
To catch the reader's attention, place an interesting sen-

 

payroll, they still had un-
solved molecular Problems 
and realized they’d need 
another thousand PhD em-
ployees.  That realization 
created another problem; 
they didn’t have the money 
to hire a thousand more.   
 

So, Lilly’s problem ap-
peared to by the lack of 
money to hire more em-
ployees.  But the onion was 
peeled and the real prob-
lem revealed.  It was not a 
lack of money to hire a 
large number of employees, 
it was, simply stated, un-
solved molecular problems.   
 

After the real problem is 
unveiled, Burrus urges his 
readers to consider a prob-
lem-solving strategy he 
calls “go opposite.”  In the 
Eli Lilly example above, 
Lilly didn’t hire more PhD 
molecular-solving employ-
ees, they got researchers 
they needed without hiring 
them and at a bargain.   
 

They created an online 
scientific forum called Inno-
Centive, Inc., where they           

posted  difficult molecular 
               

             Continued on Page 2 

Those tasked with a signifi-
cant achievement often 
encounter a significant 
problem, but after throwing 
sufficient time, attention, 
and resources at it, an ac-
ceptable solution usually 
presents itself.  Occasional-
ly, however, one is faced 
with an intractable problem, 
one that nags by day and 
robs restful sleep by night.  
It’s not just that it should be 
solved, it must be solved.  
And yet it is seemingly un-
solvable.  It’s a Problem 
with a capital “P.”   
 

It isn’t that the competent 
manager didn’t see the 
problem coming.  Change, 
both cyclic and linear, has 
been anticipated. Trends, 
both hard (will happen) and 
soft (may happen) have 
been studied.  Strategic     
problem-solving, alone and 
in brainstorming sessions 
with staff, partners, and 
colleagues has been tried.   
And still the Problem 
looms.     
 

Daniel Burrus, in his 2011 
book Flash Foresight, tells 
his readers to take their 
biggest problem and skip it.  

Skip it because it probably 
isn’t the real problem at all. 
 

The first approach to an 
intractable problem is to 
peel it back like an onion, 
and get to the core – the 
“simplest statement” that 
describes the problem.  
One of the examples Bur-
rus offers to illustrate this 
point comes from the Eli 
Lilly Company, who in  
2001 had a Problem.   
 

That August a key patent 
would expire, ending the 
company’s exclusive on 
Prozac, the drug that had 
been responsible for a third 
of its annual sales of $3  
billion just the year before.   
 

 

Time was running out; the 
company had ramped up its 
R&D budget by 30 % in a 
quest to find the next phar-
maceutical blockbuster.  
But to get new drugs into 
the pipeline, you’ve got to 
solve molecular problems.  
Though Lilly had nearly 
7,000 researchers on their 

The  P rob lem wi th  t he  Cap i ta l  “P”  

At WEDC’s Annual Meet-
ing in November, 2013,  an 
amendment to the bylaws 
was approved to change 
the number of Directors 
from 9 to 11.   
 

John  Kantner, Vice Presi-
dent of Farmer’s and Mer-             
chants State Bank was                
         elected to Board.   
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News and Views 
February 2014  

The upcoming Spring 

edition of the WEDC 

News  & Views will 

be devoted to the 

e d u c a t i o n  a n d 

training of  the 

nation’s emerging 

w o r k f o r c e .  T h i s 

edition  will high-

light an emerging 

Problem with a 

capital ‘P.’    

 

Watch for this next 

issue! 

Peel the Onion! 

       

 
 

 

 
 
 
 
 
 



Show & Te l l  Rev i s i t ed  
Governor Kasich’s NW Ohio  
liaison, Chase Francis Eich-
enberry,  had the opportunity 
to visit two more Waterville 
businesses in November.    
 

Waterville Gas Company 
has the distinction of being 
the oldest family-owned utili-
ty in Ohio.  The company 
was founded by Robert G. 
Stitt in 1888, and was passed 
to his son, R. H. Stitt in 
1922.   
 
During the Great Depres-
sion, R.H. Stitt would collect 
gas bills and often the pay-
ments were in the form of 
garden produce, eggs, chick-
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The meaning  

of life is to  

find your 

gift. 

The purpose 

of life is to 

give  

it away. 

 

its mechanism for problem 
solving.  We now know that 
an insight, that “Aha” mo-
ment, is rarely teased out in 
formal, forced brainstorming 
sessions, but rather during 
moments when your brain is 
relaxed and wandering – as 
in the morning shower.   
 

When the brain is relaxed, 
the prefrontal cortex (which 
consolidates knowledge and 
keeps those unruly creative 
areas of the brain in line) 
powers down and that leaves 
the occipital region free to 
come up with novel solutions 
to a problem that was in our 
active prefrontal cortex.   
 

So, go opposite when you 
are looking for solutions to 
your intractable Problem.  
And forget conscious, riveted 
brainstorming.  Instead, get a 
good night’s sleep, take a 
nap, daydream, chill out.  
 

There’s a reason why 
Google employees have free 
rein to use those Nap Pods 
during their work day.  Sanc-
tioned sleeping on the job?  
Now that’s going opposite! 

problems and offered to pay 
an award to anyone who 
could solve them.  They cre-
ated a huge, global, virtual 
R&D talent pool... and it 
worked!   
 

If you Google ‘InnoCentive,’ 
you will find that it has post-
ed more that 1650 Challeng-
es to its global Solver Com-
munity (300,000 in 200 coun-
tries) in a variety of disci-
plines including Business 
and Entrepreneurship.  The 
cash awards typically aver-
age $10,000 to $100,000.  
 

So, Burrus tells readers that 
one way to tease insight to 
the surface is to note where 
everyone else is looking for 
answers, and then look in 
the opposite direction.  He 
gives many other examples 
of going opposite such as:  
 

Starbucks looked at the fact 
that coffee was a low cost 
(25 cents) accessory to a 
restaurant experience and 
decided to make coffee the 
main attraction where people 
buy coffee for $3+ a cup. 

 The  Prob lem  w i th  t he  Cap i ta l  P ,  cont i nued 
Ship builders worked to cut 
the cost of fuel for ocean lin-
ers by tinkering with every 
imaginable way to change 
and refine the shape of the 
bow in order to get optimum 
performance as it cuts 
through the waves.  One in-
ventor went opposite; he con-
centrated on the stern where 
he patented an intelligent 
rudder that creates far less 
drag and saves a gigantic 
amount of fuel. 
 

VW’s Beetle was the opposite 
of muscle cars of the 1960’s 
and now their Phaeton model 
factory in downtown Dresden 
is the opposite of what you 
know a factory to be.  It has  
transparent glass walls, ma-
ple floors, and is so clean that 
the workers wear white 
gloves.  A few years ago, 
when Dresden’s Opera 
House was flooded, the VW 
factory floor was loaned out 
for the production of Carmen. 
   
Since Flash Foresight was 
published, much has been 
learned about the human 
brain (thanks to the fMRI) and 

firm as Treasurer.  Todd 
becomes the newest mem-
ber of five generations of the 
Stitt-Black family serving the 
energy needs of families,  
and businesses in the City of 
Waterville along with por-
tions of Middleton, Monclova, 
Perrysburg, and Waterville 
townships. 
 

As they should be, the 
Blacks are proud of their 
family-owned business and 
pleased to provide what they 
describe as the cleanest, 
cheapest, and most efficient 
fuel source available today.   
            Continued on page 3 

ens, or beef.  Never-the-less, 
the company prospered and 
was eventually passed down 
to R.H. Stitt’s son-in-law, 
William Black in 1953. 
 

 
 
 
 
 
 
 
 

Today, Waterville Gas is 
owned and managed by Wil-
liam Black’s sons, Robert 
and James Black.  Further-
more, Robert’s son (and one 
of WEDC’s directors), Todd 
Black, has now joined the 
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Subsequent searches can 
be initiated as well.  Ohio 
employers can also post 
jobs on the website. 
 

These services are free to 
all Ohio employers.  Ohio 
Means Jobs has a branch 
office in Toledo and can be 
reached at 888-296-7541 
or emailed at: 
 

 omj-help-esk@jfs.ohio.gov 

 

The website for Ohio Means 
Jobs is a valuable website  
for employers looking to hire.    
This site currently searches 
2.5 million resumes to find 
matches for employer needs.   
 

Employers can stipulate a 
range of choices in the 
search such as distance, 
language, skills needed, new 
graduates, etc.   

 

 

For instance,  a candidate 
within 50 miles of your loca-
tion may be chosen or a 
wider location range includ-
ing job seekers who say 
they are willing to relocate.  
  

Ohio Means Jobs narrows 
the search to the five candi-
dates who best fit the em-
ployers stated requirements 
and mails these resumes 
within 24 hours.   

 

using four precision CNC 
mills.  The tooling techni-
cians work from CAD files in 
many formats, blue prints, 
or existing parts.   
 

Other services provided at 
Rimer include a full range of 
quality testing, such as x-
ray of castings to military 
specifications and alloy 
chemistry, along with sur-
face finishing and heat 
treating.    
 

Founded in 1944, Rimer 
has been owned by Chuck 
Myers, CEO since 1997.  
Mr. Myers has invested well 
over a million dollars in ma-
chinery and 17,000 square 
feet of added production 
and office space since he 
took the helm.  He currently 
employs 33 people.    

Though the company has                  
received offers from larger 
utilities to buy them out more 
than once over the years, the 
family has resisted.  History, 
family, and community have 
surely influenced this deci-
sion and for that, the Water-
ville area is fortunate indeed.     
 

Waterville Gas & OIL Co. is 

located at 700 Farnsworth 
Road in their recently con-
structed, LEED Certified 
Gold building.  In addition to 
the family management 
team, Waterville Gas em-
ploys seven people.  

 
Rimer Enterprises manu-

factures precision investment 
castings, sometimes called 
lost-wax castings.  At Rimer, 
this process begins with high 

technology waxes and in-
vestment ceramics to create 
a mold into which almost any 
molten metal or metal alloy is 
poured, by way of a robotic 
dipping system, to form a 
metal part.  These dimen-
sionally accurate and intri-
cate, smooth-surfaced metal 
parts would be difficult, if not 
impossible, to die cast.  
 

The finished mold may be 
used only for a part used 
once or for large quantities of 
a single part depending on 
the needs of the client.  Cli-
ents include manufacturers, 
the military, and others.  
About 4,500 molds are 
stored in multiple automated 
vertical rack systems.   
 

Tooling is also done at Rimer 
with two quality die makers 

WEDC                   

Business, Organization,     

Government, and        

Individual Members 

Diamond 
 

City of Waterville 
 

Platinum 
 

Waterville Gas & Oil  Co. 
 

Gold 
 

Browning Masonic Community 
Farmers & Merchants Bank 
Proudfoot Associates 
Titus & Urbanski 
 

Silver 
 

Fifth Third Bank 
Promedica St. Luke’s Hospital 
 

Bronze 
 

Allstates Refractory 
DGL Consulting Engineers 
Huntington National Bank 
Moses & Schlachter Group 
Surface Combustion 
Village Realty 
Waterville Area  Chamber               
 of Commerce 
 
 

Individual Member 
 

Lori Brodie, Mayor of Waterville 
Ron Dulay 
Phyllis Hyder 
 

Shouldn’t your 
name be listed 

here? 
 

Request a Membership  
Application at 

info@watervilleedc.org 
 

Or visit us at 
www.watervilleedc.org 

 

Or see the application on 
the next page! 

 

Business/Organization                                                                 

   membership: $200 & up. 
            (See Benefits on Page 5) 
 

Individual Memberships $100 

  

Ohio Manufactur ing Extens ion Par tner sh ip  

Ohio MEP (Manufacturing 
Extension Partnership),  sup-
ports manufacturing by 
providing the products, ser-
vices, and assistance that 
are dedicated to the produc-
tivity, growth, and global 
competiveness of Ohio man-
ufacturers.  Ohio MEP works 
with specialized nonprofits to 
provide low-cost business 
and technical assistance to 

small and medium-sized 
manufacturers.  The state 
investment is matched with 
Federal MEP funds from 
NIST (National Institute of 
Science & Technology).  
 

 Universities bring value by 
offerings in planning and 
forecasting, sector analysis, 
process management, sys-
tems architecture, software 

design, and access to sci-
entific and technical case 
studies and labs.  
 

Universities and communi-
ty colleges are also valua-
ble resources by providing 
programs leading to mas-
ter’s level certificates.  
Learn more about  Ohio 
MEP on  its website or call 
419-535-6000. 



 

 

 

 

Membership Application  
 

 

 

Investor’s Name:  ______________________________________________  Date: _____________ 
 
Your Position or Title:  ______________________________________________________________ 
 
Name of Business or Organization:  ___________________________________________________ 
 
Type of Business or Organization:   ___________________________________________________ 
 
Address:  ________________________________________________________________________  
 
City:  _____________________________________  State:  ________________  Zip: ___________ 
 
Phone:  _________________  Fax:  _________________  Email:  ___________________________ 
 
 
 

Membership Categories* 
 

Diamond  $2,500+    A company, organization, or government entity 

 

Platinum  $2,000      A company, organization, or government entity 

 

Gold  $1,000             A company, organization, or government entity 

 

Silver  $500               A company, organization, or government entity 

 

Bronze  $200            A company, organization, or government entity 

 

Individual  $100       An individual not representing a company, organization, or govt. entity 

 

Associate  $25         An individual aged 18 – 25 not representing a company, an                 

                        organization, or government entity 
 
 
 
 

* Membership category benefits on next page.   
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Membership Category Benefits 

All Levels:  

At least one (1) membership seat at general and annual meetings, business roundtables, and networking events 

Membership listing and category of membership on WEDC website  

Emailed newsletters and updates 

Opportunity to serve on WEDC Committees 

Assist in creating a thriving economic climate in the Waterville area 

A platform to influence local, regional, and state legislative decisions that affect economic development 

Access to economic development knowledge resources, databases, connections, and related information 

 
 

In addition, benefits at the following levels include: 
 
 

Diamond ($2500+): 
 

Eight (8) membership seats at general and annual meetings, business roundtables, and other networking events 

Voting rights for up to eight (8) members in all general meeting votes (must be present to vote) 

Active link on WEDC website to member’s website 

Recognition on all WEDC marketing materials 

Open Invitation to attend Board meetings for update or input 

Eligible to run for Board seat 

Membership Plaque 

 

Platinum ($2000): 
 

Six (6) membership seats at general and annual meetings, business roundtables, and other networking events 

Voting rights for up to six (6) members in all general and annual meeting votes (must be present to vote) 

Active link on WEDC website to member’s website 

Recognition on all WEDC marketing materials 

Open Invitation to attend Board meetings for update or input 

Eligible to run for Board seat 

Membership Plaque 

 

Gold ($1000): 
 

Three (3) membership seats at general and annual meetings, business roundtables, and other networking events 

Voting rights for up to three (3) members in all general and annual meeting votes (must be present to vote) 
Active link on WEDC website to member’s website 

Recognition on all WEDC marketing materials 

Open Invitation to attend Board meetings for update or input 

Eligible to run for Board seat 

Membership Plaque 

 

Silver ($500): 
 

Two (2) membership seats at general and annual meetings, business roundtables, and other networking events 

Voting rights for up to two (2) members in all general and annual meeting votes (must be present to vote) 

Open Invitation to attend Board meetings for update or input 

Eligible to run for Board seat 

Membership certificate 

Bronze $200): 
 

One (1) vote in all general and annual meeting votes (must be present to vote) 
Eligible to run for Board seat 

Membership Certificate 

 

Individual $100): 
 

One (1) vote in all general and annual meeting votes (must be present to vote) 
Ability to nominate another member for board elections 


