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President’s Message by Clare Reed 
 
 

 The conference has come and gone with some new faces in leadership 

positions. I have been working on putting together committee assignments and 

some of you have been contacted. I am trying to get more and more of our 

newer members plugged into these committees. This has been somewhat of a 

challenge and I am optimistic that more and more of you will take on these as-

signments. These will be posted on our webpage as soon as the names are ap-

proved. 

 

Our first board meeting is September 14th at 10:00 am at the Holiday Inn Hotel 

and Suites on Merle Hay Rd. This meeting is open to all members and we always look forward to someone new show-

ing up at the meetings. We will discussing the past conference and go over the evaluation forms that were turned in. 

We then begin planning next year’s conference.  Some speakers have already committed to next year. 

 

There has been a membership issue that has been brought to the Board’s attention that we will be looking into. Cur-

rently, any member living outside of Iowa is considered an Associate Member. There has been discussion among you 

that we change our by-laws and make everyone a Full Member. If you have any input either one way or the other, let 

one of the Executive Committee member’s know.  I will have more on this in my next President’s Message. 

 

Our numbers are declining and this is something we need to look into. The Regional Directors will be asked to start 

making contact with all PI’s in the state and encourage those who do not belong to consider joining our organization. 

We also need your help. If you know of someone who is not a member, ask them to join. Our membership information 

is on the internet. 

 

If you are a new member and want to get the word out about yourself, write it all down and tell us about yourself and 

what you do. Submit it all to our newsletter editor, Jeff Marlin and he will see that it gets in our next issue. What better 

way to get the word out and it doesn’t cost you a thing. 

 

Co-Chair Daniel Wiltfang of the Certification Committee has asked that if any member is working on an article for our 

Certification Manuel, to get it submitted as soon as possible so that it can be included in our manual.  



 

 Advertising 

                                             Published Quarterly: December, March, June & September.     

                                                                                                   

Business Card Size…….$25    per issue                 
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Any advertising submitted shall include, in advance of publication, the appropriate fee as well as camera-ready  

artwork.  All advertisements and claims made in such advertisements are the sole responsibility of the advertisers.  

The Newsletter welcomes submitted articles, notices and other information of interest to private investigators for  

publication.  The items published in this Newsletter and opinions herein do not necessarily reflect the views of the 

Iowa Association of Private Investigators. The IAPI reserves the right to edit, or strike any submitted article or  

advertisement which it deems inappropriate.   

 

The IAPI Newsletter is published quarterly by the Iowa Association of Private Investigators.  Please make checks  

payable to IAPI and send all inquires, articles and related informational materials to: Jeff Marlin, Editor, IAPI  

Newsletter, PO Box 11183, Cedar Rapids, IA 52410 or email jmarlin@marlinsspecialinvestigations.com 

Past IAPI Presidents 
 

William Kidwell 
 

Gordon W. Gratias, CFE 
 

John P. Dolan Jr., CLI 
 

Harlan C. Phillips 
 

Jerald R. Lewis 
 

James E. Mazour, CLI 
 

James A. Peter,  M.S. 
 

Dennis M. Carr, CFE 
 

Gary W. Richardson 
 

Stephen A. Ahrens 
 

William E. Burress 
 

Dan Larsen 
 

Robert H. Pontious 
 

Darwin Rittgers 
 

Clare Reed 
 

Delbert King 
 

Kelly Halverson 

IAPI OFFICERS 
 

 
 

       PRESIDENT           VICE  PRESIDENT 

         Clare Reed                 Dan Conroy 

 

      SECRETARY                TREASURER 

        Karen Mills       Suzanne Boyde 

 

PAST  PRESIDENT 

Kelly Halverson 
 

 

 

BOARD OF DIRECTORS 

 

   Kelly Halverson (SW)   Dan Conroy (SE) 

 

 Terry Klooster (NW)     Darwin Rittgers (NE) 

 

 

To contact your Officers or Directors 

please visit our website  

www.iowa-investigators.com 



 

- 3  - 

Woman Claims Sheriff Had Her Stalked 
By JACK BOUBOUSHIAN  

CHICAGO (CN) - The Will County sheriff hired a private investigator to stalk a former employee, videotape her fam-

ily and make prank calls to her to intimidate her into dropping a sexual harassment case against the Sheriff's Office, 

the woman claims in Federal Court. 

Marlis O'Leary sued the Will County Sheriff's Office and Sheriff Paul Kaupas. 

O'Leary says she worked as a Will County corrections officer from 2006 to 2012. 

"(D)uring plaintiff's employment, she was subjected to severe and debilitating sexual harassment by multiple co-

workers," O'Leary claims. 

"Plaintiff was subjected to sexually harassing comments such as 'I like your tits;' 'Is that a new bra;' 'I want to see you 

only wearing your vest;' 'Can I have a kiss - I haven't felt a woman in a long time;' 'bitch;' 'dike;' 'swamp donkey;' 

'swamp bucket;' 'whore;' repeated requests to engage in sexual conduct; questions about her favorite sexual posi-

tions; and requests to show her 'tits.'" 

O'Leary says she filed a complaint with the Equal Employment Opportunity Commission in July 2007 and sued in 

December 2008, after which sheriff's employees began harassing her at her home. 

"For example, defendants' Correctional Officers Mike Harkins, one of the sexual harassers named in plaintiff's com-

plaint, and Vincent Perillo drove repeatedly past her house; snowballs were being thrown against her home's win-

dows at night; and on one occasion, plaintiff came home and saw a man wearing a black hoodie with 'Sheriff' written 

across the back rummaging around the side of her house," O'Leary claims. 

She says the Sherriff's Office attorney told her "that if she would go to court and ask the judge to dismiss her case 'all 

this would stop.'" 

The complaint continues: "(The) defendants then hired men to spy on plaintiff and her family. 

"Defendants hired the Insight Group, a private investigation firm, to follow the plaintiff, monitor her home, photo-

graph her family, videotape plaintiff's actions, place repeated hang-up phone calls to the plaintiff's home and knock 

on the plaintiff's door and run away. 

"Defendants provided these men hired to spy on plaintiff and her family with confidential information from her per-

sonnel records such as her telephone number and address. Defendant further provided confidential documents from 

plaintiff's personnel file and the personnel file of her fiancé Scott Carey to aid in the stalking of plaintiff. ... 

"Defendants, through these men, stalked plaintiff on numerous occasions, including but not limited to following her 

on March 11, 12, 13, 14, 15, 17, and 20, 2010. 

"(The) defendants were aware at the time that doctors had diagnosed Plaintiff with post-traumatic stress disorder. ... 

"Defendant's conduct of stalking and harassing plaintiff worsened plaintiff's depression and anxiety and contributed 

to her inability to return to work and resulted in her termination." 

O'Leary adds: "Defendants practice a pattern of retaliating against those who complain of discrimination by fabricat-

ing employee complaints against those who complain for the purpose of investigating, demoting, terminating, or oth-

erwise subjecting them to inferior terms and conditions of employment." 

She seeks punitive damages for retaliation, costs, and an injunction to stop the harassment. 

She is represented by Scott Fanning, with Asonye & Associates.  
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2012 IAPI Conference Speakers 

Dave Taylor 

Isle Casino Operations 

Terry Duncan 

Criminal & Civil Discovery 

Steve Sabatke 

Improving Customer Loyalty 
Steve Crozier 

Social Networking Computer Forensics 

Dennis Haley 

Cold Case Homicide Cases 

A big thank you to Attorney  

Karen Duncan for speaking  

at our Banquet Dinner 
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2012 IAPI Conference Vendors 

RadioShack 

IRBsearch 

Database Provider 

Premium Solutions 

Maxim Advertising Dan & Jason Wiltfang 
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2012 IAPI Conference Attendees 
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IAPI would like to thank the following businesses and individuals  

who contributed to our Door Prizes 
 

  Per Mar Security   BRB Publications 
 

Maxim Advertising   IRBsearch    IAPI 
 

  Holiday Inn    Suzanne Boyde   
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A Private Investigator's Tips for Breaking Bad News to Clients 
July 08, 2012 | by Scott Fulmer  

 

Editor's note: This article was written by an industry professional and guest contributor. The views and 

opinions in this article are of the author and do not reflect the views of PInow. If you are interested in be-

coming a guest contributor, send an email to marketing@pinow.com. 

 

Scott Fulmer is a successful Texas Private Investigator, Seminar Speaker, Writer, and President and CEO 

of Scott B. Fulmer Investigations, LLC based in San Antonio, TX. He served with the famed 2nd Armored 

Division during the Gulf War and has a BA in Criminal Justice from the University of Texas at San Anto-

nio. He has worked security and investigations for the public and private sector for about 20 years.  Mr. 

Fulmer is a frequent contributor to PInow.com, writes a popular p.i.-related Blog and is an engaging and 

sought after presenter and seminar speaker available to speak to you group or organization on surveil-

lance, workers comp fraud and insurance defense investigations. He can be contacted at 

scott@scottbfulmerinvestigations.com. 

 

A harsh reality for private investigators is that things do not always go as planned. For example, in the real 

world, surveillance is affected by the weather, traffic patterns and the vagaries of human nature. There are 

no guarantees. Sadly, television, movies and literature have done much to convince the public that private 

investigators are super heroes. PIs in film and in between the pages of books never lose subjects on surveil-

lance. They break and enter buildings, hack computer networks and throw uncooperative witnesses through 

plate glass windows like they are immune to the law.  

Because of this, clients in the real world often expect the same results. They don’t understand how private 

investigators can lose someone on a moving surveillance when it never happened to Magnum, P.I., and he 

was driving a bright red Ferrari! They don’t understand why investigators can’t get a witness to cooperate 

and give a statement. Witnesses always talked to Charlie’s Angels.  

When private investigators are not able to achieve the kind of results the client expects or the results they 

have obtained are likely to be upsetting to a client, they may find themselves having to break bad news to 

them. The following 8 tips will help:  

 

1. Let Me Make One Thing Perfectly Clear! Every PI's saying should be: under promise and over de-

liver. All private investigators should know that clients think they are paying for what they perceive as the 

outcome of an investigation, but no PI can guarantee an outcome. In reality, they are paying for a private 

investigator's time, advice and effort. Private investigators need to tell clients specifically what they can 

and cannot do for them at the very beginning of a job, and get it in writing. This will prevent misunder-

standings at the end, especially if there is nothing good to report. My client retainer agreement, for exam-

ple, will state the tasks I am to perform in specific detail. Sometimes the investigation does not go as 

planned. When that happens investigators may find clients saying “this is what I wanted you to do” or 

“that’s not what I asked you to do.” That’s when clients should be referred to the retainer agreement. Make 

all of this clear at the beginning and it will be easier for them to accept bad news at the end.  
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2. I am Not a Surveillance Psychic. If we knew exactly when a subject left their home we wouldn’t sit 

outside freezing our behinds off in our surveillance vehicle for 8 hours. Clients often get angry with sur-

veillance results because they do not understand the degree of difficulty involved. Explain the realities 

of surveillance BEFORE an investigation even begins. Investigators sometimes lose people on surveil-

lance. The weather and traffic patterns are factors in surveillance's success and failure. Subjects often 

change their plans at the last minute. Investigators sometimes get burned. When a PI is hired to conduct 

surveillance, an honest and open conversation with the client is warranted. Be sure to have this conver-

sation before the investigation begins. Explain to the client and prepare them for the possible outcome of 

the surveillance. Waiting until the end of an investigation to talk about how difficult surveillance is will 

only sound like an excuse and make the client angry. 

 

3. Selling an Intangible. Most private investigators sell a service. Other than a written report (and 

sometimes video, photographs and other documents) we sell an intangible. We don’t sell sofas that cli-

ents can sit on and enjoy long after the job is done. We don’t sell works of art they can caress and dis-

play in their home. In many cases all they have for their money is a final report and a few photographs. 

This can be made even more difficult when the investigation results are not in the client’s favor. Investi-

gators can overcome this by remembering that they are part priest and part therapist. The simple act of 

listening to clients and giving them outstanding customer service throughout an investigation will make 

selling an intangible easier. Especially if bad news is given in the end. 

 

4. If a Tree Falls in the Woods Will a PI Get it on Video? Sometimes nothing happens. In other 

words, sometimes a client’s so-called alcoholic, child-abusing, money-spending, free-wheeling, cohabi-

tating, reckless-driving, prostituting, drug-using ex-wife is really a sweet, overworked mother of two 

who doesn’t get along with the client. Clients often decide the facts of a case long before an investiga-

tion begins. They hire a private investigator simply to confirm their suspicions. Unfortunately, when an 

investigation proves otherwise it can be difficult to tell them they were wrong. No one likes to be wrong. 

The best way to handle this is to be thorough and methodical. Leave no stone unturned in both the inves-

tigation and the final report. Move every conversation with the client away from opinion and supposi-

tion and point it towards facts and findings. Deflect any anger they may have toward the facts you have 

gathered. Give the client nowhere to go; no other avenues to explore. They may still be angry when the 

news is broken to them but they will find it hard to argue with the facts of the case.  

 

5. “Well Surprise, Surprise, Surprise!”. The actor Jim Neighbors (as Private Pyle) used to utter, "well 

surprise, surprise, surprise" at least every other episode on Gomer Pyle, USMC, a television show I 

watched as a kid. In the PI business clients do not like surprises, especially if they’re bad ones.  
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A private investigator's final report should never, ever contain information that will surprise the client. 

In fact, a final report should really be more of a formality. The client should already know the outcome 

of the case before they even read the report. Any bad news must be communicated to the client before-

hand.  

 

6. Don’t Kill The Messenger. I suspect this cliché came into vogue because too many people did just 

that; they killed the messenger. Any unsatisfactory progress or bad news on a case should be communi-

cated in person or at least by telephone to the client immediately. Never leave bad news for a client in a 

voicemail, email or text. If an investigator has alarming news and can’t get a hold of the client, they 

should simply leave a message stating that they have an important update and need to speak with the cli-

ent right away.  

 

7. If Dad Says “NO” Then Go Ask Mom. As most children learn early on, one parent is usually more 

pliable than the other. If a client consists of a family, business partnership or more than one person, try 

to engage and deal with the most reasonable and likable person. If an investigator can build rapport with 

this individual it will be that much easier to relay bad news to them in the end. As author and speaker 

Stephen R. Covey stated in The 7 Habits of Highly Effective People, “Seek first to understand, then to 

be understood.” Building rapport is worthy of an article on its own. Simply put, building rapport will go 

a long way in ensuring that the client will accept bad news without too many negative side effects.  

 

8. Press Here to Refresh Your Investigation Finally, and I can’t stress this enough, give the client 

regular updates on the progress of the case. Whether an investigator does so by phone, text or email, 

they just need to make sure they do it. There’s nothing a client hates more than paying a retainer and as-

signing a case and then, "POOF!" the investigator they have hired disappears. This is further compli-

cated if a PI reappears two weeks later with nothing but bad news for the client. Even bad news is easier 

for a client to swallow when they have received regular updates and begin to understand the ups and 

downs of the investigation. 

 

I should also state that there will be a few select clients that will be angry no matter what happens. I had 

a case involving a physician who was in a custody battle with his ex-wife over their son. He swore his 

ex-wife was using drugs, associating with low-life’s and endangering their child. After a long, extensive 

investigation two facts became clear: the ex-wife was a good mother and everything the client had said 

about her was simply his opinion and not supported by the facts. I went through all 8 steps listed above 

and he was still absolutely livid over how the investigation turned out. The reality is that sometimes eve-

rything that can be done is not enough for some people. However, if private investigators follow these 8 

steps, it will serve to lessen the blow of any potential bad news that must be broken to clients.  
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10 Ways for Investigations Firms to Get Involved in Their Communities 
May 19, 2012 | by PInow Staff |  

 

Getting involved in the community can give your investigations firm a boost on many 

levels. If your private investigation firm is looking to gain more clients, become more 

visible in the community or push for legislation, community involvement can help. 

There are many ways to get involved and participating in different activities will en-

sure that your employees are feeling good about what they are doing, inside and out-

side of the workplace. 

 

Here are 10 ways to get involved in the community:  

 

1.  Volunteer at a local search and rescue mission Your investigative abilities can be 

of value beyond your agency. Volunteer at a local search and rescue mission to get 

some experience using your skills in a different way and network with a new group of 

people. If a search comes up cold you will be in a good position to offer your services 

for a fee. 
 
2. Raise money or goods to donate to charity Raising money or goods for a charity 

is an easy way to get involved in the community and an opportunity to gain positive 

attention. You can raise funds or goods within your business or donate money on be-

half of your agency. Choose an organization that you care about and that relates to 

your work like a local crime watch or a group that raises money to help find missing 

persons. 

 
3. Join any local or state associations By joining a local or state association you ex-

pand your network within the private investigation industry and make your voice heard 

on local legislation issues that affect your business. Try teaming up with fellow asso-

ciation members to raise money or donate to a good cause. This will add to your com-

munity’s positive image of private investigators as a collective entity. 

 
4.  Teach a course on an aspect of investigation Sometimes people are worried that 

their landlord has installed surveillance in their home or that they are being watched in 

the workplace. Explore your opportunities to teach courses on identifying surveillance 

and doing bug sweeps at local institutions that will be available to the entire commu-

nity. People do not often know the range of services offered by private investigators, 

teaching people about what you do will create awareness and give them more insight 

on how your services may be of use to them in future situations. 
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5.  Work as a consultant for local news Contact local news stations and offer to make 

guest appearances to discuss news stories that are related to investigations. You will 

become more well known in the community and viewers who are familiar with you 

will come to your agency when they need a private investigator. 
 
6.  Offer internships to PI students from a local school Form a relationship with a 

local PI training course or school and volunteer to be a guest speaker or offer an in-

ternship to the students there. This will get your agency’s name out there for soon-to-

be licensed PIs looking for work. 
 
7.  Donate to silent auctions Donating to a local silent auction is another easy way to 

help out your community. Try donating one of your agency’s services to gain a new 

client. 
 
8. Organize a local neighborhood watch Use your skills as a private investigator to 

help keep your local community safe and organize a neighborhood watch and train the 

volunteers. Proving your abilities to your neighbors will make for new clients down 

the road. 

 
9. Start a local sports team Starting a local sports team with your employees is an-

other great way to accomplish team building, up agency-wide morale and get your 

agency’s name out there in the community. You never know which of your opponents 

may need a private investigator. 

 
10.  Tap into your agency’s other interests Ask around your agency and find out 

what your employees are interested in. Whether its sports, cooking or helping those in 

need, there is always a way to incorporate these interests into community involvement. 

Have each employee who is interested spearhead your business’ involvement in a com-

munity event. 

 
There are many ways to get involved in the community and ways to cater that involve-

ment to your business. Make sure to check for future events on community calendars 

and plan community activities in advance so your employees will have time to get in-

volved. Once you have made the decision about what events your agency will be par-

ticipating in, spread the word and raise local awareness. Hopefully your employees 

will show an interest and let people know how their employer is helping the commu-

nity.  
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 IAPI is pleased to welcome these new  

members to our Association 

Terry Klooster (Full Member) 
Finality Investigations LLC 

PO Box 291 

Ruthven, IA 51358 

Phone: 712/363-0859 

Email: tklooster@finalityinvestigations.com 

Web Page: www.finalityinvestigations.com 

Patrick Conlin (Full Member)                      

Bad Ventures Private Services 

PO Box 873 

Marion, IA 52302 

Phone: 319/361-6626 

Email: pconlin41@gmail.com 

Erma Williams (Full Member)                    

E.W. Williams Investigations 

112 N Fairview Avenue 

Ottumwa, IA 52501 

Phone: 641/680-0597 

Email: ermawilliams89@yahoo.com 

Katie E. McGowan (Full Member)             

KMG Investigations 

PO Box 10714 

Cedar Rapids, IA 52410 

Phone: 319/440-7622 

Fax: 319/826-2972 

Email: info@kmginvestigations.com 

Web Page: www.kmginvestigations.com 

Lisa K Kuehl (Full Member)                          

Heartland Investigative Services 

1428 270th Street 

Madrid, IA 50156-7521 

Phone: 515/451-1039 

Email: HeartlandInvestigations@gmail.com 

Ronald G. Hott (Full Member)                    

Hott Civil Process Serving & Private Investigations 

512 Lincoln Rd. 

Storm Lake, IA 50588 

Phone: 800/986-4392 

Email: mwls@iw.net 

Jose R. Lao (Associate Member)                

Greybeard Investigations, Inc.                    

PO Box 852 

Orion, IL 61273-0852 

Phone: 309/798-7679 

Email: alwayslate@mchsi.com 

Web Page: www.graybeardpi.com 

Specialties: INV, PPS, SUR 

Robert D. Ellis (Full Member)                     

Triple EEE Investigations, Inc. 

4765 NW 50th Street 

Des Moines, IA 50310 

Phone: 515/473-5760 

mailto:tklooster@finalityinvestigations.com
http://www.finalityinvestigations.com
mailto:pconlin41@gmail.com
mailto:ermawilliams89@yahoo.com
mailto:info@kmginvestigations.com
http://www.kmginvestigations.com
mailto:HeartlandInvestigations@gmail.com
mailto:mwls@iw.net
mailto:alwayslate@mchsi.com
http://www.graybeardpi.com
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