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Founded in 2003 as a spin-off of now-defunct Oak 
Street Mortgage, Oak Street Funding provides capital to 
private insurance agents.

“We’re a bank for insurance agencies,” explained CEO 
Rick Dennen. “We’re a commercial finance company that 
lends to insurance professionals across the U.S. We do 
loans from $10k to $10 million, to a market that is typi-
cally underserved by banks and poised for tremendous 
growth over the next decade.”

Dennen said Oak Street’s success comes from its 
corporate culture, and from a complex modeling system 
it uses to determine risk and value of potential clients.

“A bank, if they were to look at these insurance poli-
cies, would look at them as an intangible asset, and 
would have a hard time lending on it,” Dennen said. 
“That’s where we have an advantage with our expertise 
and knowledge of the insurance industry.”

Based in Carmel, Oak Street Funding currently em-
ploys 53 people. The company is headquartered at 
11350 N. Meridian St., Suite 600. For more information 
about Oak Street Funding, visit oakstreetfunding.com or 
call 866-625-3863.

Oak Street Funding

By Jordan Fischer
Carmel Business Leader

Just less than 10 years old, Carmel-based insurance-capital pro-
vider Oak Street Funding was named in July as a “2012 Indiana 
Company to Watch.”

CEO Rick Dennen, who wrote the business plan for the com-
pany while it was still a spin-off of the now-defunct Oak Street 
Mortgage, said he’s proud of the award, and of the growth the 
relatively new company has been able to achieve in just under a 
decade. 

The Carmel Business Leader sat down with Dennen to talk 
about Oak Street’s success, but the award wasn’t the first thing on 
his mind. He really just wanted to talk about his employees.

“I truly believe that if you’ve got a good culture of people in 
place, and you truly empower those people, that’s when you’re 
going to have the most growth,” Dennen said. “And I’ve never 
seen a group of more energized, more aligned-with-the-company’s 
goals group of people (than Oak Street’s employees).”

Since its inception, Oak Street has regularly charted 30-40 per-
cent annual growth, and has seen a 300-percent growth rate this 
year. In 2011, the company doubled its staff, adding 20 employees 
to reach a total of 53.

“We really focus on the culture here: making sure everyone is a 
leader, everyone has authority,” Dennen said. “And it’s worked out 
really well. If everybody feels they have decision-authority and the 
right to grow the business, then that’s what you get.”

Growth from day one
Although Oak Street’s parent company Oak Street Mortgage 

eventually went under after it was sold in 2006, Dennen said his 
company has flourished since creation, even during a tough econ-
omy.

“We’ve had a tremendous run of growth and capital and earn-
ing ever since we started the business,” Dennen said. “We went 
through, you could argue, one of the toughest financial crises ever. 
We started another company, Oak Street Services, and diversified 
our revenue. In this tough financial time, we’ve been quick to react, 
quick to respond.”

In 2010, Oak Street was faced with “probably the biggest deci-
sion we had to make,” according to Dennen, as a number of offers 
to purchase the company came in. Ultimately, Oak Street chose 
Angelo-Gordon, an alternative investment manager based in New 
York.

“’They’ve been a great constituent for us; a perfect partner,” 
Dennen said. “They’ve allowed us to put a plan in place and go out 

and achieve it.”
One of those plans, Dennen said, was very ambitious goal: 300 

percent growth in 2011. 
“It was kind of a bullish attitude the management has,” Dennen 

said. “We thought, yes, we could achieve it. It says a tremendous 
amount about the people here. It’s really a dynamic culture.”

the riGht people in the riGht place
If Dennen can credit much of his company’s success to his 

employees, it’s only because of a rigorous hiring process imple-
mented by Oak Street. 

From management all the way down to entry-level positions, 
the recruiting process is “extensive,” Dennen said. Every candidate 
sits down for a two-hour job shadow for the job they’re applying 
for. Candidate meet a number of employees in different areas to 
make sure they would fit into not only the company’s job needs, 
but its culture.

After they’re hired, candidates have another two to three weeks 
of intensive training and further job shadowing. And that, of 
course, is only if they get the offer.

“I know we’ve walked away from people who had the talent, 
skills and ability, but who we didn’t think had the culture,” Dennen 
said. “When you’re trying to get 53 wheels all moving in the same 
direction, if you have a couple of bad wheels in there, it’s going to 
make things difficult. You want to make sure that you’re brining in 
people who are going to keep pushing that train forward.”

Dennen added, “I had a board member give me a quote once: 
How often have you fired an employee too early?”

‘pushinG the train forward’
With Oak Street Funding poised for another dynamic year, 

Dennen said the challenge for the company going forward won’t 
be whether it will grow, but scaling it effectively. He cited examples 
of competitors which Oak Street has seen come and go.

“We had some competition that came in during ’06 and ’07 and 
’08, and they would over-leverage the customer with debt-capital 
and then implode,” he said. “So we did sacrifice some growth dur-
ing that period.”

Dennen said he keeps his eye on two things when looking 
toward the future: bringing in the fight people, and maintaining 
the company’s discipline and strategic focus.

“It’s a whole lot more fun to run an organization that’s growing 
like it is now,” he said. “The morale is very high. There’s a lot of tre-
mendous opportunity in front of us that I think we can realize.”

Rick Dennen, CEO of Carmel’s Oak 
Street Funding, says the company’s 
listing as a ‘2012 Indiana Company 

to Watch’ is all about its people

Rick Dennen: Chairman, president and CEO
Todd Gray: Chief financial officer

Alicia Mitchell Chandler: Chief counsel
Kathy Yeary: Executive director of customer service  

and human resources
Carissa Newton: Chief marketing officers

Oak Street Funding  
leaderShip team

dennen gray Chandler

newtonYeary

Oak Street Funding added 20 
employees last year, bringing 
its work force up to 53.

Photo by Jordan Fischer
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Business success 
requires adaptation

Business owners ask me all the time: “Why isn’t my business 
sucessful anymore?”

Competition is too easy an excuse.
Competition only exists 

in the world of rules. Sports 
create an atmosphere of 
competition by creating an 
environment with one objec-
tive and an array of rules and 
limitations on how to achieve 
it. Those limitations and rules 
then force people to compete 
over who is the best at per-
forming the limited allowed 
actions. Now imagine sports 
with the objectives, but no 
rules or limitations. Such is 
the world of business and 
capitalism: a boundless arena 
of ideas, innovation and evo-
lution. Why are you still play-
ing by rules? Because they are 
comfortable.

There can be more than one...
The first lie of competition is that there can only be one. Just 

think about how many pizza chains there are. When a piz-
zeria goes out of business, it isn’t because of competition, it is 
because of quality and relevancy. Domino’s didn’t almost go out 
of business because of Papa John’s, it was because their pizza 
sucked. Now they are coming back because they got smart and 
improved their business and their pizza.

...but you gotta be different
Tempering the pizza analogy, I don’t need two Domino’s 

near my house. Papa John’s, Pizza Hut, Domino’s and the local 
mom-and-pop can all live in the same two-mile radius because 
they all have something different to offer. If Pizza Hut and 
Domino’s started serving the same pizza, they would both start 
to suffer. If you are in a saturated market and feel like competi-
tion is killing your business, you need to stop thinking about 
how to beat competition and start thinking about how to get 
out of the same ballpark. 

Demand doesn’t diminish, it moves.
The world keeps trying to move forward. As times and cir-

cumstances change, what people want stays the same. DVD 
sales are plummeting, but we are still watching movies. CDs 
are almost dead, but we are still listening to music. People 
are spending less at retail stores that sell cheap goods, but yet 
expensive gadgets are still having a heyday. I have heard so 
many business owners say, “It worked for 5/10/20 years, I just 
want it to work again. Make it work!” I can’t think of anything 
more arrogant than refusing to change and demanding that the 
world halt its change for you and your business. Change is our 
duty, and businesses that embrace it are rewarded.

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 visit www.
christhebrain.com.
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Jordan Fischer

It’s funny how things work out sometimes.
Take, for example, the Aug. 20 Carmel City 

Council meeting. Mayor Jim Brainard and 
members of the city council – not always exactly 
bosom buddies – enjoyed a rare moment in 
unison as they celebrated Money magazine’s 
announcement that Carmel would top its list 
this year of the “Best Places to Live” in America. 
Each part gave some credit and took some cred-
it, and the mayor showed off a few videos of a 
Money editor glowing about Carmel. 

In typical fashion, the Mayor went straight for 
his favorite talking point – business and com-
munity development – armed on this occasion 
with a new banner to wave. This is not a time, 
he said, for Carmel to sit on its laurels; rather to 
push forward aggressively in light of its acco-
lades toward attracting high-quality employees 
and employers. 

While I expect many members of the coun-
cil shared the same sentiments – in fact several 
expressed agreement with the mayor’s words – bad luck or bad 
timing would have them going in a different direction, it seemed. 

Just as the mayor exhorted the city to push forward with 

development, the council’s majority opinion was that at least 
some of it needed reined in. Citing ongoing 
troubles with a current planned urban develop-
ment, four out of the seven council members 
voted to pass a temporary moratorium on hear-
ing any new PUD proposals. 

The intended effect of the moratorium, 
according to Council President Rick Sharp, is 
to prevent the council from being placed in a 
position where a “timer is started” with regard 
to PUD proposals – which typically require a 
council action within 90 days after the first read-
ing – while the council works through a num-
ber of issues regarding how PUDs are filed and 
commitments are tracked and enforced. 

Whether the actual effect of the moratorium 
will be that, or the “chilling effect” warned of 
by the mayor and three council members, is yet 
to be seen. There is undeniable irony, however, 
in being named the “Best Place to Live” on the 
same day you decide to curb development, even 

if just temporarily.

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

Chris hoyt

“If you are in a saturated 
market and feel like 

competition is killing your 
business, you need to stop 

thinking about how to 
beat competition and start 
thinking about how to get 
out of the same ballpark.”
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carmel
East Carmel Drive Near Keystone Ave.

818-3000

WESTCLAY®

Towne Road Near 131st Street 

873-2000 

West Carmel/zionsville
106th and North Michigan Road
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 146th Street at Cool Creek Commons

815-8700
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By Jordan Fischer
Carmel Business Leader

Shapiro’s Delicatessen, as of last month, has 
paid only $4,000 on its city-owned lease this 
year, and has made no payments since April, 
according to Nancy Heck, Carmel’s director of 
community relations.

The Shapiro’s building, located at 918 S. 
Rangeline Road, was purchased by the city via 
the Carmel Redevelopment Commission in 
2010 for $2.3 million. The building was then 
leased back to Shapiro’s owner Brian Shapiro. At 
the time, it was reported that the CRC had been 
making interest payments on Shapiro’s commer-
cial loans on the building. The CRC receives its 
funds from commercial taxes paid by merchants 
in City Center and other tax increment financing 
(TIF) districts around the city.

As part of the leasing agreement, Shapiro’s is 
supposed to pay the CRC rent in the amount of 
$1,000 per month, plus a percentage rent of the 
lesser of 4 percent of gross sales or 50 percent 
of net sales. However, according to Heck, those 
payments have stopped since April.

Similar commercial space at Cornerstone 
Commons, located just a block north of Shap-
iro’s at 912 S. Rangeline Road, is currently on 
the market at an asking price of $3-$4,300 per 
month, or $22 per square foot. 

Carmel Mayor Jim Brainard said he has been 
talking privately with Shapiro about the mat-
ter, but declined to comment further. He did say, 
however, that the city is looking at the Shapiro’s 
building as a possible home for an employee 
health clinic “if it gets subdivided,” fueling spec-
ulation that Shapiro may be looking to downsize 
his current space.

“We’re investigating whether an employee 
health clinic would save our self-funded health 
insurance plan money, and we’re considering the 
Shapiro’s building as a possible location,” Brain-
ard said.

Shapiro would neither confirm nor deny wheth-
er plans to subdivide his space were in the works.

“Nothing has occurred,” Shapiro said. “I’ll 
consider anything, but we haven’t responded … 
haven’t talked to anyone from the redevelopment 
commission about their offers.”

Redevelopment Commission member Jeff 
Worrell said that although he’d heard talk of 
the building being subdivided in the past, it had 
been some time since he’d heard anything new.

“If there are any plans to divide it up, I’m not 
aware of those,” Worrell said.

According to Tim Ochs, an attorney for Ice 
Miller who represents Shapiro, the business is 
“considering its options.”

“Every business has to consider options, and 
that’s what Brian is doing,” Ochs said. “But there 
is no deal in place. For me to say that it’s some-

No payments from Shapiro’s 
‘since April,’ according to city

State’s first neuroscience center opens – Last month, leaders, staff and physicians from 
Indiana University Health, Indiana University School of Medicine and Indiana University joined 
patients and leaders from the Indianapolis community for the grand opening dedication cer-
emony for the Indiana University Health Neuroscience Center and its first building, Goodman 
Hall. To read more, go to currentincarmel.com.

new president/CeO of Center for the performing arts to Speak at Chamber lun-
cheon – The newly-appointed President/CEO of The Center for the Performing Arts in Carmel, 
Tania Castroverde Moskalenko, will share what’s in store for the center when she speaks 
at the Carmel Chamber luncheon on September 12 at the Mansion at Oak Hill. For more 
details, log on to currentincarmel.com.
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Making HR better means making your business better. Let us develop 

a customized human resources program for you, and put the time and 

resources you save back into building your business. 

Call 317-587-1019 or email contact@axiomhrs.com to switch today.

Switch to Axiom 
Human Resource 
Solution’s Payroll 
Service and get two 
months of service free.

Better. Smarter. 
Faster.

axiomhrs.com

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

StorAmerica
Self Storage & Wine Cellar

StorAmerica
Self Storage & Wine Cellar

StorAmerica
Self Storage & Wine Cellar

• Boat & Trailer Storage
• Complimentary Customer Business Center
• 21 Property Cameras
• Electronically Controlled Access Gate
• Month to Month Lease Term

NOW
 OPEN

Perhaps one of the coolest mascots ever, the 
Georgia Tech Yellow Jacket, is a feisty little bee 
that looks to me the perfect mixture of cute and 
menacing. I was visiting the 
campus for an event unrelated 
to the school when I noticed 
a bookstore loaded with bee 
accessories. It was the perfect 
find for a father in need of 
ample booty to return home to 
little ones.

I rolled into the store and 
surveyed the horizon. Armed 
with a reasonable budget, I was 
blown away when I discovered 
the bumblebee mascot. Cups, 
little shirts, little hats, little 
socks, stuffed bumblebees. It 
was catnip. I stepped back and 
took a breath. I decided that 
I should call home and make 
sure my little girls would be as 
enamored with the bee as me. 

I made the call. The first discussion went 
quickly: “No bee, Daddy, I want a stuffed cat 
or candy.” OK, that works. For the second call 
I knew I had to work for it if that little bee was 
joining me on the plane. 

“You want Daddy to bring you a yellow 
jacket?” Who could resist that leading state-
ment? Of course she said yes. Our discussion 
continued with a complete description that 
included my confirmation that the yellow jacket 
had antennas and a stinger. I had this little guy 

all picked out; he was amazing – a little scary, I 
admit, but certainly something we could over-
come. I had visions of her loving it so much, 

taking the bee to bed every 
night as her go-to animal 
and rewarding me with sweet 
kisses and an endless supply of 
“I love yous.” 

I arrived home eager to give 
my gifts. The prized bee had 
traveled the entire trip by my 
side. I took out the bee and 
was greeted with screams. Her 
cries of sorrow and disap-
pointment were not because 
of the bee’s menacing look. 
Instead, it was a mismatched 
expectation. You see, she was 
expecting a yellow jacket that 
she could wear, complete with 
antennas and a stinger, not a 
stuffed bumblebee. 

It was just another reminder 
of how important clear communication is for 
people and businesses. It’s a reminder of how 
important it is never to make an assumption 
that who you are talking to will understand 
your jargon. It’s important to remember you 
have to be thorough. Well, it’s something I’ll 
remember every time I see that bee staring at 
me in his new home – my office.   

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

Bumblebees and a Yellow Jacket

david Cain

COmmuniCatiOnCommunication
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If All The Computers and Software
On Your Network Could Talk,

Is This What They Would Tell You?

World’s largest IT network for small business. 
Over 1,200 professional computer technicians.

317-867-0900
www.CTcarmel.com
Ranked #1 Technology Solutions

Franchise by Franchise
Business Review

316 S Rangeline Rd, Carmel

None of these problems have impacted the 
business…yet.

Your Computer Troubleshooters IT Professional 
can see all the problems your computers face, 
when the problems just begin to surface, and we 
can usually fix them before they cause problems 
for you. Contact us for a Free I/T audit and let us 
show you what we can do for your business.

Fast Response Time 

Data Backups & Recovery Plan 

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.

If You Have Any Doubt About Your Current IT Partner’s Ability to Deliver On 
These Critical Factors, It’s Time To Call Computer Troubleshooters

!

!

!

World’s largest IT network for small business – 
over 1,200 professional computer technicians

www.CTcarmel.com
!"#$%&#$'(''

Offer Expires 

Business Review
Franchise by Franchise 

Ranked #1 Technology Solutions 

100 OFF$

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
Troubleshooters, just for trying us out!  Applies to 
Take $100 off your first service call with Computer 

!"#$"%&!"#$!%&#%
Offer expires
Nov. 30, 2012

Worker on workstation 12 watched a funny video 
download that had a Trojan Virus.

The fan on desktop 7 is failing, causing the hard 
drive to overheat. The hard drive is starting to fail.

A Computer Hacker is trying to break into the 
network using port 994.

Three network machines have disabled anti virus 
protection.

At Computer Troubleshooters we offer wide 
range of business I/T Services, equipment 
Sales, and expert consulting. We partner with 
you to make sure I/T works for you and not the 
other way around!
Our Service Center has 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, Suite 
C or call us anytime

SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

New home, same 
seriously good insurance

We have moved to our new location at 111 Congressional Blvd. 
Our new home is right inside the main entrance on the first floor. 
We can’t thank our clients, friends and family enough for their 
continued support!

(317)846-5554
shepherdins.com

SuCCeSSSuccess

One day I decided to build a large dealership 
in a new community. I had plans drawn up, and 
with them in hand I went to town to seek my 
permits. The first permit guy said “Doubtful,” 
the second permit guy said, 
“No,” and the third permit guy 
said, “Hell, no.”

Well, from this basement of 
logic I started to build my busi-
ness. Since jobs were not the 
buzzword back then, I was more 
of a nuisance than anything. 
Even though I was preparing to 
hire 200 people in this commu-
nity, it didn’t really impress the 
bureaucrats one way or the other. 

One day my attorney friend 
defined a bureaucrat for me: A 
bureaucrat, he said, is a person 
who, despite all the compelling 
data to do contrary, will NOT 
make a decision. 

A couple years later, having 
overcome insurmountable objections and nega-
tive feedback from state and federal agencies, I 
built the dealership. One day out of nowhere a 
man came to declare all of our oil was hazard-
ous waste. As hazardous waste I had to monitor 
every gallon that I purchased or removed dur-
ing an oil change.

On another day a man came to see me with 

a notebook. He opened to a page where there 
were goggles with certain stock numbers on 
them. He highlighted certain goggles and said 
going forward my staff must wear these gog-

gles. He also pointed to hard-
hats and said they must wear 
these hardhats in certain cir-
cumstances. He then asked me 
to sign a document that said if 
I didn’t do all of these things 
I was subject to an extremely 
large fine. 

So let me ask you: Are the 
men and women in government 
a help to you when you start a 
business? Are you beholden to 
these bureaucrats, or are you 
enjoying success in spite of 
them? Do I owe these bureau-
crats a debt of thanks for help-
ing me maintain my business? 
No! I have attained a certain 
measure of success despite their 

efforts to make my job more difficult. Small busi-
ness are the “grist mill” of hiring in this nation, 
and I think most would agree much of their suc-
cess has come in spite of government “help.”

Howard Hubler is a partner with Hubler Express Colli-
sion/NAPA, and the owners of St. Augustine Toyota. He 
can be reached at hhubler@statoyota.com.

Success in spite of gov’t ‘help’

howard hubler

St.Vincent celebrates transplants – On Aug. 24, St.Vincent celebrated transplanting 150 
kidneys in Indianapolis in partnership with nationally-renowned Cleveland Clinic. St.Vincent 
entered into a partnership with Cleveland Clinic more than three years ago to ensure the 
highest level of care to Indiana’s patients with end-stage kidney disease.
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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

Through my involvement with Chaucie’s 
Place I have learned about the proliferation of 
child sexual abuse in our society (one in four 
girls and one in six boys will 
be sexually abused by their 18th 
birthday), and I have learned 
that sadly, 90 percent of these 
children know their abuser. 
But I’ve learned something else 
that is equally important and 
powerful. I’ve learned that I 
can make a difference. In real-
ity, I’ve learned that we can all 
make a difference.

Child sexual abuse is an epi-
demic that thrives on silence, 
secrecy and shame. Fear is 
what offenders count on as 
they groom their victims. As 
the country watched the Penn 
State scandal unfold, we asked, 
“How did this happen?” It has 
become painfully obvious that 
adults have a lack of under-
standing and are ill-equipped to deal with the 
devastating realities of child sexual abuse.  

But they don’t have to be.
Chaucie’s Place offers Stewards of Chil-

dren, a child sexual abuse prevention program 
specifically for parents and adults who work 
with children and teens. While this program is 
offered each month to the general and youth-
serving communities, the business community 
can step up and do its part.

As part of Chaucie’s Place’s Corporate 
Training Program, Drewry Simmons Vornehm 
recently brought in Chaucie’s Place to train 

our staff. In exchange for a donation of $50 per 
participant, we learned how to prevent child 
sexual abuse, recognize the warning signs and 

respond appropriately to a 
disclosure.

This was an excellent 
opportunity for our company 
to give to a very worthwhile 
organization, help build stron-
ger families and help protect 
our community’s children 
from child predators 

Chaucie’s Place’s Stewards 
of Children training provides 
participants with the knowl-
edge necessary to serve as a 
weapon against the evils of 
child abuse. In the words of 
Ronald Regan, the program 
asks us to “trust, but verify” 
when dealing with our fellow 
man. It asks us to take simple 
measures to minimize risks 
to our children, thus limiting 

opportunities for predators. Finally, if the time 
arises in our life that we need to speak up to 
stop the abuse, it gives us the courage and tools 
to take a stand, to protect those who cannot 
protect themselves. After all, evil prevails where 
good people do nothing; training provides indi-
viduals with the tools to do something.

Sean Devenney is a partner at Drewry Simmons Vorne-
hm, LLP, and the vice president of the Chaucie’s Place 
Board of Directors. Sean can be reached at sdevenney@
dsvlaw.com.

Child abuse prevention in the corporate world

Sean devenney

trainingTraining
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Here’s the thing. Marketing 
to women isn’t complicated; it’s 
just different from marketing to 
men.  You can’t just slap the col-
or pink on something and wait 
for women to come rushing in 
to buy it. You actually have to 
understand how women want 
to be treated and then treat 
them that way.

Since its inception, market-
ing has been heavily domi-
nated by male-centric thinking 
and messaging. That may have 
been ok into the nineties, but 
in ensuing decades, it has only 
served to alienate women from 
many brands.

Why does marketing directly to women 
matter?

From a purely financial perspective, it makes 
sense to listen carefully. Women as a demo-
graphic are the largest group of decision mak-
ers in our economy. According to She-conomy.
com, women make 85 percent of all consumer 
purchases and over the next decade they will 
control two-thirds of consumer wealth in the 
United States. If you weren’t paying attention to 
women before, you should be now.

This isn’t about men versus women; it’s about 
understanding both sexes in order to better de-
liver the value they both need.  Clearly if women 
are making 85 percent of the purchases, they are 
purchasing for men as well as themselves.

What do women want?
Quite simply, women value relationships.  

They want to be treated like 
adults with brains. They pre-
fer to engage in a conversation 
instead of being lectured. They 
like to create relationships with 
people they do business with 
and they want to feel like they 
can recommend the businesses 
they use to their friends and 
colleagues.

This is a paradigm shift for 
many men who are typically 
more transactional. A good ex-
ample of this is frequently seen 
at business networking events. 
It is not unusual to be intro-
duced to a businessman and 
have him hand you his card 

within the first 15 seconds of meeting you. From 
his perspective, he is simply being efficient and 
courteous.  If he happens to hand out his busi-
ness card to people who have no interest in his 
goods or services, he thinks, “Maybe they’ll 
hand it someone else.”

Conversely, you may stand and have a con-
versation with a businesswoman for 15 min-
utes before she asks if she can give you her card. 
From her perspective, she doesn’t want to hand 
out her card to someone unless she wants to 
continue to build a relationship.  She’s being ef-
ficient and only handing her card to those with 
whom she wants to consider doing business.  

For many salespeople this is an uncomfort-
able place to be. In many cases they are trained 
to meet, greet and ask for the sale, all within 5 
minutes. Taking any longer means you might be 

missing out on the next sale.  
A simple example comes from a client I was 

meeting with one day. We were discussing the 
sales process he used when meeting with wom-
en and he said, “And then at the end I overcome 
all their objections.”  If you are a woman reading 
that, you just took a mental step backwards.  As 
a man, you may not have even noticed his faux 
pas.

Most women are looking for someone who 
will “answer their questions” not “overcome 
their objections”. They want to be an equal part-
ner in the conversation, not be subjected to a 
sales pitch. They also value sincerity and don’t 
like to be rushed.

How do I market to women?
Online or in person, understand that wom-

en want to be engaged and informed. They like 
having an opportunity to learn more about your 
product or services in a non-threatening and 
comfortable way.  

One of the best ways to engage women is to 
ask them relational questions. By this I do not 
mean talking to them about their kids (or yours) 
or assuming that they are a Soccer Mom or that 
they even have kids. Do not ask them when 
their husband will be joining them or in any way 
indicate that they are not the primary focus of 
your conversation.

Do try to “game” the system and take short-
cuts to establishing a relationship with women. 
You have to expend the time to build the rela-
tionship. One way to do that is to connect with 
women by supporting the causes they care 
about: education, health care and community. 
Above all, be sincere. Women can see through 

insincerity quickly and will walk away instead of 
confronting it.  

What’s the payoff?
If you connect with the right women, the re-

wards can be vast.  A woman who loves your 
product or service will tell her friends.  And be-
cause women value relationships so highly, they 
frequently have a lot of friends.  But you have 
understand that she puts her personal relation-
ships at risk to do this, so you need to acknowl-
edge and even reward her trust in you and your 
company.

Learn to market to women today and your 
business will prosper and thrive over the next 
few decades as women control more of this 
country’s wealth and continue to make a dispro-
portionate amount of the purchasing decisions.  
Even better, you may find that your products 
and services are improved by establishing these 
long-term customer relationships with women.  
That makes marketing to women a win for ev-
eryone.

PR Chick Jill Bode founded Designed Write Pub-
lic Relations in 1998. Working with recycled bubble 
gum, string and duct tape, she managed to craft a 
cutting-edge, custom PR consortium that works with 
clients all over the world. Rabid entrepreneurs fre-
quently stalk Jill for her knowledge of Word-of-Mouth 
Marketing.  In her free time she has pursued her 
non-profit volunteer passion, spending more than 
18 years working at the forefront of disaster response 
management.  She is a member of several elite Red 
Cross disaster teams, responding to some of the 
most memorable disasters our country has known. 
You can check out Jill’s soapbox at YourPRChick.
Wordpress.com or follow her Disaster Adventures at 
twitter.com/RedCrossPRChick.

Taking the mystery out of marketing to women

Jill Bode

Women in 
    Business

A special report on
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GET YOUR FREE MOBILE BLUEPRINT
AT BOOMERANGMOBILE.INFO!

MOBILE MARKETING

HCPBWA Expo is Oct. 11
What are three things every small business leader needs to know?

1.  How to target female decision  
makers in your marketing

2. How to network productively
3.  How to generate sales and  

keep customers.

Gain insight from local experts at the Grow 
Your Business Expo, hosted by the Hendricks 
County Professional Business Women’s Asso-
ciation, on Thursday, Oct. 11, noon, at the Hen-
dricks County 4-H Conference Center, Dan-
ville. The featured speaker, Jennifer Holmes, 
will share how to market your business services 
and products to women decision-makers. Nikki 
Llewellyn will provide insight into strategic net-

working and Danny O’Malia will share tips from 
his years of sales experience. Don’t miss this op-
portunity to be a part of small business growth 
in central Indiana and to learn how to move 
your business to the next level. Sponsorship op-
portunities and booth space are still available. 
For more information, go to www.HCPBWA.
com or contact Jennifer McPeak at Jennifer@
danvillechirocenter.com or (317) 361-2050.

The Hendricks County Professional Business 
Women’s Association donates GYB Expo pro-
ceeds to fund a scholarship program to support 
women pursuing higher education in the busi-
ness field.
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YOu get paid tO dO that?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

When and how did you get started in hot 
air ballooning? Labor Day, 1976, was my first 
instruction flight at ACE Airport in Anderson. 
You do a lot of testing, written exams, class-
room stuff/ground schooling on weather, FFA 
regulations and emergency procedures. Then 
you have the in-flight instruction, which is just 
you and your instructor. When your instructor 
feels you’re ready, he signs your log book to do 
solo. The instructor feels like you’re ready before 
you feel like you are. He literally kicks you out 
of the nest and makes you fly. Then you take the 
FFA up on the all-important flight to deter-
mine whether you get a private pilot license or 
not. But we’re kind of like attorneys. You never 
graduate – you’re always learning.

What interested you in it?
When I was a teen, I was always fascinated 

with old zeppelins and dirigibles and all that. 
Before that, it was the old gas balloons that 
had netting and sandbags. Back in those days, 
they were hydrogen balloons. Then the modern 
sport of hot air ballooning came about and got 
started in the 1960s. 

Who are your customers? Being from the 
most prosperous county in the U.S., a great deal 
of our clientele are from the higher demograph-
ic. We have a lot of “bucket list” people in their 
90s. But our customers are all ages – from new-
lyweds taking honeymoon flights to the elderly 
who have always dreamed of it. 

What are some of 
your most memorable 
flights? Sadly, we get 
memorable flights where 
people want to do this 
before they die – people 

diagnosed with cancer or inoperable diseases 
who all their lives wanted to take a balloon 
flight. We had one girl that, to this day, when 
you talk about her ride among the crew you 
can’t help but tear up. Her name was Chelsea 
and she was 20 or 21 and not expected to live 
through the summer. My sponsor of 24 years 
(Estridge Company) used the balloon to do 
company things, and they got a hold of this 
family. We got her up in the balloon and she 
was so weak that her family had to help hold 
her up during the flight. When we landed, she 
just let out this smile. Her family broke down 

in tears; they hadn’t seen 
her smile in years. Ten 
days after she took the 
flight, she passed away. 

We’ve also had pro-
posals. Our particular 

basket is bigger than others and the guy can 
actually get down on a knee and propose the 
traditional way without just being crammed in 
and saying “here’s the ring.” We’ve never had a 
girl in 36 years say no. 

What is a misperception people have 
about hot air ballooning? A lot of people 
deny themselves a flight because they think if 
you move, it will sway or tip, like standing in a 
rowboat. When you’re riding in a hot air balloon, 
based on the engineering that has gone into it, 
everyone can be on one end of the basket and it 
is very stable. People who have motion sickness 
or fear of heights do just fine in a hot air balloon.

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.

geoff Ziegler preps for a flight.

WITTMANN 20/20 FAMILY EYE CENTER 
ADDS LENS FINISHING LAB – Local 
optometrist, and owner of Wittmann 
20/20 Family Eye Center, Dr. Tammy 
Wittmann has installed on premise 
an environmentally friendly, state-of-
the-art lens finishing laboratory. The 
highly advanced, fully computerized 
lens finishing system, from Santinelli 
International, is the first in the industry 
to fully comply with international R.O.H.S. 
(Restriction of Hazardous Substances) 
standards. In addition, the system utilizes 
a water filtration system which drastically 
reduces water consumption compared to 
other methods, while collecting particle 
debris into a filter allowing for routine 
recycling. By installing this top-of-the-
line lens finishing equipment, Wittmann 
20/20 will be able to produce the highest 
quality eyewear for their patients faster 
and “greener” with virtually no lens 
material by-product introduced into the 
environment. Wittmann 20/20 Family Eye 
Center is located at 2792 East 146th 
Street, Carmel. For more information call 
843-2020 or visit wittmann2020.com.

Name: Geoff Ziegler
Title: Pilot

Business: Skypoint Balloons

Wittmann
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All credit products are subject to credit approval. Banking products and services are offered by KeyBank N.A. Member FDIC and Equal Housing Lender. 
Key.com is a federally registered service mark of KeyCorp. ©2012 KeyCorp. ADL5053

When it comes to credit,  
we treat every customer like 
they’re our biggest customer.
No business is more important to us than yours. That’s why at KeyBank, we  
take the time to listen and understand your needs. And if together we discover 
access to credit is the best solution for your business, we make sure the loan 
application process is as simple and painless as possible. You’re a big deal.  
It’s about time you had a bank that sees you that way.

Visit key.com/bigdeal to learn how we’ll make you a priority.

CeO BOOtCampCEO Bootcamp

By Derek Fisher
Carmel Business Leader

Jim Muehlhausen, author of  “The 51 Fatal 
Business Errors – And How to Avoid Them”, 
spoke Aug. 28 to a collection of local business-
people at Kincaid’s Classic American Dining. 

The early morning gathering, dubbed “CEO 
Boot Camp,” centered on Muehlhausen’s 
approach to leadership, and how to avoid the pit-
falls that plague unsuccessful businesses. Among 
the tips Muehlhausen touched on in his presen-
tation were:

Effectiveness errors –

“The systems should run the business and the people should run the systems. When 
CEOs get this backwards, mistakes happen.”

Lack of an operations plan –

“Well over 90 percent of small businesses do not have one – the good ones do. It is not 
the plan itself that is of value, it is the process of doing it. Doing an operations plan will 
force you to refine and tighten your processes. It will also point out your “holes.”

Being afraid to turn over employees –

“Don’t hire your competitors’ rejects; build your own talent. Think about your best employ-
ees – were they someone else’s best guy or did the cream rise to the top? The cream 
always rises to the top.”

Lack of investment in training employees –

“Shadowing doesn’t equal training. Your best people are the worst at training because 
they don’t know why they’re good, they’re just adept at what they do.”

To learn more about Muehlhausen’s book and his programs, visit www.51errors.com.

Author speaks at Carmel restaurant

muehlhausen addresses the room.

local businesspeople network before the presentation 

this is muehlhausen’s 10th year on the 
speaking circuit

howard hubler introduces 
muehlhausen.

Photos by Derek Fisher
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12955 Old Meridian St, Suite 103
Carmel, IN 46032

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

317.844.6629 P
317.844.6636 F

Save Money, Reduce Waste
As a business, you’re always looking for ways to 
improve efficiency - and agOnline allows you to do 
just that. Set up a customized online ordering site to 
manage your commonly ordered items, from forms 
to variable business cards. And with our easy-to-use 
reporting feature, you’ll be able to track who is 
ordering and how much.

Rather than ordering huge volumes of materials and 
cramping your office space, you can order only what 
you need. Plus, you’ll have access to on-demand 
print services - anytime, anywhere.

Streamline
Your Business

VISIT US ON THE WEB

Open 4 BuSineSS Open 4 BuSineSSOpen 4 Business Open 4 Business

By Jordan Fischer
Carmel Business Leader

Locally owned Hubbard and Cravens Coffee 
Co. has chosen Carmel as the site for its most 
recent expansion, with the business’ seventh 
location now open at City Center.

Founded in 1991 by Rick and Marcie Hub-
bard and Jerry Cravens, Hubbard and Cravens 
offers personally sourced coffees roasted locally 
at the business’ headquarters in south Broad 
Ripple. 

In addition to the business’ traditional coffee 
and tea offerings, the Carmel location features 
a fresh juice and smoothie bar, as well as local 
wines and craft beers. The dining menu will 
include frittatas, flatbreads, salads and sand-
wiches featuring locally-sourced meats, cheeses 
and produce.

“Our goal with this new concept was to take 
what we’ve done with coffee and apply all of 
those same principles to food, wine and beer,” 
said Rick Hubbard in a press release. “We 
intend to offer the absolute finest that is avail-

able, presented, and served in a simple way, 
allowing the quality of the product to speak for 
itself.”

Hubbard and Cravens at Carmel City 
Center, 703 Veteran’s Way, will be open Mon-
days and Tuesdays from 6:30 a.m. to 10 p.m., 
Wednesday through Saturday from 6:30 a.m. 
to 11 p.m., and Sundays from 8 a.m. to 2 p.m. 
For more information, visit hubbardandcra-
vens.com.

By Jordan Fischer
Carmel Business Leader

Carmel City Center welcomed its newest 
retailer last week: Bath Junkie, a custom bath 
boutique.

Owned by franchisee Melissa Farmer, the 
City Center location is the first in Indiana. 
Bath Junkie allows customers to choose from 

more than 100 fragrances to create their own 
custom-blended products, including bubble 
bath, moisturizers and shower gel.

Farmer said she decided to open a Bath 
Junkie franchise after visiting the Nashville, 
Tennessee, location.

“A shopping experience should be fun and 
unique,” Farmer said. “My first time at a Bath 
Junkie was just that. The fact that I could pick 
my own scents for the products I wanted made 
it even more personalized.”  

Bath Junkie, located at 741 Hanover Place 
in Carmel City Center, is open Monday 
through Saturday from 10 a.m. to 7 p.m., and 
noon to 5 p.m. on Sundays. For more informa-
tion, call 805-1850 or visit bathjunkie.com/
store/carmel-indiana.

More than a cup o’ Joe

First of its kind in Indiana

Hubbard and 
Cravens Coffee Co.

703 Veteran’s Way, Carmel
Phone: 805-1888

Web: hubbardandcravens.com
Hours: Monday-Tuesday, 6:30 a.m. to 
10 p.m.; Wednesday-Saturday, 6:30 

a.m. to 11 p.m.;  
Sunday, 8 a.m. to 2 p.m.

Bath Junkie
741 Hanover Place, Carmel

Phone: 805-1850
Web: bathjunkie.com/store/carmel-

indiana
Hours: Monday through Saturday: 10 

a.m.-7 p.m.; Sunday 12-5 p.m.
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CharitaBle BuSineSSCharitable Business

By Jordan Fischer
Carmel Business Leader

Salon 01 opened its 
doors, and its pockets, on 
Monday to help out the 
Indiana Children’s Wish 
Fund.

Twenty percent of all 
sales that day went toward 
granting the wish of Erin 
Mayhugh, 16, a leukemia 
patient from Greenfield. 
Mayhugh also received 
a manicure and pedicure 
from Salon 01 beautician 
Kayleigh Brown, as well 
as a visit from members of 
the Indiana Pacers Girls.

Mayhugh’s wish was a trip to Disneyworld 
for herself and her family, so that her infant 
niece Kaylee could experience it.

“I’ve been there before, and it’s a fun place to 
be,” Mayhugh said. 

Mayhugh is the daughter of Jeff and Hope 

Mayhugh.
Salon 01 owners Micki and David Stirsman 

have been involved with the Indiana Children’s 
Wish Fund for more than a decade.

“Their whole mission is to grant wishes just 
for Indiana children,” Micki said. “We found it 
a worthy cause.”

Salon 01 helps grant child’s wish

The City of Carmel and American Structure 
Point received the Transportation Achievement 
Award for Facilities at the Institute of Transpor-
tation Engineers (ITE) 2012 Annual Meeting 
and Exhibit, held August 12–15, in Atlanta, Ga.

Carmel and American Structure Point were 
recognized for the Keystone Parkway Corridor. 
This public/private collaboration focused on 
transportation operations and safety during the 
redevelopment of Keystone Avenue. The resul-

tant interchange has greatly improved traffic 
flow, united a once divided community, reduced 
potential property impacts, and has resulted in a 
78 percent reduction in crashes.

Mike McBride of the City of Carmel, Indiana 
was accompanied by the Mayor of the City of 
Carmel, Indiana, James Brainard and American 
Structure Point Project Manager, Hardik Shah 
in accepting this award.

Carmel, engineering firm win award

erin mayhugh, center, with micki Stirsman and indiana pacemates.

erin receiving a hand massage

Submitted photos

Submitted photos
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By Derek Fisher
Carmel Business Leader

When it comes to tour-
ism and lodging, the numbers 
say that Hamilton County is 
among the strongest economic 
areas in Indiana. 

According to a recent report 
by STR – Global/Smith Travel 
Research – Hamilton County’s 
occupancy rate was 63 percent for the first six 
months of 2012, which is an increase of 8.4 per-
cent in room demand compared to a year ago. It’s 
also well above the statewide occupancy of 55.4 
percent. Not only is there increased demand, but 
the report also shows that the average daily room 
rate increased nearly 9 percent.

“The report’s findings are an indicator of how 
healthy the supply and demand side of the mar-
ket is,” said Executive Director Brenda Myers. 
“Tourism finally is making a comeback close to 
pre-recession days.”

The average daily room was $93.49 during 
the first half of 2012, compared to $81.76 a year 

ago. While the 2012 Super Bowl helped increase 
occupancy and rates, Hamilton County also 
had healthy gains from other factors, including 
increased sports events, Klipsch Music Center, 
general leisure travel and corporate travel. Dur-
ing the first half of the year, 22 of 26 weekends 
showed increased occupancy.

These indicators are good news for the tour-
ism industry and local businesses that benefit 
from visitor spending. From late 2008 through 
2009, the nation’s hotel industry suffered one of 
its worst free-falls in more than 40 years, so the 
news of continued growth continues to fuel opti-
mism for the future.

More heads finding  
Hamilton County beds

STR Global/Smith Travel Research Findings
January-June Hamilton County Indiana

2012 
Occupancy

63 percent
Average Daily Rate 

– $93.49 

55.4 percent
Average Daily Rate 

– $84.00

2011 
Occupancy

57.9 percent
Average Daily Rate 

– $81.76

51.9 percent
Average Daily Rate 

– $78.44

THE STRATFoRD HIRES NEW MEDICAL 
DIRECToR – The Stratford, a retirement 

community located in 
Carmel, announced 
Aug. 2 that Dr. 
Kevin Helms with 
Advanced Healthcare 
Associates will serve 
as the community’s 
new medical director. 
Helms is board certified 
in internal medicine 
and graduated from 

Indiana University’s School of Medicine in 
1997. Before joining Advanced Healthcare 
Associates, he served as an internal 
medicine, pulmonary and critical care 
hospitalist at IU Health North Hospital for 
12 years.

CARMEL To CoMPETE IN BLooMBERG MAYoRS CHALLENGE – Carmel will be one of 
nearly 400 cities across the U.S. competing in the Bloomberg Philanthropies’ Mayors 
Challenge, a competition to inspire American cities to generate innovative ideas that solve 
major challenges and improve city life. Participating mayors must submit their ideas by 
September 14, 2012, for a chance to win a grand prize of $5 million or one of four $1 million 
prizes. The idea must solve a major social or economic issue, improve the customer service 
experience for citizens or businesses, enhance accountability, transparency, and public 
engagement, and/or increase government efficiency. Twenty finalists will be announced later 
in the fall, and winners will be announced in spring 2013.

HAMILToN CouNTY CHAMBERS 
NETWoRKING BREAKFAST SEPT. 27 
– The September All-County Networking 
Breakfast will be Thursday, Sept. 27 
from 7:30- 9 a.m. at The Mansion at 
Oak Hill, 5801 E. 116th St. Multiply 
your networking power by registering 
for this fast-paced event and connect 
with members of all six Hamilton 
County Chambers: Carmel, Fishers, 
Hamilton North, Noblesville, Sheridan 
and Westfield. There’s time for informal 
networking while you enjoy a hot 
breakfast and then, rotating from table 
to table, you’ll have the chance to give 
a two-minute presentation about your 
business. Reservations are required 
by 10 a.m. on Wednesday, Sept. 26. 
Reserve online or call 846.1049.  

Somerset CPAs, P.C., a full-service certi-
fied public accounting and professional ser-
vices firm, recently announced the promotions 
of Dickerson to principal.

Dan Dickerson – Somerset’s Real Estate 
Team – Dickerson has several years of public 
accounting experience with a special concen-
tration in strategic tax planning and compli-
ance for agriculture, real estate and construc-
tion businesses. He has extensive knowledge 
related to tax strategies regarding partner-
ships, LLCs, S-corporations and individuals. Dickerson spends most 
of his time with commercial and residential developers, farmers, Ag-
business, general contractors, home builders, subcontractors, proper-
ty managers, real estate brokers and real estate investors. He gradu-
ated from Indiana University in 1991 where he received his B.S. in 
accounting. Dan is a member of the Indiana CPA Society and the 
American Institute of CPAs.

Somerset CPAs promotes 
Dickerson to principal

CoMMuNITY 
HEALTH NETWoRK 
HoNoRED AS A 
2012 HEALTHIEST 
EMPLoYERS FINALIST 
– Community Health 
Network has been 
recognized as a finalist 
for the 2012 Healthiest 
Employers, an awards 
program presented 
by the Indianapolis 
Business Journal. 
Fifteen employers 
from Indianapolis were 
honored as finalists of 
the awards program, 
held earlier this month 
at the JW Marriott in 
downtown Indianapolis. 
To read more about this 
distinction, please visit 
currentzionsville.com.

helm

dickerson



Done right, by

Electrical - Heating - Cooling, Co.
Authorized TRANE, KOHLER & GENERAC dealer

Same-day service • Call 317.24POWER
www.CallDowdy.com

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

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%

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

1400 S. Guilford Road, Carmel 46032 • (317)641-8600
(116th and Guilford)

11720 Olio Road, Fishers 46037 • (317)348-8600
(116th & Olio - Kroger Plaza)

FREE TRIAL WEEK

GET IN SHAPE
FOR WOMEN

(317) 565-3808
M-F: 9AM - 5PM
nikki@notonyourtime.com
www.notonyourtime.com

• Breach of Contract Actions
• Business and Real Estate Disputes
• Civil Mediation Services:
• Call to Request Mediation Services to Resolve
   Your Dispute Out of Court

CALL 317-819-8380 OR 317-525-7754

HAVEL LAW OFFICE, PC
600 E. Carmel Drive, Ste. 141, Carmel, IN | www.havel-law.com

Providing Representation to Individuals and Businesses

Linda Havel

Breach of Contract
and Real Estate Disputes

CALL 317-819-8380
OR 317-525-7754

BANKRUPTCY
In most cases, you may be able

to protect your home & car!
Get rid of most debts!

Free Consultation
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.



Less than an inch. The difference 

between off and on. For you, there 

is no in-between. Just today’s 

deals and deadlines. Clients to 

email and copies to make. You 

don’t think about all that goes on 

behind that switch. Because we do.


