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The Greenwood Cham-
ber of Commerce held its 
Legislation Matters Recep-
tion on July 25. Hosted by the 
Greenwood Fire Department 
Headquarters (Station 91) 
and presented by AT&T and 
Community Health Network, 
it afforded a great way to net-
work and have access to those 
government officials, both 
elected and appointed who 
influence business outcomes.  

 The panel included Green-
wood Mayor Mark Myers; 
Kevin Hoover, president of 
the Greenwood Board of Pub-
lic works and Safety; David 
Hopper, Greenwood Common Council Presi-
dent; Pastor John Stelljes, president of Green-
wood’s Economic Development Commission; 
and Mike Tapp, president of Greenwood’s Re-
development Commission. For starters, an-
other great program for the chamber – also 
our hats or off to those willing to participate  
on the panel. For roughly 45 minutes, Tony 
Lennen, CEO of Community South, field-
ed questions from those in attendance. The 
bottom line is that Greenwood, under My-

ers’ direction , seems to be as 
pro business as ever. Asked 
about regulation, Hopper 
stated, “Keep regulations to 
a minimum.” We couldn’t 
agree more. Also, when asked 
about the sign ordinance, 
Hopper said it could be re-
duced to two pages.  While 
we’re not advocating rubber-
stamping from the common 
council – it looks like the 
mayor and the council are on 
the same page – nothing but 
great news for Greenwood 
business.  

Pay It Forward 
Johnson County winners
Got to sit in on the Pay it Forward Johnson 

County drawing on July 25, whereby five John-
son County nonprofit organizations were se-
lected to receive proceeds from the Pay It For-
ward Johnson County golf event which will 
be held Sept. 12 at The Legends Golf Club, 
Franklin. 

We’re told that a record number, 30, ap-
plied for the drawing. Five were picked during 
the party, and another will be selected during 
the outing in September. Those selected were: 
Tara Treatment Center; Youth Connections; 
Abuse Counseling and Education, Inc.; Chris-
tian Help, Inc.; and Johnson County Purdue 
Extension Office. To qualify, benefiting char-
ity organizations had to address education; 
emergency programs; healthcare services; fe-
male related programs for all ages; and basic 
human needs, including housing, food and 
jobs.

The funds raised are directed to the Johnson 
County Community Foundation as a donation 
to the Pay It Forward Johnson County Fund. 
If you have any interest in the golf outing on 
Sept. 12 – and we’re told it is a great outing – 
foursomes and individual golfers may sign up 
on the event’s Web site www.payitforwardjc.
com or contact Erin Smith at info@payitfor-
wardjc.com or (317) 738.3434.

Under current governmental leadership
Greenwood seems as pro business as ever

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

BUSINESSBrief

OCV selected for National 
Healthy Worksite Program

Centers for Disease Control and Prevention 
(CDC) officials has selected One Click Ventures 
(OCV) of Greenwood as one of 13 employers 
in the state and 104 from around the country 
to participate in the National Healthy Worksite 
Program. 

The program connects the CDC to small and 
mid-sized employers to help reduce chronic 
disease and build a healthier, more productive 
U.S. workforce. Employers voluntarily applied 
for the program and were chosen by the CDC 
based on interest and industry diversity. Terra 
Hamilton, OCV’s Talent and Culture Manager, 
oversaw OCV’s application process for the 
program, which included phone interviews, 
an on-site tour of OCV’s facilities and in-
person wellness meetings.

OCV will work with experts from Viridian 
Health Management to implement disease 
prevention and wellness strategies during a 
12-month period. 

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

707 South Madison Ave., Suite Q 
Greenwood, IN 46143
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Be on your toes
A small girl would frequently ride her bike to the 

local mom and pop gas station on blistery sum-
mer afternoons to buy candy. She never had much 
money, usually a nickel or dime with the occasion-
al coveted quarter. Back then, in her idyllic, May-
berry style small town, she could purchase penny 
candy. For youngsters, quality didn’t matter… sugar 
was sugar.

 As Kara began making more and more trips to 
purchase her sugar rush, she started to notice a 
trend with sales tax. If she had a nickel, she didn’t 
have to pay any tax; however, if she had a dime, she 
was charged one cent extra. She started to pon-
der this. She went back several times buying candy 
in various amounts from six to nine cents to see 
where this one-cent rip off began. Eventually, she 
discovered it was at 10 cents.

So the next time she went to gas station, she 
asked for two separate transactions. The first was 
for nine pieces of candy, while the second transac-
tion was for one piece (you see, she only had a dime 
this time). The old, narrow-minded owner of the 
joint wouldn’t allow her to do both transactions. 
She attempted to explain her line of thought to the 
owner: “I only have a dime, so I can only get nine 
pieces of candy. But, if you let me do two separate 
charges, then I can get my full 10 pieces because I 
won’t have to pay any tax.”

Boy, did he not like that idea. A seven-year-old 
girl was challenging him. He wouldn’t go for it. De-
jected, Kara left the gas station with nine pieces of 
candy and penny (which would be used on a subse-
quent trip), yearning for that tenth piece of sugary 
goodness.  

What lessons can be learned from this anecdote? 
There are actually several.  

First, for the small business owner… are you like 
the gas station owner? Unwilling to listen to ideas 
of those around because you dismiss them as not 
qualified to have such intellectual thoughts? Are 
you rigid and set in your ways?

Second, for the customer… do you just back 
down and not stand up for what you know and be-
lieve as good business? Do you allow yourself to 
knowingly be taken advantage of?

Whether you are the bullheaded gas station own-
er or the naïve, young customer, you have a lot to 
learn. Always be on your toes. Expect good busi-
ness.

Since 2006, I have been writing a column for 
the Business Leader and I’m exhausted! Not 
only am I exhausted physically, but I have ex-
hausted all the subjects of interest in the world.

I have nothing left to say.
It’s a refreshing attitude, isn’t it? Wouldn’t you 

like to hear more people say, “I have no opinion 
either way?” I used to take a dim view of such 
words. It sounded uninformed and ignorant. 
But the more I think about it, the more I like the 
idea of people shutting up.

To fill the expanded time, news networks are 
cramming a bunch of stuff of no consequence 
into every live shot. Who decided to add the el-
ement of danger to every weather break? Why 
do we have to see a guy drown in wind and su-
nami-type drenching in order to conceive that 
the coast is about to get pummeled by bad stuff?

Worst of all are the political pundits. 
The McLaughlin Report is a 

panel show of nothing but po-
litical analysis. Partisan pun-
dits gather to chat about the 
issues of the day and usually 
make some predictions about 
the outcomes. A study of those 
predictions over a four year pe-
riod by statistician Nate Silver 
shows that these clowns had a 
success rate of only 50 percent. 
This means that you could have as good of forecasting abilities as 
the so-called experts by just flipping a coin.

According to IBM, 90 percent of the data in the world was 
created within the last five years. There is so much minutiae that 
it is becoming necessary for all of us to understand some of the 

theories of statistics.
It has even been suggested that schools sub-

stitute statistics for calculus or trigonometry. It 
seems to make sense since there are so many 
polls inundating us with impressions that many 
times are not significant. Numbers are not sexy 
and do not fulfill our human desire for narra-
tive; but knowing the basics of data collection, 
understanding sample size, limitations of fore-
casting, and understanding concepts like cor-
relations vs. causation are critical to today’s way 
of life.

The real tragedy from all this “infotainment” 
is mind control. No one thinks much for them-
selves anymore. It’s all spoon fed to them by 
these gripe-ridden programs that are some-
times so unbelievable in their logic that it is 
funny. We need to start thinking for ourselves. 

I’d like to see us shut down our televisions for a full month just 
to see how people view an is-
sue without help from Rush 
Limbaugh or Rachel Maddow. 
Get off your keister and allow 
some blood to flow and come 
up with your own opinion on 
a subject. Try to be informed 
by a nonpartisan news organi-
zation (good luck finding that) 
and make up your own mind! 
You might even discover that 

you have no emotion either way.
Aside from that, I really have nothing to say this month.

Gus Pearcy
Columnist

Nothing left to say

QUOTE OF 
THE MONTH

Once you free 
yourself from the 
need for perfect 
acceptance, it’s a 

lot easier to launch 
work that matters.

~ Seth Godin, American 
Entrepreneur

“I used to take a dim view of such 
words. It sounded uninformed 

and ignorant. But the more I think 
about it, the more I like the idea  

of people shutting up.”
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 By Nicole Davis
The last two years have been a 

learning process for Greenwood 
Mayor Mark Myers; encountering 
new facets of government, meeting 
new people, determining how to use 
various incentives to bring new busi-
ness to the city and how to trim the 
city’s budget. Myers says seeing how 
well the city performs has been an 
incredible experience, one that he 
hopes to continue as he works to im-
prove his hometown by actively seek-
ing out new businesses.

 “The majority of my job now is 
business development,” Myers says. 
“I like to work hard to meet the busi-
ness owners, to make sure they get 
what they need from the city. As we 
have new businesses moving, grow-
ing, even coming for tax abatement, 
you want to maintain a good, positive 
working relationship.”

Myers says the project that he 
looks most forward to is the I-65 in-
terchange at Worthsville Road. With 
the city paying for half the price, up 
to $11 million, the project has been 
pushed up from its set date of 2025 
to 2014. The city is currently in the 
process of annexing 1,800 acres of 
unincorporated area, so it can benefit 
from the money it will spend to build 
the interchange there. The annexa-
tion should be finalized in the spring 
of 2014 at the earliest. 

“What makes a good business is a 
good solid company that wants to move to the 
Midwest,” Myers says. “You want good pay-
ing jobs, stability, something that nobody else 
has, or nobody has around here and if it’s an 
industrial company, it’s something that needs 
transportation and we are at the crossroads 
of America here… By opening up this inter-
change you can get people from the North, 
South, East and West. It’s been in the works 
for 30 plus years and we’ll finally see that in 
fruition. It will be an East, West connector 
road that we wanted since I was a kid.”

In an effort to maintain businesses in 
Greenwood, Myers says it’s been important 
for him to visit with business owners, big and 
small, to ensure that the city is meeting their 
needs and what he can do to keep them there. 
At the same time, he said a focus point has 
been bringing strong new businesses in who 
will employ the city’s residents.  

With 700 Japanese firms in Indiana, 17 of 
those in Johnson County, Myers says there is a 
need for more of those types of companies in 
Greenwood. They are long-lasting businesses 
that employ residents. He is planning a visit to 

their headquarters in Japan, to speak with the 
leaders there and to reach out to other firms 
to encourage them to grow their companies 
locally.

 “You want to reach out to those business 
communities and let them know you’re here,” 
Myers says. “Don’t wait for them to come to 
you. It’s me going to them, making that phone 
call, letting companies know Greenwood is 
here, we are a place on the map, we are busi-
ness friendly and we want your business here.”

As a first-term mayor, Myers, a former po-
lice officer and fire fighter, had many goals of 
what to improve upon within the city when 
he took office, while other agenda items have 
come along with time.

“One of the first things we wanted to do was 
getting the city’s budget back in line,” Myers 
says. “The budget was spiraling out of control. 
If we had not fixed it by March of this year, the 
city would have been out of money. We would 
have spent through all of our cash reserves.”

Myers says they are proud not to have cut 
any manpower or salaries. He says health-
care spending was out of control. The past 
four years, the prior administration budgeted 

$2.4 million for healthcare with its 
600 employees and their families. The 
administration spent $4.1 million, 
which came out of the other depart-
ment’s budgets. The current adminis-
tration bid out the healthcare insur-
ance to Advantage Healthcare, which 
saved the city $1.3 million. 

The next step was fixing city sani-
tation. After conducting a rate study, 
the rates were raised 10 percent in 
2012 and another 10 percent in 2013. 
Myers says the two increases still 
keep Greenwood the lowest costing 
municipality surrounding Marion 
County. 

While working on improving the 
budget, the aquatic center “fell in our 
laps,” Myers says. The old city pool 
was condemned which lead to a large 
pull from residents to build an aquat-
ics facility.

 “It was a much larger of a demand 
than I expected,” Myers says. “So 
the question came about how do we 
build a new aquatics facility without 
costing the taxpayers more money. 
Through a lot of thought and consid-
eration from our team, we figured out 
that we could use TIF funding to fund 
the facility, because it has a direct cor-
relation with quality of life and draw-
ing new businesses to Greenwood be-
cause people look for amenities when 
they are looking for a job.”

Along with improving Greenwood, 
Myers has worked alongside mayors 

in surrounding area. Before the election, he 
says he and the mayor of Franklin were good 
friends and continue to collaborate with each 
other. Myers is also a part of the Regional 
Council of Elected Officials, with those from 
all surrounding counties of Marion County, 
meeting once a month to make Central Indi-
ana a better place. They are working together 
for a mass transit bill along with a water and 
land usage project.

“In the past, it’s been what’s best for my city, 
not how it will impact the entire community,” 
Myers says. “We are all working to make our 
communities better. We have a very high re-
spect for each other. We can all sit together 
and see what we support and what we don’t. 
It’s a long process and will take time, but we 
can all work together for the betterment of 
central Indiana.”

It’s been a lot to manage, but Myers says he 
has enjoyed coming to work every day, learn-
ing new things and solving problems.

“It’s all I expected it to be and so much 
more,” Myers says.

City of Greenwood
2 N. Madison Ave.

Greenwood, IN 46142
(317) 881-8527

greenwood.in.gov

Best advice: Get involved with our 
chamber of commerce. Greenwood has a 
very thriving, energetic, forward-thinking 
chamber of commerce. Get involved with 
them and they will help you succeed.

Worst advice: To come into town 
and don’t let people know it. We have 
businesses come in that unless you know 
they are there and you are looking for 
them, you will never find them. You need 
to get your name out.

Best business decision: Pick the right 
location for your business. You want 
your business somewhere it can be seen, 
people will drive by every day and it has to 
have good parking because if people can’t 
get to you they will keep on going. 

In 5 years: I plan on still being the mayor 
and help Greenwood grow in a positive, 
successful manner.

Secret to success: Be honest. People 
might not like to hear what you tell them, 
but be honest, keep your word and keep a 
positive attitude.

How did Mark do it?

Reasons someone would want to 
do business in Greenwood…

n  Location; with our proximity to 
downtown Indianapolis, I-65, I-70, 
465 we’re on the outskirts of all the 
main thoroughfares in the state.

n  We have a great workforce.
n  Our tax rate is very low, one of the 

lowest in the state.
n  We’re a business-friendly 

community. We have different 
ways with tax abatement, 
TIF funding to aid and assist 
businesses in relocation.

n  Amenities; with the mall, all the 
restaurants, a future water park, 
we have a lot to offer all the 
families for their employees.

The List

Greenwood Mayor Mark Myers reaches out to new and existing businesses 
to keep the city on a pathway to success

Growing Greenwood

Greenwood Mayor Mark Myers

Photo by Nicole Davis
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Howard Hubler

Howard Hubler can be reached at howard@hubler.com.

Introspection, a good thing
Several years ago, I befriend-

ed a fellow who was a psychol-
ogist by profession. From time 
to time, we would go to lunch 
and talk about what he called 
introspection. I would tell him 
that whenever I saw charac-
ters of his ilk being portrayed 
on TV having a session with 
a client, the client would ask 
questions and the standard re-
sponse was, “Well, how do you 
feel about that?” My friend said 
that in most instances, the cli-
ent knew the answer to the 
problem and through a pro-
cess of introspection (looking 
within your own mind) the an-
swer was discovered. His job was to encour-
age you to answer your own questions to your 
own problems. His professional position was 
that through skillful training, you can pull the 
answer to behavioral problems out of a client. 
If the client gets close but cannot hit the nail 
on the head, the psychologist would ask a se-
ries of “guided discovery” questions so that he 
could guide his client to the answer.

The Business Leader is sponsoring a great 
public service to the reader, a small group 
environment whereby as “physicians, we are 

called to heal ourselves.” The 
group is called the Account-
ability Academy. The group has 
a highly skilled moderator, me! 

We just had our first work 
session. There are 14 small 
businesspeople offering vari-
ous goods and services. We 
found a precious lady named 
Beth. She volunteered to be 
the first to put her head in the 
noose and let all in the room 
tug at the rope. Our job is to 
help her make her business 
better.

Her company was at a famil-
iar place. She and her husband 
were in the building trades. 

The last year has been a blessing to their small 
family business; business was finally becom-
ing like the “old days.” She was at the inter-
section of can’t afford not to have an outside 
salesperson and can not afford to hire one. 

Tens of thousands of companies all over 
the country are at the same intersection but 
there is no real right answer. You have to be 
introspective, look inward to both you and 
your business partner’s skill sets. Look in-
ward at your company, whether large or small; 
what is your depth? If things don’t turn out as 

planned, can your company roll into plan B? 
Anyway, Beth made her presentation, and 

then we went around the table firing ques-
tions at her about as quickly as she could an-
swer the last one. It was a very spirited ses-
sion. I was impressed at the maturity of the 
question and  Beth fast on her feet. Some-
times, the best answer was, “I don’t know.” The 
nature of the question should be such that if 
you say you know the answer, the others in the 
room will know that you are bluffing. Every-
one in the room is a small businessperson like 
you and you can’t fake it with your peers! That 
is the point!

Hiring an outside sales person is just one of 
hundreds of decisions that the small business-
person must grapple with each month. When 
we process those decisions in our small busi-
nesses, are we introspective? Do we seek the 
opinion of others or just jump head long into 
the decision? Do you as a manager or an own-
er try to pull “critical thinking” out of your 
employees and use a form of guided discovery 
to help them hone in on the right answer, or 
do you just make a management edict? This is 
the difference between managing a staff and 
developing a staff.  

As my one-time shrink friend would say, 
compelling management and staff to be in-
trospective and think through critical deci-

sions introspectively is a great culture to start. 
What are the ramifications of employee deci-
sions that are not well thought out? Will the 
company go forward or backward with these 
decisions? 

So, how did our guinea pig feel by being put 
on the hot seat for an hour and a half? She is 
someone who I had not met prior to the acad-
emy, yet we both live in this same small com-
munity. Coincidentally, I met her by chance at 
a civic event last week. I had the chance to ask 
her privately if she felt that we were piling up 
on her. She said absolutely not. She said that 
her mind was working overtime as she left the 
meeting going through all of the iterations of 
solutions  to the problem that were proposed. 
When she got to work, she indicated that her 
husband felt she was high on caffeine. She 
said the experience was exhilarating, not like 
anything she has participated in before. Ad-
ditionally, she said once she and her husband 
arrive at a decision, it may be one of the most 
thought through decisions that they have ever 
made. Yes, as my shrink friend says, if you 
want to have a better decision, or a better em-
ployee, or a better company, the magic word 
is introspection! Look inward, if you will ask 
yourself, and you probably have the answer!

And you thought your 
mini-bar was cool 

Almost $10 million dollars can buy a lot of 
things. One home in Las Vegas with an asking 
price $9.6 million not only has a theater to kick 
back and watch movies in and an indoor pool, 
but a runway for remote controlled model 
airplanes. This is ground control; homeowner, 
you’re cleared for lunacy. 

– www.money.cnn.com 

An expensive tour 
Just how much did Carnival Corp.’s stock drop 
after the disastrous cruise earlier this month? 
At the end of the second week of February, the 
week plight hit Carnival Triumph, the shares 
were set to drop approximately five percent. 

– www.money.cnn.com 

Produce problem 
If Congress doesn’t change the course of 
spending cuts, Americans could be seeing a 
price increase in beef and chicken, as a big 
cut would disrupt programs that ensure food 
safety. The plants responsible for getting the 
food out to consumers might shut down for 
up to 15 days. 

– www.money.cnn.com 

Stepping up 
Marilyn Hewson, an employee of defense 
company Lockheed Martin for almost 30 years, 
was recently promoted to president and CEO 
after the last slated CEO put in his resignation 
after “an inappropriate relationship with a 
subordinate” came to light. 

– money.cnn.com
 

Holding power 
Forbes compiled its list of most powerful 
people in the world. Who are the youngest 
ones pulling the strings? Among them are 
Mark Zuckerberg, Kim Jong-un and Google 
cofounders Larry Page and Sergey Brin. 

– forbes.com 

Pass the ketchup 
Mega mogul Warren Buffett’s company, 
Berkshire Hathaway, and 3G Capital are 
pooling together $28 million to snatch up 
Heinz. 

– www.finance.fortune.cnn.com

Dumping Google 
Ex-Google CEO Eric Schmidt is selling off his 
stock in the Internet giant. He’ll be off-loading 
$2.5 billion worth of stock in the company. 

– www.money.cnn.com

DISPATCHES

Kathy Davis, Esq.
Legal Consultant, Real Estate, 

Small Business

P.O. Box 34077 
Indianapolis, IN 46234

(317)721-5290

www.kjdlegal.com

Find us on 
Facebook & Twitter

GOOD READS…
Visit online at 

Amazon.com 

to purchase 

Kathy’s recent 

published works!

$9.49

$17.99
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By Nicole Davis
COWs on the move! Keith and Kurt Lam-

bert, owners of Greenwood Storage & Moving 
Facility, have added an eye-catching new as-
pect to their business. Bringing in Containers 
on Wheels (COWs) more than three months 
age, they say it has been great for business. 
Each mobile storage container is painted with 
a cow’s image, from head to rear, with some 
jokes and colorful advertising. 

“So the herd is here,” Keith says. “Things are 
changing. Our clients need other options. It 
gives them time to transport things to their 
home instead of trying to get it done in one 
day. Or if they’re remodeling they can use it to 
relocate items out of the house.”

Keith and Kurt have run the Greenwood 
storage company, which their parents started 
in 1974, for the last 10 years. They officially 
took ownership a year and a half ago. Through 
that time, Kurt says they have seen a lot of 
growth over a steady period. 

“When dealing with our company, you’re 
not dealing with a company in another state,” 
Keith says. “When you rent a COW moving 
service you are dealing with me or Kurt and 
our employees; we don’t subcontract.”

With 75,000 square feet of storage space at 
their Greenwood and Franklin facilities, they 

said they have seen a trend of people taking 
ownership of houses quicker or needing to 
vacate their houses faster. They began talking 
about adding a mobile aspect to their business 
more than a year ago. In January, Keith says 
they got serious about taking a COW dealer-
ship.

“We just saw a need for it. In Indiana, a 
lot of people are getting immediate posses-
sion of their houses, which has caused some 
problems,” Kurt says. “A lot of people prefer 
the idea of keeping (their belongings) in the 
mobile storage and they only have to unload 
it once.”

COWs has 50 dealers across the country, 
with its corporate offices based in Florida. The 
units at Greenwood Storage & Moving have 
a minimum seven-day rental, and then rent-
ers pay per day. With designs that stand out, 
whether in their lot or driving down the road, 
Kurt says it has been like a portable advertise-
ment; the units go out as fast as they can get 
them in. 

Greenwood Moving & Storage, Inc.
530 N. Meridian St.

Greenwood, IN 46142
(317) 882-0190

Greenwoodmoving.com

Ready to mooove? Greenwood Storage adds a herd of COWs 
to its storage facility

Keith Lambert stands in front of a COW mobile storage unit at his Greenwood Storage location.

Photo by Nicole Davis

FEATURE STORYFeature Story

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!



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.

“Leadership Johnson County was a great opportunity to further develop and 
refine my leadership skills, broaden my horizons, have a better understanding 
of working with different personality types and working as a team.  LJC helped 
me grow as a person and gave me more confidence in my leadership abilities.  
In agriculture we don’t have fancy job titles to describe who we are or what 
we do, however participating in LJC seemed to help give me creditability with 
others.  All occupations, industries, communities, and volunteer organizations 
need people to step up to lead and people to speak up and carry their 
message.  LJC provides the tools and training to develop and enhance these 
skills.  Leadership Johnson County gave me the confidence, credibility, and 
courage to accept appointments to serve on national boards and councils with 
grace and professionalism.  I have called upon the knowledge that I learned 
from LJC many times and in many ways when serving as national chairman of 
the American Sewing Guild, and as I speak up for agriculture and rural Indiana 
through serving on the national Council for Agricultural Research, Extension, 
and Teaching.”

Louise Beaman
Class of 2000

Beaman Farms

What Leadership Johnson County 
has meant to me?
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The Indiana State Fair is 
many things to many people. 
Some people go primarily to 
indulge in deep-fried lard and 
other guilty pleasures. Oth-
ers demonstrate their skills in 
raising livestock. Many seek 
the threshold at which fried 
food and carnival rides stop 
cooperating.

Me? I attend for a refresher 
course in marketing. I’m con-
vinced that the state fair is a 
class suitable for any MBA 
program. 

My favorite example is the 
hucksters in the exposition 
hall. I’m particularly attracted 
to the folks who perform product demonstra-
tions. Everything they do provides valuable les-
sons to anyone who is responsible for selling 
something.

The man wearing a headset microphone 
doesn’t tell you that the veeblefetzer he’s selling 

has 23 chromium blades or an 
integral porcelain whatsit. In-
stead, he engages you by talk-
ing about something else. 

“The in-laws are going to 
arrive in 20 minutes … and 
I know that excites you.” He 
rolls his eyes as laughter rip-
ples through the half dozen 
people watching him. “You’ve 
forgotten to core those two 
dozen radishes for the salads. 
So you rush to core them with 
a paring knife … and you know 
what happens …” The audience 
leans forward. “You cut your 
finger!” The group smiles and 
nods.  “So now you’re bleed-

ing, your knife’s dirty, and you have a bushel 
full of uncored radishes. And here come your 
in-laws up the driveway in that new car.” 

Five minutes later, you’re buying two shiny 
new veeblefetzers. (“They make a great gift.”)

The huckster didn’t offer a list of product fea-

tures or claim that he offered the greatest vee-
blefetzer in the world.  He kept your attention 
by relating familiar situations and asking ques-
tions, framing everything around your prob-
lems, and giving you everything you needed to 
convince yourself to buy his product. 

Whether you’re selling veeblefetzers or legal 
expertise, office automation or janitorial ser-
vices, you can learn from him.

The hucksters aren’t the only source of mar-
keting wisdom at the fair. Walk around the food 
wagons during the slow part of the day and see 
how the more successful operators will try to 
lure people in. See how they’ll use the latest in-
ventions to draw people to the booth. 

Spend three hours at the state fair and I 
promise you’ll come away with far more use-
ful knowledge than you’ll gain from any three-
hour class. Along with a few hundred extra cal-
ories and a veeblefetzer or two.

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/.

Earning a marketing MBA at the state fair  

Scott Flood
Columnist

BUSINESSBrief

Scarves.net kicks off 
‘Knots for Hope’  

charity drive
Scarves.net, a One Click Ventures brand, has 
launched a charity drive that encourages cus-
tomers to help donate head scarves to patients 
at The Cheer Guild of Riley Hospital for Chil-
dren. The charity drive, which gives customers 
the opportunity to partner with Scarves.net 
by donating the Mya scarf at checkout, will 
continue until Sept. 30. It is a part of Scarves.
net’s “Knots for Hope” program, an initiative 
developed by Online Marketing Specialist 
Bethany Smith to inspire inner strength and 
beauty among cancer patients. Throughout 
the next three months, Scarves.net intends to 
donate at least 150 scarves — a total retail val-
ue of more than $2,500 — to the children at 
Riley Hospital. To learn more, contact Smith at 
bsmith@oneclickventures.com.

MONEY MATTERSMoney Matters

CALL USTODAY For a quote on your next printing job. 
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.

Are women better investors than men?
Evidence seems to suggest 

that women make better in-
vestment decisions than men. 
Don’t get me wrong. I’m not 
saying all women are better 
investors than men. But there 
is a growing body of data that 
suggests that women, on av-
erage, make better investing 
decisions then their testoster-
one influenced male counter-
parts. Why?  

The data interestingly high-
lights a few key points that 
may help explain why women 
do better with investing.

Female investors tend to:
• Trade less than men do. 

One study found that men trade 45 per-
cent more often than women do.

• Exhibit less self-confidence: men think 
they know more than they do, while 
women are more likely to know what 
they don’t know.

• Shun risk more than male investors do.
• Be less optimistic, and therefore, more 

realistic, than their male counterparts.
•  Put in more time and effort researching 

possible investments, considering every 
angle and detail, as well as considering 
alternative points of view.

•  Be more immune to peer pressure and 

tend to make decisions the 
same way regardless of who’s  
watching.
•  Learn from their  

mistakes.
•  Have less testosterone 

than men do, making 
them less willing to take 
extreme risks, which, in 
turn, could lead to less  
extreme market cycles.

Surveys have frequent-
ly shown than women de-
scribe themselves as less ex-
perienced than men when 
it comes to investing. This, 
in turn, may lead them to be 

more careful in making investing decisions 
and more open to seek advice before mak-
ing changes. In other words, they’re not too 
proud to stop and ask for directions.

In the same vein, economists suggest that 
men tend to overestimate their investing abil-
ities, which may cause them to make snap 
judgments that hinder their investing effec-
tiveness. 

No matter what your gender, you may 
benefit by remembering these few 
fundamental rules of investing:

• Begin contributing to your IRA and / or 
your company retirement plan as soon 

as you can.
• Save a significant portion of your in-

come, ideally 12-15 percent annually.
• Own a well-diversified, balanced mix of 

investments appropriate for your finan-
cial goals, experience, and tolerance for 
investment risk.

• Stick with your investment plan over the 
long haul, rather than buying or selling 
based on pessimistic or optimistic mar-
ket news. 

businessleader.bz



The presses have been steadily 

running for the past 85 years!

The year 2013 marks a milestone for The Southside Times as it celebrates its 85th anniversary. To celebrate, we 
are changing the format of the newspaper that will feature a product that is easier to hold and easier to read. 

We look forward to sharing your milestone 85-year related stories, not only stories about The Southside Times 
but also the people that make up The Southside Times - you, our readers. If you have a contribution, please 
email us at 85@ss-times.com. 

We’d love to hear from you!
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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.

If you know me well, you know one of my passions 
is helping people succeed. I love the opportunity to 
develop people into top talent. I have always felt that 
the key to being successful is to surround yourself with 
talented people and lead them to great places. What 
I preach to those who will listen is that your people 
are your greatest asset. They create your culture and 
brand. Why is it, then, that only 58 percent of compa-
nies that responded to a recent Express Employment 
Professionals Hiring Trend survey said they have an 
employee development program in place? That same 
survey said that 72 percent of companies are having 
difficulties attracting critical skill employees.  Wouldn’t 
one seem to attract the other?  Here are four things to 
think about as you look to attract skilled employees 
and separate yourself from the competition.  

Develop your employees
Employees expect to grow and advance profession-

ally. Top talent is attracted by companies that encourage growth and 
improvement.  If people are a company’s greatest asset, then having a 
focus on development is essential to winning in the game of business. 
This development is what fosters critical skill employees and retains 
current employees.  Having a training program is no longer a “nice to 
have.” It’s what successful companies offer employees to develop.  It’s 
not something that just happens in the first two weeks either.  Success-
ful companies have a continuous focus on career development.  

Engage your employees
A highly engaged employee is more productive 

than one who has mentally checked out. In the Hir-
ing Trends survey, 96 percent of the companies who 
focused on employee development offered on-the-job 
training. Development isn’t just about training, it’s also 
about finding ways to help your employees try new 
things and cultivate their skills. You have to be willing 
to allow them to fail.  Helping them learn from failure 
is one of the keys to engagement.

It all starts with hiring
It’s no secret that employees are less loyal than in 

the past, but it’s even more difficult to develop an em-
ployee who wasn’t a good match to start with. The key 
to hiring right is to match the desires of the applicant 
with those of the company. That would seem simple, 
right? It’s easy for either party to say all the right things, 
but does your company have a process that makes sure 

they are doing what was promised in the interview? Did the hiring pro-
cess include the right items— like a performance profile, skills testing, 
and reference and background checks?

Communication is key
The success of an engagement and development process is depen-

dant on key leadership communicating with employees. The best way 
to set up this type of communication is through a mentoring program 

or utilizing a communication tool like Situ-
ational Leadership offered by The Blanchard 
Companies. The American Society of Train-
ing and Development says that 75 percent of 
executives say mentoring was a key factor to 
their career success. This type of communi-
cation is what sets the culture of a company 
apart and develops the feedback process key 
to employee retention. It’s been said many 
times that people don’t leave companies, they 
leave leaders. A leader who listens is key to re-
tention.

The best way to survive in this marketplace 
is to establish a loyal team and strive to devel-
op top talent. Chances are your competitors 
are already focused on career coaching, men-
toring and succession.  

What separates you  
from the competition?

PERSONNEL MATTERSPersonnel Matters

BUSINESSBriefs

Charles Kiell, MD, FACS, 
has been named medi-
cal director of vascular 
services at Franciscan St. 
Francis Health. 

As vascular surgeon, Ki-
ell comes to Franciscan 
St. Francis Health and 
Cardiac Surgery Associ-
ates (CSA) from the Hickory Surgical Clinic in 
North Carolina. He served as vice president 
of the Hickory Surgical Clinic and medical di-
rector of the Vascular Center, Vein and Wound 
Center and Diabetic Foot Program at Frye Re-
gional Medical Center.  

“With Dr. Kiell’s experience and leadership, 
our vascular team will streamline patient care 
and provide a multidisciplinary vascular cen-
ter of excellence that focuses on outstanding 
outcomes through innovation, quality, perfor-
mance and best practices,” said Robert J. Bro-
dy, CEO and president of Franciscan St. Francis 
Health.

Kiell has performed more than 10,000 vascular 
surgeries during his career. He has expertise in 
minimally invasive endovascular surgery for 
the management of aortic aneurysms (includ-
ing treatment for thoracic aortic aneurysms), 
lower extremity peripheral arterial disease, 
carotid disease and venous disease (endove-
nous laser and radiofrequency ablation). 

He also specializes in open surgical interven-
tions for stroke prevention (carotid endarter-
ectomy), aortic aneurysms, limb salvage and 
dialysis access.

Kiell received his medical degree from New 
Jersey Medical School in 1985. He then com-
pleted his residency training in general sur-
gery at Michael Reese Hospital and his fellow-
ship in vascular surgery at Henry Ford Hospital 
in Detroit. 

He is board certified in vascular surgery and 
general surgery. Kiell’s office and the accredit-
ed Franciscan St. Francis Health Vascular Labo-
ratory are located at 5255 Stop 11 Road, Suite 
200. The phone number is (317) 851-2331.

Surgeon to lead vascular 
services at Franciscan St. 

Francis Health

Dispatches

Top-earning majors 
According to a survey from the National 
Association of Colleges and Employers, 
graduates coming out of school with an 
engineering degree find themselves earning 
a salary of $61,913 on the average. Graduates 
who earned a degree in computer science 
earn the average salary of $59,221. 

– www.money.cnn.com

Earning for college grads 
The average salary grew in 2012 for college 
grads. An average salary is at $44,455 for 
the class of 2012 graduates, a 3.4 percent 
improvement according to a survey from 
the National Association of Colleges and 
Employers. 

– www.money.cnn.com
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FEATURE FOCUSFeature Focus

We have the flexibility to work with a business to help with what they need.  
That’s how the program continues to exist and evolve, is it works with local communities.  

We want to stay up with the times and be relevant. We want to work locally with nonprofits,  
too, to better and beautify the communities.  ~ Jeff Byrd

“

“

Submitted Photos

Jeff Byrd stands in a location where Atterbury Job Corp students learn to lay concrete.

(Above and to the Right) Students gain valuable 
job training through the programs at Atterbury 
Job Corp and take pride in their accomplishments 
and recognition.
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By Nicole Davis
For the last year and a half Perry Town-

ship resident Jeff Byrd has worked as com-
munity business director for Atterbury Job 
Corp, evolving the program to extend its 
community outreach. Partnering with lo-
cal businesses and nonprofits, his job aims 
at making the Johnson County and South-
side Indianapolis community a better place 
while training students with local business-
es to create a strong workforce.

 “It’s started to pay off, but it’s a process,” 
Byrd says. “Several years ago we would nev-
er have been thought of for programs like 
we are now. We are being thought of as a 
community resource. People are starting 
to realize what it is, what we can do. When 
you can sit down with someone and tell 
them what we do, that’s when opportuni-
ties open up. The program sells itself.”

Atterbury Job Corp, located in Edin-
burgh across from the National Guard’s 
training facility Camp Atterbury, is a resi-
dential workforce training program for 
economically disadvantaged youth ages 
16-24. The program is funded by the US 

Department of Labor, since 1964. More 
than 550 students reside in the program at 
a given time. Students can earn their high 
school diploma or GED and take vocation-
al training to prepare for a future career. 
The program and its internships teach ca-
reer standards and offer benefits and con-
sequences based on performance. Students 
get a weekly report card, reflecting on em-
ployer’s standards.

 “The student can get additional skills 
through the work- based learning intern-
ships,” Byrd says. “The businesses can get 
additional labor and possibly a future em-
ployee, if they decide the student does a 
good job, woks well. That’s the best out-
come for an internship program.”

Atterbury Job Corp is a member of the 
Greenwood Chamber of Commerce, has 
worked with the Johnson County Devel-
opment Corporation and Aspire Johnson 
County. Constantly looking for new skills 
and ways to reach out to the community, 
Byrd says they partner with local business-
es to keep their training current. He says 
their target area for partnerships is basical-

ly the whole I-65 corridor from Indianapo-
lis to Columbus.

 “New employees look for a workforce 
before they move into an area,” Byrd says. 
“We look at what businesses are coming 
in, how we can train students to help those 
businesses. That benefits the county, the 
employers and the students.”

Recently, L&E Engineering in Green-
wood concluded its first internship pro-
gram, a pilot program, with Atterbury. 
Looking for aerospace welders, the engi-
neering company looked to Atterbury for 
interns to teach them the specific skill. Now 
searching for ways to enhance that training, 
Byrd says it’s one pipeline of employment 
they hope to begin.

“We have the flexibility to work with a 
business to help with what they need,” Byrd 
said. “That’s how the program continues to 
exist and evolve, is it works with local com-
munities. We want to stay up with the times 
and be relevant. We want to work locally 
with nonprofits, too, to better and beautify 
the communities.”

Local businesses have also done their 

part to assist the Atterbury students. Em-
pire Beauty School in Perry Township 
and Express Employment Professionals in 
Greenwood have both donated their servic-
es to prepare students for interviews upon 
completing the program.

Byrd has worked in different depart-
ments of Atterbury visiting with students 
when they first come into the program to 
later helping them find a job and manage 
the transition as they leave. He says having 
seen every aspect of what the program does 
and how it works, he believes it is a strong 
asset in the community which he is excited 
to remain a part of.

 “There is a reward on what we’re doing 
in this program that goes beyond a pay-
check,” Byrd says. “It’s hard for me to call it 
work. It really just fits my personality a lot 
with what I do… Before we were the best 
kept secret out here in the middle of the 
woods. I just want to take what we do into 
the community.”

For more information, visit atterbury.
jobcorps.gov.

Atterbury Job Corp becomes a community resource  
as it extends its reach to local businesses

Careers and 
community

From left, Center Director Redford Salmon and Jeff Byrd in front of the Atterbury Job Corp facility.

Young women at Atterbury Job Corp.

Photo by Nicole Davis

Photo by Nicole Davis

Submitted Photo

We have the flexibility to work with a business to help with what they need.  
That’s how the program continues to exist and evolve, is it works with local communities.  

We want to stay up with the times and be relevant. We want to work locally with nonprofits,  
too, to better and beautify the communities.  ~ Jeff Byrd

Jeff Byrd stands in a location where Atterbury Job Corp students learn to lay concrete.
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Changing with the community

Compiled by Nicole Davis

By Nicole Davis
Overwhelmed by the support in the Green-

wood community, Kyle Adamson says though 
business at His Place hasn’t been exactly as 
planned when he first opened, the people have 
made him strive to making changes to meet 
their needs. From the schools to sport leagues 
and businesses, he says the coffee and ice cream 
shop has been welcomed into the community.

“We wanted to be a Christian example in the 
community and provide a unique atmosphere 
in a fun way; that’s why our tag line is ‘Make 
your day better’,” Adamson says. “We want to 
create a smile, and have people be happy when 
they come here.”

Offering live Christian music with local tal-
ents, Adamson says he has been pleasantly sur-
prised at the wonderful talent on the Southside. 

Aiming to become a striving coffee and ice 
cream destination, Adam-
son says he is taking steps 
to let the community know 
the shop is there and en-
sure that it is meeting their 
needs.

“We changed a lot and 
I think that’s so impor-
tant for a small business,” 
Adamson says. “We’ve 
changed our hours off and 

on. We’re open on Sundays now to create more 
business and we offer a Sunday morning ser-
vice reaching out to the community. We’re just 
trying to be more streamlined in what we’ve 
done. We’ve focused much more on taking 
things out, where we can go to certain events 
and serve ice cream. We try to be more flexible 
to what the customer wants.”

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

In everything I do, put God first in my life 
and lead my life with total honesty and integri-
ty. It’s a Christian based business, but on top of 
that I’ve been in sales and marketing my whole 
life and I’ve learned it’s all about treating cus-
tomers the way you want to be treated. Having 
integrity in business so we never have to look 
back and be afraid of what we’ve said or done.

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

We’ve learned a lot. You 
think you can prepare. You 
do all the research, but this 
is my first business on my 
own. We’ve made a lot of 
mistakes but we’ve done 
a lot of things right, too, 

made a lot of people happy. I’ve learned what it 
takes to succeed and giving customers a prod-
uct they like and want to come back for.

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

Meeting financial obstacles; the biggest chal-
lenge is that my sales were quite a bit off from 
reality. Meeting those financial needs when you 
aren’t making as much as you thought early on. 

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

Start small and you can always build, be con-

servative.

What is the hottest new trend in your in-
dustry?

We have two industries, ice cream and cof-
fee. We’re kind of going away from one of the 
trends. In the frozen treat trend, it’s frozen yo-
gurt. We’re trying to offer a more traditional 
hand-dipped ice cream in a glass. As far as cof-
fee, newer trends are just offering more of the 
frozen type, colder specialty drinks and adding 
new flavors.

From left; wife Cheryl, daughter Madeline, Kyle Adamson, daughter/manager Samantha 
and daughter Claire.

By Nicole Davis

Kyle Adamson aims to meet his customers’ needs 
at His Place Ice Cream and Coffee shop

COACH’S CORNERCoach’s Corner

Yes, you are right; it is a 
strange title for an article, but 
there is a very relevant mes-
sage for business owners and 
entrepreneurs in that silly ti-
tle. Let me explain. 

It seems this year I have 
seen the unfortunate squir-
rel flattened in the street 
more than usual. Maybe it is 
because I have been work-
ing on this article in my head 
for some time and maybe it is 
because the squirrel does not 
quite know how to cross the 
road. 

You have seen it. Mr. Squir-
rel decides to run across the 
road. Maybe it is the thought of all the nuts 
buried just 30 feet across the asphalt. He be-
gins to run, and then stops. Maybe he thinks 
there might be nuts closer on his side of the 
road without having to risk running across the 
asphalt gauntlet. Then, he returns to the origi-
nal idea and takes a moment to weigh the risk 
versus reward and that is when our friend Mr. 

Squirrel meets Mrs. Michelin, 
or Mr. Firestone or Mr. Good-
year and that is the end of Mr. 
Squirrel.

Then there is the story of 
Nik Wallenda. He, like our 
dearly departed friend, Mr. 
Squirrel, likes to cross things. 
Who knows exactly why, but 
he and his entire family are fa-
mous for it. In contrast to Mr. 
Squirrel, Nik sets out with a 
definite plan. He has the con-
tingencies and the what-ifs all 
planned out in the event there 
is a wind that blows up just as 
he hits the midway point, like 
in his latest crossing of the 

Grand Canyon. To Nik, there is no such thing 
as “unexpected.” No matter the circumstance, 
Nik Wallenda is committed. He sees his plan 
through from the beginning to the other end 
of the rope.

Here are the lessons for us as business own-
ers and entrepreneurs: 

1. Have a plan that includes strategies for 

the unexpected.
2. Know exactly what you want so that when 

you get there, you will know for sure you are 
finished or have arrived.

3. It is far better to commit and stick to your 
plan allowing for unforeseen circumstances.

4. Once you begin, do not look back but 
appreciate the ground you have covered and 
benefit from every step. 

5. Do not look down. Keep your eyes fixed 
on the goals you set out to accomplish from 
the very beginning. Keep your head up and 
move forward.

6. Hesitation is the death of squirrels in the 
road and in business. Get moving.

As the late Jim Rohn said, “You can learn 
from both the beholds and the bewares. 
Choose wisely.” Pick the path of Mr. Squirrel 
and you will be lucky if you make it. Pick the 
path of Nik Wallenda and you, too, will reach 
the end of the rope and be ready to step into 
new opportunities and possibilities … and 
who knows, maybe even join Nik in the Guin-
ness Book of World Records.

6 things to learn from squirrels  
in the road and Nik Wallenda

Jack Klemeyer
Columnist

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

BUSINESSBrief

OrthoIndy and the Indiana Orthopaedic Hospi-
tal (IOH) are pleased to announce that ortho-
paedic surgeon, Dr. John Dietz, has received 
the 2013 Annual Spine Leadership Award by 
Becker¹s Healthcare. Out of numerous nomina-
tions, Dr. Dietz was one of 14 surgeons to win 
the award.  Dr. Dietz is a spine surgeon with Or-
thoIndy and IOH.  He is the former chairman of 
the board of directors for IOH and remains ac-
tive in the North American Spine Society, Sco-
liosis Research Society and American Academy 
of Orthopaedic Surgeons. As a former Army 
orthopaedic surgeon, he is also a member of 
the Society of Military Orthopaedic Surgeons. 
“I am deeply honored to receive this leadership 
award,” said Dr. Dietz.  “My hope is to contrib-
ute, in some meaningful ways, to a successful 
change in our healthcare system for the benefit 
of our patients, our physicians and our country.  
I look forward to the coming challenges and 
opportunities this brings.” Dr. Dietz is board 
certified by the American Board of Orthopae-
dic Surgery. He is an inventor and has been 
awarded patents on surgical instruments used 
in endoscopic spine surgery. Dr. Dietz has au-
thored many articles published in medical jour-
nals, and has presented at numerous national 
meetings of orthopaedic surgeons.

OrthoIndy surgeon wins 
Spine Leadership Award
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1.  With 40 years of 

distance education 
experience, courses are 
tailored to match how 
students learn best –  
8 or 16-week formats.

 2. Enjoy the flexibility  
of balancing  
family and work 
responsibilities, while 
earning your degree.

 3. Earn your degree 
sooner than expected 
with alternative ways  
to earn credit and  
great transfer policies

4. Women and men 
receive personalized 
support from faculty 
with checkpoints  
along the way, 
including mentoring 
and online tutoring.

Four Reasons to Choose 

Woods Online

CLASSES START SOON. APPLY NOW.
www.smwc.edu/online

Saint Mary-of-the-Woods
C o l l e g e

Advancing in adult life
Adults pursuing high education increases with 

schools transforming courses to meet their needs
Compiled by Nicole Davis

Advancing in a career. Looking for employ-
ment. Wanting a career change. With a large 
increase in demand for educational advance-
ment in adults throughout the United States, 
various reasons account for the interest in a 
college degree.

“Adults are the fasting growing population 
of students attending college and there is ev-
ery reason to believe that this trend is likely 
to accelerate over the next 20 years,” said Judy 
Apple-VanAlstine, dean of the School for 
Adult Learning at the University of Indianap-
olis (UofI).

With the increased demand has brought 
about more college and university attention 
to the needs of adults in pursuing higher edu-
cation. Catering to their family lives and busy 
schedules, these courses tend to have more 
flexibility.

At UofI, Apple-VanAlstine said adult stu-
dents take a Return to Learning class to help 
them readjust to the learning environment. 
The class includes topics such as APA style 
writing, navigating the library, managing time 
commitments and work schedules. U of I has 
400-450 adult students on average enrolled 

each semester. 
“Adult learners are demanding consum-

ers and expect that what they are learning in 
class has relevance in their lives, either per-
sonally or professionally,” said Apple-VanAls-
tine. “The instructors use various methods of 
instruction and, regardless of the method(s), 
they try to relate the content of the course 
with real life experiences.  Likewise, the ex-
periences of adult learners are woven into the 
context and the content of the course.”

According to the National Coalition for Lit-
eracy, there is a great shortfall in financial aid, 
even for adults. Whatever the reason to return 
to school it is important to consider pros and 
cons, be realistic about the time commitment, 
find the right school to fit specific needs and 
research funding. 

 “We tell them that it is never too late,” said 
Apple-VanAlstine. “Most of the staff in the 
School for Adult Learning were adult learners 
themselves so these experiences are shared 
with them. We tell them that they can do it 
and we are here to help them.”

Get here. W e ’ l l  h e l p .

School  for  Adul t  Learning

Learn more about our  
adult undergraduate and  
graduate programs at  
sal.uindy.edu or  
(317) 759-5532.

ADULT EDUCATIONAdult Education
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A convenient location to attend IUPUI classes,
host a retreat, or conference. 

Classes Offered for the Adult Learner 
Both credit and non-credit classes.  

Workforce Education
Programs can be tailored for your organizational needs.  

On-Site Technologies
Internet connections, computers, LCD projectors.  

Dedicated, Full-Service Staff
Knowledgeable about IUPUI and the center.

Meeting and Conference Rooms Available
Small (15) and large (80) group capacity.
  

For Additional Information: (317)278-5900
 www.cln.iupui.edu/content/lc/workforce.html

555 E. County Line Rd., Greenwood, IN 46143

Center for 
Professional Development

C

M

Y

CM

MY

CY

CMY

K

southsidetimes_FINAL.pdf   4   7/17/2013   4:49:59 PM

For SBL by Laurie Daeger, Director of 
Marketing, School for Adult Learning, 
University of Indianapolis

A May 2013 study by CreditDonkey, a 
credit card comparison web site, named In-
dianapolis the No.1 city for college graduates. 
Using data from the Bureau of Labor Statis-
tics, the US Census Bureau and the Council 
for Community and Economic Research, the 
study looked at three key factors in 
the 50 largest US cities: unemploy-
ment rate for college graduates, local 
wage premium for a college degree and cost 
of living.

Indianapolis has what the study calls a 
“jaw-dropping unemployment rate for 
people with bachelor’s degrees,” 
coming in at just 1.9 percent. 
Matching that rate with our 
low cost of living (again 
topping the list of the 
cities examined in the 
study) and the 73 per-
cent wage premium 
enjoyed by employees with bachelor’s de-
grees, it’s no surprise Indianapolis landed the 
top spot. It clearly pays—literally—to have a 
bachelor’s degree if you live in the Indianap-
olis-area.

Now that you see the impact a degree could 
have on your life, you might be curious how 

to go about earning one as an adult. Here are 
a few steps to follow and tips to remember 
when embarking on the process of selecting a 
school and program of study:

1. Examine what you want to do with a de-
gree:  What are you passionate about, what 
type of work do you enjoy?

2. Ask about the school’s accreditation:  

Credits from regionally accredited schools 
are transferrable.

3. Research schools in your area with de-
gree programs for adult students:  Look for 
programs that are designed for adult students.

4. Decide if you want an online program or 
on-campus program:  What would work best 
for you? Some programs are strictly on cam-

pus, while others are only online. You might 
also find programs that are available through 
a combination of online and on-campus 
courses. It’s important to determine the for-
mat that’s best for your lifestyle and learning 
needs.

5. Research the cost per credit hour and 
other fees associated with the degree:  Be sure 
to ask about fees. Some schools may tell you 
the tuition amount, but fail to mention other 
fees such as parking, activity, computer, and 

lab fees. 
6. Ask about financial aid:  Is there a 
financial aid representative to help 

you through the paperwork and 
explain the aid you are eligi-
ble for? It’s important to have 

a knowl- edgeable financial aid advisor 
who specializes in helping adult students.

7. Schedule an appointment with an admis-
sions counselor:  The admissions counselor 
will explain the program and help you along 
the way.

Remember it’s never too late to return to 
school, and a college degree means better 
paydays and more job security.

It pays to have a bachelor’s degree
ADULT EDUCATIONAdult Education

Change Your Life. 
Change Your World.

 Degree programs for 

adult students.

Call 866-498-4968 or 

visit our website at 

indwes.edu.
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GROWING SMALL BUSINESSGrowing Small Business

On Apr. 25 of this year, Gov-
ernor Mike Pence signed SEA 
564, which expands opportu-
nities for veteran-owned busi-
ness enterprises throughout 
the State of Indiana.  The law, 
which took effect on July 1, 
codifies the Governor’s Execu-
tive Order 13-04.  It establish-
es a goal that at least 3 percent 
of all state contract spending 
should be with veteran-owned 
businesses (VBE’s).

The new law requires the In-
diana Department of Adminis-
tration (IDOA), the state’s lead 
procurement agency, to estab-
lish rules and policies and to set 
forth guidelines regarding contracting opportu-
nities for VBE’s.  IDOA already administers the 
Hoosier state’s program for women-owned and 
minority-owned business enterprises (WBE’s 
and MBE’s).

According to the Web site for the Indiana 
VBE program, the primary goal is to create an 
environment that

• promotes meaningful  business opportuni-
ties,

• builds productive partnerships, and

• integrates Indiana’s VBE’s 
within the infrastructure of In-
diana.

Who’s eligible for the pro-
gram?  Generally, any veteran-
owned small business with its 
principal place of business in 
Indiana and that’s certified as a 
veteran-owned business by the 
U.S. Department of Veteran 
Affairs is eligible.  By definition, 
the qualifying veteran(s) must 
own at least 51 percent of the 
business and must have been a 
resident of Indiana for at least 
one year. It’s important to note 
that it’s not enough to be the 
owner in name.  You must also 

be in control of the management and day-to-day 
operations of the business.

So, what’s involved in getting certified by the 
Department of Veteran Affairs?  Step one in 
the certification process is registering with the 
VetBiz Registry, a database of veteran-owned 
businesses maintained by the Center for Vet-
erans Enterprise.  You will be asked to provide 
evidence of your discharge from the military 
(form DD 214) and other documentation re-
lated to your business.  You may also be subject 

to an on-site visit, but this is not required for all 
certification applications.  Once you’ve received 
certification from the VA, you’ll have to register 
your company with the Indiana Department of 
Administration (IDOA).

But before you go through this process, it’s 
important ask yourself some fundamental ques-
tions.  First, does your business sell something 
that the State of Indiana purchases?  If not, it 
just may not make sense to pursue certification.  
Second, are you willing to devote a significant 
amount of time and resources to marketing to 
the government?  It’s wrong to think that by be-
coming VBE-certified, government business is 
going to fall in your lap.  It just doesn’t work that 
way.  Marketing to the government requires spe-
cial consideration in your company’s marketing 
plan.    

For more information about Indiana’s Vet-
eran-owned Business Enterprise program, visit 
www.in.gov/idoa/2862.htm or send an e-mail to 
Indianaveteranspreference@idoa.in.gov  Also,  
Inc. magazine has an interesting article (2010 
publication date) titled How to Get Certified as 
a Veteran-owned Business at  www.inc.com 

State establishes veteran-owned business 
enterprise program

Kevin W. Jones is a business advisor with the Central Indiana 
Small Business Development Center.  He can be reached at 
317-916-7529 or kjones@isbdc.org

Kevin Jones
Guest Columnist

BUSINESSBrief
Johnson Heating Cooling 

Plumbing announces 
promotions

Darla Kinnaman was 
recently named op-
erations manager of 
Johnson Heating Cool-
ing Plumbing in Green-
wood.  She has been 
with the company since 
January of 2011 and 
in the industry for 25 
years.  Kinnaman resides 
in Marion County and enjoys spending time 
boating and camping with her two children 
and three grandchildren. 

Tim Bullock was also recently named service 
manager for Johnson Heating Cooling Plumb-
ing.  Bullock has been with the company since 
October of 1998 and is both EPA and NATE 
certified.  He resides in Greenwood and is the 
father of one child.  He enjoys watching NAS-
CAR in his free time.

Johnson Heating Cooling Plumbing is located 
at 245 N. Meridian St., Greenwood.

businessleader.bz

ADULT EDUCATIONAdult Education

Higher education leads  
to hire opportunities

By Indiana Wesleyan University for SBL
Going back to school to further your education is a major 

life decision. It is one that requires a commitment of time and 
resources, as well as thoughtful consideration of how it will 
impact your future employment opportunities. 

Most experts agree that acknowledge is becoming increas-
ingly important in the U.S. economy. According to an article 
posted to the Bureau of Labor Statistics website, professional 
and related occupations and service occupations are expect-
ed to create more new jobs than all other occupational groups 
from 2008 to 2018. 

Additionally, growth will be faster among occupations for 
which postsecondary education is the most significant form of 
education or training. It’s projected that occupations involv-
ing some form of postsecondary degree will account for almost 
half of all new jobs created from 2008 to 2018. Finally, for 14 
of the 30 fastest growing occupations, a bachelor’s or higher 
degree is considered the most significant source of education 
or training. 

In adult degree programs, class sizes are typically small, 
affording personal interaction with classmates and your in-
structor. Many courses are offered onground, which facilitates 
face-to face interaction. Other classes may be online, in virtual 
classrooms, saving time and travel expenses. And some may 

be blended, combining both onground and online formats. 
In addition to attending class, students meet either face-to-
face or via the Internet. It’s like having a built-in study group. 

How much education do I really need? It depends on the in-
dustry. Some occupations require only an associate’s degree, 
such as registered nurses and dental hygienists. Others re-
quire bachelor’s degrees, such as elementary school teachers, 
accountants, and computer software/ hardware profession-
als. Master’s degrees are necessary for mental health coun-
selors, school counselors and physical therapists. And doc-
toral degrees are mandatory for clinical psychologists, 
college teachers, and computer / information scientists. 

Indiana Wesleyan University offers adult degree 
programs, specially designed for busy working pro-
fessionals who need the flexibility to balance a ca-
reer, family and education. Often, campuses are 
conveniently located to mitigate the commute 
time between work and school. You complete 
one class or course at a time averaging five to six 
weeks in length, which offers the opportunity to 
focus on subject matter in depth. Even better, 
with accelerated courses, you can graduate in 
less time than you think. 
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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.

My business is the econom-
ic engine for my family.  I am 
truly grateful for the opportu-
nities it affords me.  Better yet, 
I love the freedom it gives me 
throughout my day to meet 
new people and weigh in on 
community issues that make 
an impact.  As a business 
owner over the last ten years, 
I have volunteered my time to 
many organizations in John-
son and surrounding coun-
ties, raising money to build 
houses, feed children, prevent 
domestic violence and pro-
mote economic development 
just to name a few.  Recently, 
someone asked me, “How do you have time?”  
I pondered this question and thought about 
how passionate I am about the causes I sup-
port, personally and through my business and 
came to this conclusion: I am most fulfilled 
when I am making a difference, collaborating 
on a common goal or influencing the next big 
project in my community and sharing these 
experiences with my family.  My hope is for 
my boys to grow up and be civic minded and 
engaged in their communities – paying it for-
ward. In order for me to be truly fulfilled, I had 
to find a way to marry my community passion 
with my business plan.  So, how do you keep 
the economic engine of your business run-
ning successfully AND have a major impact 
on your community?

Here are 5 questions to consider when de-
ciding where to volunteer your time, talent 
and treasure:

1. What are you truly passionate about? 
Kids, feeding the hungry, clothing babies, ed-
ucating high school drop outs, health care for 
seniors? Define this passion and it will help 
guide where to spend your time.

2. Do my business plan goals and strategies 
naturally align with a particular nonprofit? 
(i.e. If you want increase your customer base 

of veterinarians, then perhaps 
the Humane Society is an or-
ganization that is right for 
you.)

3. Where is my family en-
gaged? Do they participate 
in sports, band or quiz bowl? 
Consider choosing a nonprof-
it that serves children.  There 
is nothing better than shar-
ing your volunteer responsi-
bilities with your kids.  I am 
convinced this is how we can 
ensure that our future will be 
brighter!

4. Do you know how much 
time, talent and treasure you 
can give?  Are you wonder-

ing, “How do I know what my limit is?”  If you 
find yourself feeling undervalued or stressed 
in your volunteer duties, this could be a sign 
that you are giving too much.  Volunteering 
should be about giving, whether appreciation 
is shown or not.  I had to learn this lesson the 
hard way!

5. If you have employees, ask what they 
are passionate about.  Many times there is a 
shared passion that can spark an amazing ca-
maraderie between fellow workers and this 
can increase productivity in the workplace.  
A true WIN/WIN for your business plan and 
your community! 

I hope that by answering these questions, 
you have clarified your passion and consid-
ered ways to incorporate it into your business 
plan to serve a meaningful nonprofit in your 
community! If you have a nonprofit that you 
support personally or through your business, 
thank you!  Your efforts help make our com-
munity a better place to live, work and raise 
our children!

Marrying community passion 
with your business plan

SMALL BUSINESS SPOTLIGHTSmall Business Spotlight

BUSINESSBriefs
Thorpe Miller joins Indiana Members Credit Union

Indiana Members Credit Union (IMCU) recently 
announced that Thorpe Miller has joined the or-
ganization as Assistant Vice President of Sales 
and Marketing. In his role, Miller will assist IMCU 
and lead the Business Development and Market-
ing efforts as well as work closely with the Busi-
ness Services Team to develop new and existing 
business accounts, as well as actively promote 
and involve IMCU with the local community. 
Miller brings 22 years of experience in sales and 
corporate partnerships to his position at IMCU.  
He was previously employed with Pacers Sports 
& Entertainment and held the title of Corporate 

Partnership Sales Director 
where he sold and man-
aged a portfolio of local, 
regional and national cli-
ents involving marketing 
partnerships with the In-
diana Pacers and Fever. 
He is a graduate of Ander-
son University. He attends 
White River Christian 
Church. Miller resides in Noblesville with his wife 
Gina and three children. Miller can be reached at 
(317) 554-8112 or tmiller@imcu.com.    



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:
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Lighthouse Salon

Compiled by 
Nicole Davis

Making people feel better about themselves 
and boost their self-confidence has been a 
drive for Oscar Little since he was a teenager; 
the reason he went to beauty school. Opening 
Lighthouse Salon this year as his first business 
endeavor, Little says after his grand opening 
celebration business has begun to pick up.

“This is something I always wanted to do 
so it’s a great accomplishment,” Little said. “I 
want to start small and eventually get bigger. 
I’m told it’s more of a mom and pop shop, not 
a quick, fast and in a hurry salon. We like to 
get to know everyone that’s here.”

Community outreach has been a priority 
since the beginning. The salon volunteers its 
services at the Julian Center for women once a 
month. Little said suicide prevention is anoth-
er cause important to him and will participate 
in a walk soon to support the cause.

Aside from Little, the salon has hair styl-
ists, Angel Carr and Sindie Ratcliff, nail spe-
cialists and Tim Tran and massage therapist 
Steve Schultz.

Why did you open this business?
In opening up The Lighthouse Salon, I 

have reached a milestone in my life, for this 
is something I have always wanted to do; ser-
vice people in helping with their self-esteem 
as well as their outer appearance.

What did you do to prepare for opening 
your business?

I went to PJ Beauty College to help with 
my education as well as I am a member of 
PBA which has seminars and webinars sev-

eral times a year which helps with product 
information as well as continuing my educa-
tion as a cosmetologist. I am also a distribu-
tor for John Amico Hair products which also 
gives seminars and webinars several times a 
year to help with the demands of our clients 
and helps us keep up with the latest trends.

Who is your ideal customer/client?
We enjoy serving people whom would like 

to keep up their appearance for a reasonable 
price and that would enjoy becoming repeat 
clients and would consider our salon their 
home away from home.

How do you plan to be successful?
We intend on each of our clients receiv-

ing professional service that will lead them 
to want to return as well as refer their friends 
and family to our salon.

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

Our Salon runs specials all the time from 
discounts to free services as well as discounts 
to certain businesses. Our salon volunteers 
at the Julian Center once a month to donate 
services to their clientele. Our salon helps out 
with several charities and drives to help raise 
awareness as well as money.

Oscar Little, Angel Carr and Sindie Ratcliff.

Photo by Nicole Davis

Oscar Little opens Perry Township salon with hopes 
to boost self-confidence in all his clients

COMMERCIALLY SPEAKINGCommercially Speaking

The dog days of summer are 
here. The school buses are be-
ginning to make their rounds 
much earlier and the only con-
stant is change.  The commer-
cial real estate market con-
tinues to see slow but steady 
improvement.  Sales and leas-
ing are both recovering in all 
sectors of the market.  Many 
commercial property own-
ers reduced rental rates to 
help long-time tenants stay 
in business and offer incen-
tives to tenants entering the 
market. The economy contin-
ues to strengthen as new con-
struction leads the way for new 
growth.

CPR Phone Repair has opened at 1280 N. 

US. 31, Suite B, located at the 
southwest corner of County 
Line Road and US 31 in Green-
wood. The former Landtree 
Realtors building on State 
Road 135, just north of Target, 
has been demolished to make 
way for a new 6,000 square 
foot retail center known as The 
Shoppes of Smith Valley. The 
town of Bargersville welcomes 
Pump House Antiques Store 
located in the former funeral 
home.  

 St. Francis Hospital and 
Health Center announce the 
ground breaking for the wom-
en and children’s facility on 

Emerson Avenue. St. Francis plans to spend 
$36.5 million for a massive upgrade in the ob-

stetrics and neonatal departments.  Hotel-like 
suites will bring home a little closer to new 
moms and children. 

Health care is a growing field as the aging 
population demands high quality and diverse 
medical services. The hospital will bring new 
job opportunities for the residents of Johnson 
County.

Residential and farm ground is in high de-
mand. National and local production home-
builders are facing a lot shortage. Whiteland’s 
popular Brumener Ridge will complete its fi-
nal phase. All home sites at Millstone, locat-
ed on Centerline Road, have now been sold. 
White River Township’s Hickory Stick Golf 
Community is in its final phases of develop-
ment. 

As we always welcome new businesses to 
our growing area, we need to reflect on the 
businesses that have been the mainstay on of 

our community for generations.  It’s business-
es like the Chicago Pizza, Hampton’s Market, 
Don & Donna’s, Kacey’s Pizza, McGee Jewel-
ers and numerous other small business own-
ers who make Johnson County a great place to 
live and work. 

Thomas Edison said, “Opportunity is 
missed by most people because it is dressed in 
overalls and looks a lot like work.” It the small 
business owner that we know once wore the 
overalls.

Reasons for optimism

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
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“We are both Southsiders and love  
the area. We live there so we know 

about the area and know where we 
want to be and don’t want to buy.”

~ Tim Shields
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Investing in the Southside
Tim Shields and David Myers purchase and rehab homes through  

their new business Infinity Real Estate Investments
By Nicole Davis

The timing was just right for Tim Shields 
and David Myers when they opened Infinity 
Real Estate Investments in Febuary. Shields, 
who had wanted to pursue real estate after 
watching TV programs like Flip My Home, 
had held a realitors license for five years with-
out utilizing it. His main focus was on his 
business, Mid-West Comfort Express, which 
he is in the process of selling. Myers had re-
cently sold his company, Myers Protection 
Services, so when Shields approached him 
with the idea, everything came together.

Through the business, Shields and Myers 
intend to purchase properties below market 
value, rehabilitate them and then sell them or 
use them as rental properties. In the long run, 
Shields says he hopes to maintian 50-75 rental 
properties on the Southside.

“We found a way to help people, provide 
a good investment for people also,” Shields 
says. “We are helping improve and revitalize 
the Southside, the community, because we 
buy homes that are usually distressed. We are 
improving property values and improving the 
area.”

Shields and Myers met after having booths 
across from each other at a home show 
and joined the same networking group 
after that, where they became friends. 
Shields says through networking, it has 
proven important to find people who 
take a genuine interest in who you are 
and what you do, not just what you can 
do for them. He says that has been the 
key to maintaing his friendship with 
Myers for the last eight years.

Even with their stong business back-
grounds, Shields and Myers had made it a pri-
ority to continue to learn about the real estate 
industry and how to rehabilitate a home while 
making a profit. They are training and attend-
ing seminars by Fortune Builders, the business 
featured in A&E’s Flip My Home show. 

Shields says it’s been a great resource, 
teaching them when to buy and how to rehab 

a property from top to bottom before it goes 
back on the market. Their strategy is to buy 
at 30-50 percent below market value, pay cash 
to acquire those deals, fix the homes up, then 

list and sell them. Though they are seeking in-
vestors, they have begun the company out of 
their own accounts.

 “I’m learning so much,” Shields says. “The 
potential is unlimited. When we get this ful-
ly developed we will be helping people that 
may be facing forclosure, helping with our in-

vesters. People who invest with us get a 12 per-
cent return on their money and it’s secured by 
real estate. We have friends and family invest-
ing in us with these properties and can make 

a lot more than they would with negoti-
ating with a bank. For now, we’ve used 
a lot of our own money to start buying 
these properties. We wouldn’t ask any-
one to do something we wouldn’t do.”

Actively pursuing properties for three 
months now, Shields says everything has 
been going great. 

“We’re concentrating really on the 
Southside, everything in Johnson Coun-
ty and Southside Indianapolis,” Shields 
says. “We are both Southsiders and love 

the area. We live there so we know about the 
area and know where we want to be and don’t 
want to buy.” 

He says they not only want to continue to 
grow for themselves and their families, but to 
create lasting change in their own community. 

FEATURE STORYFeature Story

Tim Shields and David Myers

Photo by Nicole Davis

Stoops Freightliner-Quality Trailer recently 
announced it has signed a dealer agreement 
with NGV Motori USA, LLC.  NGV Motori is an 
OEM in the after-market conversion kit and 
engines with its HQ in Reggio Italy and US of-
fices and workshop in New Jersey and Virginia. 
The current NGV Motori selection of Kits and 
engines are available in both Diesel to CNG for 
dedicated packages and for gasoline to CNG 
for dedicated, dual fuel and bi-fuel packages. 
With NGV Motori, Stoops will be prototyping 
and selling EPA approved conversion pack-
ages, installing CNG re-powered engines and 
high pressure fueling tanks, along with pro-
viding CNG powered engines and supplying 
CNG parts to consumers across the nation.

Stoops Freightliner-Quality 
Trailer of Indianapolis  

goes green

On the Web

Scarves.net, a One Click Ventures brand, 
has launched a charity drive that encour-
ages customers to help donate head scarves 
to patients at The Cheer Guild of Riley Hos-
pital for Children. The charity drive, which 
gives customers the opportunity to partner 
with Scarves.net by donating the Mya scarf 
at checkout, will continue until Sept. 30. It is 

a part of Scarves.net’s “Knots for Hope” pro-
gram, an initiative developed by Online Mar-
keting Specialist Bethany Smith to inspire 
inner strength and beauty among cancer pa-
tients. To learn more about the Knots for Hope 
charity drive, contact Smith at bsmith@one-
clickventures.com.

Scarves.net kicks Off ‘Knots for Hope’ charity drive

After years of budget cuts, the Department of 
Public Works in Beech Grove has continued to 
make improvements through the last year and 
a half; including purchasing new and more ef-
fective trash trucks and conducting outside 
maintenance on the department’s facility, 
with inside aesthetics to be done this winter. 
Director Brad Meriwether said the depart-
ment has been able to fulfill their duties better 
with new equipment and additional employ-
ees, which he credits to Mayor Dennis Buckley 
making the department a priority in the city.

Meriwether said this summer employees are 
presenting a contract to unionize, which was 
initially presented at a June 24 department 
meeting and reviewed at a July 15 meeting.

“They’ve always felt the need to unionize and 
feel like they have a collective voice amongst 
the department,” Meriwether said. “They want 
to collectively bargain like police and fire 
where they have a voice and speak about the 
things that matter to them. They can hold on 
to some of the good things that Mayor Buck-
ley has given to them. Between the board of 
works and the men, there will probably be 
some changes and compromises, but I feel 
they will come to an agreement as a whole.”

Beech Grove Department 
of Public Works  

submits union proposal

Read more…businessleader.bz

On the Web
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August Chamber of 
Commerce Meetings
Chamber Events

7 – Greater Greenwood 
Chamber of Commerce 
(Membership 101); August 
7, 9 – 10:30 a.m.; 65 Airport 
Pkwy., Suite 140.  
For more information, call 
(317) 888-4856.

8 – Greater Greenwood 
Chamber of Commerce 
(Vision Development Center 
Ribbon Cutting); August 8, 
4:30-5:30 p.m.; Greenwood 
Vision Development Center, 
1701 Library Blvd., Suite I. 
For more information, call 
(317) 888-4856.

13 – Franklin Township 
Chamber of Commerce 
(August 2013 Meeting); 
August 13, 11:30 a.m.; 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost $12 
lunch, $5 meeting only.  
For more information, call 
Dee A. Young, president, 
(317) 862-6622.

20 – Greater Greenwood 
Chamber of Commerce 
(Financial Center Federal 
Credit Union Grand 
Opening); Aug. 20, 1-2 
p.m.; 20 N. Emerson Ave., 
Greenwood. For more 
information, call  
(317) 888-4856.

28 – Greater Greenwood 
Chamber of Commerce 
(Acupuncture Pain Relief 
Centers of Indiana Grand 
Opening Ribbon Cutting); 
August 28, 11 a.m. – 12 
p.m.; 918 Fry Rd., Ste. A.  
For more information, call 
(317) 888-4856.

Greater Greenwood 
Chamber of Commerce
New Members

Trading Interiors Furniture 
& Consignment
1000 U.S. 31 S.
Greenwood, IN 46143
(317) 881-8800

Peak Services
435 E. Main St., Suite 260
Greenwood, IN 46143
(317) 782-9999

Harrison College
550 E. Washington St.
Indianapolis, IN 46204
(317) 447-6200
Affordable Chiropractic 
Clinic, LLC
5703 S. East St., Suite H
Indianapolis, IN 46227
(317) 757-8166

Shallos Development
1107 Tampico Rd.
Greenwood, IN 46143
(317) 432-7186

Randy Faulkner & 
Associates, Inc.
435 E. Main St., Suite 260
Greenwood, IN 46143
(317) 859-1074

Firehouse Subs
884 N. U.S. 31
Greenwood, IN 46142
(317) 695-2575

Acupuncture Pain Relief 
Centers of Indiana
918 Fry Rd., Suite A
Greenwood, IN 46142
(317) 478-7216

MedExpress Urgent Care
7225 U.S. Route 31 S.
Indianapolis, IN 46227
(317) 859-1156

Marian Financial  
Partners, Inc.
698 Oldefield Commons Dr., 
Suite 1
Greenwood, IN 46142
(317) 889-9465

Center Grove  
Education Foundation
4800 W. Stones Crossing Rd.
Greenwood, IN 46143

Weblink International, Inc.
3905 W. Vincennes Rd., 
Suite 210
Indianapolis, IN 46268

Transworld  
Business Advisors
1395 Illinois St.
Carmel, IN 46032
(317) 508-1684

Promise Advisory Group
633 Library Park Dr., Suite I
Greenwood, IN 46142
(317)887-1212

Carpet Express  
Flooring, Inc.
1279 N. Emerson Ave., 
Suite K
Greenwood, IN 46143
(317) 859-2400

Sarah & Vaughn’s 
Enterprises or $ave
7104 Winslet Blvd.
Indianapolis, IN 46217
(317) 442-4858

Smithey Counseling 
Services, LLC
710 Executive Park Dr., 
Suite S2A
Greenwood, IN 46142
(317) 771-3839
 
Franklin Township 
Chamber of Commerce 
New Members

Holmes Roofing
Edwin Holmes
Franklin Cove Apartments
Melissa Burns
Elwood Staffing
Debbie Owens
The UPS Store
Karen Wilson

Sales Leads
Newly Incorporated 
Businesses

Best Natural Health 
Practices
Robert Bradley Miller
704 S. SR 135
Greenwood, IN 46143

Brick Street Media
Dane Reginier
4246 Dartmoor Dr.
Greenwood, IN 46143

Diesel Fox
Damian Stanziano
P.O. Box 30360
Indianapolis, IN 46230

Excalibur  
Limousine Services
Melissa Strange
P.O.Box 29096
Glendale, CA 91209

Gold Dragon Ink
Thomas Crawford
308 W. Main St.
Greenwood, IN 48142

JC Painting
Jon Cole
386 Paddock Rd.
Greenwood, IN 46142

JNL Golf Cars Parts 
& Equipment
Jon Overby
6907 S. 200 W.
Trafalgar, IN 46181

Kim’s Nails
Ngoc Thach
792 Daybreak Dr.
Avon, IN 46123

On Pace Construction LLC
Andrew P. Brown
219 Lynhurst St.
Franklin, IN 46131

Outdoor Enhancement 
Services
Nathan Harvel
1240 Niagara Ln.
Franklin, IN 46131

R & MEC LLC
Rodney William Hadley
340 S. Serenity Way
Greenwood, IN 46142

SAO Inc.
Shelby Overby
6907 S. 200 W.
Trafalgar, IN 46181

Schmidt Consulting
Michelle Schmidt
68 Campbell Rd.
Greenwood, IN 46143

SK Graphic Design
Godfrey Anderson
1771 Southwood St.
Greenwood, IN 46143

T&A Trucking
Tresty Blendo
112 Clear Spring Lane
Trafalgar, IN 46181

SBA Guaranteed Loans

Boone County

Isenhower Enterprises, Inc.
859 Lyn Lea Lane
Lebanon, IN 46052
$20,000.The Huntington  
National Bank

Gregory J. Pease  
DDS, P.C. 
11524 Willow Ridge Dr. 
Zionsville, IN 46077 
$740,000 
STAR Financial Bank

Hamilton County

Fiesta Ventures 1, Inc.
12972 Chesney Dr. 
Fishers, IN 46037 
$560,000 
Community  
Reinvestment Fund

Living with  
Intention, Inc. 
8495 Fishers Center Dr.
Fishers, IN 46038 
$25,000 
BMO Harris Bank

LoKe Bicycles, Inc. 
11640 Brooks  
School Road 
Fishers, IN 46038 
$83,200 
The Huntington  
National Bank

S and A Square, Inc. 
13185 Harrell Parkway 
Noblesville, IN 46060 
$143,000 
The Farmers Bank, Frankfort

Seaman Automotive 
Repair, Inc.  
13048 Publishers Dr. 
Fishers, IN 46038 
$292,100 
Wells Fargo Bank

Westlake Design, Inc.
21 S Rangeline Road,  
Ste. 200 
Carmel, IN 46032 
$100,000
KeyBank

Hancock County

Bradford Builders, Inc. 
749 N. State St. 
Greenfield, IN 46140 
$50,000 
The Huntington  
National Bank

Hendricks County
 
Associates in Family 
Denistry 
7800 E. U.S. Hwy. 36 
Avon, IN 46123 

$970,000 
Bank of Commerce

Michael Jackson 
Insurance, Inc. 
209 E. Main St. 
Brownsburg, IN 46112 
$10,000. The Huntington  
National Bank
Megamac, LLC 
7800 E. U.S. Hwy. 36 
Avon, IN 46123 
$769,000 
Bank of Commerce

Johnson County

Entertainment/Bowling 
Solution 
400 N. Morton St. 
Franklin, IN 46131 
$25,000 
$50,000 
The Huntington National 
Bank

Salvage Network  
USA, LLC 
100 N. Madison Ave. 
Greenwood, IN 46142 
$35,500 
The Huntington  
National Bank

Storage Solutions  
of Indiana 
7540 S. Nineveh Road 
Nineveh, IN 46164 
$815,000 
Ridgestone Bank 

Marion County

A-1 Noel Towing Corp. 
2805 E. Dudley Ave. 
Indianapolis, IN 46227 
$40,000 
The Huntington 
National Bank

Auto Glass Advantage 
Plus, LLC 
7147 E. 46th St. 
Indianapolis, IN 46226 
$9,200
$15,000
$20,000 
The Huntington  
National Bank

Creative Carpets 
Company, Inc. 
5727 Park Plaza Ct. 
Indianapolis, IN 46220 
$50,000.The Huntington 
National Bank

Effective Computer 
Solutions, LLC
12316 Rose Haven Dr. 
Indianapolis, IN 46235 
$19,500. $50,000 
The Huntington National 
Bank

Frontier Paper and 
Packaging, Inc. 
2000 Executive Dr. 
Indianapolis, IN 46201 
$1,765,000 
Premier Capital Corporation 

Geneva Hair Studio, LLC
5620 E. Washington St. 
Indianapolis, IN 46219 
$50,000 
The Huntington National 
Bank

LoKe Bicycles, Inc. 
12010 Emory Dr. 
Indianapolis, IN 46229 
$25,000 
$15,000
The Huntington  
National Bank

MS Transportation, LLC 
258 S. Kitley Ave., Ste. B 
Indianapolis, IN 46219 
$118,000. The Huntington 
National Bank

Minority Solutions 
Logistics
258 S. Kitley Ave.,  
Suite B 
Indianapolis, IN 46219 
$361,000
$150,000 
The Huntington  
National Bank

Muncie Planet, LLC 
One American Square,  
Suite 22 
Indianapolis, IN 46282 
$2,953,000 
The Huntington  
National Bank

Nu Orbit Media, Inc. 
608 E. New York 
Indianapolis, IN 46202 
$75,000 
Wells Fargo Bank

Phoenix Medical 
Equipment and Supplies
8360 W. Washington St.
Indianapolis, IN 46231 
$50,000. The Huntington  
National Bank

Pirtek Perry
3015 B. S. Harding St. 
Indianapolis, IN 46217 
$325,400 
Wells Fargo Bank

R & R Auto and Fleet 
Services
4451 Lafayette Rd. 
Indianapolis, IN 46254 
$264,000 
Indiana Statewide  
Cert. Dev. Corp.

Technology  
Evolution, LLC 
7025 Mortwood St.
Indianapolis, IN 46241 
$10,000 
KeyBank

Toliver’s Cores  
Supplies, Inc. 
2050 N. Tipton St. 
Indianapolis, IN 46218 
$40,000 
The Huntington National 
Bank

Tree House Yoga, LLC 
28 E. 16th St. 
Indianapolis, IN 46202 
$25,000 
Celtic Bank

Matthew Wilson 
9945 E. 21st St. 
Indianapolis, IN 46229 
$317,200 
First Colorado National Bank 

Shelby County

Livezey Enterprises, LLC
5274 N. C.R. 500 East 
Shelbyville, IN 46176 
$13,700 
Chase Bank

PLANNER OF NOTEPlanner of Note

DISPATCHES
Savings woes 

Bankrate.com has some unsettling news for 
many American families. They conducted a 
survey and found that of the respondents, 
about 75 percent live on a paycheck-to-
paycheck basis. Of the 1,000 adults that were 
surveyed, 27 percent had zero cash saved up. 

– money.cnn.com

Coffee hike 
Starbucks was recently poised to up the cost 
of many of its drinks at two thirds of its U.S. 
locations by about one percent. If you’re 
concerned about the price jump, using your 
own tumbler or reusable Starbucks cup shaves 
10 cents off your drink. 

– money.cnn.com 

Earning for college grads 
The average salary grew in 2012 for college 
grads. An average salary is at $44,455 for 
the class of 2012 graduates, a 3.4 percent 
improvement according to a survey from 
the National Association of Colleges and 
Employers. 

– www.money.cnn.com 

Big bills, less spending 
People are more willing to shell out dough 
if the bills in their wallets or pursues are in 
smaller denominations. Some studies have 
shown that if consumers have smaller bills, 
there is a better chance they’ll spend “more 
freely.” 

– www.money.cnn.com 

Pulling down a big salary 
Hewlett Packard CEO and President Meg 
Whitman is gambling big with her salary 
during her first year with the job. The vast 
majority of her pay is in the hands of how well 
the company performs during 2013, meaning 
most of her salary ($15.4 million) could be 
little if HP performs poorly. 

– www.nbcnews.com 

Boarding up the ‘burbs 
Where has the housing crash hit people 
hard? Travel to Lawrenceville, Ga. There 
the foreclosure rate (in one zip code) is the 
highest throughout the entire United States 
of America. 

– www.money.cnn.com 

Jennifer Lopez tops  
Forbes Celebrity 100 

Celebrities are known for garnering attention 
with tabloid news, but Jennifer Lopez picked 
up some press from Forbes. She is No. 1 on 
their Celebrity 100 list, pulling in a big salary 
($52 million last year) and having a strong 
following. – www.forbes.com 

Captains of industry 
Forbes compiled its list of most innovative 
companies around the world, and six of the 
top 10 are located in the U.S. Who is No. 1 out 
of the gate? Salesforce.com, which deals in 
cloud computing. 

–www.forbes.com



Food • Fun • Networking
Join us for the Southside Business Leaders August Cover 
Party, sponsored by First Merchants Bank. Enjoy a glass of 
wine and hors d’oeuvreves, and mix with colleagues and 
your peers from the Southside during this fun and casual 
after-hours business affair as we honor: June cover, James 
Coffman, Eckstein Shoe Store and Repair; July cover, Jenni-
fer Abel, Four Willows Farm; and August cover, Mayor Mark 
Myers, City of Greenwood.

Where Greenwood, Franklin and Perry Township Business Comes First

Rick on the Radiopage 7 Take it to the Crosspages 12-13 Faces of Freedompages 15-18

Jennifer Abel shares her passion 
with the community in the family-owned 

business, Four Willows Farm.  page 5
Photo by Nicole Davis
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GallopingGallopingGallopingahead

“Happy” and Jennifer Abel at Four Willows Farm

Where Greenwood, Franklin and Perry Township Business Comes First

Face to Face 
page 4 The PublisherPHOTO ESSAY –pages 10-11

Demand is Growingpage 18

James Co� man � nds comfort close to home 
with Eckstein Shoe Store and Repair.  page 5

Photo by Nicole Davis
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TheTheTheshoe fitWhere Greenwood, Franklin and Perry Township Business Comes First

Introspection, 
a Good Thing

page 6

Careers 
& Community

pages 12-13

Adult Education
pages 15-18

Greenwood Mayor Mark Myers reaches out 
to new and existing businesses to keep the city 

on a pathway to success.  page 5

Photo by Nicole Davis
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Growing 
Greenwood

August 27
5:30-7:30pm

Winchester Place
300 North Madison Avenue
Greenwood, Indiana  46142

RSVP by August 26 to  
Coverparty@businessleader.bz 

or by calling (317) 918-0334.

Big Earl’s
CATERING


