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Carmel’s Ray Ohlson shares his experience  
in building a business from scratch – twice / P2
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Title: President & CEO, The Ohlson Group
Spouse: Ann

Children: Nicholas, Kiley, Joseph
Alma mater: Ball State University

Hobbies: Plays guitar and sings in Ray Ohlson &  
The Duketones, loves to play golf, vacationing  

in South Carolina, cooking out and reading
Quote: “Your integrity takes a long time to get,  

and a second to lose.”

meet raymond j. ohlson

By Jordan Fischer
Carmel Business Leader

Ray Ohlson has made a career of turning nothing into some-
thing.

The 61-year-old Carmel resident is the president and CEO of 
The Ohlson Group, an insurance and financial services marketing 
organization that has grown nothing short of explosively over the 
past 9 years – transforming in less than a decade from an idea on 
paper to a business that takes in more than $150 million in insur-
ance premiums annually.

“Our philosophy at the Ohlson Group is simple,” Ohlson said. 
“We just want to provide the best products possible to our clients.”

Those clients include some 14,000 independent insurance 
agents nationwide who subscribe to the Ohlson Report, delivered 
electronically every Monday and filled with news and information 
about the state of the insurance industry.

First time around
The company that would eventually become The Ohlson Group 

was founded in the summer of 1975 as Ohlson & Associates while 
Ohlson completed his undergraduate degree at Ball State Univer-
sity. 

At the same time, Ohlson was invited to join the Million Dol-
lar Round Table, a trade organization that bills itself as an “inter-
national, independent association that represents the world’s best 
sales professionals in the life insurance-based, financial services 
industry.”

“And then,” Ohlson said, “things changed. The markets changed. 
Companies changed.”

In the early 90s, Ohlson sold his company to join a small group 
of investors which raised capital to purchase seven individual 
insurance companies at a total cost of around $70 million. That 
company became Standard Management, and Ohlson became 
president of Standard Life of Indiana and Dixie National Life, two 
of the company’s subsidiaries. He also served as the chief market-
ing officer of the holding company, and as marketing director for 
Premier Life of Luxembourg and Premier Life of Bermuda.

During his 10-year tenure with Standard Management, Ohl-
son helped grow the company to include more than 10,000 agents 
worldwide, $1.5 billion in assets and a five-year growth rate in 
excess of 50 percent.

Then, in 2002, the board of the holding company decided it 
wanted to sell off the insurance portions of the business and get 
into pharmaceutical distribution, according to Ohlson.

“I disagreed, and we agreed to part ways,” he said.
Though he left with a severance package, Ohlson had no imme-

diate job prospects, and no income.
“I had been Ray Ohlson, president, for 10 years,” Ohlson 

remembered. “Well, on the Monday after Thanksgiving (2002), I 
knew it was just Ray Ohlson. Fortunately, my wife is as crazy as 
me. When I woke up that morning, she had my desk in my home 
office cleaned off and stocked with pens and legal pads.”

Ohlson said he got to work calling old contacts and looking for 
opportunities to merge into existing companies, but his wife, Ann, 
again provided the voice of reason.

“She threw up a roadblock.” Ohlson said. “She said, ‘We’ve been 
on our own this whole time. Why not reopen the business?’”

And so in February of 2003, The Ohlson Group opened its 
doors for the second time.

‘a diFFerent experience’
Ohlson credits his company’s success to hard work, and to SCIP 

(pronounced “skip”), and acronym which he says he developed to 
act as a guide for all business interactions.

SCIP stands for service, credibility, integrity and profitability. 
“We don’t use this acronym lightly,” Ohlson said, “but every-

thing we do is based in SCIP. We believe that needs to be there for 
the clients in every transaction.”

A client-first approach is central to Ohlson’s business phi-
losophy, which is why last year he purchased Safe Money Places, 
a non-commercial Web site for consumers looking for reliable 
advice on “safe money” investments.

“We really believe that with the Bernie Madoffs of the world, 
people don’t know where to turn,” Ohlson said. “I believe that the 

more informed people are, the more confident they are and the 
more able they are to make a decision.” 

According to Ohlson, Safe Money Places (www.safemoneyplac-
es.com) is, as best possible, an opinion-free zone offering informa-
tion for consumers looking to research investment options. Those 
looking to speak to an agent affiliated with Safe Money Places 
– there are more than 2,000 agents across the U.S. who work with 
The Ohlson Group – can fill out a simple form, and an agent will 
contact them. 

There is no advertising on the Safe Money Places site, and no 
reference to The Ohlson Group. And there never will be, Ohlson 
says.

“I hope that when people see Safe Money Places, Safe Money 
News, Ohlson Financial, they think: ‘Hey, this firm is trying to help 
us. They’re not forcing us to come into their office,’” Ohlson said.

Ohlson said he hopes to grow the Safe Money Places brand into 
the insurance industry’s first “Century 21 or RE/MAX:” a large 
number of independent agents affiliated with a national company 
that provides information, products and support, and offers consis-
tent quality and service from all its affiliates.

‘a Family business’
The future of The Ohlson Group sits just down the hall from 

Ohlson’s own office.
His two sons, Nick and Joe, work full-time for their father, with 

Nick running the company’s Chicago office. Ohlson’s daughter 
Kiley lives in London, though he says he’s working to convince her 
to join the family firm as well.

Ohlson said family has always been top priority for him, even 
when he was president of Standard Management.

“When I became president … people knew I had other respon-
sibilities,” he said. “Nick played football and Kiley played basket-
ball, and I coached probably 50 AAU basketball games a year. I’m 
not a saint by any means, but life goes by very fast, and family is 
definitely the top priority for me.”

Ohlson credits his own upbringing as a first-generation Ameri-
can – his mother was an Italian immigrant – for instilling a work 
ethic into him early on.

“We worked hard, and we learned very early that if something 
was meant to be, it was going to be up to me,” Ohlson said.

The Ohlson Group is headquartered at 11611 N. Meridian St. 
in Carmel. For more information about The Ohlson Group or Safe 
Money Places, visit www.ohlsongroup.com or www.safemoney-
places.com.

Carmel’s Ray Ohlson shares his experience in building a business from scratch – twice
Photo by Jordan Fischer
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Tax Freedom Day came and went April 14 
without much notice from us in the newsroom.

We were busy working as usual.
Tax Freedom Day, as calcu-

lated by the Tax Foundation 
(www.taxfoundation.org), is 
the day of the year when the 
workers of a state as a whole 
have earned enough money to 
pay the total tax liability for 
that year. Indiana’s Tax Free-
dom Day this year was April 
14, meaning we’ve collectively 
worked 105 days so far without 
earning a cent for ourselves. 
And “ourselves” is a loose term, 
of course, as most of us also 
have mortgages, car payments, 
insurance and myriad other 
expenses that aren’t included in 
our tax burden. Yet.

Chase Downham, the Indi-
ana state director of Ameri-
cans for Prosperity, called this year’s Tax Free-
dom Day a “stark reminder of how much we 
are all paying in taxes due to big government.”

Indiana fell in the middle of the pack this 
year, according to Dr. William McBride of the 

Tax Foundation. McBride noted that the big 
burden, however, isn’t coming from state taxes, 
but rather those on the federal level.

“The interesting thing to 
note is that the federal tax 
burden is overwhelming; it 
is now twice as large as all 
the state and local tax bur-
dens combined,” according to 
McBride. “This means that the 
overall ranking is largely driven 
by federal taxes, particularly 
the highly progressive individ-
ual income tax, so that high-
income states, like Connecti-
cut, have a high tax burden and 
late Tax Freedom Day.”

Indiana’s recent repeal of 
the inheritance tax will likely 
improve its ranking in coming 
years, McBride added, and we 
sure hope so. There’s nothing 
quite like finding out you’ve 

spent 105 days working just to pay taxes to 
motivate you for the next 260.

Jordan Fischer is the managing editor of the Carmel 
Business Leader. To reach Jordan write him at jordan@
youarecurrent.com

The worst advice 
everyone give you 

“Be careful!” Those are the worst two words we all hear 
throughout our lives from one person or another. Usually 
those words come from 
our friends or family. They 
mean well enough, they 
mean for us to be, well, 
safe. But if we are to ever 
to accomplish anything 
in life, be remembered for 
anything or make a differ-
ence, we have to learn to 
nod politely, acknowledge 
their consideration and 
then unapologetically do 
the exact opposite.

“A ship is safe in harbor, 
but that’s not what ships 
are for.” - William Shedd

Caution so often sounds 
like wisdom, because noth-
ing “bad” happens when 
you are cautious, timid or 
restrained. When you are 
bold, take risks, experiment or just take a step forward, you 
will inevitably get hurt, maimed or “fail.” You will fall at some 
point learning to skate board. You will trip at some point 
learning to run. You will break a limb learning to ski. When 
this inevitability occurs, your bed will be surrounded by loved 
ones offering sincere consolation and saying, “I told you so.” 

The truth is that we have been born into a culture of pain 
avoidance. Failure is seen as something to be avoided at all 
costs and success is mostly judged as being an avoidance of 
failure. If you never failed, if you never felt pain, then you 
have succeeded! Here is your gold watch, may you wear it well 
in your coffin.

Of course, I am not here to make a case for blind reckless-
ness. The skydiver is certainly not “safe” or “cautious,” but he 
isn’t stupid either. He checks his parachute, secures his gear 
and aims for his target. Stupidity is rejecting the knowledge 
and experience of those you came before you, but cowardice 
is limiting yourself to that same knowledge. Failure is the 
teacher of the wilderness.

Entrepreneurship is a wilderness journey. Those of us who 
are wise will do everything we can to learn from those who 
came before us and who are around us, but then we will take 
that wisdom and blaze our own trail. We will make mistakes; 
we will even outright fail from time to time. There is no victo-
ry without the possibility of failure. That’s the way we like it. 

We would rather make our own mistakes than wait around 
to be the victim of someone else’s. After all, for those of you 
who have “stable jobs,” you are simply benefiting from the risk 
and potential failure of someone else. You complain about 
your boring job or your terrible boss, but you have made a 
decision to trade freedom for security. More accurately, the 
perception of security, as your job is just as much at the mercy 
of someone else’s business acumen. 

So to the families and friends of my fellow entrepre-
neurs, I know you’re worried. I know we keep you up nights, 
confuse you, frustrate you and even make you question our 
mental health. Please know that we are OK, we will get back 
up when we fall, and we whatever mistake we just made, be 
assured we will make a worse one someday.

Chris “The Brain” Hoyt is the chief operating officer of Fat Atom Internet 
Marketing in Carmel. To contact him, e-mail  chris@fatatom.com  or vis-
it www.christhebrain.com.
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Food For thoughtFood for thought

bob montgomery

your local independent insurance agent
shepherdins.com

(317)846-5554(

Protect the things that matter.

Spring
Clean up?

• Crushed Concrete Available
• Large Roll-Off Containers Available
• Landclearing
• Scrap Metal Recycling
• Secure Documentation Destruction

TRASH SERVICE
317.539.2024 • 800.531.6752

www.raystrash.com
Mention this ad and enjoy a complimentary waste analysis valued at $75. 
Call Ray’s Today: 317-539-2024. Commercial & Industrial Customers Only!
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Over 1,200 professional computer technicians.

Fast Response Time
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Ability to Plan Scalable IT Solutions That
Boost Your Advantages In the Marketplace

Computer Troubleshooters doesn’t just offer
outstanding services with  mission-critical
technologies. We’re a valuable partner in
planning  the future of your business.
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www.CTcarmel.com
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Our Service Center has a large selection of 
PCs, Macs, laptops, and accessories. We also 
offer Servers, Networking, and Parts. Visit us 
in downtown Carmel at 316 S Rangeline Rd, or 
call us anytime.

PART 2
15. Is it true:  Only the world can make you 

unhappy, but only you can create your hap-
piness?

16. Why were you born? Why 
were you born here ... now?

17. Do you enjoy answering 
questions intended to free 
your potential?

18. Do you believe your life is 
a gift, freely given…or are 
there obligations that have 
to be paid?

19. Do you know anyone who 
is happy all of the time?

20. Is happiness  the  result of 
pursuing your potential?

21. Do you believe you need a 
new plan every five years 
for your life? What do you 
want to know? What do 
you want to see? What do 
you want to earn? What 
do you want to be Five years from now.

22. How long would you like to live?
23. Is it true you were put on this earth as a 

magnificent machine but with no instruc-
tions?

24. Is it easier to answer questions than it is to 
create them?

25. Is it true you are in the center of your uni-
verse.  East, West, North, South, and there 
you are…right in the center of everything. 
When you go to sleep your universe disap-
pears until you get back.

26. Is it true, becoming rich and famous is 

just asking yourself the right questions? 
Are your thoughts just questions yet to 
be answered? Should your thoughts be 

recorded every day so you can 
recall them and convert your 
thoughts into questions? Is it 
true that Albert Einstein was 
on a train and the sun was 
shining in the window.  He 
thought to himself, the Sun-
light is traveling 186,000 miles 
a second.  The train is going 
70- miles an hour.  In less than 
a second Einstein answered 
the questions of “why does 
sunshine travel so much faster 
than the train?” His answer:  
E=mc2…”The Theory of Rela-
tivity.”
27. Your life, your brain, is 
filled with questions to which 
only you have the answers. 
Your brain can create answers 

to questions yet to be discovered. Every 
time you discover the answer to a question 
or a question left over from someone else, 
you create two new questions.

Life is just questions and answers. If you 
answer big questions…you’re a big person. If 
you answer little questions … you’re a little 
person. If you are not asking questions or dis-
covering answers, you are among the 37 million 
people that can’t find or keep a job.

Bob Montgomery is an occassional contributor to Cur-
rent Publishing. You may contact him at info@currentin-
carmel.com

Answer questions to wake up your mind
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4420 East 146th Street Carmel, IN 46033
(Just West of Gray Road)

317-733-8655 | www.StorAmerica146th.com

• 24 Hour Move In Kiosk
• Heated/ Cooled Units
• Wine Cellar With Generator Back-Up
• Drive-Up Units
• Covered RV Parking

StorAmerica
Self Storage & Wine Cellar
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• Boat & Trailer Storage
• Complimentary Customer Business Center
• 21 Property Cameras
• Electronically Controlled Access Gate
• Month to Month Lease Term
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a banker can’t know 
your business without 
knowing your community
Unlock a local approach to business banking. At KeyBank, 
we have tailored solutions to help fi nance the future of your 
business. We’re also part of your community and understand 
the marketplace. That means credit decisions happen 
faster, so you can quickly respond to new or unexpected 
business opportunities. 

It’s a more personal approach with a bank that is committed 
to helping the businesses in your local community thrive.

Start a conversation. And unlock your possibilities.

go to key.com/business
call 877-KEY2BIZ

Credit products are subject to credit approval. 
©2012 KeyCorp. KeyBank is Member FDIC. ADL2662
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By Jordan Fischer 
Carmel Business Leader

Hamilton County-based CNO Financial 
Group joined three other companies as recipients 
of the United Way of Central Indiana’s annual 
Spirit United award, presented March 27.

To be eligible for Spirit United, a company had 
to have won United Way’s Company that Cares 
award for the past three years, have provided finan-
cial support and resources above and beyond a suc-
cessful workplace campaign and offered significant 
volunteer support for United Way’s mission.

Along with CNO Financial Group, the 

recipients were Allison Transmission and 
UAW Local No. 933, BKD LLP and Commu-
nity Health Network.

“These companies join the ranks of 12 other 
iconic partners in helping us to create a com-
munity where we can be proud of the quality of 
life for everyone,” said Ellen K. Annala, United 
Way’s president and CEO, in a press release.

Past Spirit United award winners include Barnes 
& Thornburg, OneAmerica, St.Vincent Health, Eli 
Lilly and Co. and RJE Business Interiors. 

For more information about United Way, 
visit www.uwci.org or call 923-1466.

CNO Financial Group, others honored by United Way

Accepting United Way’s Spirit United awards for exemplary and consistent volunteer and financial 
support at United Way’s Annual Meeting were (left to right): Lawrence Dewey, CEO, president and 
chairman, Allison Transmission; Rob Pruitt, managing partner, BKD LLP; Matt Zimpfer, executive vice 
president and general counsel, CNO Financial Group Inc.; and Linda Hajduk, vice president of organi-
zational effectiveness, Community Health Network.
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you get paid to do that?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

What is the School of Rock? We do pri-
vate lessons – guitar, bass, drums, piano, keyboard 
and vocals. We have 
a 45-minute one-on-
one lesson every week 
and a three-hour band 
rehearsal. We call it 
performance-based 
learning. We use the music of The Beatles, for 
example, to teach technique, theory and concepts.

Since the School of Rock is new, how 
have your students heard about you? We did 
a direct mail piece and had an ad in the Current 
in Carmel. Our Facebook page got a lot of traf-
fic and we’ve spoken in music and band classes at 
the high schools. Word of mouth is a big one.

Is the School of Rock related to the 
movie? We are a franchise. The headquarters is 
in Chicago and there are 80 or so locations across 
the country. The movie was based on one of the 
schools. 

What does the future hold for the School 
of Rock? I’m excited about this long term. How 
is this going to change the music landscape on 
the north side? You might form a band at the 

School of Rock – what 
happens with it five, six, 
seven or eight years down 
the road? 

What do you like best 
about your job? I iden-

tify so closely with music because I’ve done it my 
whole life. I love using music to show kids that 
character development, responsibility, collabora-
tion, reliability, discipline and hard work pay off: 
you and 25 other students got up on stage and 
played two 1½ hour shows. They were sold out 
and the crowds loved it – not because you’re cute, 
but because you’re good musicians. 

Do you or someone you know have an interesting job? Or 
is there an occupation you would like to know a little more 
about? Send your story ideas to lcbandym@yahoo.com and 
we might feature you in an upcoming issue of The Carmel 
Business Leader.

Name: Eric Baker
Title: Music Director

Business: School of Rock
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eric baker leads the band at the school of rock.

Success in business requires training 
and discipline and hard work. But  
if you’re not frightened by these 

things, the opportunities are just as 
great today as they ever were.

Quote oF the month

Photo by Landa Bandy

 – David Rockefeller, American businessman, grandson of John D. Rockefeller

     317.855.8476    axiomhrs.com

HR Administration • Employee Benefits • Risk Management 
Payroll Administration • Time & Labor Management

ARE YOU ATTRACTING THE 
RIGHT TALENT? MAYBE YOU 
NEED BETTER BENEFITS.
Check out the options with
Axiom Human Resource Solutions.
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More than a bank: 
a friendly community in 
each checking account

When you walk through the doors of the 
Bank of Indiana, you are more than just 
a customer. You are a dear friend. Brenda 
Burkhart, branch manager of the Bargers-
ville location, says it’s exciting to drive in 
to work every day, not knowing which of 
her friends she will see next.
“I never thought all these years a job 
would mean so much to me,” says Bur-
khart. “I can be o�  a week, and I’m ready 
to come back to work. You don’t get that 
everywhere.”
Growing up just 2 miles from the bank, 
Burkhart says she intends to give the type 
of service that represents the small-town 
community she was raised to love. When 
you call the branch you will reach a 
person, not an automated voice service. It’s 
an old-fashioned banking experience with 
all of the modern-day necessities such as 
user-friendly internet banking.

“We want to bring to our branch what 
banking used to be,” Burkhart says. “We 
want you to feel at ease when you walk 
through that door. We start a bond the 
minute you walk in.”
So come on in and introduce yourself to-
day. Browse through the diverse selection 
of checking and savings accounts. Who 
knows, you just may make a new friend in 
the process.

Bargersville Banking Center
42 S. State Rd. 135
Bargersville, IN 46106

(317) 422-9900 or 1-877-320-5107
bankofi ndiana.com

Brenda Burkhart, branch manager

By Ariane Cagle
Solopreneurs really 

do it all when it comes 
to their businesses. 
According to the Urban 
Dictionary, “the typical 
solopreneur does admin-
istrative tasks, market-
ing, customer service 
and service delivery by 
themselves. They can 
easily be tempted to 
become a workaholic, 
not feeling their work is 
ever done!” 

However, there is a solution to manag-
ing their continual “To Do” list – a virtual 
assistant. 

“A lot of people tend to think of secre-
tarial work when they hear the term ‘VA,’” 
says Becky Homko, president and CEO 
of Today’s Virtual Services. “But the VAs 
of today don’t just provide administrative 
services. They tend to deal more with cli-
ent relationship management or market-
ing services.”

A VA is someone most solopreneurs 
need, adds Becky. Small business owners 
just don’t have enough time to work their 
businesses during the day, while doing 
administrative, contact management, 
social media, marketing and other tasks at 
night. People just don’t have the tolerance 
to continually do this. They value their 
time more. 

Today’s Virtual Services is a family-
owned business run by the husband and 
wife team of Chris and Becky Homko. 
While the business is located in Avon, and 
mainly caters to Indianapolis-area clients, 
they are a virtual-capabilities company. 
So they provide services to national and 
international customers.

“Our key client truly is the person who 
sees the value of their time outweighing 
the value of a dollar,” says Becky.

Today’s Virtual Services provides sever-
al services, including contact management, 
social media management, event planning, 
and training.  

“Everyone has heard the old adage, 
‘There’s fortune in the follow-up,’” says 
Becky. “A lot of people will reach out to 
their customers once or twice. But there’s 
so much competition 
out there, that if you 
don’t stand out, you’re 
going to be glossed 
over.”

Today’s Virtual Ser-
vices offers their cus-
tomers a complete con-
tact management system 
– from customized list 
creation to email mar-
keting to a detailed con-
tact sales history.

Another way businesses can stand 
out is through social media, which helps 
solopreneurs brand themselves and their 
companies. It also enables them to share 
their expertise, so people can learn to trust 
them. Today’s Virtual Services works with 
companies to manage their social media 
accounts and develop consistent messaging. 

Additionally, Today’s Virtual Services 
trains people in how to use social media, 
contact management, and other busi-
ness tools. They also help business owners 
connect with each other via network-
ing. Recently, they formed Networking 
in Indiana (www.NetworkingInIndiana.
com), a group offering quarterly network-
ing events around the Indianapolis area. 
Because of her commitment to network-
ing, Becky was named one of Indy’s top 
50 business connectors by the U.S. Small 
Business Conference and Expo (www.
IndyTop50.com). She will be honored 
at the organization’s event in Carmel on 
May 18.  

Today’s Virtual Services provides per-
sonalized quotes based upon their cli-
ents’ needs. They can work on a one-time 
project basis or on a retainer as a project 
manager.

“Our client relationships often become 
long-term relationships when it comes to 
marketing,” says Becky. “We really try to 
help them streamline and manage their 
businesses better while leveraging their 
time. It’s really as simple as that.”

For more information on Today’s 
Virtual Services, visit www.TodaysVir-
tualServices.com or contact them at 317-
563-1360.

Today’s Virtual Services
www.TodaysVirtualServices.com

317-563-1360

Today’s Virtual Services: 
Leveraging Solopreneurs’ Time

A Times-Leader special section highlighting 
some of the best and brightest companies in 
Hendricks, Johnson and Hamilton Counties.

best in  
business

chris and becky homko



With more than 80 percent of furnace or air condi-
tioning failures due to dirt, now is the time of year to get 
maintenance on that air conditioner which has gathered 
dust all winter. Hiring a licensed contractor such as Mow-
ery Heating, Cooling and Plumbing, can not only expand 
the life of the appliance, but save on that energy bill too. A 
local contractor can add more value to those savings with 
excellent, dependable service.

Good business is all about great customer service – 
something that Chip Cochran takes pride in. Since pur-
chasing Mowery in 2005, Cochran says his number one 
goal has been to make his customers happy. With more 
than 6,000 indoor weather systems installed in the India-
napolis and Hendricks County area, they have gained a 
reputation of getting the job done right, the first time.

“I enjoy making people comfortable,” Cochran says. “I 
enjoy doing a good job, helping employees and their fami-
lies by providing good jobs.”

Mowery has been located in Brownsburg since 1970, 
performing both residential and commercial work. Origi-
nal owner, Bob Mowery, passed away two decades ago, 
but the company carried on. They have an A+ rating with 

the Better Business Bureau and have won the Angie’s List 
Super Service Award, which only goes to the top 5 per-
cent of all businesses in the entire country. Interested con-
sumers may visit Mowery Heating, Cooling and Plumb-
ing on Facebook to see numerous testimonials on their 
superb customer service.

“I believe customers like dealing with a locally owned 
business,” Cochran says. “All of my people know that they 
have to do what’s right. They don’t have to talk to me, they 
can make the decision, and as long as they do what’s right, 
we will be okay.”

Cochran says he learned about the importance of good 
customer service when he began working for a local heat-
ing and cooling business in 1979. Following in his grand-
father’s footsteps, Cochran knew the heating and cooling 
business would always be a necessity in the ever-changing 
Indiana weather. That first company he was employed by 
was bought out by a large chain.

Cochran says though he learned a lot of financial infor-
mation from that company, he realized it was all about 
the bottom line to them. He didn’t enjoy seeing how the 
customers were treated. To avoid an environment in which 

employees are only out to sell a product and don’t care 
about what the customer truly needs, Cochran does not 
pay employees 100 percent commission.

“That gives them time to take their time and do it 
right,” Cochran says. “I live in Brownsburg so I see my 
customers at the grocery stores, restaurants, and customers 
shake my hand. I always say everyone makes mistakes, but 
we fix ours. If we do (make a mistake), we make it right.”

With 35 employees, Mowery is one of the largest and 
oldest heating, cooling and plumbing business in Hen-
dricks County. They offer several products, listed on 
makeitmowery.com, along with 24-hour emergency ser-
vice. Though Mowery has grown since Cochran, a resident 
of Hendricks County for over 30 years, took ownership, he 
intends to keep it the small-town business he bought into.

“Things are much better than I ever expected them to 
be,” Cochran says. “Sometimes you grow and your ser-
vice fails. We have continued to grow and our service has 
improved. We are big enough to provide great service, but 
small enough to care. If it’s a big company they don’t care 
who you are, and if it’s a small company they don’t have 
enough people to get to you if it’s really hot or really cold.”

Good customer service is good business for 
Mowery Heating, Cooling and Plumbing

Mowery Heating, Cooling and Plumbing
402 East Main St., Brownsburg, IN 46112

(317) 852-2958 • Makeitmowery.Com

chip cochran



When Indiana State University’s Scott College of Busi-
ness was looking to expand its highly accredited Master 
of Business Administration (MBA) Program from the 
main Terre Haute campus in 2010, the Indianapolis metro 
area was the next logical location. However, with Greater 
Indianapolis home to many MBA programs, the key to 
unlocking ISU’s opportunity was in finding that unique 
blend of academic curriculum, delivery method and loca-
tion to service business leaders interested in advancing 
their careers. After extensive market research and receiv-
ing guidance from the Indiana Commission for Higher 
Education and Hendricks County College Network, ISU 
selected nearby Plainfield as the ideal site for its Profes-
sional MBA Program (Pro MBA). Although students in 
the current cohort are from all over the Indianapolis metro 
area and as far away as Terre Haute, the focus is on servic-
ing the needs of business professionals in Boone, Hamil-
ton, Hendricks, Johnson and Morgan counties.

Just minutes off I-70 in Plainfield, ISU conducts eve-
ning MBA classes in the Plainfield School Corporation’s 
new state-of-the art training facility on Whitaker Road. 
What makes ISU’s program unique relative to many 
MBA offerings in the metro area is its curriculum format 
and bundle of support services. ISU’s two-year program 
revolves around the acronym “F.A.S.T.” – focused, afford-
able, synergistic and team-based.  

The ISU Pro MBA is focused in that you can complete 
the 12-class (36 credit hour) program within two years 
by taking two classes one night a week for 10 weeks. In 
between the 10-week trimesters, students enjoy a six-week 
respite to focus on business and life priorities.  

“Although one might believe this format is quite the 
‘grind’, feedback from our current student cohort suggests 
it’s helpful in keeping them energized and focused,” said 

Ken Jones, ISU Plainfield’s faculty and assistant director 
for the Pro MBA program. “Not only are books and reg-
istration taken care of for the students, but we also have 
dinner from nearby restaurants ready for them at the start 
of class each week. It’s truly full-service and hassle free.”

Upon a review of other full-service MBA offerings in 
the metro area, one will find ISU’s Professional MBA a 
tremendous value, according to Jones. 

“I’m confident you won’t find as affordable a full-service 
MBA program anywhere in the metro area or on-line,” 
he said. “In higher education, there is little, if any, correla-
tion between price, program quality and career benefit. We 
were purposeful in how we set the value equation for the 
ISU Professional MBA.”

Even the design of the curriculum leverages the syn-
ergy inherent in bringing 20-25 business professional stu-
dents, with at least five years of full-time work experience, 
together one night a week to master advanced business 
topics. Individuals selected for the Pro MBA will discover 
that ISU pairs classes each trimester with intent. For 
example, the Strategic Supply Chain and Operating Deci-
sions class is paired with Quantitative Problem Solving; 
Business Negotiations paired with Advanced Manage-
ment Practices, and so on throughout the curriculum. 

Also, many of the courses embed assignments where 
the business professionals bring work projects from their 
place of employment into the classroom. Jones believes this 
course design not only facilitates the application of business 
concepts, but also, provides a “free” consulting opportunity. 

“Students bring work into the class that they need to 
complete anyhow, and now get academic benefit out of it” 
he said. “What a win-win! Plus, your cohort, comprised of 
experienced supervisors, managers and directors, provides 
free consulting and feedback on your work … right there 

in the classroom.”
The team-based component of the Pro MBA Program 

is also strategically designed. Business professional stu-
dents go through the 12-course, two-year program togeth-
er as a “cohort.” By moving through pairs of courses each 
trimester as a team, the class tends to learn more from 
each other and develop stronger personal relationships 
than in traditional MBA programs. 

“When I visit the class, I’m always amazed by the 
camaraderie that exists between the students. It’s not a 
hyper-competitive program at all,” Jones said. “The Pro 
MBA focuses on harnessing the collective knowledge of 
the faculty and cohort to maximize the learning experi-
ence, not weed students out.” 

Jones also said the cohort model seems to keep students 
focused on their work and the longer-term goal of MBA 
degree completion. 

“They just don’t want to let their teammates down,” Jones said.
As the ISU Professional MBA enters its second cohort 

class in late August, it continues to look for business 
professionals intent on enhancing their careers. For this 
AACSB-accredited program, a student must: complete a 
short application, take the Graduate Management Admis-
sions Test (GMAT), provide a copy of transcripts from 
previously attained degrees, submit a resume and attain 
two recommendations. Applicants are encouraged to apply 
as soon as possible. However, ISU can accept applications 
for the Professional MBA as late as July 15.

The future looks bright for business professionals in the 
Indianapolis metro area. If a high-quality, affordable MBA 
is in your future, now is the time to apply at www.indstate.
edu/business/promba or call Charlene Berry at (812) 237-
2002. Every year you wait just puts you farther away from 
achieving your professional goals! 

Ken jones, center, facilitates instruction at isu plainfield



Is your business, waiting room or corporate office in 
need of a more professional look? First impressions of 
your corporate environment are just as important as the 
first impression you or your employees make on a cus-
tomer or potential client. Well-chosen images can educate, 
motivate, entertain or relax your clients or employees. 
What do your walls say about you and your corporation? 

An environment that reflects your style, your mission, 
and corporate values encourages clients to be more com-
fortable with and more inclined to return to your business. 

Laura and Lee Tesdahl of Artistic Designs Gallery in 
Brownsburg can help your walls speak for your product 
or services.  Their business has been providing corporate 
art and framing services to clients throughout Indiana for 
21 years. They work with you or your corporate designer 
to visually communicate the core values of your business 
while maintaining a consistent style and quality of work 
throughout your corporation.  

Lee, an engineer and graduate of University of Wis-
consin, Madison and his wife Laura, a fine artist, educa-

tor and graduate of the University of Dayton, purchased 
the gallery from previous owners Joe and Debbie Ashby 
two years ago. The Ashby’s established relationships and a 
reputation for creativity and quality with corporate clients 
such as Indiana Farm Bureau Insurance, American Senior 
Communities, and the Indianapolis Motor Speedway 
Museum. The Tesdahls have continued to provide excel-
lent corporate framing and art consultation for these cli-
ents while continuing to establish relationships with new 
clients. The Ashbys have take their passion for photogra-
phy into the corporate world and continue to do corporate 
installation for Artistic Designs Gallery. 

Experience corporate art and picture framing consulta-
tion in the comfort of your own office.  Choose from a 
wide variety of art styles and subjects that can be printed 
on paper or canvas and sized to fit the space you are deco-
rating. We look at your color swatches and flooring and 
fabric samples to find the best artwork and framing to 
complement your décor.

For displays that frequently change, Easy Open Frames 

mount to your wall, lock for security and allow a custom-
ized uniform look. Many schools use them for displaying 
artwork and several retirement communities display their 
daily menus in them. The majority of our frames can be 
adapted to be easy open frames.

Framed certificates, awards, reviews and articles com-
municate the accomplishments of those in your corpora-
tion. Framed photographs or prints of your products and 
services help to inform your customers and employees. We 
work with local photographers that can come and shoot 
specific photos of imagery that you would like displayed in 
your business.

Looking for a piece that is really unique? Make an 
appointment in the gallery to see examples of fine art and 
commission original art created by local artists. Comple-
ment the artwork with a selection of nearly 3000 frames. 

Complementary delivery and installation is available in 
the Indianapolis area. Call the gallery at 317 852- 0252 to 
set up your consultation or visit the website at www.artis-
ticdesignsgallery.net 

Corporate Art and Framing  

124 East Northfield Drive, Suite K
Brownsburg, IN 46112

www.artisticdesignsgallery.net
(317) 852-0252

lee and laura tesdahl



Trade has been used for compensation ever since. In 
recent times, barteringing has become more sophisticated 
through networks and banks. Today, the savvy business 
owner incorporates the concept of barteringing in their 
mix of revenue streams and expenses.

Tradebank is a trade network of businesses that 
embrace bartering as a way of doing business. Members 
earn trade dollars that can be used at thousands of busi-
nesses nationally and internationally. 

As a broker, Tradebank completes the trades for its 
partners much like a clearinghouse or commercial bank 
would do for stocks or checks. As an intermediary, Trade-
bank receives a commission on each transaction and saves 
all parties the trouble and process of collection, exchange 
of goods or matching needs exactly with those of another 
business. 

“I like the idea of a trade network,” said Charlie Dorton 
of Avon PIP Printing and a new member to Tradebank. 
“I can accrue Trade dollars and then use it for what I need 
rather than work to find someone who is willing to trade 
straight up.”

“Tradebank gives me a Trade broker who works with 
me to identify goods and services that I need and who I 
can trade with,” Dorton added. “New trade partners are 
joining all the time, and I can use my Trade Dollars for 
vacations and travel across the country.”

Tradebank acts as a broker for these trades. It uses the 
trademarked concept of Cashless Commerce to help busi-
nesses get the services they need while preserving cash.

Tradebank Indianapolis opened in 2009. It is a divi-
sion of Tradebank International, one of the world’s largest 
trade exchanges with offices in cities across the United 
States, Canada and East Central Europe. Tradebank Intl’ 
started in 1987, and has completed millions of transac-
tions, each helping clients to conserve cash and make 
businesses more profitable.

Tradebank Indianapolis brings businesses together in all 
nine counties of the Indianapolis-metro area, says Lavon-
da Henry, the regional owner of Tradebank Indianapolis. 

“We have brokers that cover a territory and work 
directly with our trading partners,” Henry said. “When 

you join Tradebank, you are adding us to your sales/mar-
keting team as well as to be your purchasing agent. Our 
relationships with our trade partners gives you a direct 
connection to the decision maker.”

“It worked great for me,” Sam Bracken, owner of Mr. 
Electric, said. “I’ve met a whole new group of business 
owners who all have homes. They need my services and 
then I gain their trust. That turns into cash sooner than 
you think. I don’t have a lot of extra time to build relation-
ships. This puts me in touch with a bunch of motivated 
customers.”

In addition to gaining a new circle of customers, Trade-
bank also helps businesses reduce cash outlay. By buying 
products and services with Tradebank dollars an owner is 
leaving cash in the business. 

“The name of the game today is cash,” Henry said. 
“We tell businesses that using Tradebank as an alternative 
expense account can turn the extra business into goods 
and services which means the business has more cash on 
hand for lean times or other needs.”

Henry adds that cash also makes a business more prof-
itable.

Tradebank trades are like getting a discount based on 
the profit of goods and services. 

“If your markup is 50 percent, then it’s like getting a 50 
percent discount,” Henry said. “Tradebank requires that 
partners trade at retail prices, but most businesses enjoy 
getting retail markup.”

If a business has unused inventory or capacity, Trade-
bank turns it into tangible assets. Some examples include 
empty restaurant tables, contractor trucks gathering dust 
in a parking lot, or empty tee times at a golf course.

Of course, most businesses want to know if bartering is 
right for them. Henry answers this common question this 
way.

“Our trade partners are always looking for ways to 
spend their trade dollars,” Henry said. “Usually, these rela-
tionships lead to more business and more opportunities 
for word of mouth. This flexibility of preserving cash usu-
ally gives a new dimension to small businesses and adds 
value to the bottom line.

“With just one phone call, you can lower your over-
head, conserve your cash, and increase your profits,” she 
added. “We tell businesses that Tradebank is the missing 
piece to increasing their bottom line.”

Tradebank Indianapolis partners are asking for services 
from these businesses: restaurants, sign companies, CPAs, 
dentists, doctors, optometrists, veterinarians, electricians, 
plumbers, building contractors, roofers, auto maintenance, 
janitorial services, florists, dry cleaners and jewelers.

For more information, call Henry (317) 819-8355 or 
visit www.Tradebank.com. 

Before money, there was bartering.

lavonda henry
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now openNow Open

By Jordan Fischer
Carmel Business Leader

Carmel-based RealAmerica Development, 
LLC is making its first foray into the storage 
business – and it’s doing it right here at home.

Founded in 1995, the company, located at 
111. N. Rangeline Rd. in the heart of the Art 
& Design Dsitrict, focuses primarily on apart-
ments and single-family dwellings. It sees the 
expansion into personal and commercial stor-
age centers as a natural expansion, according to 
President Ronda Shrewsbury.

“From our standpoint, we already build 
multi-family homes and apartments,” Shrews-
bury said. “If you manage apartments, manag-
ing a storage facility is very complementary. It’s 
not reinventing the wheel for us.”

The new location, called StorAmerica Stor-
age & Wine Cellar, is located at 4420 E. 146 
St., Carmel. As its name suggests, it features 
not only traditional storage spaces, but also cli-
mate-controlled units, and a separate climate-
and-humidity-controlled space that Shrews-
bury hopes will appeal to wine collectors and 
restaurants looking to store their higher-end 
bottles off-site. That area will consist of indi-
vidually sealed units linked to security cameras 
and a back-up generator.

StorAmerica Phase I is now online, offering 
344 units, 144 of them temperature controlled, 
in sizes ranging from small personal storage 
to boat- or RV-sized units. A second phase of 
construction is planned for the future to con-
struct an additional 356 units, for a final total 

storage space of 100,000 square feet.
StorAmerica will also include a business 

center with free Wi-Fi and conference room 
available to all customers free of charge.

“The business center came about because 
there’s just a need for meeting space,” Shrews-
bury said. “If people are out selling medical 
equipment they’re storing in the climate storage, 
they need a space to stop and have meetings.”

Located within a short drive of Carmel, 
Westfield, Noblesville and Fishers, Shrewsbury 
said the area demographic was a perfect fit for 
the company’s first foray into storage.

“We were looking for a high-growth area 
with a variety of housing options, businesses 
and medical offices who need storage for their 
records,” Shrewsbury said. “Hamilton County 
is a nice, broad-based growth market.”

StorAmerica Storage & Wine Cellar is now 
open at 4420 E. 146th St. in Carmel. For more  
information, visit the Web site at www.stora-
merica146th.com or call 733-8655.

RealAmerica launches new venture with 
StorAmerica Storage & Wine Cellar

12955 Old Meridian St, Suite 103
Carmel, IN 46032

www.us605.alphagraphics.com
us605@alphagraphics.com

317.844.6629 P
317.844.6636 F

More than ever, people are using smart phones and 

technology to find local businesses in their area. Make 

it easier for customers to find you by boosting your 

mobile and online presence.

At AlphaGraphics, you’ll get a full set of marketing 

services designed to connect you to your customers:

• Mobile Marketing  • Online Marketing

• Email Marketing  • Social Media

• Customer Retention Campaigns  • And much more!

Let AlphaGraphics help you bring more to the table!

Reach your customers
  wherever they are

VISIT US ON THE WEB



May 201213

CANAD
A

GOOSE

CONTR
OL

I was sitting in my office yesterday when a 
meat truck pulled up. It wasn’t your standard 
truck with a brand name on the side; it was 
more of a meat van. A man darted out of the 
truck and headed in the door 
and, even though he wasn’t 
dressed in an identifying uni-
form, I still thought to myself, 
“I hope he’s here to see me!” 
After all, I’m an accomplished 
carnivore. Sure enough, he 
popped in the door.  I couldn’t 
tell his age exactly; I’d guess 
he was probably about my age. 
Except instead of being bald 
like me, he had a very distin-
guished blond mullet.  

The mullet man asked the 
room of people if anyone 
wanted to buy some meat. 
“Anybody here interested in 
some meat at a big discount?” 
Hello? Me! He brought in 
boxes of meat and laid them 
out one by one on my desk, opening each one 
and pointing out the quantity and grade of 
beef. After the five boxes of frozen meat were 
arrayed in front of me, he said, “I can sell you 
all of this at my cost. I got stuck with three 
extra boxes when an order canceled.” He told 
us the retail price and then his special slashed 

price. He only had three boxes, but if we’d buy 
all three, he’d go lower.  

OK, in retrospect, it smells like a scam, but 
the smell was masked by his use of established 

tactics that make people leap to 
action. He had a limited supply 
– that put everyone in the room 
in competition for this scarce 
product. He had a drastically 
cut price – that creates contrast 
between the normal price and 
today’s price. He had a bro-
chure, grading and a story that 
established (or tried to establish) 
some legitimacy. He was at the 
end of the day and in a hurry – 
that created urgency.  

The deal heat was too much 
to bear. I cracked. The mul-
let man gave me a Web site 
and location where he had an 
office. I checked his Web site 
as he drove off; it was down. 
Does anyone know the mullet 

man? It appears he doesn’t live on Drury Lane, 
or anywhere else I can find. But, he’s got some 
effective methods for getting action.  

David Cain works at Magnitude, a sales and marketing 
company in Carmel. Contact David at David.Cain@Mar-
ketMagnitude.com.

The Mullet man

david cain

on successOn Success

Mike Hurst  |  Meridian Plaza, Indianapolis  |  317.566.6121  |  mhurst@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Dave Clark  |  Meridian Plaza, Indianapolis  |  317.844.2143  |  dclark@firstmerchants.com

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success in 
business. At First Merchants, our Business Bankers provide solutions 
that meet your unique needs, while providing the service you expect 
from a community bank.

We know your business and your life are not separate issues.  Work with 
a team that knows both the professional and personal side of running a 
business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Mike Hurst, Regional President  |  Michael Joyce, Director of Small Business Banking  
Dave Clark, Private Advisory

HIDDEN vALuES – Affluent customers can take advantage of big rewards from credit card 
companies. Creditors such as American Express, Citigroup and J.P. Morgan Chase are 
offering points up to $1,200 for new cardholders. - smartmoney.com
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By Jordan Fischer
Carmel Business Leader

Two Indianapolis-based venture capital firms, 
Elevate Ventures and Gravity Ventures, will 
invest $365,000 in mybestfriendshair.com, the 
company announced Monday.

The consumer review Web site, launched in 
July by co-founders Janell Shaffer and Danielle 
McDowell, enables users to write and browse 
reviews, photos and information about local hair-
stylists. The company is headquartered in Carmel.

“We are very excited to be investing in mybest-
friendshair.com, as it is an outstanding tech start-
up coming from Indiana, founded by two smart, 
industrious and creative entrepreneurs,” said Ryan 
Pfenninger, chief technology officer of Elevate 
Ventures, in a press release. “Mybestfriendshair.
com is an excellent example of the type of inno-
vative Indiana company we want to counsel and 
support, retaining top talent here in Indiana.”

In addition to the funds, mybestfriendshair.

com will be adding four new members to its 
board of directors: Ryan Pfenninger, Elevate 
Ventures; Mike Katsis, president of The Sand-
stone Group; John Waters, founding CEO of 
Bright Automotive; and an undetermined mem-
ber from Gravity Ventures.

“We are thrilled at the growth of our business 
and the opportunity to develop our site to make 
it a destination all about hair. The new invest-
ment and the expertise of our new Board mem-
bers will be instrumental in helping us build out 
our vision as an online authority for hair,” said 
Shaffer in a press release.

Mybestfriendshair.com was also recently 
named a finalist in the 2012 Mira Awards in 
the IT Startup of the Year category. The Mira 
Awards recognize excellence and innovation 
among Indiana’s outstanding technology indus-
try performers and contributors.

For more information, visit www.mybest-
friendshair.com.

Carmel-based hairstylist site raises $365k

HCLA ACCEPTINg APPLI-
CATIoNS FoR 2012-2013 
CLASS – The Hamilton Coun-
ty Leadership Academy, a 
program that identifies and 
prepares people for leader-
ship positions in the commu-
nity, is accepting applications 
for the 2012-2013 class. The 
class is in session from Sep-
tember through June 2013. 
Applicants are judged on 
“leadership capability, inter-
est in community affairs and 
ability to commit an intensive 
program and a desire for 
increased personal commu-
nity service.” On May 17 at 
8:30 a.m. at the Westfield 
City Services Building, an 
informational meeting will be 
held for people interested in 
the program. More informa-
tion can be found at www.
hcla.net or by calling Jill Doyle 
at 379-1879.

Do you kNoW WHAT youR CuSToMERS WANT? –Accord-
ing to a new book by marketing/management expert Jaynie 
L. Smith, businesses which become relevant by addressing 
what customers really value will be the first out of the reces-
sion. In an analysis of 10 years of double-blind customer 
market research for more than 100 businesses, Smith said 
she found that 90 percent of the time, most businesses do 
not know their customers’ top values. Smith offered the fol-
lowing tips to connect with customers:
•	Customers are usually looking for “how” things are 

sold, not “what.”
•	Understand that existing customers and prospects 

usually have different values.
•	Use what you learn.
•	 Invest in disciplined customer research.

CHECk youR PoCkETS – 
Every 3.5 seconds in the 
U.S., someone loses a cell 
phone – something that costs 
Americans a total of $30 bil-
lion every year, mobile security 
company Lookout claims in a 
new survey. The most common 
place to lose a phone? A cof-
fee shop. - smartmoney.com

oFF-THE-BEATEN-PATH 
SToCkS – “Little guy” 
stocks like ON Semicon-
ductor (oNNN) and opent-
able.com (oPEN) may 
not have the sex appeal 
of the more well-known 
stocks out there, but 
could pay big dividends in 
2012. - usatoday.com

By Jordan Fischer
Carmel Business Leader

The Carmel Police Dept.’s Business Watch 
program specifically focuses upon the Carmel 
business community in order to reduce and pre-
vent crime. Member businesses receive a “Part-

nership in Crime Prevention” window decal, 
and are added to the police department’s e-mail 
database. For more information, or to join Busi-
ness Watch, please contact Ann Gallagher, CPD 
community resource specialist, at 571-2720 or 
agallagher@carmel.in.gov.

Business Watch: April 2012

DATE BuSINESS ADDRESS DESCRIPTIoN
4/2 Soccer Village 2271 Pointe Pkwy. Theft
4/3 Kohls 9895 N Michigan Rd. Theft
4/3 Carmel Dads Club 2450 E 136th St. Burglary
4/4 McDonalds 750 E Carmel Dr. Theft
4/4 Rolls Royce Corp 10574 Workout Way Theft
4/4 LA Fitness 10574 Workout Way Theft
4/4 Enterprise 10710 Nottingham Way Theft
4/5 Goddard School 10445 Commerce Dr. Theft
4/5 LA Fitness 10574 Workout Way Theft

4/10 Oxford Financial Group 11711 N Meridian St. Forgery
4/10 Carmax 9750 Gray Rd. Theft of Motor Vehicle
4/10 Meijer 1424 W Carmel Dr. Theft
4/11 Carmel City Court 1 Civic Sq. Theft
4/12 Scott Pools, Inc. 904 W Main St. Theft
4/13 Marsh 2140 E 116th St. Theft
4/13 DSW Shoes 14477 Clay Terrace Blvd. Theft

MoBILE DATA MAy BE NEW CoST oN ExPENSE REPoRTS – The growing popularity of 
smart phones with data plans could prove costly to corporations, according to Forbes’ Tero 
Kuittinen. Data usage is on the rise for business purposes, and some companies are seeing 
individual employees using as much as $700 in data per month, Kuittinen wrote. (Source: 
Tero Kuittinen via www.forbes.com)



SCHNEIDER & COMPANY, INC.
Business Advisors, Tax Preparation & Planning, Tax Cases,
Accounting, Estate Planning, Valuations, Onsite Assistance,
Buying, Selling or Starting a Business, QuickBooks Training

10321 N. Pennsylvania St., Indianapolis, IN 46280 317.844.1303
Fax: 317.844.1361 www.CPAttorney.com

E-mail: Laskowski@CPAttorney.com

James J. Schneider, J.D., CPA James C. Hoppel, J.D., MBA

Elizabeth A. Laskowski, CPA

SM

W. EDWARD TURTON MD, FRCPC, FAARM

600 E. Carmel Drive, Suite 161
Carmel, IN 46032

www.turtonmd.com
p 317-819-8383

Anti-aging Medicine – Nutritional supplements

TURTONMD
i n t e g r a t i v e  m e d i c i n e

Get your card in front of more than 93,000 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

FLU SHOTS

ANY LAB TEST NOW® provides thousands of standard lab tests

to consumers and  employers professionally, conveniently, 

and cost-effectively.

13636 N. Meridian St. • Carmel, IN 46032
P 317-574-9500 • www.anylabtestnow.com   
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FLU SHOTLU SHOT
$25

RIGHT HERE.
RIGHT NOW.
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• All mat classes $10
• By appointment only

14074 Trade Center Drive, Suite 212, Fishers, IN | 317.345.4669
Laura@PilatesBarr.com | www.ThePilatesBarr.com

Laura A. Barr
Certified Pilates Instructor, Owner

ThePilatesBarr
“Pilates with a Personalized Touch”

QUALITY
HOMEHEALTHCARE

CALL (317) 345-8478 FAX (317) 877-0080
WWW.SERENITYPRIVATEDUTYHOMEHEALTHCARE.COM

SERENITY PRIVATE DUTY
HOMEHEALTHCARE

(317)846-5554
shepherdins.com

L. Siebert
632 Ironwood Drive
Carmel, IN 46033

(317) 846-4166
(317) 509-3943

bsiebert@indy.rr.com
317.641.8600

1400 South Guilford Road, Suite 130B, Carmel, IN 46032

FREE TRIAL WEEK

GET IN SHAPE
FOR WOMEN

Save 15% off 1st Time Cleaning
(317) 645-8373

* Commercial / Residential Window Cleaning * Gutter Cleaning
* Fully Insured * Free Estimates

Jeremy Stacy
Owner

317-607-0445
 3676 East 106th St.

Carmel, IN 46033
jstacylandscaping@gmail.com

www.jstacylandscaping.com

• Landscape Design
• Mulching & Edging
• Patios & Walkways
• Decorative Walls
• Water Features

FAMILY TRADITIONS HOME SERVICES, LLC
Generations of Quality Craftsmanship

Lo ca l l y  O w n e d  &  O p e ra te d

For Service Call...
Kirk (317) 504-3395            or          Mike (317) 374-1590

$$$ Save $$$ 
10%




