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Where Carmel Business Comes First

Adam Aasen, Donatello’s Italian Restaurant

Dee Ajayi, Adara Spa

Amanda Newman, District Exchange
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By Maheen Mustafa
Carmel Business Leader

November is a month many businesses look forward to all 
year long. It’s the start of the holiday season and a time when 
bustling shoppers head out into the world in search of deals. 
Sales and revenue escalate for many businesses during this 
time, but there also is a flip side; many stores experience a 
slowdown right after the holiday hustle. 

The Carmel Business Leader got in touch with a few city 
businesses to inquire about how they capitalize on the increas-
ing sales during this time, and how they prepare for the inevi-
table drop-off.

Business Leader: How big of a jump does your com-
pany see in sales over the holidays, and how do you 
capitalize on it?

Adam Aasen, Donatello’s Italian Restaurant: (2011) 
was quite interesting for us, and I am sure other restaurants 
faced this, too: Our business slowed down in November, 
when everybody probably is saving up for Christmas gifts. In 
December it just took off and almost every night there were 
reservations, even on weeknights. We’ve expanded since, and 
we’ve already got people booking for holiday parties as we have 
more space now. We try to provide a festive atmosphere – nice 
wines, cocktails, good food so people feel like having their 
Christmas here and also bring their out-of-town relatives. We 
are actually planning an event around the holidays to capital-
ize on that. Also, we are open on Christmas Eve; we did that 
last year and we were full, so we’re doing it again this year. It’s 
a pleasure to wait on customers coming in at this time of the 
year. They are very happy and want to have a good time. It’s 
a delight for us. We also have a gift card sale, it’s a great way 
to not only bring in extra revenue but also expose ourselves to 
new customers. 

Dee Ajayi, Adara Spa: We see a big jump in gift card sales during 
the holiday season. Spa treatments are a luxury for some, so their loved 
ones see a spa gift card as a great way to show that person how much they 
care. One way that we capitalize on this is by having gift card purchasing 
incentives a few weeks before Christmas.

Amanda Newman, District Exchange: We offer more promotions 
after Thanksgiving to attract our regular customers and new customers 

who are looking for spending a little wisely due to the holidays. 
We have Black Friday as a busy time and for that, we have spe-
cial promotions. We usually do coupons, discounts which we 
email to our existing customers. 

BL: How big of a drop off do you see in sales during 
January and February, and how do you prepare for it?

Aasen: We are family-owned so my parents and I work the 
place ourselves, and we can do everything if there is a need to 
cut back on staff. We as owners can step up and do the work 
ourselves. Last year, there was a drop off but not too much. We 
actually got a few people who got the gift card at Christmas 
and they tried us out in January and February. That means, 
their money has already been paid off last year, so we encour-
age them to get that extra glass of wine or something to make 
them spend above and beyond their gift card. 

Ajayi: We have seen a drop off in sales during those months 
in the past. We run really great promotions during that time to 
encourage customers. In such times, we introduce special pack-
ages and deals that are in reduced prices.

Newman: We do see a little bit of a drop in sales after the 
holidays but we prepare for it as we know it happens every 
year. We cut back on payroll and we encourage our employees 
to take vacation or family time in January so we don’t have 
that extra payroll in at that time. We also do clearance sales to 
encourage selling quantities and increase the volume of sales. 
We are more aggressive in turning down the prices on most of 
our items during that time. 

BL: When sales do swing back around, when is it – 
and how and why does the change occur when it does?

Aasen: There is not much of a sharp drop due to Valentine’s 
Day and then New Year’s Eve is huge, too. Valentine’s Day is a 
big one and then the weather starts to warm up, encouraging 
more customers to come out to wine and dine. Last year, it was 

kind of an odd year, there was the Super Bowl in town in February, so that 
was extra business for us, too. We had arranged for many private parties 
then. Also we had great weather, we can’t be lucky to have all that this year 
but if you build up a good enough reputation, you’ll be okay.  

Ajayi: We usually have a significant bounce-back in April. For our busi-
ness, some of our services, such as massages and facials increase in the win-
ter months, and then our nail treatments increase in spring and summer.

Newman: It’s usually March for us when people start shopping again 
– spring break and prom shopping. People are tired of winter by then, so 
they want to do summer shopping and clothing with summer colors.

Carmel businesses experience the ups and downs of holiday revenue

Chamber president 
weighs in on outlook
By Derek Fishers

Carmel Chamber of Commerce president 
Mo Merhoff is cautiously optimistic that the 
modest growth some city 
businesses have seen in 
2012 will continue into 
the next calendar year.

“From the Chamber’s 
standpoint we continue 
to see some growth,” 
Merhoff said. “We’ve 
had some member busi-
nesses cautiously tout 
that they’ve had a good 
year. This is from people who in the last couple 
years have been much more cautious, who feel 
2012 might have even been a growth year for 
them – that’s something new.”

Merhoff compared the slight progress she’s 
seen with the Carmel business landscape in the 
years leading up to the 2008 recession.

“There are some similar feels to before the 
bottom fell out,” she said. “The most challeng-
ing year for us was 2010, simply because that’s 
when some of the recession effects were hardest 
on associations. People were very wary of where 
they were investing their dollars – it was less 
making giant changes, but just deciding to not 
spend any more.”

Carmel’s professional service-heavy private 
sector, accompanied by its unique shopping 
venues, are two things Merhoff pointed to that 
have helped keep city businesses afloat and look 
to bolster the local economy in 2013 and years 
after.  

“Does (a lack of manufacturing and industri-
al businesses in the area) mean that our mem-
bers here didn’t experience changes?” she said. 
“Of course they did, but not huge shifts and 
labor force challenges. One pattern that’s devel-
oping, a positive one, is when you look from a 
retail standpoint of what Carmel has to offer. 
You know you can spend a day in downtown 
Indianapolis or the Fashion Mall, because it 
takes critical mass for an area to become some-
place you plan to go. I think we’ve reached that 
and are now a discovery area.”

“I don’t have a better crystal ball than any-
body else,” Merhoff continued, “but if you’re 
experiencing Main Street and City Center, I 
think you’re creating stronger return service 
after the holidays. It becomes the place you 
choose to go because you’ve located something 
unique.”

“We do see a little bit of a drop  
in sales after the holidays, but we prepare for  
it as we know it happens every year.” 

Merhoff

Aasen

Ajayi

Newman

– Amanda Newman, District Exchange
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I caught myself watching the ABC show Shark Tank over 
Thanksgiving weekend, somewhere in the midst of the 13 billion 
football games I also tuned into.

I’d seen the show very briefly before, in passing. In case you’re 
not familiar with the format, aspiring entrepre-
neurs stand up and present their product and/or 
invention in front of a panel of well-known busi-
nesspeople, in hopes one of them will bite. From 
there, one assumes the business mogul, assists the 
winner with capital, marketing, what have you.

It is reality television meeting the boardroom, 
basically.

On the episode I saw, a contestant had built a 
motorized cardboard cutout of a basketball play-
er, with arms extended upward, for the purpose 
of providing defense against a jumpshooter – the 
contraption would roll out towards the player 
at the push of a button. The sales pitch was that 
any number of basketball teams, or a kid in his 
driveway, could purchase and practice against 
one or more of them.

In essence, he’d created a product that per-
formed the same function as a teammate, a man-
ager, a parent, a neighbor or any bipedal person 
holding a broom upright could.

That fact aside, the device did have some appeal. One of the 
show’s panelists, pro basketball team owner and billionaire Mark 
Cuban – a man who spares no expense in his endeavors – was 
very much on board with the idea of backing such a venture, 
before ultimately declining.

Why? He saw the price tag.
Five hundred dollars was the man’s suggested retail price, and 

that was too much for Cuban, too much for the other business-
people, too much for anyone with any sort of business sense. The 

contestant successfully priced himself out of a potential money-
maker.

That happens a lot. Just because you have what you deem to be 
a superior or innovative product, doesn’t mean you have to build 

400 percent worth of profit into it. When you’re 
talking about soda pop or wood screws, that 
kind of markup probably is okay, but your aver-
age consumer (i.e., me) can very adeptly sniff out 
when something doesn’t add up.

Take the Shark Tank guy for example: He 
couldn’t have had more than $100 in his inven-
tion, probably could have sold it at $200, and 
definitely would have had takers at $175. The 
latter would have been a price point your average 
parental unit could have deemed acceptable for 
child’s Christmas or birthday, but $500? No way.

It all comes down to greed and business sense. 
If I come up with the best widget in the world, 
I’m not going to lose my bearings and sell 100 of 
them at $1,000; I’m going to sell 200 of them at 
$750. And if not purely from a business stand-
point, what about the moral aspect? I’m a firm 
believer in taking just what you need. If my wid-
get helps people out and I’m making enough to 

be comfortable, why do I need to extract more from everybody’s 
pocket?

Maybe that kind of thinking is counterintuitive to what it 
takes to be a successful businessperson and make the panel of 
Shark Tank, but if that’s the case, so be it. I believe there is room 
for common sense and profit margin – just like there was room 
for Shark Tank in between all those games.

Derek Fisher is the managing editor of the Carmel Business Leader. To reach 
Derek write him at derek@youarecurrent.com

The brighter side of our 
‘overly commercialized’ 

holiday season
People love to hate. Probably the greatest Christmas gift for 

the habitually cynical among us is the opportunity to spend 
the holiday season criticizing everyone for how they are ruin-

ing it. Walmart, of course, 
being the primary deliverer of 
this opportunity. Every year 
Walmart fills our news chan-
nels with footage of mobs 
trampling over themselves to 
get to piles cheap crap. But 
before we all join hands and 
feed our holiday depression, 
let me propose an alternative 
look at our buying season.

Most people think the 
term “Black Friday” comes 
from its notorious reputa-
tion. However, the truth is 
that it is the first day most 
retailers yearly finances are in 
the black. That’s right, most 
retailers run their business 
all year in the red, only to 

make up for it between Thanksgiving and New Year’s Eve. If 
we didn’t have this “buying season,” we wouldn’t have our retail 
stores the rest of the year.

One simple rule of economic health is that money sitting 
still is losing value, and money that is moving is gaining value. 
The more our money changes hands and moves around, the 
more our economy grows. Because there is such a precarious 
juxtaposition between the need for society to spend money 
and the need for individuals to save money, we only survive by 
having a kind of “social permission” to spend our money. Until 
we think of something else, Christmas is working quite well in 
this regard.

Does this mean we should all join in the flesh piles at 
Walmart to save our economy? Certainly not. Our economic 
health doesn’t need to be maintained in spite of our cultural 
and sociological health. We need to spend money, yes, but it 
is what we spend our money on that forms our environment. 
What we buy is what we get. The more cheap crap we buy, the 
more cheap crap people make. 

Believe it or not, there are other stores than Walmart. There 
are even other stores than all the major retail stores. In fact, 
there are still more small business and specialty stores in this 
country than there are Walmarts, Targets, and Best-Buys 
combined. There are amazing stores that sell things that help 
us actually improve our lives: music stores, craft stores, book 
stores, hobby stores and much more.

If we spend our money buying gifts, or shopping for our-
selves, on things that are edifying to us, that encourage creativ-
ity, or inspire us, then we will be surrounded by those things. 
Spending money isn’t the problem, spending it on crap is the 
problem. Well, that and spending irresponsibly, but you can 
buy a book from Dave Ramsey to hear more about that.

Not enough money to buy nice things for all your rela-
tives? Then buy craft supplies for yourself and make gifts for 
everyone. Don’t know what to buy someone? Then make them 
something that shows them something you like or remember 
about them. Just remember, nothing says, “I don’t know any-
thing about you” better than a generic gift from a bargain bin.

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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We need to spend money, yes, but 
it is what we spend our money on 

that forms our environment. 
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By Derek Fisher
Carmel Business Leader

Quitting a job in today’s employment envi-
ronment can be dicey, to say the least. Doing 
so requires no small amount of preparation and 
parachute material, as well as a good bit of guts.

Sean Like had all three.
Litke is the owner of Canine Cloud Nine, 

120 W. Main St. Suite 120, a dog-oriented 
business that opened in mid-September. 
Canine Cloud Nine is a virtual one-stop shop 
for all things treat- and grooming-related, and 
it could not be further from what its principal 
did previously.

“I did advertising for a software company,” 
said Litke. “I’d always grown up around dogs, 
and I got the idea (for the business) in March 
and quit my job in April. I signed the lease in 
July and went from there.”

While there are dozens of chain and big-box 
options for dog owners, variety is unheard of 
– there are cages, toys and treats, in general, to 
choose from. What makes Litke’s venture differ-
ent from the rest, is that it bothers to be different.

“The idea of our store is that of being stress-
free,” Litke said. “After seeing my dogs go various 
places and come home just totally wiped out, we 
approached the situation in a way that dogs are 
dragging their owners back in here because they 
know it’s a calm, quiet, relaxed, happy place.”

Litke’s grooming area features no cages, only 
hitches on the wall to attach leashes to. The 
business’ scheduling also is done in a manner 
not to overbook, which could create a stress-
ful situation for dogs and people alike. Canine 
Cloud Nine also features a self-wash option, 
something few if any pet stores do.

“We’re trying to be supportive of a bonding 
experience,” said Litke. “The bonding is so impor-
tant for the dogs, and they are so much more 
relaxed at your hands than dropping them off.”

Another huge difference Like’s business 

boasts include homemade treats. Litke sells 
both dog biscuits – “I like to call them cook-
ies,” he said – and jerky. The soft, chewy treats 
are made only from fresh fruits and vegetables, 
while the jerky is hand-cut, dried and cooked in 
a dedicated kitchen inside Litke’s home.  

“I started making my own foods because the 
food you buy is not very good for them,” Litke 
said of cooking for his own dogs. “You can find 
healthy treats elsewhere, but I use all fresh (ingre-
dients) and under eight ingredients. You go to pet 
stores and find stuff that is rock hard. Puppies all 
the way to seniors can eat my treats, because it’s 
soft and everything is awesome for training.”

What’s more, Litke sources materials for 
his items locally, something he said has great 
appeal among his customer base.

“I buy all my chicken from Joe’s Butcher 
Shop, about 40 pounds a week,” he said. “We 
sell toys made in Carmel, the dog food we 
sell comes from Mishawaka and our leashes 
are made in Kokomo. We’re trying to create a 
whole idea of supporting the local community.”

Other facts aside, it’s still the treatment of the 
dogs that will keep Canine Cloud Nine booked.

“We’re all about being a relaxed environment, 
something the dogs are going to look forward 
to coming back to,” said Litke. “It’s cool to see 
them excited.” 

On Cloud Nine
litke

Canine Cloud nine’s  
washing and grooming area

litke’s homemade treats
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SuCCeSSSuccess

A problem that most small businesses 
engaged in selling one-on-one to a customer 
seems to have today is that the hiring pool 
quality seems to be declining. 
A typical “job wanted” ad used 
to attract a “B” quality recruit 
in my world. Today, this person 
seems to have dropped down 
to a “C” quality recruit. Where 
did all of the A and B players 
go? Either they have moved on 
to non-retail opportunities or 
their numbers have declined 
as the quality of school educa-
tion has declined over the last 
ten years. Many of today’s kids 
have lost the art of the con-
versation that came natural to 
their parents. Perhaps it is a 
result of substituting texting 
for talking that has taken the 
edge off of oral communication 
for today’s kids.

In the art of selling one-on-one, or perhaps 
negotiating to sell a product, is still the domain 
of the oral communicator. Whether one is 
engaged in selling a high cost product like a 
car or a home or an everyday product such as a 
pair of shoes, the person with the command of 
the selling process will most often win. He will 
sell more products and make more per product. 
Selling value and overcoming objections are 
second nature to this person and is as natural to 
him as brushing his teeth.

If more new hires are from the “C” pool, then 
what are you going to do with your new hire? 
Train, train, and train some more! These people 
cannot instinctively make a step by step process 
of selling your product. When the customer 
wants to take control and ruin the logic stream 

of sharing the benefits of a product, a new hire 
has no idea how to get back on track and con-
trol the situation. He does not even know that 

he is off track.
You have to know what 

the benefits of a product are 
in order to communicate the 
information to the customer. 
Then you need to know that 
there is a logical projection to 
revealing benefits as the cus-
tomer reveals to you – through 
effective questioning – what his 
needs are. When it is time to 
close the deal, you need to be 
trained in watching for the sig-
nals. Once a sales person knows 
the signal, a simple question 
such as, “If the product was 
priced favorably to you, would 
you be interested in owning it?” 
could be asked. This trial close 

will tell the trained sales person if he has done 
the first job of selling the product. If so, then he 
is ready to close the deal.

Through the effective use of meaning-
ful training, I believe we can take an average 
“C” quality new hire and possibly make him a 
superstar. At the very least, he can give you a 
fair return on investment with his payroll cost. 
This week, I experienced this first hand. Once 
an old hand like me trains new hires for the 
first time in a while and detects their excite-
ment as they see their frustration fade and their 
pay check go up, I realize the personal excite-
ment that got me into retail in the first place.

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.

People and processes

Howard Hubler

By Kaitlin Vanderpool
Carmel Business Leader

Local business owners will have an easier time 
displaying proper signage after the Carmel City 
Council adopted amendments to the city’s sign 
ordinance last month.

According to Eric Seidensticker, 
city council member and chairman 
of the Land Use, Annexation, and 
Economic Development Committee, 
the original ordinance was just too 
complex.

“It was very difficult for the generic 
business owner to understand what 
hoops they had to jump through, what 
they could do, and what they couldn’t 
do,” he said.

The initiative to make the ordinance more 
user-friendly began over a year ago when several 
members of the Carmel Chamber of Commerce 
began reviewing it line by line and “picking out 
the things that made (the ordinance) cumber-
some in order to make it easier to have a sign 
outside a business,” Seidensticker said. 

And while the changes were numerous, and 
dramatic from simplicity’s standpoint, he said it 

certainly wasn’t rocket science.
“The greater benefit in signage is important 

to everybody when they are trying to figure out 
where they are trying to go,” Seidensticker said. 

After the amendments, business owners will 
now be able to have more signs and in 
different places so that visitors can be 
sure they are in the right place.

“Municipalities are very talented at 
writing ordinances with so many hur-
dles to go over that it can get really 
complicated,” he said. “It is distilled 
down to a much clearer document for 
businesses and sign companies.”

In fact, he said, the original ordi-
nance was amended down from 50 

pages to nearly half of that. In addition, a visual 
guide was created in order to make the process 
of applying for permits that much easier. Seiden-
sticker said the guide will be made available 
online very soon.

For more information on the amendments, 
business owners can visit the City of Carmel’s 
website at www.carmel.in.gov, or contact the 
Department of Community Services at 571-
2417.

Council amends sign ordinance

Seidensticker

Through the effective use of meaningful training, 
I believe we can take an average “C” quality  
new hire and possibly make him a superstar. 
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Get Actual Professionals 
(Not Just “Computer Geeks”) 

That Show Up On Time, and Know Their Stuff. 

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

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

www.CTcarmel.com
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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 
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At Computer Troubleshooters we pride 
ourselves on our fast response times. 

Want an IT consultant that can help build 
your business instead of just a “fix-it-geek”?

Our know-how and outstanding service have 
helped us grow to be the best Technical 
Support and Business Solutions IT Provider – 
PERIOD.  

Call us and see what we can do to help you 
thrive.

Contact us today
for a no cost I/T audit
for your business
Offer expires
Dec. 31, 2012

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

Franchise by Franchise
Business Review

Computer Troubleshooters

My dad always gave out cards to customers 
and friends when he owned a corner grocery in 
Wisconsin. The cards said:   

There are five little words  
I’d have you know.

They are pardon me, thank you, 
and please. 

Oh, use them quite often where 
ever you go. 

There are few words more useful 
than these.

These few words are filled with 
power.

That money or fame cannot give.
So commit them to memory this 

very hour.
And use them as long as you live.
And on the other side of the card.
Maintain top personal appear-

ance. 
Greet customers with a sincere, 

cheerful smile. 
Always speak pleasantly.

Maintain helpful and courteous attitude. 
Train memory for customers’ names and faces. 

Display sincere enthusiasm. 
Today, some 40 years later, I hand out the 

same cards.   
In college I attended a lecture by the late Dr. 

Leo F. Buscaglia who taught special education 
at USC. His words had a lasting impact on my 
life. 

He would say, “Life is a banquet,” quoting 
from the movie Auntie Mame, “and most poor 
fools are starving to death.” He talked on the 
topic of love and human relationships, empha-
sizing the value of real live human interaction. 
It was not uncommon for him to give a talk for 
about an hour. Then he’d stay until he thanked 
(and sometimes hugged) everyone in the audi-
ence. 

Meanwhile, back at dad’s grocery store, a 
little kid would often come in to buy an apple. 

Often, my dad would give the kid another 
apple, or an orange, free of charge. “This one is 

for later,” he would say with a 
smile and a wink. Dad’s cus-
tomers loved him.

Little things. 
I’ll never forget my first visit 

to Zacky’s Hot Dogs on Range 
Line Road in Carmel. Imme-
diately I experienced a team 
of upbeat workers with huge 
smiles. I felt welcome right 
away. And standing at the end 
of the line, well, it was Zacky 
himself. He smiled, introduced 
himself, and shook my hand 
like we were old friends. That’s 
the way to get (and keep) hap-
py customers.

It’s all about great customer 
service. My friend Danny 
O’Malia has made teaching 

it a real business. It’s sad that many businesses 
have seemingly forgotten the obvious. It’s even 
sadder when you they go out of business.

Social media, emails, and Twitter are won-
derful new ways to communicate. Still, we can 
never forget the power of reaching out and 
actually touching people – whether it’s putting 
some change in a Salvation Army kettle, or 
calling a friend or client to tell them how much 
they mean to you. 

It’s takes no real extra effort. But it can have 
a massive positive result – in business and in 
life. When I write my book on marketing the 
first chapter will be named: “Little Things 101: 
Without Them, The Rest of This Book Won’t 
Matter.”

It’s true. Guaranteed.

Jon Quick is the president of Carmel-based marketing 
firm absolutemax! He can be reached at jon@abso-
lutemaxpr.com.

A great day, guaranteed!

Jon Quick

adviCeAdvice

date Business offence

10/31 Crooked Stick Golf Club, 1964 Burning Tree Ln Theft of Motor Vehicle

10/31 Ossip Optometry, 12513 N Meridian St Theft

10/31 Home Depot, 9855 N Michigan Rd Theft

11/1 Fifth Third Bank, 14591 Jaytee Ln Fraud/Deception

11/3 Meijer, 1425 W Carmel Dr Theft

11/5 Omalia’s Marketplace, 4755 E 126th St Theft

11/5 Carmel High School, 520 E Main St Criminal Mischief

11/5 Target, 10401 N Michigan Rd Theft

10/18 Best Buy, 10025 N Michigan Rd Theft

10/17 Univista, 900 W 136th St Theft

10/15 TruWorth Auto, 3006 E 96th St Fraud/Deception

10/14 Meijer, 1425 W Carmel Dr Theft

10/13 Target, 10401 N Michigan Rd Theft

10/12 Katz, Sapper & Miller, 800 E 96th St Theft

10/11 Ryan Homes, 4515 Waterchase Ct Theft

10/10 Victoria’s Secret, 14390 Clay Terrace Blvd Theft

10/8 Glick Construction LLC, 12346 Pennsylvania St Theft

10/8 Maggie Moo’s Ice Cream, 9893 N Michigan Rd Counterfeiting

10/8 Wellman Construction Inc, 1447 Shadow Ridge Rd Theft

11/6 Beuter Corp, 1129 3rd Ave SW Burglary

11/6 Carmel Countertops, 904 3rd Ave SW Theft

11/8 Gable Signs, 9760 Mayflower Park Dr Theft

11/8 Victoria’s Secret, 14390 Clay Terrace Blvd Theft

11/11 Meijer, 11895 N Meridian St Theft of Motor Vehicle
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You get paid to do tHat?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

You help families train their dogs, but 
what other types of training do you do? 
I specially select rescue dogs from shelters. 
Once I pick the dogs, I train them to sniff 
out drugs or bombs and place them in police 
departments or the U.S. military. There’s a 
rescue police department in Texas that is now 
getting its seventh dog from me. I also train 
service dogs for the handicapped and disabled. 
They will be custom trained for specific people 
to help with physical or mental disabilities. 
Some are from shelters and others come from 
a breeder that has raised dogs for many years. 
Their temperament is important – they have to 
be calm minded.

How did you get started in dog train-
ing? My mom and dad were dog trainers in 
Russia. When I was 14, I started training for 
other people and when I was 16, I took over 
what they were doing. I moved here in 2001 
and within three months, I was training for 
one of the largest and oldest training facilities 
in Indianapolis.

How did you get started with training 
dogs for the police and military? Louie, one 
of my personal dogs, is a rescue dog from a shel-
ter and he is a certified narcotics detection dog. 
I stumbled upon Louie and brought him home. 
I started working with him and he had such 
drive and determination – he just needed a job. 
I taught him to sniff narcotics and the military 
wanted him, but I just couldn’t part with him.

What is your “family pet” training pro-
gram like? Training a dog not only consists 
of sit and down, but also training the person 
and making sure he can 
easily work with the 
dog. I start with a free 
consultation and collect 
information on what 
the client would like 
to see happen, what they are struggling with. 
Then I create a customized plan for their dogs 
and family. I like to say the training I provide 
for dogs and families is very dog friendly and 
people friendly.

How many sessions does it usually take 
to train a family pet? That’s why we do an 
evaluation – to see how many sessions it will 
take. It varies, but a normal family with a dog 
that barks, pulls and does doggy things that 
are not appreciated by us in the human world, 
takes three to five lessons. 

What is the biggest misperception 

people have about dog training? People 
have gotten the wrong understanding of what 
dog training is about. People sometimes think 
they have to be dominant over their dog and 
not allow him to do certain things. Training is 
not built on subordinating a dog, but on a lot 
of trust, bond and partnership. For a period of 
time with TV shows, people were misled – the 
dog is not pulling you because he wants to be 
dominant – he’s pulling because he has been 

sitting in the house for 
18 hours.

What do you like 
best about your job? 
The best thing is that 
dogs are always A+ 

students. What is most rewarding is seeing an 
animal perfect things you teach it. To see peo-
ple satisfied – where they had Fido chewing, 
barking and destroying things and now they’re 
able to take him places and enjoy him for the 
rest of his life. A dog that was considered trash 
at a shelter is a hero saving lives and keeping 
drugs off the street.

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: Julie Case
Title: Dog Trainer

Business: Ultimate Canine

Dog-train afternoon

Julie Case with Louie and Isa at 
her Carmel home.

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

Member FDIC

Indianapolis North O�ce | 317-706-9079
100 W 96th Street | Indianapolis, IN

Clint Pletcher
Commercial Regional Manager

317-706-9061

Ryan Hart
Assistant Vice President

317-706-9065

Tim Schlichte
VP, Commercial O�cer

317-706-9062

Brad Grabow
VP, Commercial O�cer

317-706-9063

Kirk Reis
VP, Commercial O�cer

317-706-9064

Rachel Villavicencio
AVP, Business O�cer

317-706-9060

Meet Our Team (from left)

Celebrating the growth and development of 
Indiana Businesses—that’s what we’ve been about 

for the past 140 years.

December Luncheon - Images of 
Excellence Awards • Each year, the 
Carmel Chamber recognizes companies 
for business excellence and a leading 
community volunteer at its annual 
Images of Excellence Awards luncheon. 
Awards are presented in five categories: 
Applause (business of the year), Look-
New Construction, Look-Renovation, 
Carmel Green and MV2 (Most Valuable 
Volunteer). • This year’s event will be 
Dec. 12 from 12 to 1:30 p.m. at the Ritz 
Charles, 12156 N. Meridian St.  The cost 
is $18 for members who prepay, and $25 
for guests and walk-ins, regardless of 
membership (walk-ins will be asked to wait 
until all paid guests are seated and will 
then be accepted based on availability.) • 
Pre-paid reservations are required by 12 

p.m. on December 12. Space availability 
cannot be guaranteed after that date. 
All attendees must arrive no later than 
12:15 p.m. to guarantee seating unless 
arrangements for late arrival have been 
made with the Chamber in advance.
Business After Hours • The December 
installment of Business After Hours 
will occur at Hamilton Beverage Fine 
Wines & Spirits, 2290 E. 116th St. on 
Dec. 13 from 5 to 6:30 p.m. • Join the 
Hamilton Beverage crew and Carmel 
businesspeople for seasonal socializing 
and networking. Enjoy delicious treats 
from MCL Catering, sample beer and wine 
and check out the store for holiday gifts. 
• Reservations are requested; sign up 
online at www.carmelchamber.com or call 
846-1049.

Upcoming Carmel Chamber of Commerce events
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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

Easily reach your 
customers every time.
With the Every Door Direct Mail® program from 
the USPS you have the power to send a strong, 
positive message to potential customers with 
rates as low as 14.5¢ per piece.

Call us today to discuss how to create a fiscally 
sound campaign with huge potential returns.  
Drive sales like never before with direct mail 
from AlphaGraphics!

VISIT US ON THE WEB

Put Your Money
Where Your Mail Is.

I have heard it many times from many dif-
ferent people: “You just can’t trust a handshake 
deal anymore.” Personally, I am not sure you 
ever could. I have no problem with the hand-
shake deal when there is very 
little on the line. However, 
deals with any sort of com-
plexity or significant dollars 
behind them should be in 
writing.  

The purpose of a written 
contract is to provide certainty 
and minimize the potential 
for misunderstandings. The 
problem with the handshake 
deal is the potential that two 
well-intentioned people end 
up with vastly different under-
standings of their obligations. 

For instance, suppose your 
neighbor wants to buy your 
12-year-old Nissan Sentra for 
his kid to go to college. You 
talk about it briefly, and you 
sell it to him for $400. The car is okay, but it 
has its problems, but it should get the kid to 
college and back. You think you could have 
sold it for $1,000, but you like the kid and your 
neighbor. The neighbor looks at the car and 
thinks the car is worth $400 just so long as it 
runs.

Two days later, the kid starts his drive to 
Chicago for school. Somewhere near Merrill-
ville, the car breaks down. Your neighbor and 
you did not have a written agreement or any 
understanding about the car; you just sold it 
to him for $400. You did not talk about what 
happens if the next day the car stops working. 
No one feels good about the situation. You take 
the justifiable position that you are not obli-
gated in any fashion with respect to the car, but 
your neighbor may feel like you cheated him. 
The handshake deal in which each party trust-
ed the other has gone south because the parties 
did not sit down and discuss their understand-

ing of the deal. 
Now, consider if you had to write out the 

deal with your neighbor. It is much more likely 
in going through the formality of writing 

out the deal that you would 
have told your neighbor your 
understanding of the deal: 
The car is as-is, and nothing 
is guaranteed. If the neighbor 
wasn’t sure he could take that 
risk, he would not buy the car. 
Even in the simple process of 
writing out the deal, you have 
to communicate your under-
standing, and the other side 
has an opportunity to commu-
nicate about his or her under-
standing. Once that is worked 
through, the possibility of 
misunderstanding on the back 
end when the car breaks down 
is minimized.   

This same scenario plays 
out every day in business. The 

only difference is the number of zeros and the 
sometime catastrophic results the misunder-
standing can have on a business. Written con-
tracts provide the starting point, and in most 
cases, the ending point, of any dispute. Having 
the deal hammered out and making sure both 
parties understand what the deal is, goes a long 
way to reaching a resolution to any future dis-
agreement quickly and efficiently.   

In essence, a well-formulated, written con-
tract is an ounce of prevention to avoid the 
pound of litigation cure to resolve the dispute 
between the parties. Remembering why the 
contract is written (to avoid misunderstandings 
and provide certainty of result) goes a long way 
to understanding why handshakes don’t always 
work – and may never really have. 

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.

Good contracts make good neighbors

Sean devenney

trainingTraining

Join the Hamilton County Leadership Acad-
emy for its annual Holiday Lunch to catch up 
with fellow HCLA alumni and meet new class 
members.  

The event, during which the 2012 Distin-
guished Alumnus Award winner also will be 
recognized, will be held Dec. 13 from 12 to 1:15 
p.m. at the Bridgewater Club, 3535 E. 161st St. 
Registration begins at 11:30 a.m.

Cost is $25 per person, and RSVPs are due by 
Dec. 7. You may register online at www.hcla.net 
with a credit card, or email Jill Doyle at jdoyle@
hcla.net if you would like to register with a check 
or cash payment.

Attendees also may bring a gift card for Pre-
vail to the luncheon.

Each year, HCLA chooses a local nonprofit 
organization to assist through contributions and 
donations at its Holiday Lunch, and in 2012 it 
will be helping Prevail meet the needs of its cli-
ents. Prevail’s mission is to educate and engage 
the community to prevent crime and abuse while 

helping to restore the lives of those who have 
been affected.  

Clients often go into Prevail in crisis, need-
ing money for gas, food and incidentals imme-
diately. Another barrier Prevail’s clients often 
face is being financially able to continue to come 
to support groups and receive ongoing services. 
Gift cards that can be used to offset costs for 
clients would enable them to break through the 
barrier and receive the support they need to be 
successful. Many perpetrators will often track 
and withhold money so that the victim does not 
seek help.

Clients often need access to emergency funds 
in order to get to their scheduled appointments, 
such as therapeutic services and medical assis-
tance. These services are often referrals made 
by Prevail and are included in the client’s safety 
plan.

Any assistance guests at the luncheon can 
offer to Prevail through cash contributions or 
gift cards will be greatly appreciated.

HCLA holiday lunch

Having the deal hammered out and making sure both parties 
understand what the deal is, goes a long way to reaching a 

resolution to any future disagreement quickly and efficiently.   
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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
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GROW YOUR BUSINESS NOW
Extend your brand and advertising message to more than 104,339 

households in Indy’s most affluent market by U.S. Mail every month.

For as little as $385 a month.

One of the fastest-growing newspaper companies in the nation.

317.489.4444 | info@youarecurrent.com

now openNow Open

By Mary Alliger
Carmel Business Leader

A little Victorian house in downtown Car-
mel isn’t where you’d expect a vet to open an 
office, but that’s exactly what Dr. Greg Borlik 
did.

Cottage Animal Clinic is now open for busi-
ness at 420 N. Rangeline Road in Carmel.

Borlik, an Indy native, is a graduate of Indi-
ana University and Purdue University School 
of Veterinary Medicine. He then moved on to 
work at several animal hospitals and practices 
around the city. 

“My whole philosophy with the hospital is 
to create an environment that’s like going to 
friend’s house,” Borlik said.

Cottage creates a more welcoming environ-
ment for pets and their humans, especially 
those who get nervous at a vet’s office.

Borlik is also the only vet at Cottage, so a 
patient will see the same doctor every time. 

“I like knowing what’s going on with the 
case,” Borlik said, “Those big corporate, mega 
hospitals have several veterinarians there so you 
never get to know the people.

After working at a clinic in Greenwood for a 
while, Borlik decided to open his own practice.

Since opening a month ago, the clinic has 
been doing work for the Hamilton County 
Humane Society.

“We’ve been doing a lot of work for them. 
Helping them out with the animals they’re try-
ing to get adopted,” Borlik said. “It’s a way that 
keeps us busy and lets us give back to the com-
munity as well.

Along with getting to know pets, Borlik 
wants to help owners form a plan for their pet 
by educating owners on their options.

“Part of what I do, what I try to pride myself 
on, is really trying to take the time to listen to 
people, but also educate them,” Borlik said.

Borlik decided when he was very young he 
wanted to be a vet, and after visiting his dad’s 
office at IPL as a kid realized he didn’t want to 
work in a cubicle environment. 

“I love my job it’s so much fun. Everyone 
says ‘Oh, you must really love animals,” and I 
do. Of course, I love animals, but my favorite 
part is meeting new people,” Borlik said. “It 
always makes for an interesting day. Who are 
you going to meet today?”

Cottage Animal Clinic is open Monday-Fri-
day from 7-6 and Saturdays from 9-1. They’re 
also giving away a free physical for brand new 
patients who come in. 

Cottage Animal Clinic

The Cottage staff



A.C.E Certi�ed
A LifeVantage Independent Distributor of Protandim
www.abcliveit.com

GET A
FREE MONTH
OF TRAINING!

Ask me how!

• Lose weight!
• Lose body fat!
• Lose inches!
• You can lose 3 pants sizes in 3 months with my super special!
    Ask me how now. Call Cindy Sams, your personal trainer:
   (317)250-4848
• It’s Your turn! Check out our website:
   www.fb�tness.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

(317)846-5554
shepherdins.com

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

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

Done right, by

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

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

 We Buy Any Car, Running, Junk, Wrecked, etc

317-732-5047

www.cash4carsindianapolis.com

Family owned - Carmel/West�eld based
2011 & 2012 Angie’s List Super Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

Most rooms $150 to $185
for two coats and patching

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317.873.3119 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

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.

Since 1993

“WE FIX LEAKS”

848-7634
www.centennialremodelers.com

Storm Damage/Insurance Specialist

ROSE
  ROOFING

Fall Services:
ROOFING • SIDING

WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED



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.


