
Shane Hadden spent more 
than a decade in New York 
City, figuring out ways for 
corporate clients of Credit 
Suisse to lower their borrow-
ing costs. That work gave 
him some ideas about how 
to do the same for average 
consumers. 

So, three years ago, the 
43-year-old Danville native 
moved back to Central Ken-
tucky with his wife and three 

young daughters to  create 
Float Money LLC. After 
three years of development 
and testing, the Lexington-
based company backed by 
local investors launches this 
month in Kentucky and two 
other states. Here is how it 
works:

Float members use the 
company’s Web site to make 
purchases, either from online 
retailers such as Amazon or 

by buying gift cards to local 
merchants and chains such as 
Meijer, Macy’s, Kmart, CVS 
and Speedway. Merchants 
pay a commission on those 
sales, which is how Float 
makes its money. 

In return for their pur-
chases, Float members build 
up a line of credit they can 
borrow from without any 
interest or fees, Hadden said. 
The more of their spending 
Float members do through 
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The art of the
ELEVATOR
PITCH

What would you say if you were in an elevator 
with the executive overseeing your dream job and 
you had 30 seconds to grab the leader’s attention?

Preparing your “elevator pitch” is recommend-
ed practice, but how do you do it without sound-
ing canned, like a cheesy commercial?

The first thing to consider is you want to get 
the person’s attention but not bore them to death 
with your life story. 

Keep it simple, brief and to the point. You don’t 
need to launch into a list of every accomplishment 
you’ve made in the last 10 years. Focus on the 
most important things you want to communicate 
to them and be concise. 

Also, be conversational rather than memorize a 
long speech. Start with just a brief statement and 
then ask them questions to engage them.

So what are the essential elements to your 
elevator pitch? Start by asking yourself two basic 
questions:

What are my greatest strengths? Take stock of 
your personal and professional assets. How would 
you describe yourself? Ambitious, creative, ener-
getic or compassionate? 

What skills do you have or want to use? What 
are your greatest accomplishments? 

What knowledge have you acquired through 
education or training? What are your career goals? 

Remember, you want to be brief, so make sure 
you focus on your most important qualities in 
your introduction. If you have the person’s atten-
tion after that, you can work more of these in as 
the conversation moves forward.

Who is my audience, and what do I have to offer 
them? If you are going to a planned networking 

THERESA 
MICKELWAIT

CONTRIBUTING 
COLUMNIST

Keep it simple, brief and 
to the point; and practice 
until it comes off naturally
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IF YOU GO
Free career coaching workshop 
What: Join career columnists Theresa Mickelwait and 
Lenroy Jones, as well as more of their colleagues, for help 
on your job search.

When: 9-11:30 a.m. Sept. 15   Where: Coffea, 385 Rose St. 

Cost: Free   Learn more: Facebook.com/ career dude

FLOAT MONEY LLC IS NEW NO-COST BORROWING ALTERNATIVE 

Company offers online old-style credit

See EBLEN, B3

Shane Hadden
moved back to 
Kentucky from 
New York City 

to develop Float 
Money LLC, 

based on his 
corporate work.

GEORGETOWN — “Consult your county 
extension agent” is a phrase full of positive 
associations: Helpful information is forthcom-
ing, a solution will be found. For generations 
of rural high-school students it’s been a go-to 
response when the teacher pulls a pop quiz in 
ag class. How could it ever be wrong?

This summer, the University of Kentucky 
Cooperative Extension Service is marking 100 
years of sending agricultural agents out to 
counties, where they stand ready to be consult-
ed and provide vital information for farmers. 
One of them is Michelle Simon, Scott County 
agent for agriculture and  natural resources. 

The working conditions and responsibili-
ties have changed a bit since 1912, when 
agent Charles Mahan made his rounds in a 
horse and buggy and worked without benefit 
of telephone. Simon visits farmers in her 
four-wheel-drive GMC Sierra, takes calls as 
she drives, and does much of her work from 
a contraption called a computer. In 2012, 
the landscape of Kentucky farming is vastly 
different than in Mahan’s day, thanks in no 
small part to the knowledge gained from UK 

AGENTS, TECHNOLOGY CHANGE, BUT GOAL STILL IS TO HELP FARMERS 

Century of service 
by UK extension

By Vicky Broadus
vbroadus@herald-leader.com

See AG AGENTS, B4

The Scott County community garden, which is run by the extension service and a committee of volunteers, covers about 14 acres. 
The extension service also handles educational workshops and demonstrations, farm days for the public and a farmers market.
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Michelle Simon, 24, has been the county agent for agriculture and natural 
resources in Scott County for two years. “Every day is different,” she says. A big 
challenge this summer has been helping farmers cope with the drought.


