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Where does the time go? We say that often 
as small business owners, don’t we?

We are about to ship off the 85th issue of 
the Southside Business Leader, and 
I’m asking myself that very ques-
tion. 

 As you know, in the last sever-
al months we have repositioned 
and renamed the Southside Busi-
ness Leader (formerly the Johnson 
County Business Leader) to better 
serve our readers and our advertis-
ers  – a move that has been a good 
one.

The months leading up to the 
launch of the SBL in September 
2006 were very exciting. We had 
just purchased The Southside Times a few 
months before and believed – based on the 
success of the Hendricks County Business 
Leader – that a business publication serving 
the market would be a great addition. 

I have enjoyed each month putting this 
publication together and have treated it as if 
it were that first one. The people who I have 
had the pleasure of meeting through the SBL 
have been great people to get to know – it’s 

those friendships and relationships that I have 
been able to cultivate that have been particu-
larly enjoyable.

 I have worked with some fantastic people, 
too – still do. I have learned about businesses 
that I would have otherwise not had an op-

portunity to learn about; and I have 
been able to work creatively with 
advertisers as well.  

Popular culture would suggest 
that our heroes be those who play 
sports, sing or act. My heroes are 
the men and women who work hard 
and honestly every day to grow their 
businesses and provide for their 
families. After seven years, I now 
know how hard that is.

As always, I welcome your com-
ments. What can we do better? 

What can we do more of? Are there feature 
stories that you would like to see?  Please 
email me at rick@businesseleader.bz. 

To our readers, our advertisers and my 
lovely wife, Cathy, who has toiled with me in 
this endeavor as well: Thank you for a won-
derful seven years. I appreciate your support 
and look forward to the future. The best is yet 
to come.

SSBL celebrates 7th anniversary
Where does the time go?

FROM the PUBLISHER

VIEWS

BUSINESS TIPS

For SBL by Ball State University
The modern office may allow for jeans and 

other types of casual clothes, but job seekers 
should continue to dress for success when in-
terviewing, says James Mitchell, who counsels 
students on attire as associate director of the 
Career Center at Ball State University.

 Business casual is the norm for most 
American offices, allowing employees to be 
more comfortable on the job while having 
more freedom of expression through choice 
of clothing. However, job applicants should 
dress up for an interview to signal to potential 
employers how serious they are about getting 
the position, Mitchell says.

 “When you walk into the interview, your 
clothes should say ‘I’m here to do business’ 
not ‘Hire me, I dare you,’’’ he says. “The job 
market is still in the employer’s favor, and 
there are plenty of candidates from whom 
they can choose.”

Mitchell says even if you are overdressed 
in a particular company’s culture, you can al-

ways loosen the tie or take off the jacket.
“If you get to an interview and they gently 

poke fun at you for being overdressed, you 
might be able dress down on the go,” he says. 
“There’s no way to make clothes magically ap-
pear if you need them. Better to be safe than 
embarrassed and uncomfortable the rest of 
the day.”

For more information, visit http://cms.
bsu.edu/-/media/WWW/DepartmentalCon-
tent/CareerServices/PDFs/Publications%20
and%20Other%20Docs/N3Dressing.pdf.

It may be a casual workplace,  
but dress for success to get the job

JOB INTERVIEWS

DISPATCH

Paying dividends 
If you’re looking for some new dividend stocks, 
Robert Weinstein has a few that may be worth 
checking out. Try Potash Corporation, which 
deal mostly in fertilizers. 

– www.money.msn.com

FINANCE
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New York City Mayoral candidate Anthony 
Weiner has a very “specific” way of showing 
his approval in communications. Some would 
say perhaps he goes a bit far, but 
there is no mistaking how he feels.

For the rest of us, there are emot-
icons – those tiny, unprofessional 
tics at the end of a sentence that can 
convey happiness, sadness, sarcasm 
and just kidding. In today’s email, 
texting, tweeting, status-updating 
world, there is a far greater demand 
on the written word and the skill 
needed to convey the correct tone.

Almost everyone understands 
that typing messages in all caps 
sounds angry in the reader’s head. 
DO YOU KNOW WHAT I MEAN? But there 
seems to be a problem expressing concern or 
even caring without possibly being misinter-
preted. 

My publisher, Rick Myers, has a very di-
rect approach to writing e-mails. He uses as 
few words as possible that convey his mes-
sage. Occasionally, this comes across as curt 
or abrupt. For busy people, like Rick, emoti-
cons offer the answer. These daft, unnecessary 

symbols are like the international symbols in-
vented in the 1960s. They are the stick figures 
that keep you from walking in the wrong re-
stroom. (BTW, how do Scottish men know 
which restroom is for them?)

I figure there are other direct communica-
tors who can use a primer in emoti-
cons. This could not only improve 
getting your meaning across, but 
this method could also preserve 
your chances to be elected mayor. 

:) = This is the easiest of emoti-
cons and can be the difference be-
tween conveying your happiness 
or having people return a spitball 
email in your general direction.

:( = This is the next obvious 
emoticon, You are sad. This is an 
inappropriate symbol in business 
communication because everyone 

in business is happy. (Refer to the first emoti-
con). This is an appropriate symbol to use in 
tax returns.

(: & ): = These are the same as the first two 
symbols, just backwards for left-hand typists.

XD – This means you are LOLing. OMG! 
You don’t know what LOL means? :(

J = I have interpreted this symbol as sar-
casm. However, every text to me is interpret-

ed as sarcasm.
:-| = This means you are indifferent or apa-

thetic. Is lack of emotion an emotion?
8) = This means you wear glasses. It tells the 

reader to reply in really big type (but not in 
ALL CAPS). 

:0 = Shock, face-registered surprise.
:0 = Yawn. Imagine having to watch a Kevin 

Costner film festival and you will understand 
this emoticon.

$_$ = This means greed. It’s a rendering 
of Gordon Gekko, who is often quoted for 
saying, “Greed is good.” It’s also the symbol 
for an insurance gecko that will remind you 
that their greed is more important than your 
greed.

:-)) = This either means a double chin or 
that you just stuffed yourself at a Chinese buf-
fet.

o/\o = High five. 
o/\0 = High five with a large head. 
o/|:D = Ha, ha, I left you hanging!
There are so many more, but they are stu-

pid. The users of the telegraph had no Morse 
code for Smiley Face. I think we can get along 
as well.

Gus Pearcy
Columnist

Don’t be A. Wiener when texting
HUMOR

Yes, we want your letters: 

Readers of the Southside Business Leader are en-
couraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

VIEWS

Procrastination, 
priorities and 
possibilities

Life brings about so many 
changes. Most of us truly have 
no comprehension of how a 
day could be impacted by just 
the slightest deviation from 
the norm. Our actions, though, 
can shape even the smallest of 
changes. And small changes 
can lead to big changes, which 
can help us fulfill our wildest of 
dreams and thoughts.

Procrastination
Procrastination has its bene-

fits; procrastinate long enough 
and the problem goes away, 
right? Wrong. Often times, pro-
crastination doesn’t help anyone 
or help any situation. Issues are 
meant to be tackled. It doesn’t 
mean you have to act immedi-
ately, but you need to immedi-
ately begin to develop a game 
plan. 

Priorities
Priorities can begin to make 

procrastination obsolete. Pri-
orities put plans and actions in 
place. Priorities tackle big is-
sues. Prioritizing allows a cer-
tain sense of freedom; priorities 
take guilt away. Decide what is 
truly important and go for it. 

Possibilities
Possibilities are the places 

you visit in your dreams. What 
vision do you have? What vi-
sion does your significant other 
have? Is it possible to truly be 
free and happy? The simple an-
swer: yes. Without possibilities, 
life would be pretty sad, not to 
mention incredibly boring.

Eliminate procrastination. 
Create priorities. Imagine the 
possibilities. In the words of the 
wise Dr. Seuss, “It’s not about 
what it is, it’s about what it can 
become.” Today is your day to be 
great; make it happen.

The golden 
rule for every 
business man 

is this: Put 
yourself in your 

customer’s place.
~ Orison Swett 

Marden, founder of 
Success Magazine
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By Nicole Davis
Though owning a wine business has been a 

dream of Paul and Laura Jacquin’s for years, 
the structure of that business has been driven 
by the requests of the consumer since before 
they opened Vino Villa two years ago this Sep-
tember. With the original vision of Paul and 
his mother-in-law, Donna, run-
ning a store that sold wine and 
cheese, it has transformed into a 
hangout with two floors of space 
to relax and visit with friends, 
along with an outdoor patio 
open during the summer. 

“The more we talked to peo-
ple, the more we found they 
wanted a place they could come 
and sit and enjoy wine,” Paul 
said. “Shortly after we opened we 
came to the conclusion we need-
ed someone who could cook. 
Our chef, Doug, I’ve known for 
a long time. (He) has no formal 
training, but the menu and com-
bination he’s come up with we 
get a lot of good feedback from.”

Paul spent 22 years in banking 
and financial services with Key 
Bank, Regions and its predeces-
sors. He and Laura would visit 
wineries while traveling in Cali-
fornia and knew they wanted to 
own a wine business as a second 
career. One day, Paul says talk 
became more than talk. 

Paul and Laura began search-
ing for a location, starting with 
strip malls, places where peo-
ple could get in and out easily. 
Something was missing. When 
they found the building at 200 N. 
Madison, Paul said they enjoyed 
the homey, relaxing atmosphere 
they couldn’t get in a strip mall.

 “Ultimately, we love the 
quaintness, the history of this 
place,” Paul says. “It’s an old 
home and it feels like an old 
home. And there’s still a good 
amount of traffic that comes down Madison.”

Paul and Laura purchased the building in 
2010 and immediately started refurbishing. 
While working on the outside, people from 
the neighborhood would stop and ask about 
what they were doing. The more they talked 
to the people in the community, the more they 
saw the need to add a sitting space, so they be-
gan to refurbish the second floor. The house, 
originally built in 1904, belonging to the fam-
ily of J.T. Polk, has four bedrooms. The rooms 
on the second floor were converted into spac-
es to relax, with couches and tables, each 

room painted a different color and named 
accordingly. Vino Villa opened on Sept. 24, 
2011. Paul says they immediately went up 
and started working on the third floor, which 
used to be a servant’s quarters, turning it into 
a wine bar with a high top table atmosphere 
with a full bar. In July 2012, they added seating 
on the patio. With the drought that year, the 
space did not get used much. This year, Paul 
says it’s been a huge success.

“We’ve done just about all we can from a 
standpoint of utilization of space,” Paul said. 
“I’ve learned a lot of different things. The big-
gest challenges are people challenges, having 
the right people on your team, in the right 
place at the right time. One of the biggest 
learning events is probably that 95 percent of 
our guests are very complimentary with the 
services we provide. The toughest thing is that 
other five percent you will never please, and 
that’s very hard to swallow. Things are going 
to go wrong. You have to do things a little dif-
ferently next time and give people a reason to 

come back.”
Along with having live music every Thurs-

day, Vino Villa also hosts book clubs, birth-
days, anniversaries, retirement parties and 
wedding receptions. Three couples have got-
ten engaged there. 

 “The most fun and fulfillment comes from 
the people as well,” Paul said. “People come 
up and say thank you for making my birthday 
special, anniversary special. Those comments 

and feedback are extremely ful-
filling. When you help pull off a 
surprise engagement request or 
a surprise birthday party, those 
things are really fun.”

In two years of business, Paul 
estimates they have developed a 
client base of close to 2,000 cus-
tomers, with more coming in ev-
eryday to discover what they do.

“I need my Vino Villa fix, I’ve 
gone every Friday, and I have 
since they opened,” said David 
Wolf, Greenwood resident. “It 
first caught my interest because 
we don’t have a high quality wine 
shop on the Southside and that’s 
a passion of mine so I was excit-
ed to see them open. Their em-
ployees are very knowledgeable 
on wines, and they have a differ-
ent selection of unusual wines, 
not items you can get at the su-
permarket. There is no other 
place like it on the Southside or 
in Central Indiana.”

He says to keep his custom-
ers happy, they try to offer new 
things such as a Wine of the 
Month club that meets the sec-
ond Tuesday of each month. 
With more than 500 different 
wines in the shop, he says he 
likes to bring in people from the 
wineries to speak, offering cus-
tomers an opportunity to learn 
the other end of the winemaking 
process, from the guy picking the 
grapes for the best wines he can 
make.

Vino Villa has grown to em-
ployee 30 people, many part-

time. Paul says 20 years from now, he hopes to 
maintain Vino Villa as a fun place to hang out, 
enjoy food and other people’s company. With 
all of his success, Paul is still focused on the 
community that has helped him grow. 

“From a long term standpoint, I’d really like 
to see this corridor of Madison Avenue have 
businesses come in that draw people in for a 
walking, shopping environment,” Paul says. 
“There’s a growing little population of busi-
ness that I’d love to see continue.”

Vino Villa
200 N. Madison Ave.

Greenwood, IN 46142
(317) 882-9463
vinovilla.com

Best Advice: Positive feedback tells us 
we are on the right course, while negative 
feedback tells us we are off course. One of 
the best things you can do in life is to ac-
tively solicit feedback. It is better to know 
the truth and have the opportunity to 
fix something that is broken, than to not 
know until it is too late.

Worst Advice: Based on the wisdom of a 
19th century poem, “Theirs not to make re-
ply, Theirs not to reason why, Theirs but to 
do and die”, the worst advice was simple: 
don’t ask any questions, just do it because 
upper management said so. Don’t get me 
wrong, organizations have to have strong 
leadership, and leadership decisions need 
to be respected. But great leadership is in 
touch with those in the field who are often 
much closer to a situation than themselves. 

Best Business Decision: Marrying my 
beautiful wife of 27 years, Laura. While this 
may not sound like a business decision, it 
is certainly the smartest decision I’ve ever 
made and has had a major positive impact 
on every step of my professional and busi-
ness career and any major business deci-
sion I’ve made.  

In 5 Years: Continuing to enjoy life’s jour-
ney  because every day brings opportu-
nities and challenges (it’s how we chose 
to respond to them). I look forward to the 
next five years and pray the good Lord 
grants me the wisdom to respond in a 
manner that will enrich the greatest num-
ber of lives.

Secret to Success: The willingness to take 
action. Sometimes this means you’re going 
to have to take some risks. Understand that 
there may be some setbacks, but in order 
to achieve anything, you’ve got to take ac-
tion, be willing to pay the price and keep 
moving forward.

How did Paul do it?

Reasons someone would want to 
do business with you…

n  Our people
n  Knowledgeable staff
n  Preparing great food
n  Giving each guest great service
n  Helping to make special  

occasions, memorable ones   

The List
Paul Jacquin celebrates two years of wine, 

cheese and community with Vino Villa

Paul Jacquin

Photo by Nicole Davis

FEATURE

COVER STORY

Vaya con Vino  
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You’ve worked hard to achieve what 
you have. Take the time to protect it.

Check out the free report available at 
strategicexit.biz or call 317-721-5290 
today for an appointment.

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234

www.kjdlegal.com

Find us on 
Facebook & Twitter

BUSINESS TALK

Howard Hubler
Columnist

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

Well, sports fans, we had yet another Busi-
ness Leader action-packed, fun-filled ac-
countability seminar this month. Here are just 
a couple of pearls that came out of the meet-
ing that are teachable moments for all of us. 
These ideas are not in the “pull the 
trigger” stage, so I won’t suggest 
that they are successful; however, 
they were so profound to the busi-
ness people that they demanded full 
consideration.

The first situation involves a man 
who sells a product that is often 
home delivered. This man created 
an effective model that did not de-
liver his product; it was only avail-
able for in-store pickup. Years ago 
when the company was first started, 
the risk associated with delivering the product 
discouraged this person from doing so. 

Interestingly, the risk has increased so much 
that some companies have popped up in the 
area, offering to deliver anyone’s product in a 
third-party transaction. For example, you as 
a consumer may have had an item dropped 
off to your home or place of business and you 
simply assumed that the delivery service was 
owned by your product provider; however, 
that is not necessarily so. In fact, that provider 

may have hired an outside service to deliver 
his product and the delivery service may have 
even had the logo of the product provider on 
his vehicle. However, in the event of an auto 
accident, the product provider is held harm-
less. The delivery service assumes all of the 
transportation risk in exchange for a fee.

Well, this whole idea of a third-
party delivery service was just an 
exciting thought for this business-
man in the seminar. He has always 
thought that his core busi-
ness could expand some 20 
percent plus with delivery, 
but that the additional prof-
its would be offset by the 
additional headaches of the 
delivery process. Now he 
is studying the concept of 
charging a fee to offset the delivery 
expense, and putting the liability of 

the delivery off to a third-party professional. 
This would be a win-win win for the business-
man, the customer and the delivery service.

The second pearl involves a businesswom-
an who has a company in the building trades 
as a contractor. After four years of horrible 
times in the industry, she now is experienc-
ing great growth. Her biggest problem is that 
her employees are sometimes not depend-
able and she experiences too much turnover. 

Sometimes pride in workmanship is evasive, 
as employees look at their job as transitional 
position rather than a career. Upon cross-ex-
amination, some of the room asked her what 
she paid an hour. She found out that others in 
the room had employees who were less skilled 
but were paid quite a bit more. 

She began to realize that if she could afford 
the additional payroll expense and give addi-
tional income to the employees in a meaning-
ful fashion, for example, as a quality control 

bonus or annual review with a raise to fol-
low, a lot of her problems would be solved. 
She was also surprised to learn that the hour-
ly wage amount that was locked in her brain 
as a fair wage was a dated amount and that 
very few skilled positions were being hired for 
that little of a starting wage. Perhaps she was 
her own worst enemy. With a better and more 
caring long-term employee, she felt that she 
could afford the additional payroll, as some-
times inferior employees can cost one money 
instead of making profit.

Anyway, these are just a couple of thoughts 
that flew through the air the last Accountabil-
ity Academy. In closing, these two concepts, 
as simple as they are to successfully put into 
place, could be powerful tools to drive net 
profits into local businesses. Additionally, 
they require no fixed cost, no contracts, no 
expensive consultants and no new equipment 
investments and the like. Interestingly, the 
ideas were right under our noses. This is what 
we mean by “the power of the peer.”

PEER TO PEER

“…a couple of thoughts that flew through the air during the last  
Accountability Academy…as simple as they are to successfully put into place, 

could be powerful tools to drive net profits into local businesses.”

Using peers to get ahead in business at Accountability Academy



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.

Chris Alyea
VA Medical Center

Mindy Breeden
Old National Bank

Christie Carrico
Brave Builders Child Care, Inc.

Ella Casper
NSK Corporation

Kathyrn Cavaleri
Magnify Marketing

Angela Chamberlin
Chamberlin & Taylor

Carolyn Clow
Heartland Community Bank                                                  

Susannah Cunningham
Mitsubishi Heavy Industries Climate Control

Tammy Dorman
Tam & Lin, LLC

Joseph Dunn
Eminence Community School Corporation

Teena Findley
Jo. Co. Government – Highway Department

Carolyn Goerner
IU Kelley School of Business

Beth Harriman
Community Hospital South

Darin Hoggatt
City of Greenwood

Dustin Huddleston
Huddleston & Huddleston

Christian Maslowski
Greater Greenwood Chamber of Commerce

Regina Miller
Geek in Pink Computer Repair

Paula Meyers
Eli Lilly and Company

Rick Myers
Center Grove ICON

Carolyn Naragon
Haven Sanctuary for Women

David Olmstead
Johnson County REMC

Tim O’Sullivan
Franklin Police Department

Rick Owens
Cummins, Inc.

Scott Pitts
Greenwood Christian Church

Wendy Preilis
Johnson County Public Library

Elisa Rogowski
The Damien Center, Inc.

Greg Taylor
MainSource Bank

Dawn Truster
Endress+Hauser, Inc.

Cathy VanBree
Indiana National Guard

Meghan Whirley
Ivy Tech Community College 

Mandy Williams
First Merchants Bank

Brooke Worland
Franklin College

Congratulations to the Leadership Johnson County Class of 2013-2014
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CALL USTODAY For a quote on your next printing job. 

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!

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.

Keeping your financial flywheel in motion
Newton’s laws apply to your personal and financial lives

It is funny how the very oldest ideas are also 
the most true. And too often they 
are the lessons we tend to forget 
when looking for answers.  

Sir Isaac Newton’s first law of mo-
tion paraphrased is “a body in mo-
tion tends to stay in motion; a body 
at rest tends to stay at rest.” If you’re 
like me, you enjoy summer and a bit 
of time being “at rest.”  But it’s Sep-
tember now. Summer is over. Vaca-
tions are done. The kids are back in 
school. 

Full personal disclosure here: 
Summer vacation often puts a 
damper on some of the good hab-
its I had heading into summer.  
Prior to summer, my body was in 
motion. My trips to the YMCA 
were regular and strenuous. My 
business was in motion as well. My 
appointment calendar was packed, 
and a robust pipeline was in place. But June 
turned into July and July into August and the 
visits to the Y slowed to a trickle. My appoint-
ments were completed while my pipeline 

slowly diminished due to lack of attention.  
Then the kids went back to school, I went up 
a notch on my belt and the hours between ap-
pointments got longer and longer. My “fly-

wheel” got bogged down.
A flywheel is a mechanical con-

traption used to store energy.  Once 
it’s set in motion, it can provide 
enough energy to power a system 
with near unstoppable momentum. 

How’s your flywheel? 
Have you fallen away from good 

habits you used to have? Are you 
still regularly going to the gym?   
Have you gotten lax in watching 
your diet? What about your finan-
cial flywheel? Has life got so dol-

lar-demanding that you no longer 
squirrel away a few dollars here 
and there to put in your 401k, sav-
ings or IRA?  

Think about it. Are you “in mo-
tion” or are you “at rest”? The 
beauty of “in motion” is that our 
momentum tends to keep us in 

motion. The challenge with being “at rest” is 
that it takes more energy to get “in motion” 
than it does to stay in motion. 

At this point you’re probably asking, “Well 
Bink, what does this law of motion stuff have 
to do with investing and saving for the future?”  
Well dear reader, when it comes to facing hard 
truths and preparing for your fiscal future, if 
you’re a person “at rest,” the only one who can 
get that financial flywheel moving … is you.   

Start pushing.    

MONEY MATTERS

BUSINESS FINANCE
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Nobody likes to deliver bad news, but it can 
be just as challenging to share something good 
when you have to do it in writing.

Most in-person communication is 
actually nonverbal. When you deliv-
er that message through writing, any 
impressions the reader receives have 
to come from the words alone, and 
it’s all too easy for the recipient to 
draw the wrong impression.

Fortunately, there are simple steps 
you can take to keep your “good 
news” message from inadvertently 
creating bad impressions.

1. Make sure it’s really worth shar-
ing. Your intended audience is busi-
er than ever and simply overwhelmed with all 
sorts of messages every day. Is your good news 
something that’s really meaningful and worth-
while, or are you only adding to the clutter?

2. Make it relevant to the audience. Frame 
your good news in terms the audience can ap-
preciate and understand. Don’t tell them why 
it’s good news to you – explain what makes it 
good news for them.

3. Keep it brief. Rather than share every 
detail, zero in on the most important points 
(again, those points that are most important 

to your audience). Resist the 
temptation to add more de-
tails, and respond to those 
who ask, “Should we also 
mention ...” with a firm “no.”

4. Never gloat. 
Be especially care-
ful if there will be 
people in your au-
dience who may 
have suffered some 
sort of negative 
impact from your 
good news. Share 
your good news 
with grace and re-
spect. Be proud 
of what you’ve ac-
complished, but 

demonstrate humility instead of bragging.
 5. Share the credit. If others within your or-

ganization or external partners played a role in 
making the good news possible, call attention 
to their contributions. Doing so will not take 
the spotlight away from you. In fact, because 
you’ll be seen as generous and gracious, it will 
actually shine more brightly.

6. Stay calm. Avoid making your message 
overly excited by using things like ALL CAPI-
TAL LETTERS or lots of exclamation points. 
If your message reads as though you’re jump-

ing up and down and waving your arms wildly, 
that’s exactly how you’re going to appear to the 
audience.

7. Share it and be done. Just as you should 
move on after sharing bad news, there’s no 
need to repeat good news endlessly. Hearing 
the same self-praise again and again actually 
becomes annoying to an audience, undermin-
ing what you were hoping to accomplish.

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/.

Delivering good news in writing

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS

Rollings joins  
Simons Bitzer

Lisa Rollings, White Riv-
er Township, recently 
joined Simons Bitzer & 
Associates, Indianapo-
lis, as its director of busi-
ness development and 
marketing.  Within this 
role she will facilitate Si-
mons Bitzer’s business 
development activities 
and community outreach activities. She will 
also oversee all marketing communications in 
print and social media.

 Rollings has spent all of her career in a role 
with customer service and business develop-
ment responsibilities.  “I do not really see my-
self as a sales person but as a customer service 
person,” she stated. “I am driven by helping 
people. And when I believe in a service or 
product and know it is a good fit for a person 
or business then I am helping them to be suc-
cessful.  To me this is a win-win for us both. “  
Previously Lisa worked as director of sales at 
Time Payroll and Employer Services. She part-
nered with Simons Bitzer in this role and liked 
the way they do business.  For many years she 
worked in the student loan industry where 
she served in a similar capacity.

BUSINESS BRIEF

Sight for the Southside

By Nicole Davis
After graduating from Indiana University 

School of Optometry in 2009, Erin Buck went 
to work for practices in Louisville, Ky. and in 
Westfield all the while wanting to return to 
the Southside where she was born and raised. 
Buck opened her first practice, Greenwood 
Vision Development Center, this March.

 “Business has really started to pick up,” 
Buck says. “I knew that the community would 
be supportive. That’s just how it’s always been. 
I had no concerns that they would embrace 
me and help this business move forward.”

A deciding factor into Buck’s study of op-
tometry was speaking with her aunt, who is 
an optometrist. She says she was interested 
in why so many children were diagnosed with 
ADHD and learned that many actually had vi-
sion problems that had been misdiagnosed.

“If the eyes are not working well together 
it can impact how we learn, read, work,” Buck 
says. “There was nobody on the Southside do-
ing that. It’s a special area of mine. I’ve done a 
lot of training in that specific field. I wanted to 
offer that service to my hometown.”

As she grows her business, Buck says she 
hopes to continue to educate the public, as 
vision therapy is not a mainstream field. She 
says if a child is struggling with reading, an 
underlying vision problem may be the reason. 
She encourages parents to learn more, and 
they can contact her with questions. 

Buck held her ribbon cutting ceremony 
with the Greater Greenwood Chamber of 
Commerce on Aug. 8 and says she couldn’t be 
more excited to be a part of the Greenwood 
community.

 “A couple months into it, I had a day with 
several calls in a row with new patients,” Buck 
says. “In that moment, I started crying and 
thought ‘Oh my gosh, this might actually 
work’; that feeling of relief that people were 
hearing about me, sending their patients to 
me and I could have a successful future.”

Erin Buck opens Greenwood Vision Development Center with hometown pride

Greenwood Vision 
Development Center

1701 Library Blvd., Ste. I
Greenwood, IN 46142

(317) 300-1460
ebuck@greenwoodvision.com

Photo by Rick Myers
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All of my marketing has paid off. If I can say anything to anyone,  
it’s marketing is the key. If no one knows about you, they can’t find  

out how good you are. ~ Tim Showalter

“

“
FOCUS

Lights from a dog training school in Beech Grove had five coats of led paint. Tim Showalter had to research to learn the safest way to remove the paint.

Photos by 
Nicole Davis
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By Nicole Davis
Tim Showalter takes pride in fixing and 

restoring everything from pedal cars to an-
tique lamps. He’s been doing so since he was 
eight years old, when he walked down the 
road and spotted a bicycle in a neighbor’s 
trash. When Showalter asked the owner if 
he could have it, he was given two broken 
bikes. He put them together to make one 
good bike, rode it around and later sold it. 
He’s been doing small restorations ever 
since.

This year, Showalter decided he wanted 
to spend his time doing the thing he loves 
most. After 25 years of working in education 

and information technologies, he cashed in 
his savings to start up Hoosierboy Restora-
tions in Beech Grove in May.

 “I’m really passionate about this,” Show-
alter says. “When I’m not doing it, I’m re-
searching about it, watching television 
shows about it. I can fix bicycles to pedal 
cars to gumball machines. I enjoy a good 
challenge. My enjoyment comes from a cus-
tomer seeing the finished product, saying, ‘I 
never dreamed it would look this good.’”

With a background in telecommunica-
tions in Ball State, Showalter said he was 
able to design his own logo and website. 

He says he was fortunate to have customers 
right from the beginning and has obtained a 
couple more through his marketing.

“All of my marketing has paid off,” Show-
alter says. “If I can say anything to anyone, 
it’s marketing is the key. If no one knows 
about you, they can’t find out how good you 
are.”

His favorite project so far is a Mobo horse 
he is still refurbishing. The metal item was 
completely rusted out. The lady who owned 
it had it since she was a little girl and wants 
to see it back in the pristine condition she 
remembers, giving him a drawing of how 

it had been painted. After seeing a similar 
project on the “American Restoration” TV 
show, Showalter said he was excited to start. 

Currently working out of a garage, Show-
alter said he hopes to find a building soon 
and is working with Mayor Dennis Buckle 
to find a spot on Main Street.

“I grew up here, and I can remember as 
a kid how vibrant the city was,” Showal-
ter says. “I’d like to see it go back to the old 
days when you wanted or needed something 
you’d go to Main Street and get it. I love this 
town, and I want to be a part of its revital-
ization.”

Beech Grove’s Tim Showalter aims to work doing 
what he loves with Hoosierboy RestorationsHe can fix it

FOCUS

Tim Showalter sands down pieces of the Mobo horse.

One of Tim’s finished projects, a pedal car (smaller photo shows the car before refurbishing)

Tim was commissioned by the city of Beech Grove to design and build this little trolley car for a float for the Beech 
Grove Centennial parade in 2006.

Photos by 
Nicole Davis

Submitted Photo
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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.

As you read this, school will have been start-
ed for about a month for most kids. I know, in 
our household, school is a big event, and it’s 
time to get serious about learning. 
This time of year also seems to bring 
us all back into routines and sched-
ules after a summer of craziness 
with kids’ camps, sports and vaca-
tions. Why is it that when school is 
in session we seem to become more 
focused in almost every area of our 
lives?  I think it’s because we become 
focused on learning. As an employ-
er, I have seen the impact that reg-
ular learning has had on my em-
ployees. When we are in a learning 
mindset, our brains grow stronger. 
I compare it to working out. When we work 
out regularly, we gain strength, feel better and 
have more energy. Same situation exists for our 
minds. I did some research and the American 
Psychological Association (APA) reports that 
“the opportunity to gain new skills and expe-
riences can increase employee motivation and 
job satisfaction, and help workers more effec-
tively manage job stress.” In the current em-
ployment market, it’s hard to find good talent, 
and it’s even harder to hold on to good employ-
ees. Having a learning plan or finding ways for 
your employees to develop is a good invest-
ment. Below are a few basic low-cost tips any 
employer can think about as he kick-starts his 
business’s learning plans.

Establish a learning culture
The excitement and drive to learn new 

things must start at the top. Employees need to 
see that you are passionate about growing their 
knowledge and skills. This can be as simple as 
encouraging your team to continue learning 
and giving them the freedom to acquire new 
skills through a variety of formats, including 
online videos, webinars and articles. Growth 
and development can also be woven into the 
yearly review and goal-setting process. Each 
employee should have a development goal. Af-

ter the plan is set, I have found one of the best 
times to check in with my employees on their 
progress is in their weekly or monthly one-on-
ones. Be careful though; it’s easy to get caught 
up in the whirlwind of our work and the learn-
ing or development plan gets pushed aside.  

Host lunch and learns
Schedule regular lunch and learn 

events where employees can learn 
something new over their lunch 
break. If cost is an issue, have every-
one brown bag their lunch and re-
ward them with a free lunch upon 
completion of their learning plan. 
You don’t have to spend hundreds or 
thousands of dollars to bring in sub-
ject experts to speak. Tap into the 
experts you already have on hand as 
part of your company. If you are part 

of a civic organization or a local chamber of 
commerce, ask to trade learning sessions with 
another fellow business leader. 

Support professional  
organization involvement 

Be supportive of employees’ professional or-
ganizations, whether you can cover the annual 
membership fee on the employees’ behalf or al-
low them time off to attend meetings. Employ-
ees will become even greater experts in their 
fields as they learn from specialized speakers 
and network with colleagues at organization 
events. Many local organizations also provide 
opportunities for members to attend nation-
ally-recognized conferences and workshops at 
discounted rates. 

Everyone needs to continue learning 
throughout their life to keep from growing 
placid and out-of-touch. Providing opportuni-
ties for growth and development will not only 
help keep workers motivated and satisfied, but 
their growth will also fuel your business to 
reach its full potential.  Happy learning!

Back to school  
isn’t just for kids

PERSONNEL MATTERS

EMPLOYEES

Home Bank SB marked the start of construction 
for its new Greenwood Banking Center with a 
groundbreaking ceremony on August 9.  The 
new branch will be located at the intersection of 
State Road 135 and Olive Branch Road.  Opening 
is projected for the first quarter of 2014.  

The Home Bank Board of Directors has named 
R. Trent McWilliams as Johnson County Market 

President.  McWilliams has worked in the 
banking industry for almost 40 years which 
has included service in Johnson County.  He 
is a resident of Franklin and has been active in 
several community groups, including Rotary, 
Leadership Johnson County, United Way of 
Johnson County and the Franklin Chamber of 
Commerce.

Home Bank currently has three offices in Morgan 
County and was chartered in 1890 as a mutual 
institution owned by its depositors.  

Home Bank Begins Construction  
for Greenwood Banking Center

From left, Dan Moore, Home Bank president and CEO; Gene Levell, Home Bank chairman; Mark Myers, mayor of 
Greenwood; Trent McWilliams, Home Bank Johnson County market president; and Brian Turley; Edwards-Rigdon 
Construction Company

 BUSINESS LOCAL

BUSINESS BRIEF

DISPATCH

 BUSINESS FINANCE

You sank my… submarine 
If you thought you messed up bad at work 
when you cost your company an extra $40 in 
toner, don’t feel so bad. A man by the name 
of Casey James Fury set fires at the repair site 
of the USS Miami, a nuclear attack submarine, 
last year. For his intentional actions, Fury got a 
stiff sentence and even stiffer restitution bill, 
17 years in federal prison and $400 million. 

– www.cnn.com 

Paying dividends 
If you’re looking for some new dividend stocks, 
Robert Weinstein has a few that may be worth 
checking out. Try Potash Corporation, which 
deal mostly in fertilizers. 

– www.money.msn.com 

Ties to wealth 
It’s not too late to start a business of your own. 
Moziah Bridges, 11, of Memphis, Tenn. has made 
more $30,000 crafting and selling his own line 
of bow ties all through Etsy. – www.forbes.com 

Inmates calling 
It’s costly for many inmates to call home. A 
move by the FCC caps the calls at a quarter, 
or even less in some cases, per minute. That’s 
a far cry compared to “state-to-state calls” that 
can cost as much as $17 in some of the 50 
states. – www.money.cnn.com 

Checking out with a click 
Facebook is experimenting with more 
services for merchants and users. The social 
media giant is going to work with a couple 

of merchants so users can load up credit card 
information and complete purchases from 
their phones. – www.money.cnn.com 

Food stamp capital 
 Mississippi doles out the most food stamps of 
any of the 50 states. A total of 663,000 people 
use food stamps in the state. For a little bit of 
perspective:  that’s more than the population 
of Boston. – www.money.msn.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:



businessleader.bz • September 2013   15Southside Business Leader

Many times great people set off to start their 
own business because they are really profi-
cient at something or they just know they can 
do “whatever” better than it is now being done. 
Both of these are good, valid reasons to start a 
business, but there is a trap. 

Let’s say you are an excellent cook. 
You will discover that the day you 
start your business is the day you 
cease to be the excellent cook. You be-
come more of a manager and less of 
a cook. That is where the trap begins.  

We do not create a business we 
enjoy and reap the rewards. We cre-
ate a job for ourselves, which can end 
up being a terrible job. We work too 
many hours for the pay; we do not 
take vacation or time off. It seems we 
slave away 24 hours a day, seven days 
a week and 365 days a year. 

We are held hostage to the job we did not 
realize we created! We are stressed, angry and 
frustrated. We do not bring on employees be-
cause we think they cannot do anything as well 
as we do.

If this sounds familiar, there is hope. The late 
Jim Rohn said, “For things to change for you, you 
have to change.” That is the really, really tough 
part. Change. It does not sound hard but change 

can just seem insurmountable and many do not 
know how to accomplish it.  

Here are three things to do right now to begin 
the change:

1. Set a goal for how you would like your busi-
ness to be. 

2. Create an organizational chart for your 
business.

3. Write down the frustrations of 
your business that really drive you 
crazy. 

The goals you set will become your 
roadmap to freedom, so they need to 
be well thought out and able to stretch 
you. It is best to get someone outside 
your business to set these goals.

The organizational chart is a re-
minder to bring on others that are 
good at what you need and fit with 
your values. 

For the frustrations list, notice 
those things you complain about 

most regarding your business. Ask your partner, 
spouse or someone else close to you to help you 
identify those triggers. The list of frustrations 
is used to motivate you to keep making chang-
es toward your goal of how you see your “new” 
business. 

Caught in the job trap?

Jack Klemeyer
Columnist

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

COACH’S CORNER

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.

What is your business sweet spot?
Whether you are thinking about starting 

a business or are a veteran business owner, 
this is a relevant question. We all want to find 
the “sweet spot” in our business, that space 
where profits are rolling in, custom-
ers pay on time, everyone on your 
team is in congruence with the cul-
ture of the company and you actu-
ally believe that your business can 
grow beyond your wildest dreams. 
Searching for this spot is hard work! 
For years, I likened my journey to a 
hamster wheel – running, network-
ing, producing product, paying bills 
and closing deals. I was hoping and 
praying business would increase and 
magically the money tree would be 
in full bloom. This technique only 
netted incremental growth and wore me out. I 
wanted to scale our offerings, increase profits, 
employ a competent team and do my part to 
facilitate economic growth. A profound shift 
in thinking occurred when I studied my top 
twenty customers.  

I never realized how challenging owning 
and operating a scalable business could be. I 
found hope and a rejuvenated passion reading 
“The Pumpkin Plan” by Michael Michalowski. 

He relates growing your business to a step by 
step process to create the biggest pumpkin – 
a world-record setting pumpkin (a metaphor 
for business).  Michalowski suggests a strategy 
that requires analyzing your top 20 custom-
ers, creating systems that take the owner out 
of the day-to-day operations and defining your 

unique offering.  His quick wit and 
matter-of-fact comments resonate 
and challenge even the seasoned 
business owner to risk change and 
be rewarded with profits.  

Finding the courage to take bold 
steps is quite the journey and can 
put knots in your stomach, but the 
payoff is worth it. Reshaping your 
business to stay relevant to the mar-
ketplace and create new avenues for 
business may not always work, so 
fail fast. If you choose to keep run-
ning on that hamster wheel, Mi-

chalowski suggests that you will never grow 
your business – BIG. You will likely grow wea-
ry and drift out of touch with your custom-
ers and thus, die on the vine. “The Pumpkin 
Plan” is a must-read for every entrepreneur 
and business owner looking to find the “sweet 
spot” in their business.  

Grow your business BIG
YOUR BUSINESS

BUSINESS PERFORMANCE

4610 East 96th Street • 1-888-204-3445
TomWoodLexus.com

CHANGE
LANES

AND SEE THE ALL-NEW 
2014 LEXUS MODELS.

TWLX330161.indd   1 8/22/13   4:26 PM
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Expanding with Ella’s

Compiled by Nicole Davis

Lorrie Gray 
says since she 
and her husband, 

Greg, opened Ella’s Frozen Yogurt in Greenwood less than two 
years ago, they’ve received nothing but blessings.

“Nine times out of 10 we will be here and can visit with you,” 
Lorrie says. “Being a mom and pop shop especially, every cus-
tomer that walks in this door is huge to us.”

Though Lorrie says running the shop has been much hard-
er than they expected, the community has been so accepting, 
they’re in it for the long haul. The couple started the store, af-
ter years of dreaming of opening a small business together, when 
their daughter suggested that it looked like a good industry. With 
Greg having spent all of his working life in food service, they 
based much of their business plans on his experiences. 

With many frozen yogurt shops opening in the Greenwood 
area, Lorrie says they intend to stay in business with their cus-
tomer service. Along with friendly staff, they offer customers 
complimentary lemonade in the summer and hot chocolate and 
chai tea in the winter.

“The young people that work here, I call them the A-Gamers,” 
Lorrie says. “They are the best of the best. I’ve 
told them our employees define Ella’s. They 
make the impression on the customer, and 
they’re all amazing. (The key is) making peo-
ple feel at home and being proud of what we 
serve. We have a great party room for all sorts 
of events. … We’re incredibly connected and 
supporting of the community.”

Business has gone so well that this Septem-
ber, they will open another location at Emer-

son and Stop 11, with a local family running it.
“We are thrilled,” Lorrie says. “We would love two or three 

more, but we’re looking for people interested in opening an El-
la’s.”

What is the most valuable piece of advice you’ve been giv-
en? Surround yourself with good and knowledgeable people. Just 
keep doing what works.

How have things changed since you started your business? 
The market is now saturated. When we first opened, we were it. 
Now more national chains have opened.

Tell us about your biggest challenge and how you overcame 
it. The biggest challenge would be the peaks and valleys, seeing 
the sales go up and down; running the business for the long haul. 
Really getting your roots down and established so you’re not an 
open and closed in two years kind of business. 

What do you wish someone had told you before you started 
your business? There are a lot of hidden expenses in opening a 
business, and it’s a journey. One of the hidden perks is just the 

sense of community this business provides, 
how many incredible people we’ve met as on-
site owners has been a blast.

What is the hottest new trend in your in-
dustry? Breakfast flavors – we added a cin-
namon French toast flavor, maple syrup as a 
topping, with cinnamon chips.

Lorrie Gray

Photo by Nicole Davis

Lorrie Gray looks forward to business growth with 
community support of her frozen yogurt shop

NOW THAT WE’VE BEEN OPEN

Carter’s My Plumber announces 
Kelson Carter as a licensed plumbing contractor

Kelson Carter is now a Licensed Plumbing 
Contractor in the State of Indiana. Carter’s My 
Plumber is a local, family-owned, 
3rd generation plumbing business 
located in Greenwood providing 
plumbing service to the Indianapo-
lis, Greenwood, Whiteland, Frank-
lin, Bargersville, Trafalgar, Moores-
ville, Wannamaker, Beech Grove and 
Southport areas. 

Kelson Carter graduated in May 2013 
from a four year apprenticeship program at 
Mechanical Skills Trade School in Indianapo-
lis. The State of Indiana classifies an apprentice 
plumber as an individual “who is learning the 
plumbing trade; and is under the direction and 
immediate supervision of a licensed plumbing 
contractor or a licensed journeyman plumb-
er.” Indiana law specifies that an apprentice 
plumber must be licensed in order to perform 
plumbing work. In order to sit for the state of 
Indiana journeyman plumber examination, an 
apprentice must provide evidence they have 
completed at least four years in an apprentice-
ship program approved by the State. The ap-

prenticeship program requires four years to 
complete, and 576 classroom hours. The re-
mainder of the training requires 7600 On the 
Job Training Hours.

Kelson has just taken and passed 
the state exam for the journeyman 
plumber and plumbing contractor in 
the State of Indiana in July. The Indi-
ana Plumbing Commission regulates 
the plumbing exam for journeyman 
plumbers and plumbing contrac-
tors. It is necessary to be a licensed 
plumbing journeyman or contractor 
in order to perform plumbing work 

in the state of Indiana. Candidates requesting 
to take the plumbing exam must have their 
application for examination reviewed and ap-
proved for eligibility by the State Plumbing 
Commission. The apprenticeship requirements 
are mandatory in order to sit for the State exam.

Kelson has completed his apprenticeship train-
ing, passed the state exam to receive his certifi-
cation and it his desire to follow his father and 
grandfather’s legacy in the plumbing business. 
Kelson makes the business a 3rd generation 
company, which. Only 12 percent of businesses 
ever make it to the 3rd generation.

BUSINESS BRIEF
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KJD Legal presents  
three-part workshop

KJD Legal and Growing Forward will present a 
three-part workshop: Inspiration to Implemen-
tation: How to take an idea to a business on 
Sept. 16, 23 and 30 from 6- 7:30 p.m at Office 
Suite Plus, 3815 River Crossing Pkwy., Suite 100, 
Indianapolis.

Each participant will receive a workbook / jour-
nal to keep notes and ideas during the work-
shop. There will also be discussions and learn-
ing opportunities with others who share your 
goal of opening a business.

Session one is titled: Dreams and Goals. Do you 

want to start a business, but you aren’t sure 
where the beginning point is? Are you working 
in your idea instead of on your idea? Session 2 
is titled: Action, Reaction and Possibilities.  The 
session will focus on helping participants take 
the next step. They will also learn about the 
steps needed to get from where you are now 
to where you want to be next. Session 3 is ti-
tled: Planning, Structure and Growth.  Partici-
pants will learn about marketing, networking, 
and how to build a team for growth and suc-
cess. Those who register by Sept. 5, will receive 
special pricing of $99 for all three sessions AND 
a free book – Focus. Organization. Productivity. 
To register for the workshop, go to www.any-
meeting.com/InspireImplement.

BUSINESS BRIEF

Send your news items to news@businessleader.bz

To advertise in The Business Leader
call (317) 300-8782
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Running a successful business these days is harder than ever. If you’re like most business owners, driving sales has become 
your full-time job. The only problem is that it is not your only job. You also need good accounting! 

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

Call Simons Bitzer today to schedule your 
complimentary consultation.

You can receive the expertise of a 
Controller on an as-needed basis.  
We assist our customers with:

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

Are you having financial nightmares?

We can help.

As the publisher and writer of “Poor Rich-
ard’s Almanac”, Benjamin Franklin was a se-
rial entrepreneur in his day, finding 
success as a printer, inventor and 
scientist, to name just a few.  His 
vast experience gave him great in-
sight, and his simple observations 
are still timely today for small busi-
ness owners:

“By failing to prepare, you are 
preparing to fail.”

Most of my clients find writing 
and periodically updating a business 
plan to be a chore that they can’t 
seem to get around to.  Although 
a plan is no guarantee, those small 
business owners who commit time to plan-
ning increase their likelihood of enhanced 
performance and profit.  Set aside a few hours 
each week or month in your busy schedule to 
write and then review your plan, and you sim-
ply increase your odds of success.  You can 
find a great, free online business plan tem-
plate at the Small Business Administration 
(SBA) website (www.sba.gov/business-plan).  

“Beware of little expenses; a small leak 
will sink a great ship.”

Many small business owners rightfully fo-

cus on the “top line,” coming up with strate-
gies to generate more sales revenue, but of-
ten neglect to review the cost side of their 
operations, which automatically trickles 
down to their “bottom line.”   Com-

mit yourself to reviewing 
one key expense category 
each month, such as your 
insurance premium or cell 
phone bill, looking for ways 
to save money.  Compare 
your spending to other busi-
nesses in your industry through free 
financial benchmark reports that 
are available through the Indiana 
Small Business Development Cen-
ter (www.isbdc.org/money-man-
agement). 

“An investment in knowledge always pays 
the best interest.”

Individuals thinking of starting their own 
small businesses are often asked to make a list 
of their strengths and weaknesses and then 
develop a management plan to improve their 
weak points over time.  Frankly, that’s not a 
bad idea for existing entrepreneurs as well.  
Take a few minutes to honestly assess where 
you could use some help, such as better un-
derstanding your QuickBooks software or 
enhancing your selling skills, and then find a 
local training course that addresses the top-

ic. Consider taking some free online manage-
ment courses at Small Biz U (www.smallbizu.

org) that you can easily complete at a time 
that best fits your schedule.

“When you are finished chang-
ing, you’re finished.”

Change can be difficult for estab-
lished small businesses that have de-
veloped their current ways of doing 

things over many years of operation.  
Old habits are often hard to break, but 

perhaps there are new products, operating 
systems or marketing techniques that could 
make a great impact on your business.  Spend 
some time fully analyzing your local compe-
tition for changes that they may have made.  
Request a free marketing report from the 
Indiana Small Business Development Cen-
ter (www.isbdc.org/market-research) that 
provides information on the latest national 
trends in your industry that just might stimu-
late your thinking.   

Franklin’s wisdom may be over 250+ years 
old, but it is still meaningful in 2013 … en-
hance your business by following Mr. Frank-
lin’s advice.

Small business advice from Benjamin Franklin
GROWING SMALL BUSINESS

BUSINESS BRIEFS

Larry White
Guest Columnist

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

Danny Collier to serve as 
business banking officer

Indiana Members Credit Union (IMCU) recently 
announced that Danny Collier will serve as a 
business banking officer. 
Collier has been with 
IMCU since 2004 and 
previously worked as a 
business development 
officer.  Collier will work 
with the business services 
team to assist IMCU 
business members.  He 
is a graduate of New 
Palestine High School (2006) and the University 
of Indianapolis (2010).  He enjoys golfing and 
volunteering in the community and currently 
serves as the head coach for the JV Baseball team 
at Roncalli High School.  Collier looks forward to 
serving IMCU in his new position and can be 
reached at 317-554-8175 or dcollier@imcu.com.  

Send your news items to 
news@businessleader.bz
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The real estate market is like a 
duck treading water. It gives the ap-
pearance of happily sailing along 
but underneath it is swimming as 
fast as it can. The waters are not as 
turbulent, but we keep moving as 
though the current may change. Af-
ter being washed away in the reces-
sion, builders, developers and busi-
ness owners have learned to swim 
faster and with more direction. Pro-
viding customer service and staying 
competitive in the market taught us 
all to watch the bottom line.

Outside forces such as rising interest rates 
create hiccups in the market. Low interest 
rates have fueled the economy. Consumers 
have enjoyed the 3.7 percent interest rates 

and now hesitate as we see 4.5 percent. Sellers 
are seeing an increase in home values and feel 
comfortable enough to believe now is the best 

time to make a move. 
The commercial real estate mar-

ket marked an impressive increase 
in the recovery in Johnson Coun-
ty during the second quarter.  The 
upward momentum rose 6 percent 
from the first quarter of 2013 ac-
cording to the National Association 
Realtors. Leasing was also moving 
upward at a 5 percent higher mark 
than last quarter. Rental raise grew 2 
percent and vacancy rates declined 
in all property types. With sliding 

vacancies, landlords felt fewer reasons to pro-
vide rent concessions.

White River Township is proud to welcome 
the Cherry Berry Yogurt Shop just north of 

McDonald’s. The Stones Crossing Health 
Pavilion opened its doors on July 29 at 3000 
South State Road 135, Greenwood.  Firehouse 
Subs has opened at 884 N. U.S 31, offering a 
variety of sandwich favorites.

Walt’s Barber Shop opened at 105 S. Madi-
son Avenue in Greenwood.  A grand opening 
was held in July for Gandolfo’s New York Deli. 
The restaurant features coupons for buy one 
buy one free in many local newspapers. Good-
will Industries is beginning construction on a 
new 21,500 square foot building that will sit 
behind its existing store. When the existing 
building is taken down, a retail outlet will be 
available with frontage on U.S. 31.

Retail opportunities continue to increase 
in demand. Development land parcels are in-
creasing rapidly as residential builders and de-
velopers are on the hunt for new ground. As 
school enrollment numbers show increases in 

Whiteland and the Center Grove area, the de-
mand for housing will continue.

The influx of medical doctors, staff and sup-
port will bring new opportunities for other 
office users. Restaurants and other retail us-
ers will be needed to provide support for ar-
eas like the new medical facility at Stones 
Crossing similar to how we have seen the area 
around St. Francis Health & Hospital at Em-
erson Avenue.  

The core values of the residents of Johnson 
County will reflect in the business that grow 
and thrive here.  

The sustainability craze

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

Styling for success

Compiled by Nicole Davis

After pairing together for freelance work 
for weddings and events, Jenna Jones and 
Jennae Schenk decided it was time to go into 
business together. They opened Elegant Hair 
Designs on Aug. 8. Choosing a location in 
Beech Grove located in between their homes, 
the two said it was a great spot for their exist-
ing customers and a highly trafficked area to 
gain new ones. By keeping prices affordable, 
maintaining a clean shop and offering good 
customer service, they say they intend to grow 
their success with each customer that walks in 
the door.

“It’s better than I thought it would be,” 
Jones says. “We’ve had quite a few walk-ins. 
We hope to continue to grow and increase the 
types of services we can offer. So far the clients 
we’ve had have been great, and we hope they 
continue to be.”

Why did you open this business?
We are very pas-

sionate about doing 
hair. We were work-
ing individually but 
freelancing togeth-
er. We talked about 
opening our own 
business, about a 
year ago. We thought 
it was better to work 
together, to have a 

team together with a storefront so people 
can get to us easier than working out of our 
homes.

What did you do to prepare for opening 
your business?

A lot of research; industry-related, loca-
tions, creating a budget, pulling from different 
resources to making sure we had the funds.

Who is your ideal customer/client?
Down-to-earth people that want to get 

their hair done for an affordable price.

How do you plan to be successful?
Giving excellent customer service to every-

one that walks in the door, being smart with 
our finances and keeping our prices afford-
able, keeping up-to-date with our education 
and trends.

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

We specialize in weddings. Before we 
opened this, we were a freelance bridal team. 

We are teaming up 
with Shepherd Com-
munity, an inner city 
ministry, to give back 
in the community. 
We will volunteer 
our services once a 
month there.

Photo by Nicole Davis

OPEN FOR BUSINESS

COMMERCIALLY SPEAKING

Jenna Jones and Jennae Schenk pair up  
for hair services in Beech Grove shop

From left, Jenna Jones and Jennae Schenk

REAL ESTATE

BUSINESS LOCAL
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September Chamber of 
Commerce Meetings
Chamber Events

10 – Franklin Township 
Chamber of Commerce 
(September 2013 Meeting); 
Sept. 10, 11:30 a.m.; 
Wheatley’s in Wanamaker, 
8902 Southeastern 
Ave., Indianapolis. Cost, 
$5 meeting, $12 lunch 
and meeting. For more 
information, contact Dee A 
Young at (317) 862-6622.

10 – Greater Greenwood 
Chamber of Commerce 
(Business Matters 
Luncheon); Sept. 10; 11:30 
a.m. – 1 p.m., Dye’s Walk 
Country Club, 2080 S. State 
Rd. 135, Greenwood. For 
more information call  
(317) 888-4856.

20 – Greater Greenwood 
Chamber of Commerce 
(2013 Miniature Golf 
Outing); Sept. 20, 12 -4:30 
p.m.; Otte Golf & Family 
Fun Center, 681 S. Sheek 
Rd., Greenwood. For more 
information call (317) 
888-4856.

26 – Greater Greenwood 
Chamber of Commerce 
(Business After Hours); 
Sept. 26, 5-7 p.m.; Indiana 
Wesleyan University, 1500 
Windhorst Way, Greenwood. 
For more information, call 
(317) 888-4856.

27 – Greater Greenwood 
Chamber of Commerce 
(Learn 2 Lead Seminar: 
Strategic Planning); Sept. 
17, 8:30-11:30 a.m.; Tilson 
Conference Center, 1530 
American Way, Suite 200, 
Greenwood. For more 
information, call (317) 
888-4856.

Greater Greenwood 
Chamber of Commerce
New Members 

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

Solaris Property  
Group, LLC
201 N. Illinois, Suite 1624
Indianapolis, IN 46204
(317) 550-3008

Beazer Homes
1324 Tuscany Dr.
Greenwood, IN 46143
(317) 843-8075

United Natural Foods, Inc.
655 Commerce Pkwy. E. Dr.
Greenwood, IN 46143
(317) 865-7140

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

Infinity Real Estate 
Investments, LLC
704 S. State Rd. 135,  
Suite 0396
Greenwood, IN 46143
(317) 787-4357

Indiana Coalition Against 
Domestic Violence
1915 W. 18th St.
Indianapolis, IN 46202
(317) 917-3685

Alerding CPA Group
4181 E. 96th St.
Indianapolis, IN 46240
(317) 569-4181

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

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

Center Grove  
Education Foundation
4800 W. Stones Crossing Rd.
Greenwood, IN 46143
(317) 881-9326

The Ardizzone Group 
Management Co., Inc.
4101 Cashard Ave.
Indianapolis, IN 46203
(317) 788-0353

Tobacco Free Johnson 
County, Partnership for a 
Healthier Johnson County
1125 W. Jefferson St., 
Suite V
Franklin, IN 46131
(317) 736-3367

Franklin Township 
Chamber of Commerce 
New Members

Dennis Walters  
Real Estate Group, Inc.
Dennis Walters

N2 Publishing
Jim McGowan

Holmes Roofing
Edwin Holmes

Franklin Cove Apartments
Melissa Burns

Sales Leads
Newly incorporated 
businesses through  
June 10, 2013

Body Moves  
Massage & Bodywork
Daniel Sanchez
397 N. Main St. #4
Franklin, IN 46131

Doss Lawn and 
Construction
Chad A Doss
1247 Niagara Lane
Franklin, IN 46131

Evans Wooden Screw Co.
Matthew Evans, Micaela 
Rose Evans
282 Johnson Ave.
Franklin, IN 46131

EZ Fix Handyman Service
Timothy Barger
170 Hole in One Ct.
Franklin, IN 46131

Fitness Indy South
Jacquelyn Bush,  
Ladonna Wilburn
6301 Monteo Lane
Indianapolis, IN 46217

Ground Control  
Landscape Solutions
Thomas Whitley
304 N. Windmill Dr.
Greenwood, IN 46142

Heirloom Acres 
Partnership
Amber Berninger,  
Zach Berninger
1320 N. 400 W.
Bargersville, IN 46016

Hoosier Black Signs
Caitlyn Plummer
390 Three Notch Lane
Bargersville, IN 46106

Indy Itech
Ryan Vallow
945 First Bomar St.
Greenwood, IN 46143

In the Black Bookeeping
Christopher Barnett
239 S. Lane Dr.
New Whiteland, IN 46184

Irwins Construction
Patric Irwin
5392 Misthaven Lane
Greenwood, IN 46143

JC Flooring Unlimited
Jessie Couture
1253 N. Emerson Ave.
Greenwood, IN 46143

JMD Landscaping  
& Design
John Simon
6730 W. Horseshoe Rd.
Morgantown, IN 46160

JUSS Transport Corp DBA
Ravinder Singh Juss
738 Harvest Meadow Way
New Whiteland, IN 46184

L&L Construction
Benjamin Lindsey,  
Lindsey Lindsey
2097 N. Centerline Rd.
Franklin, IN 46131

Mayflower Tax & 
Accounting Services
Rajesh Shah
9`6 E. Main St. #204
Greenwood, IN 46143

Napier Crop Solutions
Mark D. Napier II,  
Tyla W. Napier
982 Welcome Way
Greenwood, IN 46143

Opensky Consultation
Christopher Barnett
239 S. Lane Dr.
New Whiteland, IN 46184

Specialty Concrete
Gretchen Thurman
1119 Spring Meadow Ct.
Franklin, IN 46131

Spirit Reflections Tattoo
Robert L. Douthit
P.O. Box 132
Edinburgh, IN 46214

SBA Guaranteed Loans

Boone County
 
Michael A Roth 2  
dba MR 2 Perf
722 W. Pearl St.
Lebanon, IN 46052
$25,000. The Huntington 
National Bank
 
Hamilton County
 
CBA Carmel, LLC
14807 N. Gary Rd.
Westfield, IN 46062
$285,400
Wells Fargo Bank
 
DVDRJB Holdings, Inc.  
and DVDR
1301 S. 6th St.
Noblesville, IN 46061
$2,590,000. The Huntington 
National Bank
 
DVDRJB Real Estate, Inc.
1301 S. 6th St.
Noblesville, IN 46061
$250,000. The Huntington 
National Bank
 
Fulcrum Investments 
Company
1000 3rd Ave. SW, Suite 120
Carmel, IN 46032
$315,000. KeyBank
 
Glow Salon and Spa, LLC
1928 Rhettsbury St.
Carmel, IN 46032
$48,500. The Huntington 
National Bank
 
Glow Salon and Spa, LLC
541 Stafford Dr.
Westfield, IN 46074
$10,000. The Huntington 
National Bank
 
Home Care Assistance – 
Hoosier Helpers
12525 Old Meridian St.
Carmel, IN 46032
$25,000. The Huntington 
National Bank
 
Level Solutions Group, Inc.
9084 Technology Dr.
Fishers, IN 46038
$250,000. Forum Credit 
Union
 
S and S Heating 
and AC, LLC
404 E. Main St.
Greenfield, IN 46140
$255,000
Star Financial Bank
 
SCSC – Legends
10601 Cumberland Road
Fishers, IN 46237
$119,000. Indiana 
Statewide Cert. Dev. Corp.
 
Silver Door Spa, Inc.
762 S. Rangeline Road
Carmel, IN 46032
$25,000. $20,000
The Huntington  
National Bank
 
Technical Solutions, LLC
358 W. Tansey Crossing
Westfield, IN 46074
$150,000
Chase Bank
 
Vine Healthcare, LLC
40 North Rangeline Road
Carmel, IN 46032
$141,000
Premier Capital Corporation

Hendricks County
 
Bio-Response  
Solutions, Inc.
Part of Lot #4, Danville East
Danville, IN 46122
$454,000
Premier Capital Corporation
 
Integrity Rotational 
Molding,  LLC
770 Andico Road
Plainfield, IN 46168
$600,000
First Merchants Bank
 
Plainfield Oil, Inc.
1101 W. Main St.
Plainfield, IN 46168
$1,559,200
Celtic Bank
 
RS Realty, LLC
770 Andico Road
Plainfield, IN 46168
$1,117,000
First Merchants Bank
 
Johnson County
 
Center Grove  
Montessori, LLC
5293 Old Smith Valley Road
Greenwood, IN 46143
$169,100. The Huntington 
National Bank
 
Joven Trucking, LLC
2978 Hearthside Dr.
Greenwood, IN 46143
$38,800. $35,500
The Huntington  
National Bank
 
KPC Enterprises, LLC
884 N. US Hwy. 31
Greenwood, IN 46142
$300,000
PNC Bank
 
Touch Me Not  
Car Wash, LLC
235 N. S.R. 135
Trafalgar, IN 46181
$261,000
Ridgestone Bank
 
Marian County
 
Arc Design, P.C.
201 N. Delaware St..
Indianapolis, IN 46204
$686,000. Indiana 
Statewide Cert. Dev. Corp.
 
At Home Health 
Services, LLC
6525 E. 82nd, Suite 216
Indianapolis, IN 46250
$300,000. $50,000
The Huntington National 
Bank
 
Bonwell Family, LLC
5245 Guion Road
Indianapolis, IN 46254
$887,700
Community First Bank of 
Indiana
 
Jeffrey D. Burke, Inc.
5741 W. 85th St.
Indianapolis, IN 46278
$150,000
Chase Bank
 
Burke Pool Company
5204 W. 84th St.
Indianapolis, IN 46268
$183,000
Premier Capital Corporation
 

JM Castleton, LLC
E. 82nd St.
Indianapolis, IN 46250
$93,000
KeyBank
 
Christy Lee Corporation
5002 Madison Ave.
Indianapolis, IN 46227
$25,000
The Huntington National 
Bank
 
Complete Real Estate 
Solutions
4022 E. Southport Road
Indianapolis, IN 46237
$100,000
Chase Bank
 
Dani Girl, Inc.
1850 Broad Ripple Ave.
Indianapolis, IN 46220
$167,600
Star Financial Bank
 
Geneva Hair Studio, LLC
5620 E. Washington St.
Indianapolis, IN 46219
$50,000. The Huntington 
National Bank
 
In Yoga, LLC
970 Fort Wayne Ave., #203
Indianapolis, IN 46202
$30,800. $33,000
$10,000
The Huntington  
National Bank
 
KNH, LLC
423 Massachusetts Ave.
Indianapolis, IN 46204
$198,000
PNC Bank
 
Maximum Grow 
Gardening, LLC
6117 E. Washington St.
Indianapolis, IN 46219
$50,000. The Huntington 
National Bank
 
Midwest Eye Consultants
5319 & 5329  
S. Emerson Ave.
Indianapolis, IN 46237
$526,000. Indiana 
Statewide Cert. Dev. Corp.
 
Nu-Wave  
Manufacturing, LLC
1045 E. Vermont St.
Indianapolis, IN 46202
$131,000
$100,000
State Bank of Lizton
 
Reuters, LLC dba Edible 
Arrangements
2602 E. 62nd St.
Indianapolis, IN 46220
$880,000
Ridgestone Bank
 
Ropals Corporation
6005 Madison Ave.
Indianapolis, IN 46227
$675,000
Sterling Savings Bank
 
LD Smith Plumbing, Inc.
4646 Rockwood Ave.
Indianapolis, IN 46208
$19,000

PLANNER OF NOTE

DISPATCHES

Profit margin 
Nokia now has a phone that is incredibly 
cheap. Its Nokia 105 has a retail price of $20. 
The simple phone can text and call, but don’t 
even think about getting online. Nokia makes 
$5.80 on each 105 sold. 

– www.money.cnn.com

Shrimp shrinking
If you thought the jumps in gas prices are 
bad, the shrimp industry is seeing a big spike. 
Disease is ravaging shrimp at the world’s 
biggest production spots:  China, Vietnam and 
Thailand, according to CNNMoney. A pound 
of the crustaceans is getting close to costing 
$6 per pound. 

– www.money.cnn.com 

Berkshire or bust 
Warren Buffett’ Berkshire Hathaway Inc. made 
big moves on a Canadian oil and gas company, 
Suncor Energy Inc., as well as Dish Network 
Corp. The company bought up $524 million 
worth of Suncor shares and $23.3 million of 
Dish Network. 

– www.foxbusiness.com 

Pump the brakes 
GM recently announced a recall on a large sum 
of Chevrolet Cruze autos. There’s an issue with 
the car’s brake assist systems, according to 
CNNMoney. It impacts approximately 300,000 
2011 and 2012 Cruzes. Dealerships can help 
you out with the problem. 

– www.money.cnn.com

What a kid costs you
 The amount of money it takes to raise a child 
varies depending on the area of the country 
you live in. The USDA has startling news for 
couples that fall into the “middle income” 
bracket, according to CNNMoney. It’ll cost 
those folks $241,080 to raise one kid until he 
or she turns 18-years-old. The scary part? That 
figure doesn’t factor in how much it’ll take to 
put the kid through college. 

– www.money.cnn.com 

FINANCE
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