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Founder and Publisher

Now that we are half way through the year, how 
would you rate your businesses’ performance? Have 
you met the expectations you set for yourself, your 
business, back in January?  If you haven’t, why not? 

We’re basically at halftime of the ball game here, and 
as we go back to the locker room to debrief, here are 
some questions you might ask yourself if the score on 
your end is not what you hoped it would be.

What is prohibiting you from reaching those first-
of-the-year desired goals? A few thoughts to consider:

• Are you, as an owner, attempting to do way too 
much, just to save a few dollars?  This is often a huge 
problem with small business owners – what do they 
say: “Is the business running you or are you running 
the business?” Stop doing as many of the mundane 
tasks you are doing – if you continue to do so, your 
business will no doubt suffer. Your most important 
task is selling your product or service 
– period.

• Do you have systems in place? Here 
is what I mean by this: do you follow a 
standard way of performing a particular 
function of your business or is it a scat-
tered mess? If it is, you are most likely 
spending precious time away from sales 
and it will inevitably affect your bottom 
line – it won’t save you a dime. 

• Networking - How do you approach 

this? If you are a chamber member, for instance, what 
does that membership mean to you? Do you believe 
that just because you are a member and you place the 
clingy membership seal on your window that your 
business is going to see unlimited success? Probably 
not. But if you use it as the excellent opportunity that 
it can be, you‘re more likely to see its benefits. Call 
your chamber today and ask how you can take full ad-
vantage of membership. 

• Finally, and this is one I have to watch, is the good 
work of volunteering. My hand goes up first many 
times. I love to volunteer, but if you don’t pace your-
self with it, you end up not only doing a bad job and 
harming your reputation with the volunteer organiza-
tion, but your business can suffer as well. 

These are just a few things to think of as we head 
into the locker room at halftime of 2013. Hey, at any 

rate, there are six more months to make 
it a great year. Have at it! 

There still is time to 
make 2013 a great one

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

“…as we go back to the locker room 
to debrief, here are some 

questions you might ask yourself 
if the score on your end is not 
what you hoped it would be.”

Visit Us Online:
businessleader.bz

 MOVE AHEAD!
A one-of-a-kind MBA program only in Hendricks County
•	 Among	the	five	percent	nationally	accredited	by	the	AACSB
•	 Balance	your	family,	work,	and	school	time
•	 Two-year	program	offered	in	Plainfield:	10-week	classes	one	
night	a	week,	three	times	a	year

•	 Affordable

Open Houses in your area:
June	24	 6:00	p.m.	 Metropolis,	Plainfield
June	26	 5:00	p.m.	 101	W.	Ohio,	Indianapolis
July	2	 6:00	p.m.	 Avon	(call	812-237-2002	for	location)
July	8	 6:00	p.m.	 Chamber	of	Commerce,	Greenwood
July	10	 6:00	p.m.	 Legacy	Fund	Building,	Carmel
July	16	 6:00	p.m.	 Metropolis,	Plainfield

R.S.V.P.	to	ISU-MBA@mail.indstate.edu	or	call	812-237-2002.

For	further	information,	visit	indstate.edu/promba.

CALL USTODAY For a quote on your next printing job. 
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Gus Pearcy is a contributing columnist to the Southside Business Leader. He may 
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guspearcycommunications.wordpress.com.
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 Indiana: A great place 
for business

Coming from Indiana, we all knew that Indiana 
was a great place to live, work and do business.  But 
recently, we received additional affirmation from 
people outside of our great state. Chief Executive 
magazine conducted its annual “Best & Worst 
States” survey among 500 chief executives and the 
results showed that Indiana was ranked as the best 
place to do business in the Midwest and the fifth 
best state nationwide for conducting business. 

The survey covered a large gamut of factors: 
business tax policies, regulation, workforce qual-
ity and livability factors. According to the results of 
the survey, Indiana was the only Midwestern state 
in the publication’s top five. Among neighboring 
states, Kentucky ranked 29th, Ohio ranked 22nd, 
Michigan ranked 44th and Illinois ranked 48th.

After hearing the results, Gov. Pence weighed in, 
“On the heels of the largest state tax cut in Indiana 
history, this ranking is validation of the work we 
have done since day one to make Indiana the top 
jobs state in the country. With our talented work-
force, solid fiscal house and robust infrastructure, 
the Hoosier State’s job creation efforts are receiv-
ing national attention. Chief executives know that 
Indiana is one of the few states that actually works 
for business.” 

Additionally, Indiana was ranked as the most 
competitive state for business in the Midwest and 
the second best nationwide in Site Selection maga-
zine’s Top 10 Competitive States of 2012. The rank-
ing evaluated states on their ability to attract in-
vestment based mainly on a 10-factor index.

Indiana is a state that is going toe-to-toe with the 
biggest fish in the sea and coming out on top. Indi-
ana is a serious place to conduct business. We have 
shown the nation that we are here and that we can 
and will be in the lead. 

What a great time to be a Hoosier businessper-
son.  As Indiana continues to grow and develop, the 
accolades will only increase. Indiana is full of hard 
working men, women and families – all of whom 
contribute to our states greatness.   

If you have been thinking that this may be the 
time to start a new business, or expand or invest, go 
with your gut.  Indiana is proving that it has what it 
takes for success.

QUOTE OF 
THE MONTH

The best 
mental effort in the 
game of business is 

concentrated  
on the major problem 

of securing the 
consumer’s dollar  
before the other  

fellow gets it.
~ Stuart Chase

American Economist  
& Engineer

As an attempt to get back to her “Little House 
on the Prairie” roots, my wife is making soap. 
To spice it up, she infused the resulting 5-gal-
lon bucket with a peppermint extract from the 
kitchen. Because she used a food extract and 
not a floral, it smells like a candy cane. Now, 
during my drowsy shower, I have a strange de-
sire to eat my washcloth.

But I don’t because I have a college degree. 
A bachelor’s degree to be specific in 2005. Just 
smart enough to know not to eat the washcloth, 
but can’t form a dissertation on why.

My path to an education included a 20-year 
hiatus between course offerings. As you might 
imagine, the course offerings and technology 
had changed quite a bit since 1985. I ended up 
mashing a combination of face-to-face cours-
es and online offerings. You will think I’m jok-
ing, but I took my physical education requirement as an online 
course. While it saved me quite a bit of embarrassment, every-
one thought I was pulling their leg. It really happened. 

The online P.E. course depended on the honesty approach. 
Let’s leave it at that. I got an A. That’s all that matters.

All this brings me to my point: We need to re-examine how 
we offer college courses and decide how much we sacrifice by 
offering online versions. I’m not totally being a wet sheepskin; I 
think many of the massive open online course offerings are great 
for returning adults or even students in some situations. Even 
helping out four-year students who want to supplement their 
college schedule by taking a few online courses to see how the 
technology works. However, relying on this method robs our 
students of half of their education.

High school graduates use college as a halfway house between 

the prison of their parents’ home and rules and 
the complete and scary freedom of being a con-
tributing citizen to society (taxpayer).

Learning to take care of yourself is an edu-
cation in and of itself. College offers upper ad-
olescents a chance to get some stair step re-
sponsibilities. It can be very valuable in certain 
cases. Learning to party responsibly is part of 
the package.

A full post-secondary education comes in 
many forms and can even include going to 
school while still living with your parents. Ed-
ucation takes many forms and a single path 
doesn’t fit everyone. But with any new technol-
ogy, we seem to go overboard before settling 
back into moderate behavior. Let’s not sacrifice 
the entire gestalt of college.

College away from home is a big part of the 
experience. It’s a winnowing process, gently whooshing away 
our childhood and preparing us for the next stage of life. College 
throws us in with colleagues studying the same majors. At uni-
versity, we can make contact with mentors who can offer guid-
ance long after we graduate. These are lifelong connections that 
can offer some of our greatest joys.

So far, online courses do not offer that.
Naturally, I’m not telling you what to do, but pointing to hal-

lowed halls as your alumni is much more sentimental than a 
desktop PC. Go, Gigabyte U.!

Gus Pearcy
Columnist

Face-to-face
The way college should be
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By Nicole Davis
When James Coffman purchased 

Eckstein Shoe Store and Repair in 
2011, he knew he was buying into 
a dying art. With fewer than 7,000 
shoe repair stores remaining in the 
U.S. though, James says the busi-
ness is a necessity and his continued 
success within the 90-year-old shop 
proves it. 

 “There are a lot of people that 
need this store to be open and I’m 
proud to be here,” James says.

James says when his dad, a life-
long friend of the former owners, 
heard about the store going out of 
business, he spoke to him about pur-
chasing it. A Beech Grove resident, 
James had been a private investiga-
tor for the last seven years, traveling 
a lot. Looking for a different career 
path where he could be closer to his 
family at home, he decided to pur-
chase the store, where he works with 
his sister, Mary. 

“I was looking for a new job,” 
James says. “I never thought it’d be 
this but I’m glad it was. I had no pre-
vious experience as a shoe repairman, cobbler. 
I’ve learned a lot.”

By the time James stepped in, Shirley Mill-
er had already sold half of the inventory since 
she had not found an interested buyer. Shad-
owing Miller for two months before she left in 
December 2011, James says he had to learn a 
lot, quickly. Miller still comes in regularly and 

answers any questions he may have.
 “The agreement was to purchase the name 

and we were more than happy to,” James says. 
“When something comes along and changes, 
you lose a lot of business that way. If it’s not 
broke don’t fix it. There are a lot of loyal cus-
tomers that only shop here and nowhere else 
because we sell quality products.”

While maintaining the same values of the 
shoe shop, James 
says he has gradu-
ally been adding to 
the business – such 
as bringing in ad-
ditional brands and 
styles. He says one of 
the biggest challeng-
es has been to keep 
each shoe style and 
size in stock, with so 
many different foot 
types. He has also 
added a Web site to 
give the store a virtu-
al presence, though 
they don’t sell the 
shoes online as they 
want each customer 
to have a proper fit-
ting.

“We want to be 
more of a shoe store 
for everybody, and 
not just the older cli-
entele,” James says. 

“We’ve added several lines from running 
shoes to Danner Work Boots. We’re trying to 
continue what was started years ago but add 
more to it.”

James says he takes pride in his work, 
and being able to find a shoe to fit anyone 
that walks in the door. Of everything he has 
learned since he took over, it’s that having a 
quality shoe means more than just style – it’s 
a health issue.

 “Basically if your foot hurts, you will hurt 
all day long, from your feet to your head,” 
James says. “The most enjoyable part is, we get 
a lot of people come in here saying that they 
have a difficult foot to fit. My sister Mary and 
I have not been able to not fit a foot.”

With so many loyal customers that con-
tinue to return to the store, Coffman says he 
learned a lot about customer service in the 
last year and a half. He says the quality speaks 
for itself, and though customers may not re-
turn in six months for a new pair, they will in 
a few years. He says people know where they 
are and are willing to drive – although that 
has become a slight challenge recently. With 
parts of Main Street closed for construction 
through November, customers need to travel 
the back alleyway to find the shop. In prepara-
tion, Coffman has placed signs making it hard 
to miss.

“Beech Grove is going through huge eco-
nomic development,” James says. “There’s po-
tential for more businesses to come, which 
will add to our success. In the long run, busi-
ness will be better than ever.”

Eckstein Shoe Store 
and Repair
620 Main St.

Beech Grove, IN 46107
(317) 786-7086

Ecksteinshoestoreandrepair.com
Business Hours: 

Tuesday-Friday, 9 a.m.-6 p.m.
Saturday, 9 a.m.-4 p.m.

Best advice: In order to keep a 
business successful, there are 
things you have to do every day. 
Success is a long-term goal.

Worst advice: I guess if there was 
any bad advice given to me, I just 
forgot about it.

Best business decision: To 
continue what was started 90 
years ago.

In 5 years: I’d like continue 
offering brands we already carry, 
but to add brands to expand to a 
broader customer base.

Secret to success: Enjoying 
what you do and making each 
and every customer happy to do 
business with you.

How did James do it?

James Coffman with his sister Mary

Photo by Nicole Davis

What sets your business apart…

n Quality Service
n Reasonable Pricing
n Made in USA Products
n  Quick, speedy turnaround on 

repairs
n Small, local family operation

The List James Coffman finds comfort  
close to home with Eckstein  

Shoe Store and Repair.

The
shoe fit

James Coffman repairs a pair of boots in the shop.
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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

The truth behind ‘sequester’
Well, today, let us take a look 

at the great “Sequester Bill” and 
its impact on the life of the av-
erage American and to an ex-
tent the average business per-
son. I have been a world famous 
columnist in my mother’s mind 
for about one year at this time, 
so I cannot write with a real 
sense of history. However, sev-
eral months ago in the Business 
Leader, I wrote what a sham the 
Sequester fear was. Big govern-
ment members of Washington 
would have us believe that this 
minimal 2% of retarded growth 
in the form of a bill that be-
came known as the Sequester 
would be the ruin of the Republic. Well, as 
events would have it, Sequester became the 
law of the land. As such, recall the President 
went on tour telling us that life as we knew it 
was over. Then he set about to prove it!

Column space will not allow me to do a 
“deep dive” into the subject, but let me just 
tell of one businessperson’s experience in the 
matter: mine! As I mentioned several months 
ago in my article on the Sequester, my family 
businesses could roll our budget back 2 per-
cent, and as a matter of fact, has from time to 
time, and not a single customer was the wiser! 

Not a single employee was the 
wiser! Anyone reading this ar-
ticle who has say 100 employ-
ees and a few million dollar an-
nual budget has probably done 
similar things and had simi-
lar results. In fact, as business 
people, we have probably never 
“messed” with a 2 percent bud-
get cut during a recession. If we 
were in a recession, we went for 
5-10% cuts!

So, I was on a business trip 
in Orlando and was return-
ing back to Indy. I always allow 
enough time to get to the air-
port and realize that Orlando 
security can be especially try-

ing. This particular night was mayhem. Be-
fore I left on my trip (the previous morning) I 
asked the Indy based gate people how the air-
port gate security lines were around the coun-
try. In fact, the morning TV monitors were 
talking about the same thing. You see, we as a 
nation, were now under “Sequester.” The Pres-
ident indicated that we would be operating 
under a deteriorated quality of life. As a small 
government person, he was going to full well 
make this traveling small business person “pay 
for it” with the entire wrath of the Presiden-
cy. As my Indy departure was very early in the 

morning, my experience was normal. Mean-
while, back in Orlando, I had missed my flight. 
In years of flying, I could count missed flights 
on one hand, most were my fault from say, 
traffic tie ups en route to the airport in large 
strange cities. Well, the President got his wish. 
If he wanted us “small government” devotees 
to “pay,” pay we did. So did everyone else! 

That particular night, the terminal that I 
was in was “gummed” up as everyone was se-
lecting alternated flights to get home. Thou-
sands of man hours were spent by airline staff 
working overtime rerouting customers. Both 

customers and agents were beside themselves. 
The cost in lost man hours was incalculable. 
I landed in a different airport from Indy and 
rented a car and drove. At 1:00 a.m., my wife 
picked me up on the side of the interstate just 
outside of Indianapolis. This is just one story. 
I am complaining as a business person. As this 
story takes place in Orlando, half of the stories 
concern families with young children crying 
not dealing well with the confusion. Their fun 
Disney experience was marred by the mem-
ory of not being able to get home, or by hav-

ing to take an 11:00 flight home with kids, and 
walking into their house at 2 a.m. and having 
to sleep the next day away, and arriving home 
without their luggage. It was on the original 
flight and sitting at the Indy airport. Do not 
think for a moment that your President did 
not manufacturer this mess on purpose! This 
is the same President who closes Disney down 
when his kids want to go to the park, and no, I 
won’t even go into the cost.

You know the rest of the story. They found 
the cash for the White House tours, the Eas-
ter Egg Hunt, and oh, yes, the staffing of TSA 
for the airport security. Imagine that. Who is 
going to reimburse the business person for 
lost productivity for those who slept on the 
floor of airports around the country due to 
missed flights? Yes, it happened. As we go to 
print, those on the vanguard of making gov-
ernment smaller, thus the opportunity for a 
lower tax basis for the business person, the so-
called Tea Party is back in the news. Yes, the 
IRS has been accused of being unfair to them, 
not wanting them to have a nonprofit status. 
Yes, Big Government wants to perpetuate it-
self and wants you the small business person 
to pay for it. And the story goes on and on...

“Yes, Big Government wants to 
perpetuate itself and wants you the 
small business person to pay for it.”

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:

• Cash flow projections
• Revenue analysis
• Reconciliation of accounts
• Budget preparation
• Accounting system efficiency
• Financial report preparation

Are you having financial nightmares?

We can help.



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.

“LJC provided me with many practical tools and skills that 
I continue to use regularly in my personal and professional 
life.  I learned that stepping outside your comfort zone can be 
exhilarating (and nauseating) AND that you should attempt to 
appreciate, understand, and respect diverse points of view  
even if they are in direct conflict with your own.  If LJC  
offered a refresher course I would do it all over again!”

Kim Schafstall
Class of 2011

Johnson County Solid Waste 
Management District

What Leadership Johnson County 
has meant to me?
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I will occasionally meet 
with business partners and 
I will ask if they have any-
thing in writing regarding 
their partnership.  Most of 
the time the answer is no, as 
I often hear in response “We 
have a verbal understand-
ing,” or “Oh, we never have 
any disagreements,” or “We 
shook hands on this years 
ago”.   That’s fine … but it’s not 
enough.   Putting things down 
on paper helps to formalize 
and clarify the arrangement 
today to minimize any misun-
derstandings down the road:

• How much has each part-
ner financially contributed to the operation?  

Memories fade over time, so it’s important 
to document the exact amounts for the re-
cords just in case of questions in the future.

• What are each partner’s work responsi-
bilities?

You don’t necessarily need to develop de-
tailed job descriptions, but it should be clear 
who is going to do what, so that you don’t step 
on each other’s “toes.”

• How are day-to-day decisions to be made?
The decision making process should be 

clarified, and in particular, 
the financial “checks and bal-
ances” should be established, 
as it relates to the purchase of 
business assets, or financial 
commitments that obligate all 
partners.

• How will profits be 
shared?  

This may seem simple, 
but it can get complicated 
quickly when you have pas-
sive partners, as one partner 
may feel that they have put 
in more time than the other, 
and therefore deserves a big-
ger share.  

A good written partnership 
agreement also forces you to talk through and 
come to some decisions on how you would 
handle certain situations in the future: 

• What happens if you can’t agree—how 
will disputes be resolved?  

Yes, these arguments can be settled by a 
coin flip or an arm wrestling match, but it is 
better to specify a specific procedure, such as 
the use of a mutually agreed third party me-
diator, if faced with such a situation.

• What happens if a partner dies or be-
comes disabled?  

If the unexpected happens, you may not 
necessarily want his spouse or other family 
member as your new business partner.  

• What happens if a partner decides to leave 
the partnership?  

People get mad sometimes and move on to 
explore other opportunities.  Most everyone 
decides to retire at some point.  The business 
may not be able to afford to immediately pay 
out that partner’s share all at once when he/
she leaves.

• What happens if the business is sold?  
There needs to be some agreement on how 

the business will be valued, perhaps by an in-
dependent business appraiser, and how the 
profits will be shared when that time comes.  

Yes, this will mean spending some time 
and money with a competent attorney, but 
your peace of mind will be worth the expense.   
Partnerships can be complex, and you will 
sleep better at night knowing that you have 
talked through these issues in advance, and 
that a sound written agreement is in place. 

A handshake is good…
A business partnership agreement is better

Larry White
Guest Columnist

Larry White is a business advisor with the Central Indiana 
Small Business Development Center (SBDC). He can be 
reached by e-mail at lwhite79@ivytech.edu or by phone at 
(317) 921- 4859.

businessleader.bz

GROWING SMALL BUSINESSGrowing Small Business

Making a difference in the lives of patients 
with the work they do every day, two regis-
tered nurses at Franciscan St. Francis Health 
have been recognized by patients for extraor-
dinary caregiving.

Registered nurses, Dolores Grah and Shannon 
Bruce have been named the March 2013 re-
cipients of the hospital’s DAISY Awards. 

Bruce, a dialysis nurse at the Indianapolis cam-
pus, was nominated for the special things she 
does for her patients.

Grah, a critical care unit nurse at the Indianap-
olis campus, was nominated by a co-worker 
who felt she went above and beyond with a 
patient’s care. Dolores helped a patient in 
need outside her usual nursing duties.

The DAISY Award for Extraordinary Nurses is 
a national program that honors the compas-
sionate care and clinical excellence. Francis-
can St. Francis localized the program in 2010 
to recognize its nurses for their achievements.

Franciscan St. Francis 
Health registered nurses 

honored for making a 
difference 

BUSINESSBrief

Big Earl’s
CATERING

• Banquet Specialist
• Weddings
• Graduations

• Reunions
• Anniversaries
• Meetings

Earl Stamatkin, Owner
Cell: (317) 938-0450

Email: stamatkin38@yahoo.com

We Cook Hot ... 
Right on the SPOT!
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The English language con-
tains more than a quarter of a 
million words, and the aver-
age intelligent person knows 
somewhere between 10,000 
and 50,000 of them.

Of course, there’s a differ-
ence between knowing 10,000 
words and knowing what dif-
ferentiates one from anoth-
er, which explains why peo-
ple often choose a word that 
doesn’t say what they mean. 
When it comes to business 
writing, choosing the wrong 
words can dramatically alter 
the meaning of what you de-
velop, or lead the reader to 
believe that you’re not very bright. 

Many words get used in the wrong places, 
but the examples that follow represent some 
of the most common mistakes.

Assure/ensure/insure. Many people use 
these interchangeably, but there are subtle dif-
ferences. “Ensure” means to “make sure,” “as-
sure” is to provide a degree of confidence, and 
“insure” is to prepare for a hazard (usually fi-
nancially).  I assured my partner that I would 
ensure that the new equipment was properly 
insured.

Disinterested/uninterested. You’ll often 

hear someone such as a me-
diator described as an “un-
interested” party in a matter 
that’s under dispute, but that’s 
the wrong word. “Uninterest-
ed” means just what it sounds 
like – you aren’t interested in 
anything about the matter. If 
you’re a neutral party with 
no stake in a decision, then 
you’re a “disinterested” party.

Economic/economical . 
Businesses will talk about 
their “economic” pricing or 
tell you that they’re offering 
an “economic” deal. In real-
ity, they mean “economical,” 
because that word is a syn-

onym for thrifty, frugal, or making careful use 
of resources such as money. Something that 
is “economic” deals with the larger economy.

Flounder/founder. You’ll hear people say 
that failing companies are floundering, but 
that’s usually not quite accurate. Beyond de-
scribing a type of fish, to “flounder” means 
to flop around without any sense of direction 
or purpose. The word that describes a sink-
ing ship or a company that’s on its last legs is 
“foundering,” without the l. The company is 
foundering because its president floundered 
about with important decisions.

Apprise/appraise. When you “apprise” 
someone, you share information; when you 
“appraise” them, you measure their worth or 
performance. I apprised the CEO of the sales 
manager’s performance appraisal. 

Regardless/irregardless. Only one of these 
words is real. “Irregardless” is not a word in 
English. Period. Yes, people use it, but they 
shouldn’t – largely because “regardless” does 
a perfectly good job of saying what it is they’re 
trying to say.

Serve/service. Of all the misused words, 
this pair drives me the craziest. You can ser-
vice a car or a computer, if you’re providing 
maintenance. But as for people and compa-
nies, that’s a different story. Anyone who grew 
up on a farm knows the difference. You bor-
row the neighbor’s bull specifically so it can 
service your cows, with the end result being 
a larger herd. That’s what it means to service 
someone. 

Been using phrases like “we serviced 10,000 
customers last year” or “thanks for the op-
portunity to service you”? See why you might 
want to reconsider? 
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/.

Using the right word in the wrong place

Scott Flood
Columnist

businessleader.bz

Feeling overwhelmed? The war for top talent  
is real, even with high unemployment.

707 South Madison Ave., Suite Q 
Greenwood, IN 46143

(317) 888-5700

expressindysouth.com

find The sharpesT needle

in The sTack.

Franciscan St. Francis Health-Indianapolis has 
been awarded the IBCLC Care Award by The 
International Board of Lactation Consultant 
Examiners (IBCLE) and The International Lac-
tation Consultant Association (ILCA).  

This award recognizes excellence demon-
strated by staffing with IBCLE-certified pro-
fessionals as part of the maternal-child health 
care team and for breastfeeding activities that 
demonstrate promotion, protection and sup-
port of breastfeeding. 

Some of the services include certified lacta-
tion consultants and specialists on staff, a lac-
tation line for parents to call with their ques-
tions and concerns about breastfeeding, 
outpatient consultations by appointment for 
breastfeeding challenges, weekly morning 
and evening breastfeeding support group , 
workplace lactation support, sale and rental 
of Medela hospital-grade breast pumps, and 
support and guidance for mothers who are 
providing breast milk to their babies in Nneo-
natal intensive care unit.

Franciscan St. Francis 
Health lactation services 

and program earns 
national recognition 

BUSINESSBrief

Find us online for our newsletters and blog!
www.SomersetCPAs.com

3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com

We are proud to announce that 
Somerset CPAs has received 
�rst place in the Indiana 
Chamber of Commerce’s list of 
“Best Places to Work” for 
mid-sized companies. 

As we celebrate this achievement, we will continue our mission to be 
the #1 consultant of our business and individual clients.  After more 
than 50 years of commitment to our clients’ success, we remain 
dedicated to helping you achieve and surpass your �nancial goals. 

+ Passionate
about your

Success
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Jerry Sargent, former publisher of the Perry Township Weekly (which became The Southside Times)

“All those efforts were free enterprise – taking the risk and trying  
to make a profit. Small business turns the country. The guy with the doughnut 

shop is just as keen with making a profit as, say, General Motors. We made  
the paper successful and were able to sell at a profit.”        ~ Jerry Sargent

“

“

Jerry Sargent, former publisher of the Perry Township Weekly, and Jerry Cosby, former publisher of The Spotlight, spoke together at a Perry Township / Southport Historical Society meeting on May 28. 
“I think they Southside has been blessed over the years to have two good competing newspapers,” said Barry Browning, historical society member, near the end of the meeting. Discussing their times 
running a newspaper, both men spoke of how they got into the industry and the great meaning community newspapers have to readers.
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By Nicole Davis
Jerry Sargent is a man of many talents - 

from being a publisher for the Perry Town-
ship Weekly, now The Southside Times, to an 
advertising representative, a columnist, a con-
gressional representative, a military officer, 
and hosting a radio show through the Univer-
sity of Indianapolis.

“I got around a lot in those days,” said Sar-
gent. “I was a real, so-called go-getter. I be-
came a Mr. Know-It-All.”

Sargent’s involvement with the Perry Town-
ship Weekly began in the 1950s when he was 
introduced to the owner, Louis Lukenbill. 
He began selling ads for the publication and 
even helped design the former Beech Grove 
office at 301 Main St. in 1968. Sargent pur-
chased the newspaper from Lukenbill in April 
of 1968. He cut the circulation from 40,000 to 
under 30,000 and transformed it into a more 
multifaceted publication. At the same time as 
running the paper, Sargent served as an offi-
cer in the United Army Reserve in the grade 
of Coronels, and said he received a lot of les-
sons for running a business from his experi-

ences there.
“I was an officer in WWII and the Korean 

War,” Sargent said. “The staff training empha-
sized staff action, where you delegate staff 
members, give them a lot of responsibilities 
and hold them strictly accountable. That way 
they grow up or grow out. You need to oper-
ate that way to run a multifaceted company. A 
lot of those people (I employed) grew to run a 
successful industry of their own.”

The newspaper industry was exciting. If 
it wasn’t, Sargent said he wouldn’t have pur-
chased the paper since he already had a job 
with an ad agency in downtown Indianapolis. 
When he published the Perry Weekly, they did 
their own printing, melting down lead in the 
backroom – a time before OSHA regulations. 
He said it stank like lead, but who cared? They 
quit printing and farmed the job out in 1970 
because they wanted to concentrate on selling 
and not so much being a print shop.

 “Getting the paper out Wednesday morn-
ing and seeing the paper hit the streets, it was 
like having 30,000 babies every week,” Sargent 
said. “Putting the paper together on Tues-

day night was a real boo-rah-rah. There was 
cheering and yelling on the ads that were sold.”

Sargent said he remembers staying up late 
Tuesday nights, putting the paper together 
and fixing last-minute mistakes. When the 
papers were delivered to their racks the next 
morning, he said he enjoyed watching people 
buzzing like bees around them. 

“All those efforts were free enterprise – tak-
ing the risk and trying to make a profit,” Sar-
gent said. “Small business turns the country. 
The guy with the doughnut shop is just as 
keen with making a profit as, say, General Mo-
tors. We made the paper successful and were 
able to sell at a profit.”

When he wasn’t selling ads, Sargent would 
write a weekly Indiana history column. He es-
timates that he turned 200-300 of those into 
lectures, which he titled the Hoosier Traveler.

The paper’s motto at the time was “We Cov-
er the Southside Like the Sunrise,” something 
he took seriously. He said people did and 
still do love their community papers for put-
ting out news that larger companies wouldn’t 
– their child’s picture in the paper, when the 

next potluck will be. 
“There were 20 community papers around 

and the Perry Weekly was a leader because we 
were progressive,” Sargent said. “Our biggest 
competition was The Spotlight on S. Merid-
ian. Ten papers banded together and sold ad-
vertising as a ring around the city. Those were 
heady, happy days. We were an influence in 
the city of Beech Grove and Indianapolis. We 
were a big deal.”

Most of those newspapers have dismantled. 
Sargent sold the Perry Weekly to the Mar-
tinsville Times in 1980, but his involvement 
didn’t cease. He continued to work from his 
office and sell ads. Currently retired, residing 
in Franklin, Sargent said he still enjoys reading 
newspapers.

“Papers are still the heart of journalism be-
cause it puts something in place,” Sargent said. 
“Whereas electronic is gone in a millisecond… 
History is not static; it’s constantly moving. If 
you’re going to keep up with the speed of the 
world, to do that journalism is the key.”

HCBL Photos by Nicole Davis

The Southside Times, formerly the Perry Township Weekly, will celebrate 85 years in business this year. In recognition, we caught up 
with former publisher, Jerry Sargent, as he shares of a time when he “Covered the Southside like the Sunrise”

The 
PublisherJerry Sargent, former publisher of the Perry Township Weekly, and Jerry Cosby, former publisher of The Spotlight, spoke together at a Perry Township / Southport Historical Society meeting on May 28. 

“I think they Southside has been blessed over the years to have two good competing newspapers,” said Barry Browning, historical society member, near the end of the meeting. Discussing their times 
running a newspaper, both men spoke of how they got into the industry and the great meaning community newspapers have to readers.

Tribute to a good friend

Jerry Sargent first met Marty McDermott while making a cold call for advertising for 
the Perry Township Weekly. McDermott was the president of Martin’s Fine Furniture. 
McDermott passed away in December 2012. 

The work relationship grew into a very close friendship. Sargent would help 
McDermott produce a television ad at no charge, while McDermott continued to 
advertise with the Perry Weekly.

As Sargent reflects on his friendship, he says some of his favorite times were lunch 
meetings with McDermott at Red Lobster, always wanting the check to be on 
someone else.

 “Marty and I were the closest friends,” Sargent said. “He was a unique individual with a 
wry sense of humor. You find these people like stars that glimmer in the past – Marty 
was one of them.”
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COACH’S CORNERCoach’s Corner

This is not your typical fishing story. 
This is about fishing for a whale and not 

the kind that lives in the sea. A 
whale is the type of client 

who can make a signifi-
cant, positive impact on 

your bottom line. 
There are only 

three strategies 
you need to know 

to get a whale.
1.) You can fish in a 

small pond. This means you 
would be using a direct hit list to search 

them out individually.
2.) You can use a wide net. This is place strategy and 

you look for them where they hang out.
3.) You can use a wide net and at-

tract them to your bait. This is lead 
generation.

Before you cast off, you first need to 
define what a whale is for you. Who, 
specifically, is that type of client who 
will make the significant, positive im-
pact on your business’s bottom line 
and more profit in your pocket?

As you define your whale, think of all the things that type of person/
company would be like. Create a target customer intelligence report, a 
picture of your whale: how she thinks, where she hangs out, who she 

associates with and why, what vocabulary she uses. 
In more formal terms, demographics, psychograph-
ics, emotional background, current state of mind (her 
opinions), etc.

I hear you saying, “You’ve got to be kidding, all this 
work?” My answer is an emphatic, “YES!” If you want 
to catch a whale you cannot just take off in a row boat 
with a jar of tartar sauce and expect one to just jump in 
your boat. It is work. I learned this from Dan Kenne-
dy. Dan is known for his exceptional copywriting. His 
copywriting is so effective that his sales letters consis-
tently attract and land whales for his clients. 

He says the key to writing those successful letters is 
to get in the target customer’s head and see what he 
sees, hear what he hears and feel like he feels. One sim-
ple place to start is with the acronym FORM – Family, 
Occupation, Recreation and Money. 

Remember, too, that whales do not 
want to know how to do what you sell; 
they want to understand it and know 
for certain that you know how to do it. 

Select the strategy that should work 
best for you and your type of business. 
Then, implement it and refine it to get 
you closer to catching your whale. 

Let’s go fishing
The 3 things you need to know to catch a big one!

Jack Klemeyer
Columnist

Jack Klemeyer is the founder and head performance coach of GYB Coaching (www.gybcoaching.
com). Contact him at: Jack@GYBCoaching.com.

“A whale is the type of client 
who can make a significant, positive 

impact on your bottom line.”

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

Thrifty expansion

Compiled by Nicole Davis

When the Vineyard Church in Greenwood 
halted their clothing donations at their Out-
reach House, Rebecca Pardue decided to take 
in the contributions herself; selling the items 
out of her home garage. When it started to 
grow, she moved to 8236 S Madison Avenue 
and opened Humble Impressions, Inc. thrift 
shop in June 2012. 

“I’ve learned to grow to allow the commu-
nity to have more,” Pardue says. “It’s going to 
be a fun store. I just see visions of how it will 
be; it’s just getting it all together.

Others quickly became involved and start-
ed donating their time and the Thrift Shop 
has been enlarged four times now. It is oper-
ated strictly on a voluntary basis and strictly 
from donations from people who just want 
to give back to the community. All proceeds 
are donated to local food 
pantries and to date over 
$21,000 has been given in 
kind donations to several 
area churches.

Now, Humble Impres-
sions, Inc. has their own 
“prayer room” where peo-
ple can receive prayer 
from the volunteers work-

ing there.  They have also opened an emergen-
cy food pantry as another service provided.
What is the most valuable piece  
of advice you’ve been given?

Through it all, God is the one that gave me 
the best advice and he told me to humble my-
self. That’s what got me started. That is what 
has continued to grow.
How have things changed since  
you started?

We’ve grown and expanded with the love 
of all the angels; that’s what I tell everyone 
that comes in with a handful of donations. I 
couldn’t do it without all the love of all the an-
gels coming in and donating. It’s just a big cir-
cle of love. Some days I just want to cry with 
joy. I have never seen so much love in people 
than I have seen here in almost a year. I had 
worked in bars all my life… I had never seen 

kindness like I’ve seen at 
Humble Impressions.
Tell us about your big-
gest challenge and how 
you overcame it:

The challenge was being 
able to move all of that stuff 
and organize it through-
out the building. That’s 

where the volunteers stepped 
in. They came in at the right 
time. I could not have done all 
that by myself. If there’s a task 
to be done, the volunteers are 
in. God sends the volunteers 
at the right time. As we get 
the legal aspects done of be-
coming 501c3, the volunteers 
have helped me meet the big-
gest challenge to allow me to 
move forward.
What do you wish someone 
had told you before you 
started?

There was so much love 
in the world. If I’d of known 
there was this much love in 
the world, I would have start-
ed a long time ago. I never re-
alized how much love people 
had.
What is the hottest new 
trend in your industry?

The hottest new thing is we 
have a 50% off every Sunday 
and 75% off the last Sunday of the month, for 
everything in the store. We are not out to get 

rich, we are out to help the community. We 
have a big sale ever week to allow more dona-
tions to come in.

Volunteers from ages 3 to 83 have come to volunteer at Hum-
ble Impressions, Inc. thrift shop. From left, Rebecca Pardue, 
Kenny Morgan, Carol Kelley, Marissa Hinkle and in front, Se-
bastian Key.

Photo by Nicole Davis

Rebecca Parudue discovers her community’s kindness 
after opening Humble Impressions, Inc.

After a year on the streets of Indianapolis, 
BDGrilling announces they have opened Be-
tween the Bun – Burgers, Dogs and More on 
the Southside in Greenwood. With its own 
line of signature BBQ sauces, seasonings and 
flavorings, Between the Bun offers the city’s 
newest signature hamburgers and hot dogs 
made by hand fresh daily. Between the Bun 
has taken up residence in the old Casa Miguels 
restaurant located at 102 S. Madison Ave.  The 
building had sat vacant for the last four years. 
For more information, call (317) 300-8327 or 
email at info@btbindy.com.

Food truck opens burger 
joint in downtown 

Greenwood

BUSINESSBriefs

Pamela A. Phillips, PsyD, has joined Outpatient 
Behavioral Health Services at Franciscan St. 
Francis Health. She most recently completed 
a post-doctoral fellowship in clinical neuro-
psychology at the Indiana University School 
of Medicine. Phillips previously was affiliated 
with the Emory Center for Rehabilitation Med-
icine and the VA healthcare system. Outpa-
tient Behavioral Health Services is located at 
610 E. Southport Rd., Suite 100, Indianapolis. 
For more information, call (317) 783-8383.

Psychologist establishes 
practice with Outpatient 

Behavioral Health Services 
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Carter, McGovern and Epple honored  
at May Cover Party

The Southside Business Leader (SBL) host-
ed its second Cover Party of 2013 at its Perry 
Township office, 7670 US 31 S. This was the 
first celebration since the publication changed 
its name from the Johnson County Business 
Leader to the SBL in an effort to encompass 
a broader area. The networking night held a 

full house. Business owners previously fea-
tured in the SBL were presented with framed 
copies of their articles, including Lisa Carter 
of Carter’s My Plumber, Mandy McGovern of 
Pinocchio’s Italian Ice Cream and Ron Epple 
of Chicago’s Pizza. 

Photos by Nicole Davis

Lisa Carter is presented a framed copy of the SBL 
which featured her business Carter’s My Plumber,  

by Rick Myers, publisher.

2013 “Faces of Freedom” 
Help us salute and support 
the Greenwood VFW.

VFW Post 5864 is participating in the 
Greenwood Freedom Festival, June 29th at Craig Park
Visit: greenwoodfreedomfestival.com 

Published in the June 15th issue of the Center Grove ICON,  
in the July issue of the Southside Business Leader, and the 

June 20th issue of The Southside Times. 

We are supporting the Greenwood VFW Post 5864 who will be featured in the “Faces of 
Freedom” Special Section. Annually, the 1.9 million members of the VFW and its Auxiliary 
contribute more than 8.6 million hours of volunteerism in the community, including 
participation in Make A Difference Day and National Volunteer Week.

Total Circulation = 31,400
11,600 direct mail (CG ICON) + 2,300 direct mail business to business (SBL)
+ 17,500 (The Southside Times)

Ad Sizes & Rates:

FULL PAGE ...................................... $1700

1/2-PAGE .......................................... $1000

1/4-PAGE .......................................... $550

1/8-PAGE .......................................... $350

SIGNATURE HERO AD  ............... $50

Compiled by Nicole Davis

Mandy McGovern is presented a framed copy  
of the SBL which featured her business Pinocchio’s 

Italian Ice Cream, by Rick Myers, publisher.

Ron Epple is presented a framed copy of the SBL 
which featured his business Chicago’s Pizza.

Deb Walton of Indy Gift Baskets and Christian 
Maslowski of the Greenwood Chamber of Commerce 

attended the SBL Cover Party on May 21.

Mike Heffner of Express Employment Professionals 
and Greg Simons of Simons Bitzer talk about their 

businesses at the SBL Cover Party.

Beth Harriman and Patti Walker spend time talking 
on May 21 at the Southside Business Leader.

Lisa Carter, Mandy McGovern and Ron Epple  
hold their framed copies of the cover article  

that featured their businesses.
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MONEY MATTERSMoney Matters

Jeff Binkley
Columnist

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.

When will Elvis leave the building?
One of the challenges I face 

every month in writing this 
column is the fact that mar-
kets move week to week, day 
to day, and minute to minute, 
yet my editor (whom I really 
appreciate) needs to have my 
column for next month’s is-
sue on or about the 5th of the 
month before. So here I am 
writing this column suppos-
edly full of insightful market 
wisdom and commentary for 
June … on May 7. What this 
means to you, Dear Reader, is 
that in these columns I strive 
to find a deeper, more mean-
ingful TRUTH about in-
vesting to share with you. 
I strive for complete hon-
esty and truthfulness in 
talking about investing. 
Oftentimes helping peo-
ple face brutal truths: 
“You want to retire to the 
south of France? You’re 
55 and saving $100 a 
month? How about the 
south side of Clermont 
instead?” “You want to 
travel the world in retire-

ment and you have $100k in 
your IRA?  How do feel about 
traveling 465?”

But alas, I digress.  
You and I both know that 

many people out there aren’t 
interested in TRUTH (see 
Game of Thrones, Mad Men, 
Breaking Bad, Benghazi, 
Obamacare, etc…); they’re 
interested in opinions, pre-
ferring those that closely 
match their own. This is one 
of the dangers of the Inter-
net. You want to believe a cer-
tain something?  You can find 
plenty to back up your belief 

… especially if you don’t 
look up things that are 
contrary to your think-
ing. You want to find ac-
tual TRUTH? Research 
BOTH sides of the ar-
gument, weigh the data, 
then let logic rather than 
emotion help you decide. 

But what about the 
Markets, Bink? What are 
they gonna do and when? 

TRUTH is that they’re 
gonna continue to fluc-

tuate. Sometimes flucting down, sometimes 
flucting up. 

As for my opinion? 
Do you know what an idiom is? No, I’m not 

talking about members of Congress, that’s 
a different spelling. An idiom is a word or 
phrase that is not taken literally but means 
something else. Like “bought the farm” has 
nothing to do with purchasing real estate or 
“nest egg” has nothing to do with birds.

One well-known idiom came about due to 
the many encores a certain entertainer would 
perform at his concerts. This lead to thou-
sands of concertgoers hanging around until 
someone finally came to the microphone and 
announced, “Elvis has left the building.”  

My market opinion is that Elvis WILL even-
tually leave the building. But I remain very 
unclear as to how many encores “he” has left 
in him. My advice is to enjoy the show while 
it lasts … but have an exit strategy ready for 
when the beer is gone, the lights come up and 
everyone decides it’s time to leave. 

Visit Us Online:
businessleader.bz

SMALL BUSINESS FEATURESmall Business Feature

BUSINESSBrief

Local stylist wins Sports 
Cuts national competition

Five stylists 
from Sports 
Clips were invit-
ed to the Vegas 
strip to show 
off their hair-
cutting skills 
and creativity 
in Sport Clips 
Haircuts’ “The 
Look” competi-
tion. The event 
was held live 
at the hair cut 
franchise’s re-
cent 20th anni-
versary national convention called The Hud-
dle. Judges watched the timed competition 
and reviewed the hair design results after fi-
nalists cut models’ hair at Caesar’s Palace.

Julie Washington of Greenwood was selected 
as “The Look” competition winner. As the win-
ner of the competition, Washington received 
$2,500.  Her hair design will become a part of 
Sport Clips’ training nationwide, and a poster 
representing the style will be placed in stores 
across the country. In addition to the cash, 
Washington also won shears, clippers, feather 
razor and a trophy.

Julie Washington of Greenwood 
with model in national The Look 
competition

Clippings of freedom
Salon Loft opens in Greenwood, offering spaces to small business entrepreneur-types

By Nicole Davis
Working together at another salon, Ash-

ley Wheeler, Adrienne Doyle and Sarah Har-
ris grew to become good friends. Wanting to 
continue working together in a way where 
they could have their own business with more 
freedoms, the trio which all grew up in the 
Greenwood, Center Grove area, said they 
found the perfect fit. Salon Lofts celebrated 
its Greenwood grand opening on May 5.

 “Here it’s like owning your own business 
without all the big building hassle,” Doyle 
says. “We’re busy most of the time so there’s 
no competition. We like to listen to what the 
client wants. We do a good job listening to 
them.”

Salon Lofts was founded in 2003 and is 
based in Ohio. It opened its first Indiana-ar-
ea store in 2012 and with three more to open 
2013, including the Greenwood location. The 
business offers lofts to experienced beauty 
professionals, giving them the ability to oper-
ate their space as they would their own busi-

ness. Each building offers an average of 25 
lofts. Wanting to remain together, instead of 
having three rooms, the three Greenwood 
girls had the walls pulled down that separat-
ed their space and they operate together from 
one larger room.

 “It’s a fun environment; we’re friendly and 
have competitive prices,” Sara Harris says. 
“We’ve all been doing this a lot of years. We 
like to help each other out.”

 Doyle says she likes that prospective clients 
can walk around the building to view the styl-
ists work and choose which one they want. 
They can book an appointment there or on-
line. Once all of the spaces are filled, there will 
be everything from hair and nails to message 
services in the building.

“We’re looking forward to just finding cli-
ents and having fun while we do it,” Wheeler 
says. “I’m excited to see all the stylists once it 
all opens up.”

For more information, visit salonlofts.com

From left, Sarah Harris, Adrienne Doyle and Ashley Wheeler.

Photo by Nicole Davis
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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.expressindysouth.com.

Recently, the question came up in a conversation 
with a client. “You know a lot of people, what do you 
think makes a good leader? We can’t seem to get any-
one to lead around here.” This really got me thinking 
about those who I consider great business leaders. 
Ironically, shortly after that, on the way home from 
the Express International Leadership Conference, 
I read Great Leaders Grow, by Mark Miller and Ken 
Blanchard. (I consider Blanchard the guru of leader-
ship.) 

As I spent time thinking about the book and my 
week, I realized it’s impossible to find a one-size-fits-
all formula for a great leader. And as I thought about 
the people I know, I realized that great leaders produce 
great results. It’s difficult to simply list the must-haves 
for a great leader. Every leader has a different style, but 
it’s the results that really give you the sure signs. Here 
is what I consider the top three signs.

 Always Growing: True leaders know they are far from perfect and 
are always looking for ways to improve. One of the best signs of a good 
leader is a slight spirit of discontent and being able to recognize that 
you are better today than yesterday, but still focused on becoming even 
better. And, growth can’t take a backseat to busyness.

 Sustained Success: If the proof is in the pudding, then a good lead-
er’s team will achieve success again and again. Anyone can hit the mark 

once and even twice, but not many can sustain success 
over time. Think of any great dynasty in sports, the 
team, almost without exception, had a great leader. To 
put things into a business sense, a recent Forbes article 
sums up my thinking here, “The result of good leader-
ship is high morale, good employee retention, and sus-
tainable long-term success.”  

 
Influence on Others: Another quick way to deter-

mine the quality of someone’s leadership is to look at 
his teammates, co-workers, and employees. What is 
the culture of the workplace and team? Are they excit-
ed about what they do? Are they stepping up and tak-
ing on leadership roles of their own? A leader’s power 
doesn’t just rest in his or her ability to do a task well. 
The real power lies in his ability to inspire greatness in 
their team.

 Good leadership is proven through results, not a list 
of characteristics. It would seem that if you really want to gauge the ef-
fectiveness of your own leadership, consider your growth, your team’s 
success, and your teammate’s attitudes. In almost every instance when 
I thought of a great leader, these three elements fit the bill. 

Signs of a great leader
PERSONNEL MATTERSPersonnel Matters

IMCU presenting sponsor 
for Indianapolis Public 

Library summer reading 
program

Indiana Members Credit Union (IMCU) recent-
ly announced it will host a series of free cel-
ebrations, open to the public, to kick off the 
Indianapolis Public Library summer reading 
program, “Read Together, Right Now!” at area 
Indianapolis public library locations.  IMCU is 
the 2013 presenting sponsor for the program.  
During the events, children who register for 
the summer reading program will receive a 
prize and also have the opportunity to have 
their picture taken with Cubbie, the IMCU 
mascot, and Digit, the library’s mascot, and 
enjoy games, activities and snacks. 

IMCU Read Together happenings will take 
place at the following Library locations:

• Indianapolis Public Library Southport 
Branch:2630 East Stop 11 Road, Indianapolis, 
IN 46227. Thursday, May 30, 2013:  2 p.m. to 4 
p.m.

• Indianapolis Public Library Pike Branch: 525 
Zionsville Road, Indianapolis, IN 46268. Satur-
day, June 1, 2013:  10 a.m. to noon

• Indianapolis Public Library Wayne Branch: 
198 S. Girls School Road, Indianapolis, IN 
46231. Saturday, June 1, 2013:  2 p.m. to 4 p.m.

• Indianapolis Public Library Nora Branch: 8625 
Guilford Avenue, Indianapolis, IN 46240. Mon-
day, June 3, 2013:  10 a.m. to noon

• Indianapolis Public Library Lawrence Branch: 
7898 N. Hague Road, Indianapolis, IN 46256. 
Monday, June 3, 2013:  2 p.m. to 4 p.m.

• Indianapolis Public Library Haughville 
Branch: 2121 West Michigan Street, Indianap-
olis, IN 46222. Saturday, June 8, 2013:  10 a.m. 
to noon

• Indianapolis Public Library Warren Branch: 
9701 East 21st Street, Indianapolis, IN 46229.    
Saturday, June 8, 2013:  2 p.m. to 3 p.m.

“Read Together, Right Now!” is a free 8 week 
program open to the public and is offered at 
any Indianapolis Public Library branch, Cen-
tral Library or the Bookmobile, as well as the 
Beech Grove Public Library, June 3-July 27, 
2013.

BUSINESSBrief

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

Erin Smith
Guest Columnist

Erin Smith is co-owner of Spotlight Strategies a print, 
apparel, promo and sign company located in Franklin, IN.  
She may be reached at erin@spotlight-strategies.com.

I was honored to moderate a panel discussion at the 
Excelerate Hendricks County event this past month. 
The panel represented a diverse cross section of in-
dustries including trucking, veterinary, payroll, fabric 
arts and inventory specialist. As each business owner 
shared who he looked to for advice, candidly revealing 
his biggest mistakes and declaring how he would have 
traversed decisions differently, there was a common 
theme that emerged: relationships matter. 

As a small business owner, I realized early on that 
my business growth was positively correlated to the 
relationships I was building in the business commu-
nity. After countless business development classes, 
Chamber of Commerce meetings, networking events 
and sales trainings, nothing grew revenues more than 
the relationship-based referrals I received. I learned 
that while all these activities provided venues to plant 
a seed for a relationship, I had to find the time and 
energy to be committed to cultivating those 
seeds. There were seeds that sprouted, some 
that never saw the light of day and others that 
grew strong and multiplied.  

So, what are you doing today to take care of 
the relationships that matter in your business 
world?  Are you intentional in saying “thank 
you”? Do you go out of your way to show grat-
itude to your current customers?  In today’s 

bustling marketing environment with Facebook, Twit-
ter and LinkedIn your customers and trusted business 
relationships are more accessible than ever.  Are you 
taking advantage of the tools at your fingertips and 
fostering those relationship seeds?  It seems so simple 
and easy and yet, when was the last time you received 
a note in the mail saying “thank you” or a phone call 
from a fellow business owner asking how he/she can 
help grow your business? 

Productive, trusted business relationships build 
confidence, spark innovative thinking and grow entre-
preneurs forward and don’t occur by accident.  The 
women-owned business panel at Excelerate Hen-
dricks County uncovered countless examples of how 
they leveraged relationships to start and build their 
companies. Collectively this panel had these words of 
wisdom: We (business women and men) must intently 
listen to one another, deliberately support each other 

and utilize our collective influence to ele-
vate the playing field making our commu-
nity a better place to live and work.

Relationships matter

“What are you doing  
today to take care of the 

relationships that matter in  
your business world?”

SMALL BUSINESS SPOTLIGHTSmall Business Spotlight
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Sign-A-Rama

Compiled by Nicole Davis

Since Mike Linginfelter Suyeyasu opened 
the Sign-A-Rama at 4911 S. Emerson Ave., 
Indianapolis on March 11, he has constantly 
been active around the city, introducing him-
self and developing relationships. His previ-
ous employment background entailing finan-
cial advising, business analysis for the defense 
industry and general manager of a wholesale 
floral company, Suyeyasu says he has learned 
that growing a business is all about those rela-
tionships. It’s working, he says, as business has 
begun to pick up recently. 

“The last two weeks, I’ve enjoyed hearing 
our printers run,” Suyeyasu says. “That’s the 
sound of our investment paying off.” 

Always wanting to own his own business, 
Suyeyasu said he wanted to gain more expe-
rience first after he graduated from Ball State 
in entrepreneurship and small business with a 
double major in operations management. He 
now feels he has that experience, and says he 
hopes to develop his part of the Sign-A-Rama 
franchise into a dynamic part of the commu-
nity. With a fair amount of competition in the 
area, Suyeyasu says that’s a good thing, as it 
shows the need for the product.

“This was a good geographical area for us 
based on the franchise,” Suyeyasu says. “This 
community has a lot going for it. There seem 
to be a lot of growth.”
Why did you open this 
business?

Actually, this business 
was formed along with my 
mother, Patricia Law, and 
my wife, Lisa Dulcich-Suy-
eyasu.  Between the three 
of us and our years of Busi-
ness, HR, Managerial, Ad-
vertising and Finance ex-
perience, we thought this 

would be a great chance to create a legacy for 
our family. In today’s economy, the two main 
other considerations in starting our Sign-A-
Rama franchise at this time were based on 
favorable rent and current market labor rate 
opportunities.  We are all excited about being 
able to listen to our customers and figure out 
a solution that will best promote their needs.
What did you do to prepare to open your 
business?

I have prepared all my life for the right op-
portunity; starting with my education from 
Ball State University. I graduated in their in-
augural Entrepreneurship and Small Business 
Administration program which is consistently 
rated among the nation’s top curriculum.  My 
family was involved in interviewing of differ-
ent franchise and business opportunities until 
we partnered with Sign-A-Rama. Sign-A-Ra-
ma worked with us in our preparation from 
the start and continues to support our efforts 
in helping us succeed. Their business model 
is a turnkey approach to getting into busi-
ness for yourself, answering any questions 
along the way and providing resources to help 
you meet your personal timeline of opening 
a store.
Who is your ideal customer or client?

Our ideal customer or client is anyone 
needing a method to promote an event, orga-

nization, business or per-
sonally by means of adver-
tising with custom signage. 
Our core business focuses 
on vinyl applications such 
as custom vinyl lettering 
on vehicles, windows or 
anything vinyl will adhere 
to. We also digitally print 
for banners, yard signs, 
window graphics and full 

or partial vehicle wraps. If a customer needs 
to have their existing signage removed and 
replaced, we are capable of providing those 
types of services.   
How do you plan to be successful?

We have successfully partnered with other 
companies in the industry and our commu-
nity. Our relationships have followed us from 
coast-to-coast and have extended into the 
Southside of Indianapolis. We are continuing 
to grow based on cost savings through pre-
negotiated franchise pricing and offering geo-
graphical cost savings to higher cost of living 
areas such as California. In fact, we’ve iden-
tified a need supporting businesses with ma-
jor corporations in the San Francisco Bay area 
and have been selling into that region. 

My wife, Lisa, is currently and has been ac-
tively involved with Tri-Kappa. Her involve-

ment has provided both of us the opportu-
nity to meet a network of influential people 
throughout the state of Indiana. Being in-
dependently owned, we feel our success will 
come from strong relationships in this com-
munity and being involved. As our network or 
friends and relationships continue to grow, we 
feel our success personally and professionally 
will also grow.
What would we be surprised to learn 
about you or your company?

Sign-A-Rama was founded in 1986 and is 
known as “The World’s Largest Full Service 
Sign Company” with over 850 stores world-
wide. “Our commitment to quality and ad-
vancement has solidified our spot as the “#1 
Sign Franchise” for eight consecutive years by 
Entrepreneur magazine.”

Mike Linginfelter Suyeyasu

Photo by Nicole Davis

Mike Linginfelter Suyeyasu focuses on solution-based 
selling at his new Franklin Township shop

BUSINESSBrief

CarDon & Associates breaks  
ground for Aspen Trace

CarDon & Associates, Inc., a provider of senior housing, rehabilitation and 
long term care services, announced the development of Aspen Trace in 
Bargersville. Aspen Trace, CarDon’s newest development project, will be 
located on a 46-acre parcel on the west side of State Road 135 just south of 
Stones Crossing Road. The project will offer a design planned to meet the 
changing lifestyle demands and trends in senior living, including assisted 
living, rehabilitation, long term care and dementia care. The company, which 
closed on the property last fall, will build the campus in several phases. The 
first phase of construction will consist of 104 skilled nursing beds and 36 
assisted living apartments. Future phases will include Independent Living 
apartments and garden homes. For more information about Aspen Trace, 
contact Scott Rigney at (317) 600-2060. From left, Kent Rogers, CFO CarDon; Steve Beck, Geneva Capital; Wayne Massey, Geneva Capital; Dan Moore, Owner, CarDon; 

Crystal Taylor- Baker, Old National Bank; Connie Brewer, COO, CarDon; Stephen Moore, President / CEO, CarDon; Rowana 
Umbarger, President, Town Council, Bargersville; and Scott Rigney, Chief Development Officer, CarDon.
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BUSINESSBriefs

Leadership Johnson County  
announces Community  

and Servant Leader award winners
Leadership Johnson County (LJC) recently 
celebrated the graduation of our 35 member 
class of 2013 at an annual awards dinner 
and celebration. During the evening LJC also 
presented two community leadership awards 
to a person or partner who goes above and 
beyond to help the organization, and to an 
individual who displays servant leadership 
through their work or volunteering. 

Leadership Johnson County announced John 
and Mary Price as our 2013 Community Partner 
Award Winners. Mr. and Mrs. Price have served 
as monetary donors for numerous LJC events, 
including the annual Wine Tasting and the 
Give Back Gals Golf Outing. Additionally the 
couple has opened doors by serving on the 
development committee and helping to tell 
the LJC story since 2002. Mr. Price helped with 
the East West Corridor Community Project in 
2002 and he is a regular speaker at the LJC 
Government Day. For these reasons and many 
more, the LJC Board of Directors would like to 
congratulate and thank John and Mary Price 
for their unwavering support of LJC.

Leadership Johnson County awarded the 2013 
Diane Black Servant Leader Award to Habitat 
for Humanity Executive Director, Lee Ann 
Wilbur. This award is given to an LJC graduate 
who exemplifies servant leadership and is 
currently involved in a community project/
activity or program impacting the citizens 
of Johnson County. Ms. Wilbur exemplifies 
servant leadership through her direction of 
the Johnson County Habitat for Humanity, 
an organization that works to raise funds and 
build homes for families who otherwise could 
not afford them. Ms. Wilbur has been involved 
with numerous other community and civic 
organizations and committees. She is a current 
member of the Leadership Johnson County 
Board of Trustees and also sits on the Board 
of Directors for Johnson County REMC as the 
Secretary/Treasurer. Ms. Wilbur has dedicated 
her career to helping others and LJC is pleased 
to recognize her for her dedication to our 
community through this award. 

Koon attends 2013 investment summit
Janette F. Koon, financial advisor with Waddell 
& Reed attended the 2013 Investment News 
Retirement Income Summit in Chicago, Ill. 
on May 13-14. The conference was attended 
by financial service professionals across the 
country. Koon has been a professional in the 
financial industry for more than 30 years. She 
joined Waddell & Reed in 1993. Her Southside 
office is located in Old Town Greenwood at 

399 N. Madison Ave., 
Greenwood. For more 
information, contact 
Koon at (317) 887-1764.

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

and schedule your ad today! 

Mary and John Price  Lee Ann Wilbur
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COMMERCIALLY SPEAKINGCommercially Speaking

Greenwood’s east side is fi-
nally getting a piece of the 
pie! Once known as home of 
McFarland Dairy Farm, the 
land is producing economic 
growth faster than cows could 
give milk! The expansion of 
St. Francis Health and Hospi-
tal continues to draw medical 
office and retail users to Em-
erson Avenue. The northeast 
side of County Line Road and 
Emerson will soon be a major 
retail corridor. 

Single family building per-
mits jumped 54% in Johnson 
County compared to this time 
last year. The lack of existing 
homes on the market has created a frenzy of 
happy sellers who have waited to finally see an 
uptick in home prices.

Ivy Tech has acquired an ad-
ditional 27 acres at its existing 
Franklin campus located off 
I-65 and State Road 44. Enroll-
ment has tripled at the Frank-
lin location since 2008.

Bargersville welcomes Barx 
Boutique for Pets. The new 
grooming business offers bak-
ery items, photography, and 
accessories for your pets. 
Comcast recently opened a 
new customer service center 
located at 997 E. County Line 
Road. The center is the first 
XFINITY Customer Center in 
Indiana. Stonegate Mortgage 
Company has expanded into 

an additional 1,776 square feet as it grows its 
business at 1499 Windhorst Way.

Kindred Transitional Care and Rehabilita-

tion will construct a 100-bed rehab center at 
8600 Emerson Avenue, about one-half mile 
north of County Line Road. The hospital is set 
to open in 2014.   The Stones Crossing Medi-
cal Pavilion is taking shape at the intersection 
of Stones Crossing Road and State Road 135. 
The collaborative effort between Community 
Health Network and Johnson Memorial Hos-
pital will bring much needed medical offices, 
imaging, labs and state of the art MRI, CT 
scanner, X-ray and other ultrasound services 
to the north west sector of Johnson Coun-
ty. Heartland Community Bank has moved 
to 151 Marlin Drive and State Road 135 into 
their new full-service facility.  

Truly Lovely Cupcakes will open for busi-
ness on June 1 at 399 State Road 135 in White 
River Township.  Greenwood resident Paige 
Truelove will feature a variety of flavors and 
designs to attract cupcake lovers from all sides 
of town. Home Instead, Inc., a home health-

care company providing solutions for senior 
living has open at 633 Library Park Boulevard. 

The overall economy and housing market 
continued to strengthen in the first quarter of 
2013. Johnson County has not made the huge 
strides the north side has seen, but the steadi-
ness of the market appeals to investors, banks 
and people who live here.

Demand is growing

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

Brenda 
Richards

SMALL BUSINESS FEATURESmall Business Feature

Perfect stitches for that perfect day
Melissa Moore’s The Perfect Stitch bridal salon in Wannamaker  

dresses brides to look their wedding day best
By Brian R. Ruckle

“Blue jean baby, L.A. lady, seamstress for 
the band…” 

That first line of Sir Elton John’s 1971 song 
Tiny Dancer fueled the imagination of an In-
dianapolis girl who discovered she had a gift 
for using a needle and thread.

Melissa Moore, now owner of the full ser-
vice bridal salon in Wannamaker, The Perfect 
Stitch, said in addition to John’s music, his 
“glitz and glamour was a big attraction.” She 
had been sewing for several years and had 
made many dresses including wedding gowns 
for her Barbie dolls. 

“When I was 12 I heard Tiny Dancer which 
said she was a ‘seamstress for the band,’ and 
that was what I wanted to be,” said Moore.  

While her passion for sewing led to her 
working for the likes of Diana Ross, Frank 
Sinatra, Anne Murray and John Couger Mel-
lencamp, she found her true calling in help-
ing brides have their perfect wedding day. She 
has been making wedding dresses for 32 years 
since she received her first check for making a 
wedding gown.

“It is not only my livelihood, it is my true 
passion and it means everything to me. This is 
why I didn’t give up,” said Moore. 

Moore and her assistant Tonya York run a 
hands-on bridal salon and not only do they 
sell consignment and new wedding gowns, 
and alter existing dresses, they design their 
own gowns. 

“The dresses are either on consignment, 
which means that a bride either wore them 
once and they are wanting to sell them, or 

more than half of them have 
never been worn. There are 
those weddings that have been 
canceled or the bride fell in love 
with another dress. The oth-
er dresses are ones that we de-
signed. They are one of a kind,” 
said York, who first did an in-
ternship in 2010 at the Perfect 
Stitch while she was a student at 
Ball State. 

“I have learned so much more 
from her than I did at Ball State 
and I am still learning more ev-
ery day,” said York. 

A lifelong Indianapolis resi-
dent, Moore learned how to sew 
from her maternal grandmoth-
er Anna Mae Lawrence, a well-
known professional musician 
in Indiana. Her first wedding gown was for 
a Barbie doll but it wasn’t long before others 
started to recognize her ability.

“My grandmother was the first person to 
put a needle in my hand,” she said. “It was al-
ways a gift. I never have taken any classes for 
it. It just comes completely naturally to me.”

She first started sewing for other people at 
age eight, sewing Barbie doll dresses for her 
mother’s sorority sisters, and she made her 
first wedding gown for money at age 18. Her 
skills also gave her trouble in high school. 

“I flunked home economics because I got 
busted doing everybody else’s stuff because 
nobody could sew like me,” she said. 

After high school she took on a number of 
jobs, including work for a number of salons in 
the Indianapolis area. In 1987 she served as 
on-call wardrobe mistress at the Deer Creek 
Music Center in Noblesville, now the Klipsch 
Music Center. It was there that she met her 
lifelong hero Elton John and she gifted him 
with an outfit that she made from scratch. 

“My timing was not good as that time was 
the beginning of him not wearing those cos-
tumes any more. He did attempt to wear it but 
his producers and partner talked him out of it. 
He did however come out on stage in concert 
and thanked me for it,” she said. 

She opened her first bridal salon in 1993 
in Garfield Park on Shelby Street. She did 

business there for about 15 
years and in 2009 discovered 
the Fansler Building in Wanna-
maker. This 120 year-old-build-
ing had served as an apartment, 
a church, a gas station, a video 
store, a chicken dinner restau-
rant, and a reception hall. It now 
is home to the Perfect Stitch and 
the Wannamaker Flower Shop. 

Amber Robinson is a custom-
er who will marry on June 15.

“I think I found this place 
through God. She basically took 
one dress and made it the way I 
wanted it to be made. She trans-
formed the whole entire dress 
and made it 10 times better than 
the dress I had already bought. 
She has been so helpful,” said 

Robinson. 
In addition to wedding dresses, she does 

prom dresses, evening wear, christening 
gowns, and she is currently putting patch-
es on a vest for a biker friend. Also, she has 
done work for a lot of non traditional and eth-
nic weddings. She has done renaissance wed-
dings, Indian weddings, Buddhist weddings, 
same-sex weddings. 

“My favorite theme wedding was one in 
which the bride was Morticia Adams, the 
groom Herman Munster, the best man Fran-
kenstein, and the bridesmaid the Bride of 
Frankenstein,” said Moore. 

Melissa Moore, owner and seamstress

Photo by Brian Ruckle
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June Chamber of 
Commerce Meetings
Chamber Events

11 – Franklin Township 
Chamber of Commerce 
(Meet While We Eat); 
June 11, 11:30 a.m., 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost is $12 
for lunch and meeting, 
$5 meeting only. For 
more information, contact 
Dee Young, president, at 
ftccmember@aol.com.

11- Greater Greenwood 
Chamber of Commerce 
(June Business Matters 
Luncheon); June 11, 11:30 
a.m. – 1 p.m., Hilton Garden 
Inn Greenwood, 5255 
Noggle Way, Indianapolis. 
For more information, call 
the chamber at (317) 
888-4856 or e-mail info@
greenwood-chamber.com.

20 - Greater Greenwood 
Chamber of Commerce 
(Business After Hours); 
June 20, 5 – 7 p.m., 
Southern Bowl, 1010 US 
31 S., Greenwood. This 
is an over 21 event. For 
more information, call the 
chamber at (317) 888-4856 
or e-mail info@greenwood-
chamber.com.

26 - Greater Greenwood 
Chamber of Commerce 
(June Membership 101); 
June 26, 9 – 10:30 a.m., 
Greater Greenwood 
Chamber of Commerce, 
65 Airport Pkwy., Suite 
140, Greenwood. For 
more information, call the 
chamber at (317) 888-4856 
or e-mail info@greenwood-
chamber.com.

27 - Greater Greenwood 
Chamber of Commerce 
(On the RISE Young 
Professional Event); June 
27, 5:30 – 10 p.m., the 
Indianapolis Indians, 501 W. 
Maryland St., Indianapolis. 
Cost is $30 a person. For 
more information, call the 
chamber at (317) 888-4856 
or e-mail info@greenwood-
chamber.com.

Greater Greenwood 
Chamber of Commerce 
new members

Bright Hope Dog Training 
& Daycare, LLC
Kelli Stropes
4158 N. State Rd. 135
Franklin, IN 46143
(317) 908-2063

Edward Jones Investments
Bryan Denbo
2020 S. State Rd. 135
Greenwood, IN 46143
(317) 535-5088

Essence of Time
Faye M. Robinson
1178 N. Main St.
Franklin, IN 46131
(317) 999-8134

Golden Post Kennel
Vicki Palmore
4158 N. State Rd. 135
Franklin, IN 46131
(317) 422-8567

Greenwood Vision 
Development Center
Erin Buck
1701 Library Blvd., Ste. I
Greenwood, IN 46142
(317) 300-1460

Human Healthy Vending
Eduardo Sol
1066 Springwater Dr.
Greenwood, IN 46143

Schlegel Greenhouse
Paul Schlegel
705 Sprague Rd.
Indianapolis, IN 46217
(317) 784-6038

Walt’s Barber Shop
Elizabeth Bravard
105 S. Madison Ave.
Greenwood, IN 46142
(317) 888-9258

Franklin Township 
Chamber of Commerce 
New Members

The UPS Store
Karen Wilson

Emerson House
Paul Brakke

Envy Salon
Nicole Manuel

Community Member
Leah Butler

Community Member
Gurleen Singh

Sales Leads
Newly Incorporated 
through May 10, 2013

2 CB Designs
Paula I Wells
2713 Branigin Creek  Blvd.
Franklin, IN 46131

Anna’s Style Boutique
Annamaria Doddridge
100 W. Broadway, Suite 100
P.O. Box 29096
Glendale, CA 91209

Blue Max Trim & Interior
Cody Hudson, Larry Hudson
5050 Whiteland Rd.
Greenwood, IN 46143

Breakaway Dance 
Company
Anna Reynolds
823 Cypress South
Greenwood, IN 46143

Cardinal Inspection 
Services
Jeffery Dickey
7333 W. Travis Rd.
Greenwood, IN 46143

Crystal Clear Photography
Crystal D. Hinkle
372 W Harriman Ave.
Bargersville, IN 46106

David Smith DBA
David Smith
409 Orchard Lane
Greenwood, IN 46142

Divine Designs Florals
Karen Tracy
637 Covered Bridge Rd.
Greenwood, IN 46142

Heaven Bound HCA
Kelley M. Peters
1264 Pamela Ct.
Franklin, IN 46131

HD Motivated Construction 
Services, Rick Coy
79 Westridge Place
Greenwood, IN 46142

IND Staffing Solutions
Robert Rudolf
1133 Burning Bush Dr.
Greenwood, IN 46143

IT Consulting
Brandon Hallman
2460 Woodsway Dr.
Greenwood, IN 46143

JNEL Enterprises
Joyce Nelson
2589 Grand Fir Dr.
Greenwood, IN 46143

Liberty Firearms
Jason Meador
60 14th St.
Franklin, IN 46131

Lough Realty
Mike Lough
532 Scotch Pine Dr.
Greenwood, IN 46131

Milena Cleaning
Milena Petrova
919 Kings Mill Rd., Apt. 236
Greenwood, IN 46142

Press Control Systems
Douglas Wright
18645 Crooked Lane
Greenwood, IN 46143

Prestige Pavers
Linda Westein
3099 Macintosh Dr.
Bargersville IN 46106

Robin Trucking
Bhupinder Singh
440 Legacy Blvd.
Greenwood, IN 46143

Root’n Toot’n Drain 
Cleaning Services
David Bensheimer
1402 E. 300 S.
Franklin, IN 46131

S&D Construction
Thomas Robinson
4178 Willowwind Dr.
Greenwood, IN 46142

TK Solutions
Tammy Forte
948 Bentgrass Dr.
Greenwood, IN 46143

Total Quality Roofing
Daniel Morgan
7206 E. 100 N.
Franklin, IN 46131

TR Outdoor Designs
William Ray
2988 E. 150 St.
Franklin, IN 46131

White River Pageant 
Productions
Carrie Owens
504 Covered Bridge Rd.
Greenwood, IN 46142

Whit-Kerr Inovations
Lex Whitcomb Sr.
4260 E. 500 S.
Franklin, IN 46131

Wiley Hydrographics
Adam Wiley, Brooke Wiley
3670 S. 700 E.
Franklin, IN 46131

SBA Guaranteed Loans

Boone County

Triangle Asphalt  
Paving Corp 
Sam Ralston Rd. 
Lebanon, IN 46052
$100,000
The Farmers Bank, Frankfort 

Hamilton County

Avon Central Tire & 
Service, Inc.
7285 E. 116th St.
Fishers, IN 46038
$675,200
Wells Fargo Bank 

CSI Signs
555 Park 32 West Dr.
Noblesville, IN 46062
$160,000
First Merchants Bank 

Direct Enterprises, Inc.
16545 Southpark Dr.
Westfield, IN 46074
$806,000 
Premier Capital Corporation

Discount Nutrition  
Plus, Inc.
12372 Ostara Ct.
Fishers, IN 46038
$25,000
The Huntington  
National Bank 

Equiteam, LLC
1016 3rd Ave. SW
Carmel, IN 46082
$200,000
First Merchants Bank 

Green Vista  
Landscaping, Inc. 
23090 S.R. 37 North 
Noblesville, IN 46060
$100,000
The Huntington  
National Bank 

Lawrence D. McKinzie, III 
7458 E. 116th St.
Fishers, IN 46038
$1,075,000
Evolve Bank & Trust

R & J Management 
Group Inc. 
1917 Melody Lane
Greenfield, IN 46140
$275,600
KeyBank

R.S. Tatum, LLC
16250 Oak Rd.
Westfield, IN 46074
$40,000
The Huntington  
National Bank 

Theatrical Rentals, LLC
10019 Brooks Edge Circle
Fishers, IN 46040
$25,000 
The Huntington  
National Bank 

Joseph D. Wheatley
18 N. State St., Suite A
Greenfield , IN 46140
$62,400
Chase Bank

Hendricks County

After Joes, LLC
8100 E. U.S. Hwy. 36, Ste. 8
Avon, IN 46123
$50,000
The Huntington National 
Bank 

J.D.V. Construction, Inc.
6685 Royal Lane
Avon, IN 46123
$25,000
The Huntington National 
Bank 

Quantum General 
Contractors, Inc.
1300 E. U.S. Hwy. 136
Pittsboro, IN 46167
$200,000
Chase Bank

Johnson County

Binder Trucking, Inc.
1682 Turning Leaf Dr.
Franklin, IN 46131
$25,000
The Huntington National 
Bank 

Instyle Hair Salon, LLC
5330 Red Hawk Lane
Greenwood, IN 46142
$25,000
The Huntington  
National Bank 

Wright’s Gymnastics 
Academy, Inc.
332 N. Bluff Road
Greenwood, IN 46142
$57,900
Chase Bank

Marion County

Alliance Environmental 
Group I
5340 Commerce Circle
Indianapolis, IN 46237
$25,000
$100,000
The Huntington  
National Bank 

AP Sign Group, LLC
1160 W. 16th St.
Indianapolis, IN 46202
$120,000
The Huntington  
National Bank 

Mark W Applegate dba 
Mark W Applegate
230 E. Ohio St., Suite 1
Indianapolis, IN 46204
$20,000
The Huntington  
National Bank 

Axon Health  
Associates, LLC 
10585 N. Meridian St., 
Suite 2
Indianapolis, IN 46290
$50,000
The Huntington  
National Bank 

Classic Stone, LLC
1101 S. Emerson Ave.
Indianapolis, IN 46203
$320,800
Chase Bank

Construct Solutions, Inc.
5421 W. 84th St.
Indianapolis, IN 46268
$220,000
$250,000
KeyBank

Dalton Clark Group, Inc.
1775 Expo Lane
Indianapolis, IN 46214
$75,000
BMO Harris Bank

Fastrack Mechanical, LLC
5811 W. 73rd St.
Indianapolis, IN 46278
$100,000
The Huntington National 
Bank 

Hanafee & Jones, Inc.
7400 N. Shadeland Ave., 
Suite 250
Indianapolis, IN 46250
$25,000
Wells Fargo Bank 

The Laundry  
Connection of Indiana, Inc.
2653 Tobey Dr.
Indianapolis, IN 46219
$250,000
Indiana Business Bank

Patachou, Inc.
115 E. 49th St.
Indianapolis, IN 46205
$1,501,000
Indiana Statewide  
Cert. Dev. Corp.

PENN-PRO Services, Inc.
7098 N. Shadeland Ave., 
Suite G
Indianapolis, IN 46220
$40,000
The Huntington  
National Bank 

Shoefly Pub, Inc.
122 E. 22nd St.
Indianapolis, IN 46205
$80,000
$20,000
The Huntington  
National Bank 

Sobro Froyo, Inc.
5412 College Ave.
Indianapolis, IN 46220
$152,700
The Huntington  
National Bank 

Solid Surfaces  
of Indiana, LLC
221 S. Franklin Road,  
Suite 750
Indianapolis, IN 46219
$100,000
The Huntington National 
Bank 

Sunny Ventures Ltd.
6265 Carrolton Ave.
Indianapolis, IN 46220
$165,000
Chase Bank

TFWellness, Inc.
2505 N. Delaware St.
Indianapolis, IN 46205
$40,000
STAR Financial Bank

Westside Gymnastics, Inc.
2478 N. Raceway Rd.
Indianapolis, IN 46234
$50,000
The Huntington National 
Bank

Yasser Elkhatib  
dba Food Stop
3432 E. 10th St.
Indianapolis, IN 46201
$25,000
The Huntington  
National Bank 

Morgan County

Caliber Construction 
Company, LLC
10775 N. Bethel Road
Mooresville, IN 46158
$25,000
The Huntington  
National Bank 

Dorothy Maryan dba 
Dorothy Maryan
6786 E. Woodland Ct.
Mooresville, IN 46158
$10,000
The Huntington  
National Bank

Ferrill-Fisher, Inc.
3301 Hancel Circle
Mooresville, IN 46158
$792,000
Premier Capital Corporation

PLANNER OF NOTEPlanner of Note

To the editor,

Little Mexico III, located at 997 E. 
County Line Rd., announces that as of 
April 2013 the restaurant is now under 
new ownership.

Little Mexico III Mexican restaurant 
has been in the Greenwood community 
for 15 years, and because of the outstand-
ing support Little Mexico III has received, 
they have been able to give back to the 
community in so many ways and have be-
come part of so many families as they’ve 
watched them grow throughout the years.  

When founders Ignacio and Irma Bra-
vo moved to Crawfordsville Indiana from 
Chicago, Ill. 21 years ago they would have 
never dreamed that one day they would be 
owners of the first Mexican restaurant in 
Crawfordsville and would go on to open 
numerous Little Mexico’s in Indiana.  

It has always been their mission and #1 
priority to offer the finest Mexican Cuisine 
and the most pleasurable dining experi-
ence to communities such as Crawfords-
ville, Lafayette and Greenwood Indiana.  

For personal reasons, the Bravos have 
chosen to scale back to one location, Lit-
tle Mexico 1 in Crawfordsville. The family 
promises to continue to focus on deliver-
ing the same quality food and festive atmo-
sphere in the Crawfordsville location that 
was originally envisioned 20 years ago.

Ignacio & Irma Bravo will definitely 
miss all the friendships they have in the 
Greenwood community and wish to Per-
sonally Invite you to Join them at the Orig-
inal Little Mexico located at 211 E. Main 
St. Crawfordsville, IN.

Again they would like to thank you for 
your business and tremendous support 
throughout the years and are honored to 
have been able to serve you! 

Ignacio Sr, Ignacio Jr. 
and Irma Bravo

Greenwood’s Little 
Mexico III under 
new ownership
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Specializing in Group Employee  
Benefits for Over 20 Years

Lori S. Howe
Plainfield, In 46168
Office: (317) 745-7341
Email: Lori@LSHowe.com | www.LSHowe.com

• Health Savings Accounts

• Short Term Medical Coverage  

• COBRA Consultations

•  “Affordable Care Act” 

Consultations

We strive to get  
your business  

the best rate possible…  
call us today!

In addition, we offer the following:


