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Columbia banks flex some muscle in downtown rebirth, 3E

DON OGLESBY LEADS HOMES OF HOPE WITH EQUAL PARTS
FAITH AND ENTREPRENEURIAL SPIRIT

LESSONS
FROM THE
WILDERNESS

By Angelia Davis

Don Oglesby, CEO of Homes of Hope
STAFF FILE

Don Oglesby might’ve been a
modern day Moses in the early
years of the nonprofit Homes of
Hope housing ministry.
For like Moses, Oglesby, CEO
of Homes of Hope, led a chosen
group of people through a wilderness, only this wilderness was a
two-year period of financial barrenness.
The group of five not only
emerged from that journey
stronger in faith, they grew to be
entrepreneurial in their efforts
to sustain the ministry and are
now on a quest to teach other nonprofits how to do the same.
“We lived on faith. We learned
to trust the Lord,” Oglesby said.
“Every time everything was

|
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about to get shut down, somebody would do something. The
Lord would send us a donor or an
opportunity to make some money.
“It wasn’t always somebody
writing us a check and that began
for us the entrepreneurial thinking,” Oglesby said.
The group learned that to
grow or sustain a mission, they
needed to generate some income
on their own. They did so by
buildinghousesandrentingthem
out.
Homes of Hope produces 70
percent of its own income needs
and goes to the community for
the other 30 percent.
That’s how it supports its $3.2

millionannualbudget,its15staffers, and its ever evolving mission.
That’s also how the organization has risen from no financial
support to a mission that includes
the construction of 482 affordable homes, the graduation of 282
people in its Men’s Development
program, and its expansion
throughout Greenville and into
Spartanburg, Anderson, Laurens, Clinton, Rock Hill and
Georgetown.
Being entrepreneurial as a
nonprofit is a unique model that
should be emulated by other nonprofits, their boards or their
See OGLESBY, Page 2E

Make customers fall in love with your small business
I

n February, love is in the
air.
After all, February contains Valentine’s Day, American Heart Month, even Love
Your Pet Day. But for smallbusiness owners and entrepreneurs, I’m declaring February
as Love Your Customers
Month.
Getting and keeping customers is like any relationship.
It takes courtship, commitment, and ongoing communication to keep the spark alive.
Just like any relationship,
your relationship with your
customers has stages.

Rhonda Abrams

..........................................................

Columnist

Stage 1: ‘Find somebody
to love’
Help prospective customers
find you.

1. Show up. Make sure your
business shows up when people look for the products and
services you sell. List your
business free on search engines like Google Places, Bing,
Yahoo Local and review sites
like Yelp.
2. Look good. Make sure
your website is “mobile responsive” and looks good on
smartphones and tablets. More
than 9 in 10 Americans have
cellphones, and a full third of
those access the Web primarily
from their phones.
3. Be social. Can you be
found on Facebook? Pinterest?

Twitter? Choose social-media
sites that are most appropriate
for your type of business.
4. Be interesting. Share your
expertise. Give a presentation
to community groups based on
your know-how, create a howto YouTube video, write a blog.
5. Keep at it. Market, market, market. Customers don’t
just show up; you have to continually court them.

Stage 2: ‘You had me
at hello’
Make a great first impression.
1. Get personal. For custom-

ers to choose you over bigger,
often cheaper, competitors,
they need to sense a personal
connection with you. Help
them get to know you — and
try to get to know them.
2. Don’t make them wait.
Greet customers quickly —
whether at your place of business, on the phone, or via email
and through social media.
3. Mind your manners. Be
polite. Smile. Learn customers’
names. Say thank you a lot.
Remember, your customers
want to feel they are being
See LOVE, Page 2E
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supporters, Oglesby said.
“We feel like that is a
piece of our mission, to
help other nonprofits get
that and maybe replicate
it,” he said.

Rebuilding
Based in Greenville,
Homes of Hope is a 15year-old
organization
founded by Upstate homebuilder and businessman
Tim Revis.
It rebuilds communities through affordable
and energy efficient or
“LoCAL” housing and rebuilds the lives of men
overcoming
addictions
through job training and
mentoring.
Oglesby said the ministry’s success has bred
support from donors and
with new projects.
Homes of Hope and the
city of Greenville have
maintained a “strong and
positive
partnership”
since 2002 when the city
began reaching out to
prospective partners who
could help it implement
the housing portion of the
West Greenville Neighborhood Master Plan, said
Ginny Stroud, the city’s
community development
administrator.
Oglesby was one of the
first housing developers
in the area to buy into the
city’s belief that affordable housing should enhance the character of the
community, Stroud said.
“Don believes that
when a family has a good,
safe, well-designed and
affordable place to live,
then other meaningful
and long-lasting change
can take place,” she said
Joyce Sullivan, a retired nurse, found that serenity and safety when
she became the first resident in Homes of Hope’s
Kingsview Point development in West Greenville.
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It’s in an area that used
to be crime-ridden, said
Sullivan.
She recalls the first
night she slept in her new
apartment. She did so with
her eyes “wide open because it was real quiet. It
was kind of eerie, but nobody bothered me.”
Homes of Hope, she
said, is trying to upgrade
neighborhoods and encourages people to participate.
Nate Fleming is an eyewitness to how Homes of
Hope can change lives.
“It changed mine,” said
Fleming, who joined the
staff at Homes of Hope 14
years ago, after graduating from its Men’s Development program.
“Homes of Hope have
helped me develop spiritually and that’s what’s
keeping me. That’s what
kept me going,” he said.

The call
Revis was the owner of
a Powdersville business
that built spec, manufactured and modular homes
when the idea for Homes
of Hope came to him.
It happened when a
couple lost everything in a
mobile home fire and
came to him for help.
Revis said he already
had a bunch of junk mobile homes on the back of
his lot. Led by God, he
said, he called Reid Lehman of Miracle Hill Ministries about the need, and
Lehman offered the men
in the Overcomers program as volunteers to rehabilitate a mobile home
for the family.
The men, in turn, would
gain some job skills they
could use when they graduated from the Overcomers program.
Revis said the remodeled home turned out better than expected and
word spread. That’s when
he decided to fix up the
others for people who
might otherwise not get to
own a home.
The mobile homes
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wanted to do badly.
He said he got his answer in October 2001,
when Wade Hampton
High School chose Homes
of Hope to benefit from its
Spirit Week fundraiser.
They presented the ministry with $64,000.
“That was like $6 million to us,” Oglesby said.

No fear

Don Oglesby, CEO of Homes of Hope, has seen the
organization through tough financial times, during which
he helped develop ways to make the nonprofit sustainable
and continue to grow. STAFF FILE

were sold to the families
for $100 a month or whatever they could pay, he
said.
Revis said the Homes
of Hope concept just kind
of “exploded on us.” He
said he operated Homes
of Hope on his own for a
while and then brought in
another man to kind of orchestrate it. When that
person left, he began looking for someone else to fill
the position.
Oglesby, a native of
Alabama who had come to
Greenville in 1989 to manage a jewelry store, was
by then employed as a
comptroller at Revis’
business when Homes of
Hope started.
Revis said Oglesby had
the same heart for what
they were trying to do
with Homes of Hope and
was so familiar with it that
he felt like it would be perfect for him.
“It worked out,” Revis
said.
In the beginning, Revis, who chairs Homes of
Hope’s board of directors,
used profits from his business — about $40,000 a
month — to fund the ministry.
“As we were blessing
Homes of Hope, the business started growing too,”
he said.
That stopped when a

turn in the economy
caused Revis to no longer
able to give to Homes of
Hope as he had before.
“We had to make a decision. The guys said if this
thing is of man, then maybe it does need to close,”
Revis said. “But if this
idea is truly entrepreneurial from God, then
they’ll be no stopping it.”
Oglesby said the organization literally went
from having a $40,000-amonth single donor to
nothing.
He said he and other
members decided, rather
than close it the organization, they would trust God
to keep it going.
One staffer left, but the
others, including Fleming, stuck it out even
though “we were not getting paid.”
“It got extremely
tough,” but he had faith
that God would take care
of things, Fleming said.
Occasionally,
they
made enough money to
provide a paycheck for
one person. The staff
would vote on Friday to
determine which one
would get that week’s paycheck, Oglesby said.
During that time,
Oglesby remembers asking God whether the ministry was real or if it was
something he himself

A picture of the students and the check presentation hangs on the wall
in Oglesby’s office, partly
as a reminder that the
journey, while the hardest
of his life experiences,
was also the most rewarding.
“I can honestly say
when you work for free
for two years at the age I
was at that point and literally live on faith and depending on God to the
point where you were going to be homeless and
broke if he didn’t come
through, you’re no longer
afraid
of
anything,”
Oglesby said.
“I’m not reckless or
crazy stupid, but I’m willing to try stuff and we’re
willing to take some risks
because we bathe it in
prayer as a staff and me as
a leader.”
Homes of Hope no
longer rehabilitates mobile homes. It focuses
solely
on
stick-build
houses, and now has 250
rental houses that it owns
and manages. The income
from those rentals is part
of the income in its 70 percent budget.
The ministry also produces income when it sells
or rehabs houses. It also
charges a developers’ fee
when there’s a big development.
“We don’t keep that
money and put it in our
pocket. We put it back into
the ministry,” he said.
The other 30 percent of
the ministry’s income is
from donations, a golf
tournament, a dinner and
an auction, foundations’
grants and from monthly

supporters called the
“Solid Rock Club.”
“I don’t want us to get
to where we’re producing
100 percent of it because I
don’t think that’s healthy.
We need to involve the
community to be connected to the community,”
Oglesby said. “Sometimes, it’s for nothing else
than for encouragement
or we learn things when
we connect to the community.”

Helping others
Over the years, Oglesby felt his call to Homes of
Hope was something
greater than what it already was accomplishing.
He has come to see a
part of its mission as helping other nonprofits get
off the ground, through
mentoring and teaching
them to be entrepreneurial.
“For years, funders
have demanded that nonprofits do a better job of
helping their clients arise
out of poverty by teaching
them to become sustainable and to grow assets,”
Oglesby said.
“But for years nonprofits have been guilty of the
same ‘poverty mindset’ as
some of their clients. We
believe we have a unique
position to help lead in the
transformation” of nonprofits “through entrepreneurial thinking and
the courage to break out
of the old ways and help
others do the same,” he
said.
The ministry plans to
further diversify its own
entrepreneurial efforts
by adding mixed-use development to its mission
and by becoming a catalyst in creating jobs and
convenient shopping for
the neighborhoods it develops.
Smaller nonprofits can
grow their capacity and
become more sustainable
by partnering in the developments as opportunities present themselves,
Oglesby said.
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treated like people, not
dollar signs.
4. Know what you’re
talking about. Understand your products and
policies and be able to
answer customers’ questions quickly and thoroughly.
5. Set a positive tone.
Company culture comes
from the top down. Treat
employees with respect
and fairness, and they’re
more likely to treat customers well.
6. Speak their language. If your business
is in a bilingual neighborhood, hire bilingual
staff to serve customers.
Consider translating
your website. You’ll expand your customer
base, increase sales, and
grow your bottom line.

Stage 3: Get them to
say ‘I do’

From Nehemiah to Mr. Chandler,

We’ll get you there.

Greenville Tech is helping Nehemiah become
the teacher students will remember as being the best.
Of all the teachers who’ve impacted his path, Nehemiah points to a middle school English
teacher who changed the way an eighth grader looked at education. At Greenville Tech, the
Southside High School graduate is involved in the Call Me Mister program so that he can
become the one other students remember as being the best. When he ﬁnishes basic
classes through the University Transfer program, he’ll move on to Coastal
Carolina for a bachelor’s degree in education and from there, to his dream job
at the front of a high school classroom.
Visit us at gvltec.edu or call (864) 250-8000.
Helping people love what they do for a living: Health Sciences & Nursing • Technologies • Business & Public Service • Arts & Sciences

GetThere.
GN-0100715850

Turn prospects into
customers.
1. Be honest. Underpromise and overdeliver. Deliver the product
or service as offered —
or better.
2. Price fairly. When
you offer excellent quality at a competitive price,
customers fall in love.
You don’t have to be the
cheapest option, but you
have to be a realistic
choice.
3. Provide something
customers will be glad
they bought. Always
deliver quality, and you’ll
increase customer satisfaction and garner rave
reviews.
4. Let them in. Give
customers a behind-thescenes tour of your company, warehouse, plant,
farm or restaurant. This
can be virtual on your
website.

Stage 4: ‘Our love is
here to stay’
Nurture the relationship.
1. Add a special
touch. If you ship goods,
surprise and delight with
a hand-written thank-you
note or a small token
tucked away that complements your products.
2. Go the extra mile.
Exceed expectations;
give a little extra.

