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Rick Myers is publisher of the Southside Business 
Leader. E-mail: rick@businessleader.bz.

Beginning with this issue of 
the Business Leader you will 
see there is a change in our 
logo. “Johnson County” has 
been replaced with “South-
side.” What’s in a name? We 
believe there is plenty. Our 
coverage focus now will be 
Perry and Franklin townships 
as well as Greenwood. There 
are plenty of businesses in 
these areas to keep us busy, 
not to mention there is a nat-
ural trading pattern between 
southern Marion County and 
Greenwood.

The Southside Business 
Leader will be delivered three 
different ways: as a stand- alone publication to 
2,300-plus businesses in the 46142 and 46143 
ZIP codes monthly, as well as direct mailed – 
initially, in part, mid month - to 11,600-plus 
homes in Center Grove ICON; and in part in 
The Southside Times the first week of each 
month beginning with the May 2 issue.  Total 
direct-mail circulation will exceed 13,500; and 
17,500 in The Southside Times.

When we launched the Business Leader in 
September 2006, we did so with the commit-
ment to provide insightful profiles about the 
people who make up the business commu-
nity in Johnson County as well as to publish 
stories that would help our readers make and 
save money. By focusing on the Southside – 
Greenwood, and Franklin and Perry town-
ships – we believe we’ll be better able to ac-
complish that goal. As always, please contact 
me at rick@businessleader.bz or (317) 300-
8782 if you have questions about The South-
side Business Leader.

If you missed the March 
Greater Greenwood Cham-
ber of Commerce Luncheon 
at Jonathan Byrd’s Cafeteria, 
you missed a good one. Brent 
Tilson of Tilson HR gave a 
45-minute presentation on 
the Affordable Health Care 
Act and what it will mean to 
business. He did a great job 
– and in that time only got 
through 35 pages. Of par-
ticular note is the fact that if 
you own a business and your 
spouse owns a business, in 
the eyes of the IRS, all of your 
employees are counted as one 
group. Unbelievable. This was 

brought to my attention last fall during my an-
nual meeting with my accountant. It doesn’t 
matter what businesses they are; your spouse 
may own one type and you another. This is the 
government’s way of making sure you don’t 
toy with the system and create small compa-
nies so as to avoid hitting the employee mark 
where you have to offer insurance. I have to 
hand it to them. They know how to collect 
revenue.  If you want to learn more I suggest 
you visit www.tilsonhr.com.

…………
I attended Leadership Johnson County’s 

annual Wine Tasting last month, and what 
an event it was. Honestly, this was my second 
year attending and it seemed to have grown 
and had even more to offer this time around. 
Hats off to Tandy Shuck and her staff, as well 
as the board, for creating such a fantastic 
event. I can’t wait until next year’s.  

With the Southside Business Leader 
our commitment remains the same

Make your business 
presence known!

3 Great Markets • 1 Low Price

Advertise 
next month by 
calling today! 

(317) 451-4088

36 month leases, 10K annual miles .25 cents thereafter. Payment excludes applicable taxes, fees and dealer charges. On select 
models with approved credit. ES 350: Requires $3275 cap cost reduction, first payment, plus tax. Security deposit waived. 

MSRP $40,390. GS 350:  Requires $2300 cap cost reduction, first payment, plus tax. Security deposit waived.
 MSRP $55,535. Offer ends 4/30/13.

Reinventing the vehicles that invented it all

S a l e S  e v e n t

TOM WOOD LEXUS SOUTHSIDE ADVANTAGE

4610 East 96th Street     |     888-212-2357     |      TomWoodLexus.com

The Southside Advantage includes the following:
We will pick up your Tom Wood Lexus at your home for scheduled maintenance 

and provide you at no cost a Lexus Service Loaner.
We will send a product specialist to your home for a complimentary test drive.

Free Concierge

Join the Tom Wood Lexus family 
Call  888-212-2357 to schedule your test drive today!

Spring
T O M  W O O D  L E X U S

NEW 2013 LEXUS ES 350

NEW 2013 LEXUS GS 350

$379
Lease per month

$529
Lease per month

TWLX290606.indd   1 3/20/13   10:16 AM

164 East Jefferson Street In the heart of downtown Franklin & Johnson County

Almost there and still growing KORN Country 100.3 here to serve

BUSINESS TALKBusiness Talk

Howard Hubler

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

Managing the manageables
It has often been said that the work place has 

enough challenges that come from the outside 
that are unavoidable, that in order for corporate 
peace and good customer satisfaction, a good 
business has to manage the manageables. I re-
cently had a personal experience that was of such 
a horrible nature, and I must cite it as one of the 
worst-of-the-worst customer handling situations 
that I have personally encountered.

Last week, I found myself a customer on Spirit 
Airlines during the hectic spring break period in 
Florida. The ticketing area was so full that the lines 
at the security gate stretched from the security 
gate area, through the ticketing area, and literally 
out of one of the front doors of the airport. I travel 
frequently and without luggage. This particular 
day I had only a carry on. As I waited some 15 or 
20 minutes in one of the longest security lines that 
I have ever encountered, I got almost to the electronic scanning 
area when an employee stopped me and asked for identification 
and permission to see my ticket.

This was a first-time experience for me, but I complied. The 
lady suggested that my bag was subject to a $50 fee and the ticket 
did not show that I paid it. She told me that she could tell that 
it was not an official carry on. On the contrary, it was bought 
by my wife Janet and me specifically for that use and the brand 
labels it a “carry on.” Likewise, it had been with my wife and me 
on numerous trips in the overhead as a carry on, never rejected. 
In any event, after 20 minutes in line, and starting to run late 
for my flight, I stated it was not about the $50, but rather it was 
about the inconvenience. When I offered to pay her the $50, she 
instructed me to go back to the ticket gate and start the entire 
process over. I was beyond myself with disbelief! She had me put 
my bag in one of those template devices, and my bag was literally 
an inch too wide. I have not checked this since the debacle, but I 
wonder if the airpline purchased its overhead baggage templates 
intentionally one inch too small as a ruse to collect $50 from hap-

less travelers.
In today’s world, ticket kiosks are all over the 

airport. This was the device that I went back to 
in order to pay my $50. As a customer handling 
specialist by profession, the first question that 
popped into my mind was why in the name of 
good customer handling wouldn’t a kiosk be right 
next to this warden from the woman’s’ prison, so 
that once cited for punishment, customers could 
just be striped of the $50 right there without hav-
ing to be extremely in-
convenienced? What if 
I was traveling with my 
wife and young kids? This 
would be a nightmare 
heaped upon another 
nightmare. What if you 
are in a group of adults, 

some confidant travelers, others not, do 
you all go back, do you split up? You are 
in a long line with angry and weary trav-
elers. You have a split second to make 
that decision. A half hour later when I 
got back in line to where I could just see 
this woman’s station come into view, I 
could just make out her hairdo. It looked 
like she had a toilet seat woven into her 
hair. I now had the opportunity to watch her perform her craft 
for the five or so minutes that it took to get up to her station. In 
that time, she sent two passengers back to the ticket counter. I 
could see the customers’ wild hand gestures, some shook their 
hands over their head, and others made a slicing motion through 
the air with their hands. It made me ponder just what gestures I 
performed.

Now, a week later, one thing that you can rest assured about is 
that the toilet-seat headed warden is still at her station ruining 
the days of several unsuspecting customers who deserved bet-

ter. Spirit seemed to have a nice aircraft and the cabin people all 
seemed descent, but I was actually wet with sweat from the hus-
tling to make my flight. None of this mattered. They had blown 
it with me. I was intentionally put beyond what was deemed rea-
sonable, and as I sat on the plane hyperventilating, they were 
still intentionally ruining the flying experience for others. This is 
truly unconscionable in today’s competitive market place. I end 
this story at the beginning of the story. Spirit Air needs to man-
age the manageable. Its ticketing and security area was absolute 
mayhem, like New York “I want to kill you” mayhem. The type of 

mayhem many Hoosiers nev-
er experience in a lifetime of 
living in Indiana. If this may-
hem is unavoidable this time 
of year, why would they insert 
this cancerous woman with a 
vile attitude within 15 feet of 
the finish line? Why not put 
her at the beginning so the 
“start over penalty” would be 
just 5 minutes? Why not give 
her a kiosk to handle custom-
er payment on the spot? If the 
president of Spirit Air was 
on that CFO show where the 
boss was subject to customer 
handling, he would deplore it. 

If he would experience it at another airline, he would think that 
his company would never do this to his customers.

OK, enough said, I am over it. Just manage your manageables 
and don’t be like Spirit Air and go out of your way to do dumb 
things to good customers. For those with kids who travel this 
time of year, have a nice spring break!
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Gus Pearcy is a contributing columnist to the Southside Business Lead-
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net. Gus blogs frequently at guspearcycommunications.wordpress.
com.
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letter is timely, focused (not more 
than 200 words) and verifiable. Please 
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All letters are subject to editing for brevity, clarity and 
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businessleader.bz.
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By Nicole Davis
It all started with a Double Dark Chocolate ice 

cream cone. 
“That is the whole reason we are here today,” says 

Mandy McGovern, laughing.
Wanting a career change where she could involve 

her children and community, McGovern says that she 
felt the Pinocchio’s Original Italian Ice Cream shop 
that she has visited for the last 12 years during fam-
ily vacations at Sanibel Island, Fla. represented the 
perfect business to meet those goals. She convinced 
the owners to franchise and brought the business to 
Greenwood. Celebrating a year on April 13, McGov-
ern says she looks forward to another successful sum-
mer.

“We cannot believe it has been one year,” McGov-
ern says. “And it’s only going to get better. I say this 
with a smile, because I feel blessed. Every day I get to 
do something I love: come into the community, build 
relationships and do it with the people I love. To me, 
that makes it worth it.”

McGovern says the quality and quantity of Italian 
ice creams and sorbets that Pinocchio’s offers has al-
ways impressed her. Taking a year to complete the 
franchise documents and another six months to con-
struct the store, McGovern says she was ready to jump 
in.

“I learned a lot when I first opened and I had to 
learn a lot quickly,” McGovern says. “Organizing time – trying to have 
business and family time when you first open is impossible. I’m thank-
ful to God that my family went along with the dream.  I’m much more 
organized and smarter now than when I opened. I have a great team. 
I can spend time with my family knowing the store is in good hands.”

A hairdresser for 15 years, having a 
real estate license and being a full-time 
mom, McGovern says she knew it was 
time for a change. Wanting a fami-
ly-run business, McGovern took her 
daughter, 16-year-old Miranda, with 
her to train on running a franchise. She 
owns the shop with her husband, Jim. 
Her 13-year-old son, Alec also helps 
out. Her niece also assists, managing 
the shop. She currently has eight em-
ployees, adding two more in the sum-
mertime.

“As a family it’s neat because I like to 
watch my kids learn about business,” 
McGovern says. “We’re all a really close, tight-knit family. It’s some-
thing now that’s part of our lives. As a team, we strive for success daily. 
I’ve really watched my daughter grow as far as understanding the busi-
ness aspect, the leadership quality she has and the responsibility on 
both of their parts. I also like to watch our employees grow and some 
have grown enormously. I am very proud of them.”

Maintaining a southwest Florida beach feel, McGovern says she 
didn’t want her shop to be designed exactly like the Pinocchio’s in 
Florida. With indoor seating and menus on a television screen, Mc-
Govern says she was able to add her own personal touches to create a 
fun atmosphere in the 1,600 square foot space. She says she uses the 

freshest, finest ingredients and the portion sizes are “very generous” 
because they make the ice cream themselves, in the shop.

“We have something different to offer to the community as it’s 
homemade, and we have different flavors in our cabinet that you won’t 
find the recipe for anywhere else,” McGovern says. “The community 

was very welcoming, responsive and 
supportive. A lot have thanked us for 
bringing something different to the 
community.”

She says she did face the question in 
the beginning of why open an ice cream 
shop in a location that experiences cold 
winters. McGovern explained that if a 
business has loyal customers, they will 
come whether it’s 30 degrees or 80 de-
grees outside. She says it’s not just the 
ice cream that brings people back, but 
also the customer service she offers.

“I love interacting with people,” Mc-
Govern says. “I love meeting and greet-
ing our customers and being part of the 

community I love to be in. Because I have a background in customer 
service, that has helped build and make relationships.”

Since opening, McGovern says she has had customers travel from 
all over Indiana and even from out of state – many having been to 
the Florida-based shop. With many customers coming from the India-
napolis North side, she says she is talking with her husband about the 
possibility of opening a second location there.

 “My theory is faith, not fear,” McGovern says. “I don’t accept failure 
ever as an option. I strive to do the best I can. I’m ready, bring it on. I 
look to have a very successful summer.” 

Best Advice: Stay active 
within the business to 
continually understand 
the customer’s wants and 
needs.

Worst Advice: We were told 
to “Sometimes you just have 
to hire warm bodies”...NOT 
TRUE! Our employees make 
the difference as much 

as our product. We have 
high standards for the best 
customer service.

Best Business Decision: 
The best business 
decision was definitely 
seeking advice from other 
successful business owners 
within our community, and 
entrusting Schoolcraft Real 

Estate Services and our 
designer Melinda Hess to 
build our store without any 
problems.

In Five Years: We would 
like to continue to serve 
our community and God 
willing, be successful!

Secret to Success: The 
secret to success is 
knowing what the customer 
wants and continue 
to have high customer 
service. We believe it is 
about bringing something 
we are passionate about 
and serving our community 
with a great experience.

How Mandy did it…

Pinocchio’s Original 
Italian Ice Cream

1011 N. St. Rd. 135
Greenwood, IN 46142

(317) 865-8844
Pinocchios.indy@aol.com

Reason someone 
would want to do 
business with you…

n Highest customer service

n Family owned and operated

n  Homemade in our store with 

the finest, freshest ingredients

n  We don’t close until the last 

customer is served

n Trustworthy

n Relaxing atmosphere

n Clean facility

Mandy McGovern celebrates a year of community and family  
with Pinocchio’s ice cream shop in Greenwood

Sweet success

The List

EdITORIAL/OPINIONEditorial/Opinion

Central Indiana
 ‘Green Shoots’

“Green Shoots” Is a term used to describe 
signs of economic recovery or positive data 
during an economic downturn.  Green shoots 
in Central Indiana have been popping up all 
around.  Geico’s recent announcement to cre-
ate a customer service center in Central In-
diana that will bring up to 1,200 jobs to the 
community is what happens when those green 
shoots come into full bloom. Johnson County 
is blossoming as well.    Data from the John-
son County Development Corporation  www.
jcdc.org  showed that in 2013, Johnson Coun-
ty continues to be focused on the right areas 
for green shoot growth including the areas of 
Advance Manufacturing, Healthcare and Life 
Science, Distribution and Logistics, and Gov-
ernment and Defense.  That focus resulted in 
a significant success this past December with 
Mitsubishi Heavy Industries Climate Control 
Division announcing the location of Mitsubi-
shi Engine North America’s first U.S. plant to 
be built on the MHICC campus in Franklin, 
IN.  This will include an expansion of the cur-
rent plant by 10,700 square feet with the ad-
dition of 73 new jobs by 2016.  MHCC is one 
of Johnson County’s strong manufacturing fa-
cilities!  Manufacturing may be in a drought 
elsewhere in the region (-15.2%) and state 
(-11.7%) but here in the JC it’s heading in the 
right direction.   Green shoots are beginning 
to show in much of Central Indiana and John-
son County is no exception.   We look forward 
to these growing sprouts blossoming into the 
fields of plenty the future holds for our com-
munity. 

For some reason, Hollywood decided to re-
make the movie “The Fly” in the 80s with better 
special effects. One scene has haunted me since 
I saw it, and it wasn’t the regurgitated food. It’s 
when Geena Davis opens Jeff Goldbum’s closet 
revealing five outfits exactly the same. The bril-
liant scientist character Golblum plays says 
wearing the same thing every day reduces the 
amount of energy he spends figuring out what to 
wear every day.

Last year, author Michael Lewis wrote a piece 
for Vanity Fair about the daily life of President 
Obama. In it, Obama reveals that he wears only 
blue or brown suits. Further, he never orders 
from the menu. It’s all decided for him. The lead-
er of the Free World explains he doesn’t want to 
waste time deciding what to wear or eat.

Wow, President Obama watches 
the same movies I do. We both drink 
beer, and we are pretty bad about ne-
gotiating. Spooky coincidence.

It was called routinizing the rou-
tine. It means doing the same thing 
over and over, saving your energy 
to make super important decisions 
and avoiding decision fatigue. That’s 
right, decision fatigue. It’s a thing. 

An analysis of decisions made by 
a parole board who allowed parole 
in 70 percent of the cases heard be-
fore noon and only 10 percent of the 
cases heard late in the day. Researchers also gave control groups 
tons of decisions to make and then stuck them in a room and told 
them not to eat the freshly baked cookies. Often the cookies were 
gone when the researchers returned to the subjects.

So Obama limits these minutiae decisions which helps him 

maintain composure and keep from nuking 
North Korea. (His best opportunity might have 
been during Dennis Rodman’s visit last month.)

For me, a typical day starts with whether or 
not I’m getting up. Then I question keeping my 
children, which hairpiece I should wear, whiskey 
or bourbon, who’s smarter monkeys or dolphins, 
sit or stand, and then breakfast. I must make a 
thousand decisions a day. It’s no wonder my 
emails after 6 p.m. are a tad snarky.

Business is keenly aware of decision fatigue. 
That’s why the sugary, salty snacks and high-
fructose beverages are at the check out. They 
wait until you have expended all your willpower 
on the cookie aisle and which flavor of ice cream 
to buy before they pummel your weakened brain 
with goodies.

It’s obvious that everyone should 
only work a few hours every day. Every-
body would be refreshed, pleasant and 
shaved. Plus we could double employ-
ment.

While the Nobel judges are wait-
ing to give me the prize in econom-
ics, I would like to tell you about pos-
sible solutions to decision fatigue, but 
I have run out of room. I’ve decided to 
wait until next month. Until then, don’t 
make any decisions.

(By the way, I believe Rodman left 
the NBA to join the CIA and Kim Jong 

Un will be dead in a matter of weeks.)

Gus Pearcy
Columnist

Decision fatigue

“…Obama reveals that he wears only 
blue or brown suits. Further, he never 
orders from the menu. It’s all decided 
for him. The leader of the Free World 

explains he doesn’t want to waste time 
deciding what to wear or eat.”

QUOTE OF THE MONTH
Employees who believe 

that management is concerned 
about them as a whole person 

(not just an employee) are more productive, 
more satisfied, more fulfilled. 

Satisfied employees mean satisfied 
customers, which leads to profitability.  

~ Anne Mulcahy, former chairperson 
and CEO of Xerox Corporation

Celebrate 
Pinocchio’s first 

birthday
April 13, 11 a.m. – 9 p.m.

•	 Drawing for a big  
screen TV

•	 Kids glitter art tattoos
•	 Balloon event
•	 Discounts throughout  

the day

SBL Photo 
by Rick Myers

Mandy McGovern

“McGovern explained that  
if a business has loyal customers,  

they will come whether it’s 30 degrees  
or 80 degrees outside. She says  
it’s not just the ice cream that  
brings people back, but also  

the customer service she offers.”
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Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood Express 
Employment Professionals franchise. Contact Mike 
at mike.heffner@expresspros.com or visit www.ex-
pressindysouth.com.

PERSONNEL MATTERSPersonnel Matters

I have been talking a lot 
about the “Inability to Inno-
vate” lately in several of my 
recent seminars.  Author and 
speaker Guy Kawasaki says, 
“Innovate or die is how the 
world works.” Most of the time 
when people talk about inno-
vation, it’s associated with a 
new product or process.  What 
many don’t always think about 
is that those are just outcomes.  
Innovation really stems from 
people.  In reality, when a busi-
ness has the inability to inno-
vate, it’s really the leader’s in-
ability to hire and retain qual-
ity employees.  

In this space, you have heard me many times 
say that finding and keeping top talent is what 
will make or break a company.  As I have had 
conversations with other business owners and 
leaders in the community as of late, I thought 
I would share with you today what has been 
agreed upon by the overwhelming majority; 
building trust, cultivating passion and inspiring 
loyalty are the three keys to innovation within 
the workplace.  

Build Trust
Building trust is the most difficult of these 

three, but it is the foundation of success.  Trust 

is a two-way street.  
In order to create the 
freedom to be inno-
vative or even have 
the motivation to put 
in the effort required, 
an employee must 
develop trust with 
its leader.  In my of-
fice, this comes with 
regular one-on-one 
weekly communica-
tion, along with hon-
est feedback.  It also 
comes with doing 
what you say you are 
going to do.  On the 
flip side, you also have to trust 

your employees. Kawasaki points out that you 
have to “trust your employee(s) enough to make 
the right decision for customers. When you 
show this level of trust and empower employ-
ees, they do the best work that they can.”

Cultivate Passion
Today’s successful businesses have the most 

engaged and enthusiastic employees.  In order 
to do this, the business must have leadership 
that brings this passion with them to work every 
day.  “The leadership team must be passionate in 
order for the rest of the organization to be pas-
sionate,” said OtterBox founder and CEO Curt 

Richardson in a recent Inc.com article. “Who 
wants to come to work for someone who is just 
going through the motions and working for the 
next professional advancement?” As a leader, 
are you bringing excitement to your company?  
Have you shared your passion for your mission 
and overall company’s goals with your team? 

Inspire Loyalty
I have found that the best way to foster a loyal 

workforce is to hire top talent.  I look for em-
ployees who may not yet have all the skills we 
need but have a record of performance and fit 
into our culture.  Employees who know how to 
perform at a high level stay engaged, and if they 
like the culture, they want to be involved in the 

growth of the business.  There are many ideas 
out there on how to build employee loyalty, but 
it really boils down to good leadership.  Lead-
ers who look to influence the thinking, beliefs 
and development of their people will have an 
inspired and engaged team.  

A passionate, engaged workforce is the key 
to becoming an innovative industry leader. Pro-
vide your employees with an environment that 
allows them to innovate, and they will return 
your investment in them ten-fold. 

Leadership as a concept 
means providing guidance 
to reach a specific goal. 
However, leadership in 
practice means much more. 

And it’s that 
distinction that 
serves as the driving 
force behind Refresh 
Leadership Live.

(317) 888-5700

Wednesday, April 17, 2013
9 a.m. – Noon

Registration for this complimentary event is required.  
To register, visit refreshleadership.com/live

WAKE UP to thE SPirit of 
LEAdErShiP: hoW to EngAgE  
PEoPLE in A hEArtbEAt
Presented by Amanda Gore

LEgEndAry LEAdErShiP 
Presented by Terry Bradshaw 

Express Employment Professionals is proud to 
present an exciting opportunity to join business 
leaders from throughout our community for a 
special event featuring speakers who have proven 
they not only understand the principles of great 
leadership – they live them.

EnchAntmEnt: thE Art of chAnging 
hEArtS, mindS, And ActionS
Presented by Guy KawasakiIndiana Historical Society 

ADV_1Q_2013_Indiana_Greenwood_Rll_5_11x6_361.indd   1 3/8/2013   9:44:26 AM

How to get a ten-fold return on your  
investment in your employees Financial 

Planning 101

By Brian R. Ruckle
How you manage your money in 2013 will 

depend in large part on your choice of advisor. 
The body of knowledge on investments, tax-

es, and legislation is more than one person can 
handle without help. You will need a good fi-
nancial advisor to move you and your business 
around pitfalls and toward opportunities. Don’t 
settle for less. Interview and research your advi-
sor like you would hire an employee. 

Following are some of the issues you should 
consider when choosing a financial advisor, 
when planning your investments, and prepar-
ing for changes in taxes and legislation in 2014. 

What kind of financial advisor should I 
seek to manage my assets: a CPA, investment 
advisor, broker-dealer, or a combination?

Kevin O’Connell, Principal of Somorset CPA, 
said a combination is best. 

“Each brings a specialized interest.  The CPA 
helps with the accounting and the tax compu-
tations. The investment advisor helps with the 
selection of investment assets,” he said. 

Jeff Binkley, owner of Binkley Wealth Man-
agement and a registered investment advisor 
(RIA), said regarding investments a CPA might 
be best “if you have a very tax complex situation 
or millions of dollars.” He said that both CPAs 
and investment advisors are held to a fiduciary 
standard of care which entails a legal duty to act 
only in the best interests of the client.

“My short answer to that question is I would 
only work with some sort of advisor that meets 
the fiduciary standard of care,” he said. 

Broker-dealers must meet the suitability 
standard which holds an advisor to doing what 
is suitable for an investor depending on the in-
vestor’s particular circumstances.  

What is the safer investment right now, 
stocks or diversification?

“There are no risk free investments,” said 
Binkley. “It is always safer to have a diversified 

portfolio, but all investments have risk includ-
ing cash. Diversifying can help offset the risk 
by being invested in things that offset an in-
vestment losing value. But all investments have 
risks. Even cash has risk. If we hit a patch of in-
flation, cash will not be a very safe investment.”

What is new in investments this year?
Binkley said exchange traded funds (ETF) 

have become more popular in 2013. An ETF is a 
security that trades like a stock on an exchange 
but tracks an index, a commodity or a basket 
of assets much like an index 
fund. 

“They have been 
around for 20 years, 
but they are setting 
the investing world on 
fire because of their low 
expenses, ease of trading, 
and the capability to diver-
sify as well as fine tune port-
folios across a broad spectrum 
of investment types and sectors,” 
said Binkley. “About 80 percent of my 
practice based on ETF investments. I’ve been 
an investment advisor over 20 years now, and 
these ETFs are some of the most exciting ways 
to invest that I’ve seen in my entire career.”

What is new in taxes for individuals in 
2013?

“For high wage earners who make over 
250,000 if married, and 200,000 if single, there 
is the new Medicare tax of 3.8 percent on in-
vestment income” said Principal of Somorset 
CPA Kevin O’Connell. “Tax payers need to re-
view their closely held business interests and 
properly determine if the income is business or 
investment income.”

What are some of the business tax breaks 
business owners should be aware of in 2013?

CPA Steve Blackater of Larry E. Nunn & As-
sociates said small businesses have several pro-

visions they should know about in 2013. He 
provided from a company newsletter the fol-
lowing information (summarized): 

Asset expensing allows businesses to fully 
expense the purchase of many assets in just 
one year, rather than being required to depre-
ciate their cost over a number of years. Bonus 
depreciation allows you to deduct 50% and 
sometimes more in the first year of purchase. 
This provision was set to expire at the end of 
2012, but has now been extended through 2014. 

Another is work opportunity tax credits. 
These are tax credits available to em-

ployers who hire certain individuals 
including military veterans, peo-

ple receiving government 
assistance, or those liv-

ing in distressed areas. 
Restaurant, retail, and 
other rental proper-

ty improvements can 
qualify for 15-year depre-

ciation, rather than the required 
39-year depreciation rate. Note that these 

provisions are set to expire at the end of 2013. 
Also, there is the health care tax credit. If you 
pay medical insurance premiums for your em-
ployees, you could be allowed a tax credit for a 
portion of premiums paid.

Should you separate your assets from your 
business, and when?

O’Connell said it “depends on the assets and 
depends on the business” whether you should 
separate your assets from your business or not.  

“You try to avoid putting assets that can ap-
preciate in value into S-Corporations or C-Cor-
porations. Either keep those in partnerships or 
in an individual’s name,” he said. “Business as-
sets that are part of a group of assets that col-
lectively generate income should stay together. 
If you have a printing business, you would keep 
your printing equipment in the business. You 

may also have delivery trucks that you use that 
should be kept in the same business.”

What are Indiana 529 accounts, and should 
I be investing in one?

O’Connell said Indiana 529 accounts are a 
fund held by investment advisors from which 
money can be withdrawn penalty free when the 
funds are spent on college tuition, room and 
board, and supplies. 

“Yes, for anyone with children who are ei-
ther going to college or currently in college it 
is a terrific way to finance college. The earnings 
grow tax free and the state of Indiana provides 
an incentive by allowing a tax credit equal to the 
amount saved up to $5,000 each year,” he said. 

What could have the most impact on busi-
nesses and individuals in 2013?

O’Connell said a common question that re-
ceives insufficient guidance is the health in-
surance requirements starting in 2014 when 
Obamacare takes effect. 

“How much the new health care legislation 
will cost businesses depends on the size of your 
business and whether it will be less expensive 
to purchase government health care or private 
insurance. Employers should be evaluating the 
different options related to health care under 
the new legislation,” he said.  

What is the most important piece of finan-
cial advice you have for a client? 

O’Connell said people should ask themselves 
“what is the right way to achieve wealth?” 

“The right way to get rich is to pay your-
self first. It is not trading. It is not picking be-
tween winners and losers. It is not buying low 
and selling high. Pay yourself first. Put on the 
top of your stack of bills a check to your IRA, 
401k or both of them. Ten, fifteen or twenty per-
cent should be put aside for your future wealth. 
That is not easy but that is the most likely way 
to achieve wealth. Too many people today have 
forgotten that.”

Financial planning 2013
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Somerset CPAs, P.C.
3925 River Crossing Parkway

Indianapolis, IN 46240
317.472.2200 | 800.469.7206

info@SomersetCPAs.com

There are over 73,000 pages in the U.S. Tax Code.  
There are countless bulletins,  rulings and 

court cases interpreting these pages.   
We discovered a few pages that 

could lower your tax bill.   
Contact a tax professional at Somerset CPAs, or visit us 

online at www.SomersetCPAs.com to learn more.

Innovative Strategies. Bottom-line Results.

Susan Bradford, Individual Tax
Valerie Brennen, Financial Products

Andy Depew, Health Care Tax
Dan Dickerson, Agricultural Tax

Jay Feller, Partnership Tax
Mike Fritton, Real Estate Tax

Kevin O’Connell, Corporate & International Taxes

Financial Planning 101

Financial aid
Parents and grandparents of would-be college students take note:  When two of 
the financial aid formulas are used to compute how much dough to shell out to 
the student, assets, like stock, in the name of the student cause big penalties. 
– www.forbes.com  

Big bucks
Six-figure salaries aren’t just for high-ranking bankers. Wayne Hoffman, a magician, makes 
$135,000 annually performing at various functions and shows. Other unlikely six-figure salaries? 
Tree-clearing, pet-sitting, selling recycled ink cartridges and credit repair. –money.cnn.com

Entry level
Using data from PayScale.com, CNN Money found that Princeton University graduates earn the 
biggest salaries in the United States. Graduates see a $58,300 starting salary and a $137,000 mid-
career salary. Only 49 percent find their jobs to be meaningful. –money.cnn.com  

The very top
Ever wonder who the highest paid male and female are in this economy? 
Apple’s CEO Tim Cook earned the most in 2011 with a total compensation of 
$377,996,537. The highest paid female was Oracle, Inc.’s President and CEO 
Safra A. Catz with at total compensation of $51,696,742. –money.cnn.com 

Stagnating growth
According to a survey of 37 investment strategists and money managers, the S&P 500 will end 
2012 at 1,440, or up 15 percent. That means it won’t move from where it sat at the beginning of 
the fourth quarter. –money.cnn.com 

Know your limit
Overwhelmed by the 10,000-plus mutual funds you have to choose from? You can 
create a diversified portfolio with as few as four funds, says investment adviser Rick 
Ferri. His core four, for a 60 percent stock / 40 percent bond mix is 40 percent high-

grade corporate / government bond index, 36 percent U.S. total stock market index, 
18 percent international stock and six percent REIT fund. –money.cnn.com 

Cut down
4.4: that’s the average number of credit cards, per person, in the U.S. Research has shown that it’s 
best to put all but one card on ice, leaving the others for emergencies only. –money.cnn.com

Embrace your abode
The ratio of the price the average millionaire paid for his first home, compared to his annual 
income is 1.49 – and, there are three times more millionaires living in houses under 
$300,000 than are living in houses worth $1 million or more. Smart approach; 
historically, stocks have handily beaten the returns on real estate and lately, 
prices on smaller homes have held up better than larger ones. –money.cnn.
com

Merge and purge
Some 50 percent of Americans have at least one retirement plan from an old employer hanging 
around. Roll your accounts over into a single IRA, or even into your current employer’s 401(k). That 
way, you’ll be able to track progress more easily, see which funds are failing you, assess your mix, 
rebalance the whole package and cut your fees. –money.cnn.com

Practice patience
Millionaires tend to live in their homes for a very long time, hold their stocks for long periods and 
even stay married longer. The reward of sticking with it: You don’t lose money to transaction costs 
and you ride out market slumps, so in the end all of your investments typically pay off. –money.
cnn.com

Shop for discounts
Value investing, or buying beaten-down stocks that are poised to rebound, tends 

to outperform growth investing. From 1998 through 2011, U.S. large value 
stocks delivered 10.8 percent average annual returns, vs. 8.7 percent for 

their growth counterparts. –money.cnn.com

FINANCEDispatches

For SBL by Family Features 
Investor optimism is on the rise, according to 

a recent study from investing services company, 
Scottrade, Inc.  

Despite market volatility, sixty-one percent of 
American investors surveyed believe the stock 
market will be up from the previous year. With 
this added confidence, a growing number – 54 
percent this year as compared to 46 percent last 
year – of investors plan to put additional money 
in the stock market in the next year. 

“Today, we are seeing that although inves-
tors are optimistic about the future, they are de-
ploying more conservative strategies,” said Kim 
Wells, Scottrade’s executive director of digital 
product development and chief marketing offi-
cer. “Choosing the right pairing of investments 
is essential in this market environment.” 

Knowing when to invest and what to invest 
in remain the leading challenges for investors, 
the survey found. Here are four areas to con-
sider when developing an individual investment 
strategy.

Capitalize on Market Momentum
Stocks present a flexible opportunity to capi-

talize on market momentum. Nearly 40 percent 
of investors include stocks in their portfolio, ac-
cording to Scottrade’s study. Brokerage firms 
have a variety of online stock trading tools, such 
as stock screeners and streaming quotes, to help 
investors act on rapid changes in the market. 
With securities available across a variety of sec-
tors and industries, investors can choose hold-
ings to match their investment strategies and 
risk tolerance.  

Use Bonds to Ride the Curve
Market volatility has made bonds an attrac-

tive choice as investors seek to have a stronger 

foothold in the market. While this investment 
product involves risk– including interest rate 
risk, liquidity risk, inflation risk, and risk of loss 
of principal– investors can choose from a vari-
ety of bond types such as municipal bonds, cor-
porate bonds or treasuries to fit their individual 
investment strategy. With competitive inter-
est rates and interest payments paid in regular 
intervals, bonds are considered less risky than 
stocks.  

Invest for Your Future
The majority of investors surveyed, at 63 per-

cent, indicated they are saving for retirement, 
and 401(k) and IRA investments are popular ve-
hicles. Scottrade’s research found three quarters 
of investors hold at least one of these. Forty-five 
percent of those surveyed said they believe 
IRAs and 401(k)s are the best tools for long-
term investments. To determine a retirement 
savings goal, many brokerages offer interactive 
retirement calculators.

Save for Education Costs
In tandem with building a retirement nest 

egg, investors are often saving for a child’s edu-
cation. Coverdell Education Savings Accounts 
(ESAs) and custodial accounts provide a flex-
ible choice for higher education expenses. Both 
have no minimum investment, allowing alloca-
tions to fit within a financial plan. To assist with 
goal-setting, college savings calculators take 
into account factors such as a child’s age, federal 
and state tax rates, as well as the cost of public 
or private schools.

To learn more about finding opportunities 
in the stock market and self-directing your in-
vestments, and to find more information on the 
2012 American Investor Study, visit www.scot-
trade.com.

Find the right investments 
in this market environment

Are you having financial nightmares?

We can help.
Running a successful business these days is 
harder than ever.  If you’re like most business 
owners, driving sales has become your full-time 
job.  The only problem is that it is not your only 
job.  You also need good accounting!

Simons Bitzer & Associates was founded over 17 years ago to provide expert 
financial help to companies that need assistance but simply cannot afford a 
full-time Controller.

Call Simons Bitzer today to schedule your 
complimentary consultation.

You can receive the expertise of a Controller on an as-needed basis.  

We assist our customers with:

• Budget preparation

• Accounting system efficiency

• Financial report preparation

• Cash flow projections

• Revenue analysis

• Reconciliation of accounts

Financial Planning 101

By Jeff Binkley
Did you know there’s a tree in Redwood 

National Park in Northern California that 
is over 379 feet tall and estimated to be 
over 1500 years old? Many of these tall red-
woods still grow several inches each year.  
Imagine that. A tree a millennium and a 
half old and still growing slowly toward the 
sky. With a track record like that, is it really 
that hard to imagine that someday, it could 
indeed grow right out of the earth’s atmo-
sphere… i.e. grow to the sky?

It is an interesting moment to be an in-
vestor. (Actually, every moment of my 20-
year career as an investment advisor has 
been interesting.) At press time, major 
stock averages remain on a holy terror set-
ting new record highs and with headlines 
like,”Dow Jones Index 20000?” now start-
ing to appear.  

But can the market or the redwood re-
ally grow to the sky?  

June 25, 1993 was a beautiful summer 
day. A little cool for late June but still a 
glorious day. Why do I remember it? It 
was the day I passed my General Securi-
ties Representative Exam (also known as 
the Series 7). Many investment professionals 
remember the day they passed their Series 7. 
It’s kind of like an initiation. A rite of passage 
that allows them to say, “That whole Wall Street 
thing?  I’m an official part of it now.” That day 
the Dow Jones Industrial Average closed at 
3490.  That’s not a misprint.  3490. What were 

the headlines then? “Dow Jones Index 5000?” 
is one I distinctly remember and scoffing at 
the idea. Dow 5000?! That stratospheric height 
couldn’t be reached for many years yet… maybe 
not for a decade... or so many thought.  February 
19, 1997 was a cold miserable day. Why do I re-
member it? Yep, you guessed it. That day I took 
and passed the General Securities Sales Super-

visor Exam (Series 8) and I had a temperature of 
103 at the time.  (Miserable day, but I passed the 
dang exam.)  And the DOW?  Forget 5000.  Less 
than four years since hitting that 3490 mark, the 
index had more than doubled and sat at 7020. 
101% in less than four years. And the NAS-
DAQ index had similar performance, at least up 
to that point.  And then what happened? The 

NASDAQ took off toward the sky rising 
from 1365 on that cold, fever –filled, but 
memorable day in February, 1997 to 5132 
in March of 2000. It rose over 275% in a 
little over three years, an average of over 
91% each year. That was truly crazy.  Cra-
zy indeed and the definition of a bubble. 
And bubbles eventually burst, in this case 
on March 10, 2000.  The “Internet bubble” 
burst and the NASDAQ plummeted.  

But what about today?  
We’ve seen a great bull market with the 

Dow rising over 8000 points (125%) from 
its market low of 6,443.27 on March 6, 
2009 to its current 14500ish level at press 
time. 

How long will this bull run? How high 
will that redwood grow? We don’t know.  
There are a lot of variables. But the inves-
tor, who would be successful, like a forest 
creature who dreams of being pulled to the 
sky, must grab onto the mighty tree and 
ride. And as they journey higher, they must 
ever be watchful for wind, weather, the 
weak branch or limb, and bungling, greedy 
men who might start a fire and bring the 
tree and their dreams to ruin.  

Do trees really grow to the sky?

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group. He can 
be reached at Jeff@thebinkleygroup.com or  
(317) 697-1618.

Larry E. Nunn & Associates’ playing
field is serving middle-market and
international organizations around
the world. If you’ve outgrown your
current advisors, or are feeling
underserved by the larger firms,
consider Larry E. Nunn & Associates.
We offer experienced, accessible
service teams, world class
engagement management and
a focus on quality and efficiency.    

Larry E. Nunn & Associates has
over 35 years of experience
serving middlemarket businesses.
Through our membership in the
BDO Seidman Alliance, our clients
have access to the domestic and
international resources of BDO
Seidman, LLP, the U.S. member firm
of BDO International  — the fifth
largest international accounting
and consulting organization.

4002 Clarks Creek Road  Plainfield, Indiana 46168-1948
Phone 317.839.9136 • Fax 317.839.9177

www.nunncpas.com

“The investor,  
who would be successful,  

like a forest creature who dreams  
of being pulled to the sky, must grab  

onto the mighty tree and ride.”
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Compiled by Nicole Davis

Full storage potential

As a firefighter in Chicago, Ron Stewart got 
into the custom closet business with a partner 
in 1990. Receiving a promotion in 2004, he de-
cided to sell the business. Retiring in April, he 
relocated to Indiana and decided to get back in 
the industry, working on finding storage solu-
tions for homes, something he said he truly en-
joys doing. He opened Stewart’s Custom Clos-
ets, Inc. in Greenwood in October 2012.

“I like being creative and taking the creativ-
ity and using my skills to work out solutions to 
people’s problems,” Stewart says. “I like to take 
their vision to life in new closet design.” 

Stewart says transplanting the business in a 
new city has been difficult, but he’s working on 
increasing its exposure through his Web site, 
stewartsclosets.com.

“It’s an advantage to not only have the busi-
ness experience but to have the industry expe-
rience to bring to the area,” Stewart says. “Es-
pecially with the economy the way it is, there 
are a lot of people that would like to move to a 
bigger home but can’t do it now. By redoing the 
storage area in their home it makes them more 
comfortable and adds more value to the home-
owner.”

Why did you open this 
business? 

I have always been a 
service-oriented person 
with a desire to help peo-
ple. With over 14 years of 
experience in the custom 
closet business, I decided 
to bring my expertise to 
the Indianapolis area. By 
helping people organize 
their closets I feel I help 
my customers achieve ef-

ficiency and value in their home by maximiz-
ing their homes full storage potential.  The sat-
isfaction I get from helping our customers solve 
their storage needs was the driving force in 
starting this business.

What did you do to prepare to open your 
business?

As with any business startup, planning is 
essential to developing a successful business 
concept. In preparation to open my business, 
I developed a full business plan that was used 
as a template to assure customer satisfaction 
and future growth potential. Coupled with long 
hours and hard work this plan provided the vi-
sion to get our business up and running.

Who is your ideal customer/client?
We service a variety of customers from home-

builders, new home owners or existing home 
owners. Some of our customers are new homes 
owners who may be looking to upgrade from 
the standard shelving supplied by the builder to 
a closet organizer system in some of all of the 
closets. Our typical existing home customer has 
become frustrated living with an unorganized 
closet or area of their home and is looking for a 

creative solution to solving 
that problem.

How do you plan to be 
successful?

We have developed a 
strong mission statement, 
vision and set of values that 
define our overall business 
philosophy and provide 
for constant evaluation of 
the services and products 
we supply. By continually 
reviewing our operations, 
we assure we are meeting 

OPEN FOR BUSINESSOpen for Business

To Advertise 
monthy in the 

Southside 
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(317) 451-4088

Ron Stewart, owner of Stewart’s Custom Closets

COACH’S CORNERCoach’s Corner

Stewart’s Custom Closets in Greenwood  
offers consumers maximum storage space

Submitted Photo

Have you ever had salespeo-
ple who are unsuccessful no 
matter how hard they try? These 
salespeople are a primary fac-
tor for decline in business. You 
need good salespeople to suc-
ceed in selling your products. 
To train good salespeople you 
sometimes need to take a dif-
ferent approach, like correcting 
problem areas.

Here are the top 10 problem 
areas for ineffective salespeople:

1. Not being punctual: Your 
salespeople represent the first 
contact customers have with 
your company. First impressions 
are lasting and your salespeople 
must make a good impression. Being respectful 
of their time increases the customer’s goodwill 
and confidence in your company.

2. Poor presentation: Some salespeople are not 
prepared and do not present the product well. 
That is the first thing a customer will know about 

your product, and it is critical it 
be shown correctly in an orga-
nized manner. 

3. Bad attitude and personal-
ity: Rudeness and unprofessional 
behavior is not acceptable under 
any circumstances. This gives 
the potential buyer a bad im-
pression about not just the sales-
person, but your company, also. 

4. Not being articulate: A cus-
tomer greeted with assurance 
gives a good start to call that 
is boosted by a knowledgeable 
and confident product presen-
tation. The salesperson must be 
prepared to answer all questions 
concisely and completely. 

5. Not listening to a customer: It irritates cus-
tomers to have a question and not be allowed 
to ask it. Worse is when a question is asked the 
salesperson does not answer but goes off on a 
tangent, clearly indicating he was not listening. 
This makes potential customers angry and they 

never become customers.
6. Basing a sale on cost: It is extremely risky 

for a salesperson to depend on cost to close the 
sales. The prospective buyer will be quick to take 
advantage and drive the price as low as possible, 
cutting your profits for the sake of a sale. 

7. Not knowing when to close a sale: Many 
sales have been lost because the sales person did 
not know when to close the sale. A good sales-
person is in tune with the prospective buyer and 
knows when to move to close the sale.

8. Hard sell: Hard sell is when salespeople try 
to push the sale on the prospective customer. It 
is a proven fact that nobody likes to be sold to 
and this makes the buyer aggressive. He will try 
to end the sales call as soon as possible. 

9. Inflexibility: A salesperson must be flexible 
and able to adapt to different personalities and 
circumstances. The same presentation to every 
buyer will cost you many sales. Each buyer wants 
to feel special and expects the salesperson to un-
derstand and address his specific circumstances. 

10. Not following up: Follow up is very im-
portant. It is courteous and good for business to 

follow up. Circumstances change and a prospect 
may be ready to become a customer.

As problem areas are addressed, even one at 
a time, the salesperson grows in skills – and in 
sales, too.

Top 10 tips to the worst salespeople

Jack Klemeyer
Columnist

Jack Klemeyer is the founder and head perfor-
mance coach of GYB Coaching (www.gybcoach-
ing.com). Contact him at: Jack@GYBCoaching.com.

Is your investment portfolio full of  
1980’s technology?   

 
Millions of individual investors are moving 

to Exchange Traded Funds (ETFs). 
 

Can your advisor even spell ETF?  
 

We can.   
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our customers’ needs, responding to changes in 
the marketplace and keeping pace with changes 
in industry standards. This comprehensive ap-
proach allows us to respond quickly to remain 
competitive in the market we serve.

What would we be surprised to learn about 
you or your company?

In addition to closets, we also carry products 
to help organize garages, home offices and oth-
er areas of the home. 
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MONEY MATTERSMoney Matters

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group. He can 
be reached at Jeff@thebinkleygroup.com or call  
(317) 697-1618.

BUSINESSBriefs

Jeff Binkley
Columnist

WalMart in 2013
Altruism? Capitalism? By another name… Leadership
A version of this article first 

appeared on the Motley Fool 
Web site (www.fool.com) on Jan-
uary 28, 2013.

In a move that some may 
write off as blatant pandering, 
but sure to shake up other na-
tional retailers — including 
Target, Kmart, and Costco— 
Wal-Mart (NYSE: WMT) has 
uncompromisingly embraced 
its position as the lead retailer 
and largest private employer in 
the country with its announce-
ment of not only a significant 
focus in hiring veterans as they 
return from overseas duty, but 
also in an aggressive effort to 
“buy American” to the tune of 
$50 billion over the next 10 years.

Earlier this year, Wal-Mart U.S. Chief Execu-
tive Bill Simon announced an initiative to hire 
more than 100,000 veterans in the United States 
over the next five years. “Let’s be clear: Hiring 
a veteran can be one of the best decisions any 
of us can make,” Mr. Simon said in his keynote 
speech to the National Retail Federation, “These 
are leaders with discipline, training and a pas-
sion for service.”

In his remarks, Simon also made a strong ar-
gument that to recover from our current eco-
nomic malaise; it’s going to take more than gov-
ernment.

“But if we’re waiting on gov-
ernment, we’re waiting on a 
process that can’t act with the 
same speed as business.”

So often, increasingly too of-
ten, business in its pursuit of 
profit and fear of legislative or 
executive order consequences, 
fails to take a lead role in at-
tempting to resolve challenges 
with bold action.  And Wal-
Mart?  Not so much.

Simon laid out in his pre-
pared remarks not only the 
course of action the retailer in-
tends to follow, but the reasons, 
good business reasons, to do so.  
He stated that businesses need 
not accept that they are com-

peting for a finite amount of customer dollars, 
or a limited piece of the business pie.  He argued 
that with bold vision and a return to deliberate 
action being taken by business decision makers, 
the pie can be bigger.  A growing economy leads 
to everyone being more successful.

Wal-Mart, and Simon particularly, should be 
applauded in this accepting of its responsibil-
ity as The Nation’s Retailer and the embracing 
of this bold and brave strategy to help return 
America to the glory and economic power-
house the world needs it to be.

Wal-Mart, in its use of its power, success, and 
national goodwill, reminds us again through 

the words of its Chairman, what it means to be 
American in this new and necessary revolution-
ary time in our economic history:

“We can’t break the gridlock in Washington, 
but we can break the paralysis of waiting on 
Washington.”

In another time, a bold, innovative leader rec-
ognized the source of and reasons for success:

“The measure of who we are… is what we do 
with what we have.”   Vince Lombardi

This writer remains hopeful that this bold 
and very public move by Wal-Mart will serve as 
a wake-up call to players in its own industry and 
others in the US to quit waiting on Washington 
and get out and lead.

To paraphrase an old investment adage, when 
you like an industry buy the best and brightest 
in that industry.  Wal-Mart, with its continuing 
display of leadership and effective leaders guid-
ing it, is the retailer I want to own.

The opinions and strategies expressed are 
not meant to taken as advice to any individual 
investor. The opinions and strategies discussed 
are not to be construed as personalized recom-
mendations to buy, sell or hold securities by any 
individual investor without first consulting with 
their own personal financial advisor.

Scott Flood can be contracted via email at  
sflood@sfwriting.com or by calling 317-839-1739, or 
visit his blog at: sfwriting.com/blog/.

THE PERSONAL TOUCHThe Personal Touch

The marketing assistant 
shook her head and sneered, 
“You can’t be serious. This is for 
the C-level suite.”

Her message wasn’t register-
ing, and her frustration became 
evident. “You know, it’s for cor-
porate leaders. It has to sound 
like it’s educated, not like this.”

I wondered what made her 
think my copy reeked of igno-
rance. Then I saw it. I had used 
a contraction in the second sen-
tence. Here was a sentence frag-
ment. And how could I choose 
“use” over “utilize”? 

After all, these are important 
people who are more intelligent 
than mere mor-
tals. They live in 
the C-level suite, 
where language 
is formal and pre-
cise. Her compa-
ny’s message had 
to do more than 
inform these cap-
tains of industry; 
it also had to ver-
bally genuflect to 
their majesty.

What a load of crap. Having spent a signifi-
cant amount of time communicating with the 

denizens of the C-level suite, 
I’ve reached an astounding con-
clusion.

They’re people. Yes, you may 
think of them as CEOs, COOs, 
CFOs, CIOs, CMOs, or CCOs, 
but when you come right down 
to it, they’re ordinary human 
beings who eat, drink, sleep, 
and do all of the things the rest 
of us do every day. They might 
travel between those things 
in nicer cars, but their hearts, 
stomachs, livers, and brains all 
function the same.

Especially their brains. 
Granted, the average C-level 
suite holder has a higher IQ 

than most peo-
ple and a larg-
er-than-average 
vocabulary. But 
their brains are 
governed by the 
same processes 
and emotions 
that help us get 
through every 
day.

 When they 
speak, they sound 

like the rest of us, too. Having chatted with more 
C-levelers than I could possibly count, I can as-

sure you that they speak the same language we 
do. You’ll hear them use contractions and start 
sentences with conjunctions, and they’re not 
the least bit ashamed of that. Nor should they 
be.

So when it comes to communicating with C-
level folks, you don’t need to employ any special 
vocabulary or syntax. They respond to the same 
conversational tone and warm, friendly style 
that motivates other humans. 

Most of them are too busy to wade through 
piles of content, so they appreciate people who 
communicate clearly, simply, and concise-
ly. Catch their eyes with a provocative fact or 
promise, and you’ll get their attention.  Show 
them real-world proof that your product or ser-
vice works, and they’ll consider your sales pitch.  
But hand them something as formal and clunky 
as that paper you wrote for your sophomore po-
litical science class, and they’ll move on.

I suspect that the belief that C-level occu-
pants should be treated like royalty is a sign of 
the believers’ senses of inferiority or insecurity. 
Yes, I’ve worked with some CEOs who took a 
godlike approach to dealing with the minions 
on their payrolls, but most C-level executives 
detest employees who behave like toadies.  

So if you really want to reach the folks up 
there in the C-level suites get up off the floor 
and reach out as a peer, not as a peon.

Communicating at C-level

Scott Flood
Columnist

“They’re people. Yes, you may  
think of them as CEOs, COOs, CFOs, CIOs, 
CMOs, or CCOs, but when you come right 

down to it, they’re ordinary human beings 
who eat, drink, sleep, and do all of the 

things the rest of us do every day.”

Shoe Carnival expands  
on the Southside

Shoe Carnival celebrated their expansion 
with a grand re-opening celebration of 
their Southside store on March 16. The new 
store is located at 7565 US 31 South, India-
napolis, IN 46227.

16 years  
at Indiana Eye Clinic

William F. Keeling, M.D., Ph.D. celebrated 
his 16th year anniversary at the Indiana Eye 
Clinic, Greenwood. Dr. Keeling graduated 
from Wabash College and received his Ph.D. 
in Medical Physiology and Biophysics at the 
Indiana University School of Medicine. He 
completed his medical degree with high-
est honors at the IU School of Medicine. Fol-
lowing an internship at St. Vincent Hospital, 
he completed his ophthalmology residency 
at the top-ranked University of Iowa Oph-
thalmology program in 1996. Dr. Keeling is 
a Board Certified Ophthalmic Surgeon, spe-
cializing in cataract and refractive surgery. 
He is a member of the American Academy 
of Ophthalmology, American Society of 
Cataract and Refractive Surgeons, Ameri-
can Medical Association, Indiana Academy 
of Ophthalmology, Indiana State Medical 
Association, Indianapolis Medical Society, 
and the Indiana Medical History Museum. 
Dr. Keeling is an owner of the Indiana Eye 
Clinic. He is available to see patients in 
many cities, including 30 N. Emerson Ave., 
Greenwood.

Financial Center hires 
new Facilities Manager

Financial Center has hired Jay Dull as a new 
Facilities Manager for the credit union’s 
nine locations. Dull joins Financial Center 
with over 25 years of experience in facilities 
management, construction, and customer 
service. Most recently, he owned his own 
construction business in Greenwood. Dull 
resides in Greenwood with his wife and two 
children. He serves on the athletic board for 
the Our Lady of Greenwood Catholic School 
and spends much of his free time coaching 
basketball, football and baseball. He is an 
active volunteer for Habitat for Humanity, 
as well as numerous church and school pro-
grams. 

IEC now offering laser 
cataract procedure 

The Indiana Eye Clinic is the first eye care 
center in the Indianapolis and surrounding 
counties area to offer laser cataract surgery, 
a new technology used to safely remove 
cataracts and restore vision. Not since the 
advent of ultrasound technology in the 
1970s has ophthalmology experienced 
such advancement in cataract surgery.  
With the femtosecond laser, eye surgeons 
can remove cataracts in a more advanced 
way. IEC will give a free educational seminar 
on April 4, 1-2 p.m. with Dr. Charles McCor-
mick, Greenwood. To attend a seminar, pre-
register by calling (317) 887-4007 extension 
15, or on line at indianaeyeclinic.com. 

GROWING SMALL BUSINESSGrowing Small Business

Social networking sites can be a very effec-
tive way to reach the new employee candidates 
your company needs. You need to work on a so-
cial networking strategy, which is in concert with 
your overall company goals and objectives. So-
cial networking allows you to reach some prime 
candidates that you might otherwise not reach. 
By having a strong online presence you are send-
ing a message to potential employees that your 
company is connected and savvy in the digi-
tal age. This will help make you an employer of 
choice.  Interactions with candidates of choice 
will spread the message that you are an employer 
of choice across social networks magnifying your 
brand and message. So why use social networks 
to recruit? Because you can

• Impress candidates you are the employer of 
choice.

• Reach higher quality candidates.
• Reduce costs to source candidates as postings can be free.
• Reach hard to find talent when competition is fierce.
Social recruiting is another valuable tool for your hiring solu-

tion toolbox. What should you consider before diving in to social 
recruiting? There are seven topics to consider according to the 
Human Capital Institute (HCI).1

1. What are your company’s goals?
2. How does the company workforce currently  

line up with those goals?
3. Where are your talent gaps?
4. What types of technology are attractive to  

those types of candidates?
5. What resources are you willing to commit to the process?
6. How can you keep the company content fresh?
7. When will you start?

Establish a plan. Once you have answered 
these questions you will have defined your com-
pany recruitment needs relative to social net-
working. Then you can move forward to estab-
lish your plan. You will know which sites and 
tools to use, how much time to spend on social 
networks, how to keep 
your content fresh and 
which team members 
will be responsible for 
the process.

Review your current 
brand image. Search 
on the Internet for 
your company name 
and for open jobs. 
Who is promoting 
your jobs? This will let 

you see who is talking about your com-
pany and open positions and whether 
the speakers are advocates or detrac-
tors. You can use this information to control how your company 
brand is perceived. You need to continually monitor your digital 
image.

Engage with potential candidates. When you participate in 
the social networks you can open a dialogue with possible candi-
dates. Keep it real. It is very important to be open and honest in 
your communications. The individuals who use this technology 
demand that your company be transparent and approachable.

One potential issue with using social networks to acquire top 
talent is that they do not reflect the entire available labor pool. For 
instance, according to Quantcast, only 7% of LinkedIn’s members 
are African American and only 8 % are Hispanic (versus 78% who 
are Caucasian). So it is important to include some other avenues 

of sourcing candidates to ensure that all eligible candidates have 
equal opportunity for employment with your company.

Remember, with social media, every bit of content is a part of 
the relationship you are building with your audience. It is criti-
cal to make your job postings friendly and relevant. The easier 
job information is to consume, the more likely you are to reach 

applicants who are actually 
qualified for the job. Use 
hiring managers or employ-
ees to like and share job 
postings. Add video to your 
postings whenever possible 
and at minimum place an 
image next to each posting. 
This will create more traffic 
to your page and increase 
credibility. This will help 
your company hire effec-
tively in today’s market.

 For more detailed infor-
mation on this topic see the 

book and white paper articles referenced below or contact the 
ISBDC.

Face Book Recruiting Basics by HRxAnalysts, John Sumner 
2012. Social Recruiting Guide: How to Effectively Use Social Net-
works and Avoid Legal Risks by Oracle July 2012

1. Human Capital Institute, Dustin Cann “What’s Your Social 
Media Recruitment Strategy?,” HCI Blogs March 2010

2. Quantcast, quantcast.com/linkedin.com, updated July 
2,2012

Using social networking to effectively hire

“Social networking allows you 
to reach some prime candidates that 

you might otherwise not reach. By 
having a strong online presence you 
are sending a message to potential 

employees that your company is 
connected and savvy in the digital age.”

Marti Chestovich is a business advisor with the SBDC in central Indiana. 
She counsels small business owners in a variety of topics like strategic 
planning, marketing and financing to help them get their start-ups 
launched or assisting existing businesses to thrive.

Marti Chestovich
Guest Columnist

By Nicole Davis
Jerry Engle has seen a lot of change in the 

banking industry during his 43-year career and 
now it’s time for him to make a change of his 
own. Retiring in March, the Greenwood resi-
dent says his career advanced further than any-
thing he could have anticipated.

 “It’s been above and beyond my expectations 
but it has been a lot of fun,” Engle says. “I’ve 
been in banking for 43 years, and I’d worked as 
a kid on a farm since I was 13 years old. All of a 
sudden I don’t have anything to do and that’s a 
little scary. I will find something to do, at least 
part time. I don’t have any desire to be full-time 
or a huge desire to be in banking again. I want 
to spend more time with my grandkids, they are 
young.”

Fresh out of college in early 1970s, Engle says 
his father, also in banking, indicated to him that 
the best way to learn the career would be to get 
into the regulatory side. He did that until 1980 
when he was offered a job as Senior VP at Barg-
ersville State Bank. When the chief executive 
officer unexpectedly passed away, Engle was 
made CEO. He helped grow the branch, includ-
ing locations in Greenwood. In 1985 the bank 
went public and the board raised money to as-
sist an expansion in other Johnson County mar-
kets. With a few mergers, in ’09 the banks be-
came First Merchants. The end of 2011 was the 

end of his term as Regional President for First 
Merchants Bank. He retired from that position 
May 2012 and has worked as a consultant in a 
community relations capacity and officially re-
tired at the end of March.

 “I would say almost any aspect of banking, 
the relationships were the best,” Engle says. “We 
sure laughed a lot. It didn’t make any difference 
how challenging it got, they were always there 
ready to go. It’s just an unbelievable work and I 
value the people who wanted to be a part of it. 
I couldn’t have done any of this without them 
I’ve come to realize more and more as time goes 
by. I could not have accomplished my career to 
the extent it’s evolved and it certainly would not 
have been so much fun. It’s fun to get up in the 
morning and be around a group of people you 
love.”

Serving on an advisory board for First Mer-
chants in the Central Region, Engle will still be 
involved in the industry.

A celebration of Engle’s retirement will be 
held April 9, 2-5 p.m. at the 996 S. State Rd. 135.

“I’m sure it will be a humbling experience 
to see some people,” Engle says about the cel-
ebration. “I realize there are people that want 
to come by and say hi. I am excited about it. I 
will hopefully see some people I haven’t seen in 
a while.” 

Jerry Engle retires from First Merchants 
bank after 43 years in the industry

BUSINESS FEATUREBusiness Feature

Banking beyond expectations
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The commercial real estate 
market consists of five major 
real estate sectors: office, re-
tail, industrial, multi-family and 
land. There are many moving 
parts. Tracking the per square 
foot costs, taxes, insurance and 
common area maintenance fees 
is a challenge for the buyers, ten-
ants and brokers. Many tenants 
don’t understand the difference 
between a net lease that charges 
a base rent with the taxes, insur-
ance and CAM charges added 
according to the actual costs and 
a gross lease that provides a fixed 
rent amount each month with 
the owner absorbing the chang-
ing costs. Snow plowing and lawn maintenance 
vary from year to year. The escalation in real es-
tate taxes has hit landlords and tenants hard.  

The best part of my job is seeing new com-
panies enter the market and business grow into 
bigger spaces. I am intrigued how companies 
evaluate the market to determine what’s best 
for a business. For example, can one more piz-
za store survive when there are fifteen within a 
three mile radius? What can they produce dif-
ferent from their competition. Why does one 

company make it and another 
shut its doors?   Perhaps it is cus-
tomer service?

Stage 1 Dance Studio leased 
7,455 square feet in the Ashley 
Crossing building at 740 Lowes 
Blvd. Joining them will be Salon 
Lofts, a new concept in beauty 
salons. This building has been 
empty for many years and it is 
exciting to see new activity in 
the center. 

Franklin resident Jeff Joyce, 
CPA, opened Cross Financial 
Company at 460 N. Morton St. 
Joyce offers a variety of finan-
cial and accounting services.   
The town of Nineveh is build-

ing a new and much needed youth facility. Hot 
Box Pizza has leased 1,586 square feet at Vil-
lage Common located at 3147 Smith Valley Rd. 
Greenwood residents were sad to see The Melt-
ing Pot, a fondue restaurant close its location at 
1259 N. State Road 135.

Madison on the Mall welcomes Pandemo-
nium, a pet store featuring exotic pets such as 
snakes, alligators, Asian water lizards and a red 
crocodile skink, looking like a mix between 
a crocodile and an iguana with big red eyes! 

Something for everyone! 
Phoenix Resource Marketing leased 9,106 

square feet of industrial space at 164 South Park 
in Greenwood. El Rodeo Mexican Restaurant is 
constructing a new facility at 1241 N. Emerson 
Avenue.

The year is beginning with a healthy boost in 
commercial real estate. Consumer confidence is 
building as each project becomes a reality.

Getting better all the time

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIALLY SPEAKINGCommercially Speaking

To Advertise in the next issue of the Business Leader, call (317) 300-8782 today! 

PLANNER OF NOTEPlanner of Note
April Chamber of 
Commerce Meetings
Chamber events

11 – Franklin Chamber of 
Commerce (April Monthly 
Luncheon); Thursday, April 
11, 12-1 p.m., Beeson 
Hall at the Franklin Parks 
& Recreation Department. 
Cost is $15 per person. 
For more information visit 
franklincoc.org or call 
(317) 736-6334

24 – Greater Greenwood 
Chamber of Commerce 
(Heartland Community Bank 
Ribbon Cutting); Wednesday, 
April 24, 11 a.m. – noon, 
Heartland Community Bank, 
151 Marlin Dr., Greenwood. 
For more information, e-mail 
info@greenwood-chamber.
com or call (317) 888-4856

26 – Greater Greenwood 
Chamber of Commerce 
(Learn 2 Lead 
Seminar: Performance 
Management); Friday, April 
26, 9 a.m. – noon, Branigan 
Room East, Napolitan 
Student Center, Franklin 
College, 101 Branigan 
Blvd., Franklin. Registration 
is $50. For more 
information, e-mail info@
greenwood-chamber.com 
or call (317) 888-4856

27 – Franklin Chamber 
of Commerce (LJC 
Favorite Food Festival); 
Wednesday, April 27, 11 
a.m. – 7 p.m., Johnson 
County Community 
Fairgrounds, Franklin. No 
admission charge. For 
more information visit 
franklincoc.org or call 
(317) 736-6334

30 – Greater Greenwood 
Chamber of Commerce 
(April Membership 101); 
Saturday, April 30, 9 – 
10:30 a.m., the chamber, 
65 Airport Pkwy., Suite 

140, Greenwood. For more 
information, e-mail info@
greenwood-chamber.com 
or call (317) 888-4856

Greater Greenwood 
Chamber of Commerce 
New Members

Bake My Day  
Bakery, LLC
Laura Harte
8908 St. Peter St.
Indianapolis, IN 46227
(317) 296-0514

Basile Law Office, LLC
Raymond Basile
11 Public Square
Shelbyville, IN 46176
(317) 825-0531

Builders Assoc. of 
Greater Indianapolis
Steve Lains
P.O. Box 44670
Indianapolis, IN 46244
(317) 236-6330

Carpet Country
Lisa Rode
280 S. State Rd. 135
Greenwood, IN 46142
(317) 888-3501

Code Samurai
Kristen Boyce
374 N. Greenbriar Dr.
Greenwood, IN 46142
(317) 874-8509

His Place, LLC
Kyle Adamson
337 Western Boulevard
Greenwood, IN 46142
(317) 300-1307

Hollywood Hair Salon
Angie Snapp
50 S. Madison Ave.
Greenwood, IN 46142
(317) 534-0063

Indiana Army  
National Guard
First Sergeant  
Michael Stevens
9301 E. 59th St.

Indianapolis, IN 46216
(317) 964-7115

Indy SEO Firm
Mark Hensley
500 S. Polk St.
Greenwood, IN 46143
(317) 840-7744

Pat Enochs
Pat Enochs
1902 S. Talkington Rd.
Columbus, IN 47203
(305) 586-6483

Rainbow Child  
Care Center
Joanne Riddle
2428 W. Smith Valley Rd.
Greenwood, IN 46142
(317) 885-5900

Southport Pet Hospital
Ronald Baumgart
6955 Madison Ave.
Indianapolis, IN 46227
(317) 786-1483

The Gillian Institute
Kimberly Short
5550 S. East St.
Indianapolis, IN 46227
(317) 787-3260

Yokohama Japanese 
Restaurant
Scott Bennett
67 N. Madison Ave.
Greenwood, IN 46142
(317) 859-1888

Sales Leads
Newly incorporated 
businesses through 
March 7, 2013

Beyond the Numbers
Jacki M. Frederick
867 Lionshead Lane
Greenwood, IN 46143

Chase Auto Sales LLC
Brooks Auto Sales
Chase Stevenson
68 Dunn Ct.
Trafalgar, IN 46181

Collins Auto Repair
Daniel L. Collins

4603 N. St. Rd. 135
Franklin, IN 46131

Countertops and More
Charles Harden
4121 N. 800 W.
Bargersville, IN 46106

Crosse Your Heart
Alyssa Fuller, Susan Fuller, 
Peter Fuller
5328 Shadwell Ct.
Greenwood, IN 46143

Ebs Even Better  
Skin Care
Veronica Chouinard
3299 Hurst St.
Whiteland, IN 46184

Greater Midwest 
Building Solutions
Ronald C. O’Connor
1126 N. Main St.
Franklin, IN 46131

Hoosier Bee Factory
Kenneth Hicks
1126 N. Main St.
Franklin, IN 46131

Indiana FFA  
Foundation, Inc.
Indiana FFA  
Leadership Center
Lisa Chaudion
Matthew R. Macaluso
770 3rd Ave. SW
Carmel, IN 46032

Quinn Performance
Deyrl Ray Quinn
1126 N. Main St.
Franklin, IN 46131

R S Builders
Raymond Stroup
238 Lake Dr.
Greenwood, IN 46143

Red Oak Restoration
John Abplanalp
4974 E. SR 252
Franklin, IN 46131

Reece Home Solutions
James A Cladprodt
1175 Stellar Dr.
Franklin, IN 46131

Rikki Tikki Reiki
Debra Hood

1171 E. Jefferson St.
Franklin, IN 46131

Sharp Graphics
Charles Hessman
49 West Monroe St.
Franklin, IN 46131

Shri Mangalamurti Inc.
Baymont INN
Vipul Patel
1267 N. Emerson Ave.
Greenwood, IN 46143

360 Thought  
Leadership Consulting
Ernest Humphrey
5446 Culver Lane
Greenwood, IN 46142

Trendy Phones
Yenchun Lu
1754 Blue Grass Pkwy.
Greenwood, IN 46143

Varns Construction
Anthony J Varns
744 Woodway Lane
Bargersville, IN 46106

Victory Fit Bootcamps
David A. Day
1050 Wilson Way
Franklin, IN 46131

SBA Guaranteed Loans

Hamilton County

Abbot Properties, LLC
1036 South Range Line
Carmel, IN 46032
$4,175,900
Wells Fargo Bank 

Cottom Automated 
Business Solution
13295 Illinois St., Suite 31
Carmel, IN 46032
$75,000. $15,000
The Huntington National 
Bank

EVA Management, LLC
3008 S.R. 32 East
Westfield, IN 46074
$88,000
Ameriana Bank

Lean Accounting 
Summit, LLC
9128 Technology Lane

Fishers, IN 46038
$15,000. The Huntington 
National Bank

Mercato, P.C.
15 E. Main St., Suite 2
Carmel, IN 46032
$40,000. The Huntington 
National Bank

Praxis Med 
International, LLC
13970 Sandcherry Ct.
Carmel, IN 46033
$350,000
Chase Bank 

Respire, LLC
17437 Carey Road,  
Suite 196
Westfield, IN 46074
$193,500. Community 
First Bank of Indiana 

Stoney Creek  
Pet Clinic, LLC
14660 Herriman Blvd. 
Noblesville, IN 46060
$365,000. $100,000
The Huntington  
National Bank

Walls Mattress of 
Noblesville 
2355 Conner St.
Noblesville, IN 46060
$25,000. The Huntington 
National Bank

Zeta Consulting, LLC
14349 Chariots  
Whisper Dr.
Carmel, IN 46074
$20,000. Chase Bank 

Hancock County

Monroe Custom  
Utility Bodies
3312 N. 600 West
Greenfield, IN 46140
$650,000
The Farmers Bank, 
Frankfort

Sonicu, LLC
3645 S. Farmstone Circle
New Palestine, IN 46163
$43,000
Star Financial Bank 

Hendricks County

Plain Bee, LLC
2683 E. Main St.,  
Suite 111
Plainfield, IN 46168
$258,000. $20,000
The Huntington National 
Bank

Johnson County

Just Scoops, LLC
1011 N. S.R. 135, Suite F2
Greenwood, IN 46142
$81,400. Chase Bank 

Kenmax Express, Inc.
736 Legacy Blvd.
Greenwood, IN 46143
$12,600. The Huntington 
National Bank

RJACS, LLC
S.R. 135
Bargersville, IN 46106
$72,000
Horizon Bank 

Marion County

Best Price Flooring, LLC
7638 S. Meridian St.
Indianapolis, IN 46217
$50,000. The Huntington 
National Bank

Brady & Brady  
Holdings, LLC
8485 W. Washington St.
Indianapolis, IN 46231
$142,200. The Huntington 
National Bank

Discount Tobacco
3401 Georgetown Road
Indianapolis, IN 46224
$334,000. Indiana 
Statewide Cert. Dev. Corp. 

Funding American 
Schoom Program 
5117 E. 65th St.
Indianapolis, IN 46220
$5,000. The Huntington 
National Bank

General Supply, Inc.
5920 Decatur Blvd.
Indianapolis, IN 46241
$618,000. Premier Capital 
Corporation 

Marine Center of 
Indiana, Inc.
5701 Elmwood Ave.
Indianapolis, IN 46203
$1,756,000
Premier Capital 
Corporation 

Jaya A. Naiken CPA, LLC
1040 E. 86th St.
Indianapolis, IN 46240
$25,000. The Huntington 
National Bank

North Meridian 
Hardware
1435 N. Meridian St.
Indianapolis, IN 46202
$250,000. First  
Merchants Bank 

Rose Aire Heating  
& Cooling
1438 Sadlier Circle  
East Dr.
Indianapolis, IN 46239
$100,000
First Merchants Bank 

Schulhof Marketing 
Group, Inc.
11216 Fall Creek Rd.
Indianapolis, IN 46256
$ 501,500
Wells Fargo Bank 

USA Halloween  
Planet, Inc.
7800 Records St.
Indianapolis, IN 46226
$578,000
Premier Capital 
Corporation

Robert D. Van Kleeck
9102 Fireside Dr.
Indianapolis, IN 46250
$10,200
Chase Bank 

Vaturei Retail, Inc.
6525 E. 82nd St.,  
Suite 210
Indianapolis, IN 46250
$50,000. The Huntington 
National Bank

Make your business 
presence known!

Advertise next month by calling 
today! (317) 451-4088

3 Great Markets • 1 Low Price

Compiled by Lauren Woodall

Barking for Barx

Barx Boutique, located in Franklin, has been 
open for 2 ½ years, steadily building a clientele 
base while bringing extensive pet care services 
to the surrounding area. Customers have the 
option of not only having their pet groomed, 
but also getting a photograph taken of their 
pet.  In addition, they are able to buy products 
such as leashes, shampoos, beds, and the occa-
sional tutu.  The bakery produces treats that are 
wheat, corn, and soy-free, made on location.  

What is the most valuable piece of advice 
you’ve been given?

Customer service is probably the most valu-
able, I would say.  Treating everybody the same 
and making sure that if there is an issue, we are 
correcting it immediately.  Our customers are 
definitely the first priority.

How have things changed since you start-
ed your business? 

I’ve learned a lot, especially in the bakery 
part, learning new recipes.  It took a few tries to 
get it correct.  I’ve perfect-
ed the cooking now as far 
as not burning anything… 
that part has definitely 
changed!  And just getting 
repeat customers coming 
through the door.  Not 
losing people, but build-
ing up our client base.

Tell us about your biggest challenge and 
how you overcame it. 

Balancing the time between my personal life 
and the business.  I didn’t realize when I start-
ed this how much it was going to take from my 
personal life. Learning to manage my time has 
been the biggest challenge. I’ve got different 
people here that I’ve given different jobs to, so 
I’ve learned to let go of some things.  It’s not 
a multitask thing anymore.  They can handle it 
and I can go home at a decent hour.

What do you wish someone had told you 
before you started your business? 

That I was not going to have any time to 
myself! That was my biggest surprise and that 
would have been the most valuable info to have 
getting into this.  You also need to have a love 
for your business.  The first six months or so, 
it’s really scary—you don’t know if everybody’s 
going to love it and come here; you don’t know 
if it’s going to be the establishment that you 

planned for it to be.
What is the hottest new 

trend in your industry?
Tutu dresses for dogs. 

That seems to be the big-
gest trend right now. Most-
ly for the 20 pounds-and-
under. Necklaces, too, for 
the dogs.

NOW THAT WE’VE BEEN OPENNow that We’ve been Open

(Above) Jennifer Whitaker, owner of Barx Boutique; (Below) Gourmet dog treats

Franklin boutique for pets  
offers full-service care

Submitted Photos

Steve Wade joins  
David Brenton’s Team

David Brenton’s Team an-
nounced that Steve Wade, a 
licensed REALTOR® Partner, 
has joined the company. 
Wade’s real estate career be-
gan in 1980 and has contin-
ued as a REALTOR® full-time 
since 1994, now specializing 
in residential sales. Commu-
nity involvement is important to David Brenton’s 
Team, which is why they have been the league 
sponsor for Franklin Township’s Lead the Chal-
lenge Softball League for more than a decade. 
They also support Riley Children’s Hospital with a 
donation for each home sold. For more informa-
tion visit DavidBrentonsTeam.com.

Gloria Bodily joins  
David Brenton’s Team

David Brenton’s Team, lo-
cated at 4741 E. Stop 11 Rd., 
Indianapolis, announced 
that Gloria Bodily has 
joined their team of real 
estate professionals as a li-
censed REALTOR® Partner, 
working with both home 
buyers and sellers. Born in Columbus, Gloria 
Bodily worked in finance before beginning her 
real estate career. She has been assisting home-
owners as a REALTOR® since 1999 and special-
izes in residential sales including single-family 
homes, new construction and condos.

BUSINESSBriefs

The Greenwood Freedom Festival takes place 
on June 28 and 29, 2013.  The evening of June 28 
will kick off with an evening cookout and con-
cert.  Saturday activities begin with a parade fol-
lowed by a street fair, live concert and car show.  
The evening will conclude with the annual fire-
works celebration at Craig Park.

The festival committee is seeking individu-
als and businesses to help sponsor the event, 
as well as those interested in being a vendor or 
street fair participant.  Sponsors receive many 
benefits including business recognition, booth 
space and business advertisement, depending 

on sponsorship level.  Sponsorship levels range 
from $100 up to $7500.  In order to be eligible 
for event publicity, the committee must receive 
payment by May 1.

Any interested individual or business that 
would like to be part of the community event 
should contact Kerri Faulkner at kfaulkner@
mainsourcebank.com or call (317) 507-9115.  
Interested individuals may also visit www.
greenwood.in.gov for a complete listing of op-
portunities and pricing or contact the commit-
tee at festival@greenwood.in.gov.

Greenwood Freedom Festival 
looking for help from  

individuals and businesses

BUSINESSBrief



Leadership Johnson County (LJC) is a non-profit, non-political educational program that develops 
citizens’ personal leadership skills and enhances their knowledge of county issues. LJC believes strong 
leadership skills increase productivity in our community and businesses, creating stronger, better 
citizens. Participants vary in gender, age, occupation, education and represent all Johnson County 
communities. LJC has graduated more than 500 diverse community leaders since 1995.

"Being a current class member, my answer is likely to change as I work to complete the 
class, our project, and become better acquainted with past graduates of the program.  
I am friends with several, and know many others in passing.  The overwhelming 
opinion of everyone I have talked with about the program is that it is one of the best 
things I will ever be involved with.  My experiences in the first half of the program 
really support that opinion!

Being involved in a group project brings quite a bit of apprehension; we depend 
so much on each other to develop ideas that will work and to carry our weight in 
bringing the project to completion.  That’s a lot of pressure, but something that is 
worth every bit of stress.  I’m sure that once our project has been completed and the 
group has made our presentation at graduation, I will experience first a sense of relief, 
then be able to reflect the honor of having been part of such an outstanding program.  

I look forward to continuing relationships that are developed through class activities, 
and reaching out to the graduates of other classes who may have similar interests, 
both personal and professional.  I am thankful for the opportunities I have had in my 
life and hope to reinvest those blessings in our community!"

Mark Richards 
Class of 2013

What Leadership Johnson County 
has meant to me?


