the individuals and companies who were 
instrumental in its founding in 1996 re-
veals how much the region has changed 
during the past decade.

“The organization was created by 
some of the most for-
ward and progressive 
thinking individuals in 
the Charleston-Hunting-
ton region,” said Advan-
tage Valley Co-Chair 
Ellen Cappellanti, part-
ner in the law firm of 
Jackson Kelly PLLC.  

A list of some of those 
individuals involved and 
the companies for whom 
they worked in 1996 reveals how much 
change has taken place in this region 
during the past 10 years.

The first meeting with potential inves-
tors and Board members was held at 
the home of Dr. Wade Gilley, president 
of Marshall University. Gilley, along with 
Huntington’s Michael Perry and Tom 
Potter, partner in the law firm of Jackson 
Kelly PLLC were instrumental in identi-
fying business investors and getting the 
organization off the ground.

The first Chairman of the Board was 
David Lowe who had recently retired 
from Bell Atlantic.  For newcomers to the 
region, Bell Atlantic is now Verizon.

Some of the other organizations in-
volved in the founding of Advantage Val-
ley, that now have new names, include 
One Valley Bank (BB&T), and BIDCO 
(Charleston Alliance).  Appalachian 
Power changed its name to American 
Electric Power and then back again to 
Appalachian.

The Huntington Herald-Dispatch has 
not changed its name but has had four dif-
ferent publishers during the past 10 years.  
All in all, of the 28 original members of 
the Advantage Valley, only three have re-
tained both the same name and the same 
management during the past 10 years.

The original purpose and mission of 
Advantage Valley have not changed 
even though the mission has been re-
written to be more succinct.

The purpose of Advantage Valley as 
originally stated, was “to achieve col-
laboration and cooperation in the mar-
keting and advancing of the region of 
Advantage Valley in such a manner that 
complements roles and responsibilities 
of existing organizations, avoids dupli-
cation of effort, and leverages the attri-
butes and opportunities within the region 
for the benefit of the entire region.”

The new version of the mission is “To 
grow the economy in the region by lead-
ing cooperative initiatives.” “Advantage 
Valley can claim three major accom-
plishments during this short period of 
time,” said Cappellanti.

“For the first time, there is a regional 
feeling among business and civic lead-
ers in Advantage Valley,” said Cappel-
lanti. While there may be issues where 
local leaders do not agree—the identity 
of the region has been established.

“Secondly, for the first time in the his-
tory of the state, representatives from 
Charleston, Putnam County and Hun-
tington are actively participating in a 
joint marketing effort to recruit pros-
pects to this area.”

“And finally, Advantage Valley has suc-
cessfully launched an entrepreneurial 
mentoring program for area businesses.  
We would like to help increase the rate 
of startup companies in each commu-
nity and we are most interested in find-
ing ways to help increase the degree of 
success enjoyed by locally owned com-
panies.”

Cappellanti has enjoyed her tenure on 
the board and says that the organization 
continues to evolve.

“We are well positioned to fulfill our 
role as a regional facilitator and collabo-
rator.  There are no shortages of groups 
who want to partner with Advantage Val-
ley given our track record of successfully 
initiating new ventures and our willing-
ness to serve in a collaborative role.”

Cappellanti
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Leadership in the Global Market for West Virginia Businesses
By Matthew Ballard

The most pressing question today for 
West Virginia’s small- and medium-sized 
businesses is how to compete in a global 

economy. If West Vir-
ginia small businesses 
begin to capitalize on 
the international market-
place in our “fl at world,” 
they can benefi t by creat-
ing new revenue streams 
and enhance the state by 
creating a more vibrant 
community and pros-
perous economy.  After 

all, more profi t leads to more jobs and 
lower unemployment;  supports local 
businesses through the purchase of raw 
materials and services; and increases 
spending by the gainfully employed.  
But how can small businesses, without 
on-staff expertise in exportation or in-
ternational relations, make the move to 
international sales?

GENERATING NEW REVENUES THROUGH 
INTERNATIONAL COMMERCE

The fi rst step a business must take is 
to determine if its service or product is 
marketable outside of the United States.  
Researching new markets isn’t as diffi -
cult as one might think. Technology has 
made our world smaller. No longer is it 
such a daunting project to research, ex-
plore and execute an international sales 

plan.  Sure, researching tariffs, business 
culture and related issues might cause 
a little anxiety, but we’re in the informa-
tion age. Much of the initial research can 
be done right from your desk! Of course 
you don’t have to go it alone. There 
several organizations to as-
sist West Virginia busi-
nesses in their quest to 
go global. 
RESOURCES AVAIL-
ABLE TO ASSIST

Your local eco-
nomic develop-
ment authority 
is a good place 
to start your 
new project.  
Each county or 
region in West 
Virginia has an 
economic devel-
opment organi-
zation, and most 
have experience in 
international markets 
and know of local busi-
nesses working abroad.  
This can serve as an impor-
tant entrée into the international 
market.   Call on your local economic de-
velopment organization to give you these 
leads and assist with making the right intro-
duction for your business.

A second helpful resource is the Inter-

national Division of the West Virginia De-
velopment Offi ce (WVDO), which provides 
consulting services and helps build interna-
tional business relationships.  International 
division representatives help businesses fi nd 

market information, assess their 
product’s viability in poten-

tial markets and locate 
prospective inter-

national business 
partners.  The 

WVDO also 
maintains in-
ternational 
offi ces in 
Japan and 
Germany 
and the 
staff of 
those of-
fi ces can 

be particu-
larly help-

ful in making 
contacts within 

those regions if 
you think this might 

be a profi table market 
for your products or ser-

vices.  
Another source of help is the U.S. Ex-

port Assistance Center of West Virginia 
which has two offi ces in West Virginia --, 
Charleston (which covers the export needs 
of 31 counties in West Virginia) and Wheeling 
(which covers the export needs of the state’s 
remaining 24 counties).  These offi ces pro-
vides technical expertise, research on over-
seas markets and industries, assistance in 
the promotion of your product and service in 
overseas markets, as well as help in identify-
ing potential international partners for distri-
bution, joint ventures, or other partnerships.   

Along with the WVDO, the commerce of-
fi ce organizes a number of international trade 
missions each year in which local businesses 
can participate.  Contact the U.S. Commerce 
offi ces in Charleston or Wheeling to fi nd out 
more about the 2008 trade mission schedule.  
More information can be found at http://www.
buyusa.gov/westvirginia.  Each year for the 
past two years, Advantage Valley has also 
brought its regional economic development 
organizations together to sponsor and host an 
international trade mission.  Your local and re-
gional organizations are willing to leverage the 
relationships they are building to your compa-
nies benefi t … all you have to do is do a little 
homework and give them a call.

INTERNATIONAL LEADERSHIP FROM ADVAN-

TAGE VALLEY AND ITS ECONOMIC DEVELOP-
MENT MEMBERS

The Charleston Area Alliance, Huntington 
Area Development Corporporation (HADCO) 
and the Putnam County EDA are working with 
Advantage Valley to promote growth for our
region’s businesses and communities.  A key
strategy in fulfi lling this mandate is attracting
new businesses to the area – an increasing 
number of which are internationally-based.  
One role Advantage Valley has played for the 
past several years has been bringing together
the local economic development organiza-
tions in the Advantage Valley region to work
together on attracting new Foreign Direct In-
vestment.  Not only does this contribute to 
the growth and vitality of our region, but it di-
rectly strengthens and bolsters existing busi-
nesses.   These new businesses purchase or
lease offi ce and warehouse space and buy 
offi ce supplies and computer equipment; they 
hire construction contractors to build or outfi t 
their offi ces or facilities; and they require legal,
banking, accounting, logistics and insurance
services.  Their employees boost local busi-
nesses through their purchases of homes,
goods and services. Everyone in the area
benefi ts from the injection of new capital into 
our economy.

In addition to attracting new international 
businesses to our area, we are forging strong
relationships abroad that can benefi t local 
businesses.  The last two international trade 
missions sponsored by Advantage Valley in-
cluded prospecting in France and in Ger-
many, two of the worlds strongest economies.  
Whether it is a West Virginia business desiring 
to export or establish an international offi ce or
an international company seeking a U.S. op-
eration or partner, your regional local eco-
nomic development organizations are making
the connections that can translate into profi t-
ability for local businesses.

HOW MUCH INTERNATIONAL FOREIGN DIRECT 
INVESTMENT OPPORTUNITIES ARE THERE THAT 
CAN BENEFIT WEST VIRGINIA?

Foreign direct investment (FDI) in its classic
form is defi ned as a company from one coun-
try making a physical investment into building 
a factory in another country. The defi nition can 
also be extended to include investments made 
to acquire a lasting interest in enterprises op-
erating outside of the economy of the investor. 
These types of investments have been criti-
cal to building the economy West Virginia has 
through businesses attracted from around
the world to our state, from Toyota, to Sogefi , 
NGK, KS of West Virginia, Nippon Thermo-
stat, DPR LLC, New Finishing Line, to Kureha 
— all these represent signifi cant FDI for our
region.  

So how big is the FDI pie?  How much 
can West Virginia grow its share of new 
FDI investment?  According to the Invest 
in America, Bureau of Economic Analysis, 
in 2007, the number one sector FDI sector
was the chemical industry, which invested
$218 billion new dollars.  The chemical in-
dustry is something we know well in West 
Virginia and there are opportunities for
growth in this sector.  Other industry sec-
tors making the top ten list of FDI invest-
ment in the US in 2007 which would fi t well 
in the West Virginia economy include min-
ing at $88 billion, machinery manufacturing
at $76 billion and electronic manufacturing
at $69 billion.

Advantage Valley and its economic de-
velopment members, (the Charleston Area
Alliance, HADCO and the Putnam County 
EDA) are passionate about our mission to
build a more vibrant community and pros-
perous economy and welcome the oppor-
tunity to assist you or your business. We
know that through continued hard work 
and relationship building, we can increase 
our share of FDI in our region for the better-
ment of all of West Virginia.  Please let us
know how we can help you.  

Ballard is the President and CEO of the Charleston 
Area Alliance and a board member of Advantage 
Valley.

MATTBallard

The Marshall University Medical Center provides 
comprehensive, high quality and caring medical services 
throughout “Advantage Valley.”

University Obstetrics & Gynecology

757-6891

University Urological Associates

757-5420

University Pediatrics

691-8870

Marshall University Medical Center

691-1630

Village Medical 

736-5247

musom.marshall.edu/medctr/

Visit one of our locations in Huntington, Barboursville and Teays Valley:



Southern Growth Policies Board 
Recommendations Drive Advantage Valley 

The Advantage Valley Board of Direc-
tors commissioned the Southern Growth 
Policies Board and Regional Technology 
Strategies, Inc. to conduct an Economic 
Assessment with Strategic Recommenda-
tions to frame and support a continuing di-
alogue among the region’s leaders as they 
pursued strategic actions that would help 
build a strong, diversifi ed regional econ-
omy.

The Southern Growth Policies Board is 
a public, nonprofi t interstate organization 
charged with creating strategies for eco-
nomic development which addresses the 
diverse interrelated factors affecting the 
Southern economy.  It is supported by the 
state governments, educational institu-
tions, and other organizations interested in 
the region’s continued progress.

In its report, the Southern Growth Poli-
cies Board noted that Advantage Valley “is 
the kind of setting in terms of beauty and 
access to nature that is becoming ever 
more popular in today’s world.  The qual-
ity of life in Advantage Valley is and will re-
main a critical factor in keeping the region’s 
best and brightest young citizens at home 
as well as attracting new businesses and 
workers to the region.”

Its assessment said that Advantage Val-
ley’s resources provided the foundation for 
its economic future.  The report cited the 
stabilizing effect of the state capital’s pres-
ence within the region and a growing body 
of educational resources that would allow 
the region to build a stronger more diversi-
fi ed economy.

The Southern Growth Policies Board ad-
vised that “a competitive tax and regulatory 
system, the seamless delivery of entrepre-
neurial support services, and the creation 
of local investment capital pools would 
strengthen Advantage Valley’s ability to 

compete in the burgeoning global market-
place.

After completing surveys and focus 
group studies among leaders within Advan-
tage Valley, the Southern Growth Policies 
Board determined a defi nite vision shared 
by leaders for the region.

Leaders wanted Advantage Valley to 
achieve a global reputation, recognized for 
its:

• Diversifi ed, sustainable economy;
• Entrepreneurial spirit;
• Well-educated and trained workforce;
• High quality of life; and
•Commitment to regional cooperation 

and progress.
To make this vision a reality, the South-

ern Growth Policies Board and Regional 
Technology Strategies, Inc. established 

the following goals for the Advantage Val-
ley leadership.

GOAL 1:
Develop a regional identity that includes 

a formal process for cooperation across 
political jurisdictions on issues of mutual 
concern.

Regional cooperation will drive the eco-
nomic development success of Advantage 
Valley well into 21st Century.  For regional 
cooperation to become the norm, however, 
a formal geographic defi nition of the re-
gion must be established, a formal struc-
ture for acting as a region must be created, 
and fl exible, but enforceable rules of en-
gagement should be created and agreed 
upon by all parties involved.  Among the 
fi rst actions of this regional entity must be 
boosting the spirit and image of the region 
internally, as well as externally.

GOAL 2:
Strengthen the region’s commitment to 

education from preschool to post-graduate 
and beyond.

The region’s education system not only 
determines the capacity of its residents to 
fi ll high-skill, high tech jobs that are now 
becoming available, but it also is a deter-
mining factor in new companies’ and indi-
viduals’ decisions to move to the region.  
Yet, a common concern of the region’s 
leadership and citizens is the quality of 
schools and the capacity of educational in-
stitutions to provide lifelong learning and 
incumbent worker training services. Entre-
preneurship must be built into education 
curricula at all levels, and local commu-
nity colleges and universities must make 
themselves more available to the region’s 
top students and businesses.  Finally, the 
region’s primary and secondary schools 
must be made globally competitive across 
subject areas.

GOAL 3:
Engender a culture and supporting sys-

tems that create and sustain a diversifi ed, 
entrepreneurial industrial base.

Advantage Valley must build on its com-
petitive advantage in traditional manufac-
turing fi eld by focusing recruitment and 
retention efforts on current and develop-
ing industry concentrations such as auto-
motive manufacturing.  It must also work to 
improve the entrepreneurial environment 
of the region by creating the support ser-
vices, capital and people capable of start-
ing new high-growth companies.

GOAL 4:
Mold Advantage Valley into a center for 

physical transportation and electronic com-
munication.

Rail, water and highway transportation 
systems have historically been sources of 

competitive advantage for Advantage Val-
ley.  Given its location within 500 miles of
a majority of the country’s population, re-
gional development of a fully integrated 
multi-modal transportation system will pro-
vide the region with a competitive niche on
which it can expand its current economic 
development efforts.  Similarly, the region’s 
electronic communications infrastruc-
ture must be expanded to reach all parts 
of the region, and it must be continuously 
upgraded to meet the needs of local busi-
nesses and residents.

GOAL 5:
Prepare for and direct the expansion of 

development in Advantage Valley.
Developable land is scarce in Advantage 

Valley, and environmental quality is valued
as a major source of pride and competitive 
advantage.  Consequently, regional land
use planning is a requirement.  Through
the development of a regional land use plan 
with zoning and other smart mechanisms, 
the region can ensure that it pursues a path 
of sustainable economic development.

GOAL 6:
Maintain and improve the quality of life in

the Advantage Valley region.
Community — the sense of belonging 

and contributing to a group — has been de-
scribed in surveys and interviews as one
of the biggest advantages of living in Ad-
vantage Valley.  Efforts to improve civic in-
volvement in public institutions, to expand
participation in local leadership develop-
ment programs, to safeguard the natural 
environment, to promote healthy lifestyles, 
to maintain the low crime rate, and to sup-
port the arts within the region must be pur-
sued to maintain and improve the quality of
life that is currently so highly valued.

A Busy Year for the Huntington Area Development Council
Two plant expansion announcements, 

two new business parks, the area’s fi rst 
biotech incubator, and an industrial size 
shell building add up to a busy year for 
the Huntington Area Development Council 
with over $35 million in capital investments 
in Cabell and Wayne Counties.

Allevard/Sogefi  announced an expan-
sion at their 215,000 sq. ft. facility in the 
A. Michael Perry Prichard Industrial Park 
in Wayne County.  Allevard/Sogefi  will 
begin manufacturing a variety of fi lters for 
the automotive industry in 2009.  The plant 
expansion will create 65 new jobs and rep-
resents a capital investment of $7 million.  
Allevard opened its Prichard location in 
2002 when they leased HADCO’s 50,000 
sq. ft. shell building to produce stabilization 
bars and suspension springs.  Sogefi  is an 
Italian company specializing in automotive 
components, and is a worldwide market 
leader in fi ltration systems and suspension 
components, with 45 plants in 13 countries 
on 4 continents.  

In order to meet the needs of the grow-
ing global market in cataract surgery, Alcon 
Research, Ltd. announced plans to expand 

its medical device manufacturing facilities 
in Cabell County at the HADCO Business 
Park on Route 2.  Alcon purchased the 21-
acre site, with an option to purchase an ad-
ditional eight acres.  Construction on the 
$25 million project started in Fall 2008.  
The 74,000 sq. ft. facility will be fully func-
tional by 2011, and will ultimately provide 
more than 350 new area jobs.  This expan-
sion insures Alcon’s Huntington operation 
will remain the world’s largest intraocu-
lar lens (IOL) manufacturing site, annually 
producing millions of IOLs and surgical de-
livery systems.  

Additional development continues on the 

72-acre HADCO Business Park, located 
in the Huntington-Ironton Empowerment 
Zone.  HADCO recently erected a 100,000 
sq. ft. shell building on 10 acres, which is 
now ready for sale or lease.  This is HAD-
CO’s sixth (and largest) shell building.   The 
Cabell County Commission approved the 
establishment of a Tax Increment Financ-
ing (TIF) District to provide and expand in-
frastructure (water, sewer, gas and electric) 
to the business park, and the State of WV 
Department of Highways is constructing a 
new access road into the park.  

With the HADCO Business Park at near 
capacity, HADCO acquired an adjacent 
55-acre parcel.  Plans are underway for 
the development and build out of HADCO 
Business Park II.

On the drawing board is a 40,000 sq. ft. 
shell building to be located on a 22-acre 
site at the Tri-State Regional Airport.  Its 
construction detail will be designed for an 
aviation-related business, and as with all 
shell buildings, will be fi t up complete to 
suit the tenant. HADCO continues to part-
ner with Marshall University to further the 
efforts of the Biotech Alliance, a partner-

ship designed to assist in the development
and marketing of the biotechnology re-
search coming out of Marshall University.  
HADCO secured $1 million in federal fund-
ing for construction of a biotech incubator
within the new $5 million Forensic Science 
Center Addition.  One fl oor of the building 
will house wet-dry labs, offi ce space, and 
resource areas for the incubator.  Legal,
accounting, and marketing services will 
be available to tenants as they navigate
the commercialization process.  Construc-
tion is expected to be completed in Spring 
2009.  

HADCO garnered additional fi nancial 
support for the biotech incubator through
a $150,000 contribution from Verizon West
Virginia and a $100,000 grant from The 
Benedum Foundation.

Forbes Magazine recently listed Hunting-
ton as #100 on a list of 200 “Best Places 
for Business and Careers”.  Additionally, 
Southern Business and Development Mag-
azine cited the Huntington area as one of 
the Top 10 small towns in the South that
deserve a second look by site location de-
cision makers.  We tend to agree.
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The Root Effect, Inc. Working to 
Build A New Mentoring Program

Since the commission of the South-
ern Growth Policies Board assessment, 
Advantage Valley has focused on find-
ing ways to support and mentor the re-
gion’s entrepreneurs and start up 
businesses.

Advantage Valley received 
grants from the Claude W. 
Benedum Foundation, and 
the Kellogg Foundation in 
2004 and used those funds 
to create the Entrepreneurial 
League System ® (ELS). The 
ELS® program was designed to 
create a supply of highly skilled 
entrepreneurs capable of build-
ing successful companies and 
to do so in suffi cient numbers to 
transform the region’s economy 
and to create individual and commu-
nity wealth. 

After grant monies expired, Advan-
tage Valley looked at options for develop-
ing and sustaining affordable mentoring 
services to offer area business clients.

Subsequently, The Root Effect, Inc., 
was formed and most of the former ELS®  
coaches came together to form the En-
trepreneur Greenhouse (EG). EG was 
created after a thorough of research of 
the best coaching practices around the 
country. 

“The result,” said EG CEO Bob Mar-
tone “is a program that takes coaching 
to a new level. EG serves as the model 
designed to enhance the leadership skills 
of the entrepreneur, with an ongoing pro-

cess that include coaching and feedback, 
mentoring, business skills assessments, 
business planning and implementation, 

and fostering the devel-

opment of partnerships 
with area service provid-
ers.”

Just as gardeners must control or in-
fl uence such variables as light, tempera-
ture, soil, nutrients and water in order to 
grow or sustain plant life, Martone says 
that The Entrepreneur Greenhouse cre-
ates and manages those conditions that 
are critical to any business enterprise.  

“If a business has a good product that 
is available at a good price and is mar-
keted to the right audience—that busi-
ness can be successful.”

EG mentoring has already begun to 
make an impact on area businesses.

Start up company, CB & 
JB Enterprises had a 

name, a prod-

uct and little else. Their No Touch Cookie 
sheet business has gone from a point of 
almost giving up and closing its doors, 
to obtaining a 600 unit order after a few 
months into the EG meetingprogram. 

When asked what the turn around was, 
company owner Charles Black stated “I 

never miss a meeting with my EG Client
Manager (coach) SK Miller. She has kept
me focused and motivated, which allowed
me to keep forward motion.”

Teresa Twill of Curtain Concepts found
EG after a year of paying $2500.00 per 
month working with another coaching
service. “I found ELS® and now EG to 
be a more complete package for a price I 
could manage. I would suggest coaching 
for any business that may want to grow. 
Thanks to my coaches I have just moved
my company into our new custom show-

room in Barboursville.”
Yellow Brick Road has been offering
prom and bridal gowns in Hunting-
ton for 17 years. Owner Elisa Wa-
ters started her business in the front
room of her home and offered con-
signment dresses. She has steadily 

grown to one of the top three compa-
nies of her kind in a 150 mile radius.

However, during the past three years 
business growth had leveled off.   

“I allowed EG to come in and do fi -
nancial evaluations,” said Waters. “I was 
surprised at the suggestions of hiring a
bookkeeper, and changing my accoun-
tant as the fi rst phase of changes. In its 
presentation, EG developed a game plan
that plugged holes in my current account-
ing structure and that would more than
pay for the changes recommended.”

For more Information about the Entre-
preneur Greenhouse visit their website
at www.entrepreneurgreenhouse.com or
call 304 646-6639.

Regional Partnerships Help Compete 
In Today’s Global Economy

By Mike Herron, president
First, let me thank you for taking time 

to peruse through this special supple-
ment on Advantage Valley.  While many 

projects and collabora-
tive efforts with regional 
organizations are going 
on behind the scenes, 
the Advantage Valley 
Board of Directors has 
expressed an interest in 
raising our public pro-
fi le in 2009.  This sup-
plement provides only 
a modest overview of 

organization, its mission 
and history.

In the coming months, you will hear 
announcements about a number of new 
projects launched with the idea of im-
proving the region’s economy, quality 
of life, and image.  Virtually all of these 
projects will be announced in partnership 
with local and state economic develop-
ment agencies, businesses and educa-
tional institutions.

Frankly, there would not be an Advan-
tage Valley to talk about if the majority 
of individual constituencies within our re-
gion did not support a regional market-
ing effort.  The cooperation and support 
extended to Advantage Valley and me 
during the past 18 months has been in-
credible and very much appreciated.

Regional marketing works.  In today’s 
global economy, there is strength in num-
bers.  Combining the unique individual 
qualities of the Charleston/Putnam and 
Huntington/Ashland/Ironton Metropoli-
tan Statistical Areas along with Mason, 
Boone, and Clay and Lincoln counties al-
lows our region to appear on more poten-
tial development listings.  Our combined 

population, potential workforce, location 
to US population centers and amenities 
compare favorably with many of regions 
of the country.

The Research Triangle and Silicon Val-
ley are prime examples of regional mar-
keting.  To be competitive globally and 
nationally, we must collaborate to present 
a complete package for economic devel-
opment.  And I am pleased to report that 
we are taking those steps.

The Advantage Valley trade missions to 
Europe are a perfect case in point.  Work-
ing with the skilled professional economic 
development staffs at the Charleston Al-
liance, the Putnam County Development 
Authority (PCDA) and the Huntington Area 
Development Council (HADC)), Advantage 
Valley partnered with the State of West Vir-
ginia’s European Trade offi ce in Munich, 
Germany to establish face to face meet-
ings with European business leaders.

During the past two years, more than 
40 European businesses met with rep-
resentatives of the Charleston Alliance, 
Putnam County Development Authority, 
HADCO, and Advantage Valley.  Since 
visits were split among the individual 
economic development agencies, meet-
ing notes and leads were shared by ev-
eryone.  

The Advantage Valley trade mission al-
lowed individual economic development 
agencies to expand marketing efforts 
while greatly reducing costs and helping 
stretch marketing expenditures.

As part of the collaboration between 
our region’s economic development 
agencies, new marketing ideas are dis-
cussed and wish lists for state of the art 
tools of the trade are prioritized. 

Asset mapping is one of those tools.  
Asset mapping is a compilation of indi-

vidual work skills available in a region.  It 
is a rather exhaustive list that fl uctuates 
daily and is expensive to develop and 
maintain.  Yet, it may provide critical data 
a company may need before deciding to 
locate a business or manufacturing facil-
ity to a specifi c area.

Partnering with WorkForce West Vir-
ginia, Advantage Valley was the lead 
agency selected to apply for a $250,000 
Regional Innovation Grant (RIG).  If the 
grant application is approved by the U.S. 
Department of Commerce, RIG funds 
could be used for a variety of needs in-
cluding the development of a regional 
strategic plan, asset mapping and build-
ing a regional workforce for the future.

And speaking of workforce, Advantage 
Valley is positioned to take advantage of 
the region’s nine higher education institu-
tions.  Marshall University, the University 
of Charleston, WVU Institute of Technol-
ogy and West Virginia State University are 
great selling points to foreign investors.

Those institutions, along with the com-
munity and technical colleges at Mar-
shall, WVU Tech, WV State and Ashland, 
provide Advantage Valley with a rapid re-
sponse team to assist in the training of 
a new workforce, further develop entre-
preneurial studies or improve the overall 
educational experience and improve the 

quality of life.
Finally, while most of the focus of this 

column has been devoted to attracting
new businesses through collaboration, a 
signifi cant portion of Advantage Valley’s 
focus will remain in exploring ways to
assist new start up companies and en-
trepreneurs and helping other existing
businesses grow.

Advantage Valley received a $100,000 
grant from the Appalachian Regional 
Commission to sustain a new entrepre-
neurial mentoring program.  The Root
Effect™ Entrepreneur Greenhouse, com-
prised of an impressive collection of small 
business owners, businessmen and busi-
ness coaches, has developed a sus-
tainable mentoring program that should 
enrich our region by helping local busi-
nesses launch and grow.

Effective and effi cient business opera-
tions should be part of most educational 
curriculums and I have been encour-
aged by the early responses of our re-
gion’s community and technical colleges 
to work with our entrepreneurial mentor-
ing efforts.

There is much about the Advantage 
Valley that is singularly unique and at-
tractive.  But it is the collective strength
of region, when we fi nd ways to work to-
gether, that makes us truly competitive.

MIKEHerron
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