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If you are familiar with the Greenwood 
Chamber of Commerce’s annual 
B2B Expo held each year in Octo-
ber, get ready for minor changes, 
which should enhance the experi-
ence. 

This year it will be held, Thurs-
day, Oct. 24, 4-7 p.m., at Jonathan 
Byrd’s Cafeteria, 100 Byrd Way. Did 
you notice the time? Because of it, 
this year’s installment will take on 
more of a Business after Hours tone, 
which I think will make it much 
more of a success. Previous Expos 
were held from 11 a.m. – 2 p.m. and, 
quite honestly, it’s difficult for some to make it 
during that time frame. Business people love 
to meet after hours as I have come to learn 
and this will be a great opportunity for them. 

There will still be much of what you have 
come to expect from the Expo: great food, 
booth space opportunities and networking 
– a cash bar will be available.  New, too, will 
be an exhibitor hospitality room and exhibi-
tor awards. Booths are $199 and sponsor-

ships, which include preferred booth place-
ment, are $350.  Deadline to register online 
for a booth is Friday, Oct. 11 at 5 p.m.  There 
is no admission charge to attend the Expo, 

however the chamber is encourag-
ing attendees to register to help plan 
accordingly. Deadline to register 
online is Wednesday, Oct. 23, 5 p.m. 
For more information, contact the 
chamber at (317) 888-4856 or visit 
www.greenwoodchamber.com.

…………

Leadership. What does that word 
mean to you?  Last month, 31 others 
and myself embarked on our jour-
ney through Leadership Johnson 
County. Yes, we are the Class of 2014 

and, while we haven’t graduated yet we’re pro-
claiming to be the best class ever. Seriously, I 
thoroughly enjoyed the two-day retreat that 
was held in mid September at Franklin Col-
lege. I am eager to learn more about Johnson 
County and at the same time learn leadership 
skills and make some fantastic friendships.  

GW Chamber’s new B2B Expo
 format is a smart move

FROM the PUBLISHER

VIEWS
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My mind is in a fog. It’s been a few min-
utes since I put down my smartphone and left 
the saga of Candy Crush, and already I feel 
the need to go back. I want to do it 
more. I get requests from my grow-
ing number of friends and their 
friends for extra lives and tickets to 
continue to play this game on my 
smartphone.

The game is free in the beginning. 
Each subsequent puzzle increases 
in difficulty. Once you accomplish 
a level, you need to work harder to 
conquer the next level. But when 
you do conquer it, the euphoria is 
gleeful. Soon you’re neglecting the 
yard, the laundry 
and the kids. You are 
constantly badger-
ing Facebook friends 
for extra lives or tick-
ets to maintain your 
“high.”

The crush of the candy is your soul. (Evil 
laugh coupled with praying mantis hands 
while lightning strikes appear on an other-
wise sunny day.)

The saga is sweeping the globe. As of last 
March, the smartphone version of the game, 
released in November of 2012, has surpassed 
Farmville 2 as the most popular game on 
Facebook. 

These kinds of obsessions are happening 
more often to more seemingly nor-
mal people. Estimates place gaming 
at 3 billion hours per day.

And the game gets away with 
shenanigans that never happen 
within the workplace. Not complet-
ing the puzzle is met with a screen 
proclaiming, “You failed!” We get 
no money for playing. Yet, our ad-
diction grows. We don’t take it per-
sonally; we just keep playing hoping 
for a two chocolate donut combo 
that wipes our board clean.

So why isn’t it 
similar in our jobs? 
Where’s the mental 
rush in our jobs?

Game designer 
and futurist author 

Jane McGonigal believes that we are at our 
best when we play games. We are more col-
laborative, helpful, dedicated, and persistent 
in a game world. In short, we are the best that 

we can be. Games give us incentives to learn 
the “habits of heroes” as she says in her 2011 
book Reality is Broken. Turning real life or 
mundane tasks into a game could solve some 
of our problems.

Despite the protests at your local burger 
joint, money isn’t the only thing that can en-
rich lives.

Many executives and entrepreneurs scoff 
at this game-play notion, but isn’t the thrill 
of succeeding in your own business similar 
or greater than the thrill of winning a difficult 
game of chess? You may not agree with Mc-
Gonigal’s hypothesis that playing video games 
could help us solve world hunger or health-
care issues, but you cannot deny that there 
is an untapped resource of teenagers, young 
adults, and even middle agers who lose them-
selves in the quest to crush candy, or build a 
farm, or save the world from fantastical crea-
tures. If we could harness that power, don’t 
you think it could make a difference in your 
workplace?

Seems like we could all use an epic win that 
would encourage us not to give up on real life.

Gus Pearcy
Columnist

The crush of my heart is a game
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

Small business 
statistics to get 

you thinking
About a month ago, Forbes.

com released an article of sur-
prising statistics about small 
businesses – a small business 
is defined by the SBA as an em-
ployer with fewer than 500 em-
ployees. While most of the ma-
terial was repetitious in nature, 
there was some valuable infor-
mation worth mentioning. 

First, of the 28 million small 
businesses in the U.S., 22 mil-
lion are self employed with no 
additional payroll or employ-
ees. This statistic says a cou-
ple things about the American 
small business owner. He is 
very hard working and deter-
mined, not afraid to try some-
thing on his own. You must 
keep that energy and enthusi-
asm for success alive.

Secondly, according to the ar-
ticle, seven out of 10 new busi-
nesses make it at least two years 
and half survive at least five 
years. Startlingly enough, only 
a quarter of small business stay 
in business 15 years or more. 
While Americans aren’t afraid 
to start a new business venture, 
the sustainability of the busi-
ness remains in question. What 
are you doing in your business 
right now to ensure that your 
company survives?

Thirdly, the article stated 
that 50 percent of the work 
force, 120 million workers, is 
employed by a small business. 
What a large number of work-
ers employed in “small” busi-
nesses!

America truly is the land of 
opportunity. It is a place where 
dreams and ideas can become 
reality. What are you doing on 
the Southside to make your 
wildest dreams come true? 
What about the dreams of your 
customers and clients?

Sweat equity is 
the most valuable 

equity there is. 
Know your business 
and industry better 

than anyone else 
in the world. Love 

what you do or 
don’t do it.

~ Mark Cuban

“…the game gets away with 
shenanigans that never happen 

within the workplace.”
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By Nicole Davis
Diversification and adapting to change has 

allowed John Ausbrooks to keep Access Mo-
bility, Inc. succeeding through many chal-
lenging times since he joined the staff in 1981. 
With better technology in both mobility and 
accessibility products, a changing industry 
has made it much easier for people to stay 
mobile and active today. Seeing the impact his 
Franklin Township business has for all of his 

customers, Ausbrooks says it’s the little things 
that make coming to work every day worth-
while.

“There’s a business class you can go through 
that helps you figure out why you do what you 
do, because if you don’t know you won’t be 
passionate about it for a lifetime,” Ausbrooks 
said. “I was able to figure that out... My fa-
ther was injured in WWII and after coming 
to work here I realized his disability took him 
out of mainstream life. It took quite a few 
years for me to figure out that what we expe-
rienced in the 50s can be changed, and people 
can live life more fully and share themselves 
with their family. That’s what we do, we con-
nect the dots.”

Access Mobility is a family-run business. 
Ausbrooks’ son, Alan, has worked with the 
company since 2000 and will eventually be 

handed down the ownership. The business 
was started by Alan’s grandfather, Raymond 
Jewell, in 1971. Ausbrooks began working 
with him in 1981 as an advertising manager. 

Ausbrooks says business was impacted 
greatly by the slowing economy, and it’s their 
diversification that has helped Access Mobil-
ity make it through. Originally starting more 
in the mobility marketplace with wheelchairs 
and scooters, they have grown to include a full 
showroom with accessibility products, ramps, 
lifts for wheelchairs and stairways and vehicle 

modification products so customers can carry 
their mobility products.

Seeing the impact of the advancements in 
the industry is what Ausbrooks says he enjoys 
the most, firsthand experiencing the emotions 
behind what the products can do. He tells of 
one man who had a lifetime full of memo-
ries in his basement, of baseball memorabilia 
which he hadn’t been able to see in years. Aus-
brooks says they installed a stairway lift in the 
man’s home, and watched as he took his first 
trip downstairs. 

 “As he comes down, the lifetime full of 
memories came flooding and he wept,” Aus-
brooks said. “Or someone gets a scooter for 
the first time and they go down the road on 
their scooter waving at their neighbors. So 
there’s an underlying satisfaction in doing 
what we do. That’s what we get, that’s when 

we know we’ve done our job. I try to get out 
in the field as often as I can to experience that 
and there’s nothing like it.”

Ausbrooks says one of the biggest challeng-
es is getting the word out to people about all 
they can do. Some even think they went out of 
business after they moved to a building on El-
mwood Avenue approximately five years ago. 
There was an electrical fire one early morn-
ing and everything was lost. He says they were 
able to pick up the pieces, and moved back to 
their original location at 4855 Emerson Ave., 

Indianapolis, where they intend to stay.
“So we faced many challenges, but are final-

ly at the place we will stay for a long time,” Aus-
brooks said. “It was an interesting trip. We’ll 
probably be here a long, long time. We’re still 
here, still the same family. We’ve leaned into it 
and kept on going.”

As Ausbrooks looks onward to growing Ac-
cess Mobility, he says he intends to expand the 
showroom and service facilities in the near fu-
ture.

 “We are solidly locked on to a vision where 
the third generation assumes the business,” 
Ausbrooks said. “Alan’s been here 13 years and 
he knows it up one side and down the other. 
So not only do we expect to grow with the 
continuity for the next 30 years, it’s a continu-
ity that we can see 30 years out.” 

Access Mobility, Inc.
4855 S. Emerson Ave., Suite 101

Indianapolis, IN 46203
(317) 784-2255

AccessYourLife.com

Best advice: I was told years ago: “Focus on 
meeting customer’s needs; the business 
will follow”. I have seen this happen over 
and over. Listen to people, ask questions, 
find out what we can do to help them 
lead an active more independent life. 
This keeps people happy and keeps them 
coming back.

Worst advice: Listening to advice without 
doing my own solid research. We were 
advised that placing a clone of our store 
inside Wal-Mart would be smart. We won’t 
do that again.

Best business decision: Hiring my son 
Alan. He is the third generation. He brings 
a fresh perspective into our decision 
making. I am very happy to be building 
our business knowing it will thrive well 
after I am retired.

In 5 years: We will be involved in helping 
more people be active and able to stay 
in their home longer and safer. All areas 
of our business will grow in the next five 
years and beyond.

Secret to success: Be good to your 
employees. I can’t do it all myself so I need 
helpers. Good quality employees with 
strong character are key. I care about them 
and know that they are the link to happy 
customers. We have long term employees 
in most key areas that I know without any 
doubt will do the right thing every time. 
This keeps our customers happy and our 
business growing.

How did John do it?

Reasons someone would want to do 
business with you…

n  Great showroom where customers can 
try mobility equipment before they buy

n  Caring staff... we are interested in you 
and what we can do for you... not 
selling

n  Smart people... we have years and 
years of experience

n  Convenient to get to...  on Emerson 
Avenue south of Thompson

n  Broad product offering. You will find 
most anything mobility or accessibility 
related in our showroom.

The List John Ausbrooks notices the impact of his 
Franklin Township business Access Mobility 
firsthand as technology betters the industry

Staff from Access Mobility, from left back row, Alan Ausbrooks, Tony Rumble, Bill Martin, Mike Klettz, Ron Manning.  
From left front row, John Ausbrooks, Jessica Cade, Jonathan Witter. Not shown: Steve Perron, Matt Clowe and Zach Slavens.

Photo by Nicole Davis

FEATURE

COVER STORY

Access 
Your Life



6   October 2013 • businessleader.bz Southside Business Leader

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, I guess you heard what the number one 
show is on TV? No, it is not Mistresses; no, it 
is not some dancing show – it is Duck Dynasty. 
You got it. As the saying goes, who would have 
thunk it? Here we have a TV show based on a 
family with real values making some 
unusual tool, a duck caller, and mil-
lions of Americans tuning in week-
ly. What is the key to the success? 
Simply put, the family that owns the 
business put themselves out there. 
They tell the community who they 
are and what they stand for. They be-
lieve whole heartedly in the quality 
of their product. Yes, they are funny 
and engaging, but what about the 
other successful TV business reality 
shows that don’t have ZZ Top-like 
people as owners making uplifting funny wise 
cracks all of the time?

My mind goes to that show with that mean 
guy who goes into your restaurant that is on 
the rocks and tells you how lousy your food 
is. To top it off, he tells you that your ser-
vice is lousy, and your decor is despicable. 
Now, what kind of an uplift is that? It’s called 
Restaurant:Impossible. This guy, Robert Irvine, 
makes the food inspector look like a welcome 
friend. Irvine is basically just a professional 

mirror. He invites the base of customers into 
the restaurant and creates an artificially busy 
night of dinning at the local bistro in question. 
He then goes around to the tables and asks pa-
trons their opinions of the food, service and the 
like. To say the least, they dine here in spite of 
the food. Then Irvine goes to the large 50 gallon 

plastic garbage can that most restau-
rants have in the kitchens. He watch-
es the wait staff “slap” the plates on 
the side of the can, often discarding 
half of the meal or better, before tak-
ing them to the dish washer.

Now, what is the most important 
part of this illustration? He is getting 
crucial information that any 

restauranteur could get himself if 
he just opened up his eyes and ears. 
No, he does not need to hire a pro-
fessional restaurant menu special-
ist for thousands of dollars; he just 

needs to be completely aware. The part that I 
get a kick out of the most, is the owner’s com-
mitment to his food recipes. They are in com-
plete denial on this. At this point, the host of 
the show has told him that customers had neg-
ative responses to the food; he has been forced 
to watch the food go into the 50 gallon can, as 
leftovers are not considered fit for a doggie bag. 
Yet he is still in disbelief! He has the free ser-
vice of a professional business coach that does 

this for a living, but the owner feels that all of 
his challenges are unique to his place, and the 
show host has never encountered these things. 
You can see, “Gimme a break” written all over 
Irvine’s face. “I got those recipes from my Ital-
ian grandmother and they have served this res-
taurant for years”, the owner laments. Where 
by the host/counselor indicates that competi-
tion may have allowed for some historical suc-
cess, but his particular restaurant is facing so 
much external competition now that his dear 
departed grandmothers’ mundane sauce won’t 
impress the dinning market today in this com-
munity. 

Now, the owner understands the show host 
does this “schtick” many times a year and has 
success on his side. However, not until the ten 
thousand dollar interior makeover and the “re-
veal” does it start to dawn on him: This man 
is real. Then when he sees him in the kitch-
en practicing his craft, and he taste Summers 
new sauce, is he kind of won over. Then once 
he hears him teach the kitchen and wait staff 
how to present the new menu and to “plate” 
the dinner up, is he fully committed to Irvine. 
On introduction night, all of the community 
is treated to the new digs. As the restaurant is 
full, with a line in the lobby waiting for their 
reservation time, the restaurant owner finally 
completely “gets it”. However, does it ever oc-
cur to him, “What have I missed for all of these 

years? Could  all of my stress of running this 
business been avoided through some serious 
effective introspection?”

Well, in closing, the answer is a resound-
ing, “Yes”. Of course. Now, as the pastor says 
on Sunday morning, if this does not have a per-
sonal application for you, it was all for naught. 
These restaurants that are on the show were 
all on their way to going broke. Hopefully your 
business is not on life support. However, you 
get the message that the show may be trying 
to deliver, in addition to just mindless enter-
tainment. Are there elements of your business 
that demand change, that with some self-crit-
ical evaluation, and solicitation of opinions of 
employees and customers, may be as obvious 
to you as they are to host Irvine? Do you know 
what a pig does for a living? He roots. What is 
rooting? This is the pushy act of getting to the 
bottom of a problem that is otherwise obvious. 
Yes, this week do some rooting and see if your 
business sauce doesn’t need a new recipe.

PEER TO PEER

Who would have thunk it?



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.

“I promote participation in LJC because it provides a diverse education about 
our county. My office is always working with companies who have hired and/
or relocated new managers and this program is a fantastic way to help them 
matriculate into our community.  Participants—whether new to Johnson County, 
or lifelong residents—are guaranteed to learn about topics such as: our local 
government system, economic development, infrastructure, and social services.  
In addition, the program facilitates the growth of one’s leadership skills and 
helps create real networking opportunities.  Relationships I built as a participant 
in 1996 are still in place today. Finally, I have seen this program create activists 
and thought leaders—something every community needs to keep it growing 
forward.  Leadership Johnson County is a true asset to our community.”

Cheryl Morphew,
President & CEO

Johnson County Development Corporation
Class of 1996

What Leadership Johnson County 
has meant to me?
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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.

Three Obama proposals 
They could fundamentally change how we save for retirement

In 2011, according to the Employee Ben-
efit Research Institute, Americans 
had about $4.86 trillion invested in 
IRAs and an additional $3.96 trillion 
invested in defined contributions 
plans, including 401(k)s. It’s Octo-
ber and Congressional budget talks 
are in full swing. True to form, this 
considerable amount of other peo-
ple’s money has yet again drawn the 
attention of those in power look-
ing for tax revenue. The president’s 
budget has three targeted proposals, 
among many others, that if adopted, 
could fundamentally change 
how we save for retirement.

Inherited IRA’s: Under cur-
rent tax law, people other than 
spouses who inherit an IRA can 
take withdrawals from the ac-
count over their lifetimes. The 
proposal forces beneficiaries to 
exhaust all funds in the inher-
ited IRA by the end of the fifth 
year after the original owner’s 
death. If adopted, beneficiaries would have to 

withdraw more money each year thus having 
to pay more in taxes. The proposal does have 
a carve-out for certain beneficiaries, including 
those who are disabled.

Savings cap: In an attempt to lim-
it contributions by the wealthy to 
IRA’s, 401(k)’s and other tax-favored 
retirement accounts, the White 
House is proposing a savings cap. 
When a person’s tax-deferred ac-
counts reach a certain limit, no ad-
ditional contributions to his or her 
retirement accounts would be per-
mitted.

Mandatory IRA’s:  And in an iron-
ic turn only a socialistic Machiavel-
lian could dream up … he wants 

to FORCE EMPLOYERS TO 
HAVE MANDATORY IRA’s 
for their employees.  After lim-
iting IRA contributions for the 
wealthy! Employers with 10 or 
more workers and a business 
more than two years old would 
be forced to provide automatic 
employee enrollment in IRAs 
with a default employee contri-
bution of 3%.

I believe this last proposal could be benefi-
cial to retirees down the road. The more peo-
ple taking ownership and saving for their own 
retirement the better, BUT a mandatory re-
quirement for employers to take this on and 
thus adding to their already complex compli-
ance requirements would be yet another chal-
lenging burden for small business in America. 
Especially at the two-year mark when many 
businesses either really begin to perform, or 
close up shop.   

To be absolutely frank with you, I’m not 
sure any of us need to be too worried about 
these proposals … at least not yet. If Congress 
continues to play the game it likes to play best 
(kick the can) and Obama continues to do 
what he likes to do best (campaign and blame 
Bush, and guns and religion), then it will be 
2014 before anything gets done. And it will 
likely be a watered-down version of anything 
we see proposed now anyway. That’s what 
qualifies as leadership in Washington in the 
Obama Era.  

MONEY MATTERS

BUSINESS FINANCE

IMCU announces  
Munse’s retirement

After 45 years working in financial services, 
Indiana Credit Union League Director Lamou-
ra Munse announced her retirement. Munse 
has been VP public re-
lations at IMCU since 
a merger with Capital 
Plus CU in 2005. She 
had been president and 
CEO at Capital Plus CU 
since 1990 when it was 
known as Indiana Pub-
lic Employees Credit 
Union. 

Prior to working with credit unions, Munse 
worked in banking, primarily as an auditor, 
collecting experience in commercial lending 
as well. “I have truly enjoyed every aspect of 
my career and working with so many wonder-
ful people over the years,” said Munse.  

“I want to thank Lamoura for her contribution 
over the years and helping to make IMCU a 
successful organization,” said Ron Collier, pres-
ident and CEO of IMCU.  “Lamoura has had a 
tremendous impact on both IMCU and Indi-
ana Credit Unions and we will miss her dearly 
and wish her well.”  

BUSINESS BRIEF
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Humans love to laugh. So it’s no surprise 
that when we’re developing advertising and 
other communications materials for 
our businesses, we think, “Maybe we 
should do something funny.” 

That’s usually a terrible idea be-
cause humor is often filled with land 
mines that can explode in your face 
and leave your company’s reputation 
in a situation that’s anything but fun-
ny.  That’s always been a danger, but 
in this era of social media and viral 
communications, it can be deadly. 

You see, humor is an extremely in-
dividual thing. It’s also extraordinari-
ly subjective. What’s 
funny to me could 
quite possibly be of-
fensive to you. Or you 
might consider it de-
meaning.

If you’ve ever told a 
joke at work and been 
met by blank stares 
from the audience, 
you’ve experienced the individuality of humor. 
If your joke resulted in glares from the audi-
ence, you’ve seen the subjectivity. The danger is 

that you never know how the audience will re-
act. You don’t know what kind of personal be-
liefs or emotional baggage they bring to your 
humorous premise. What you see as an innoc-
uous yarn may come across as offensive, lead-

ing a customer or prospect to turn 
elsewhere for what you offer.

You may be grumbling that peo-
ple are overly sensitive today. That’s 
absolutely true. You may decry 
what you see as political correct-
ness. Doesn’t matter a bit. People are 
much more likely to be offended by 
humor today than they were twenty 
or fifty years ago, so the prudent ap-
proach is to avoid putting yourself in 
that situation in the first place.

Some companies may be willing 

to risk offending some people with funny mes-
sages that connect with their specific audienc-
es. I did work for a client whose business had 

a strong ethnic underpinning, with advertising 
built around a style of humor associated with 
that group. While it sometimes offended oth-
ers outside the group, he believed the benefits 
outweighed the risks. 

Still willing to risk incorporating humor in 
your materials? Then I’ll offer one more piece 
of advice: don’t try to do it yourself. Hire an ex-
pert. Effective humor has to be delivered in the 
right way, with perfect preparation and tim-
ing, and most people just don’t know how to do 
that. Think I’m wrong? Take the microphone 
on a local comedy club’s amateur night. Even if 
you’re the funniest guy or gal you know, you’ll 
learn why Steve Martin warned, “Comedy is 
not pretty.”

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/.

Humor can be downright deadly

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS

Franciscan St. Francis 
Health earns national 

heart care performance 
recognition

 
Franciscan St. Francis Health’s heart attack 
team has received the American College of 
Cardiology Foundation’s 2012 National Car-
diovascular Data Registry-Get With the Gold 
Performance Achievement,  one of only 26 
hospitals nationwide to do so. The award rec-
ognizes Franciscan St. Francis’ commitment 
and continued success in implementing a 
higher standard of care for heart attack pa-
tients, and signifies the hospital has reached 
an aggressive goal of treating these patients 
to standard levels of care as outlined by the 
American College of Cardiology/American 
Heart Association (ACC/AHA) clinical guide-
lines and recommendations. To receive the 
award, Franciscan St. Francis followed the 
treatment guidelines for eight consecutive 
quarters and met a performance standard 
of 90 percent for specific performance mea-
sures. Following these treatment guidelines 
improves adherence to ACC/AHA recommen-
dations, monitors drug safety and the overall 
quality of care provided to ST-elevation myo-
cardial infarction and non-ST-elevation myo-
cardial infarction patients.

BUSINESS BRIEF

“…humor is often filled with land mines that can explode  
in your face and leave your company’s reputation  

in a situation that’s anything but funny.”

* See an Advisor for Details.

Ready. Set. Grow.
Loan Decision Next Business Day
GUARANTEED

When it’s time to grow your business, you need
to be ready and set to move forward. With
exceptional service and sensible advice,
Heartland Community Bank makes it possible
to help you anticipate and meet the demands of
your growing business.

Franklin
420N.Morton
(317) 738-3915

GreenwoodWest
151Marlin Drive
(317) 881-3915

GreenwoodSouth
800US 31South
(317) 885-7371

Bargersville
507 ThreeNotch Ln.
(317) 422-1370

GreenwoodEast
2433 E.Main St.
(317) 859-6330

Contact aHeartlandCommunity Bank
Business Advisor Today!

hcb-in.com
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By Nicole Davis
Casey Wright has taken on a brand new 

challenge this year as she concentrates more 
on growing her businesses, Wrights Gym-
nastics and FUNdamentals, by taking a step 
back from coaching as often. Opening a new 
FUNdamentals location at 1064 Greenwood 
Springs Blvd., Greenwood, in June, Wright 
says it grew to have more than 100 students 
enrolled in 12 weeks.

 “The idea behind starting fundamentals 
was that we wanted to provide a separate 
facility that was more age appropriate and 
kids could learn in a more fun-based envi-
ronment as opposed to seeing future colle-
giate athletes flipping around next to them,” 
Wright says. “It’s better for their confidence 

when they can get their skills step by step 
in their own place. While they’re young, we 
want them to have fun. We want them to 
learn to love to learn.”

Wright’s parents started Wright’s Gym in 
New Whiteland in 1976. She took over in 
2000 and purchased the company in 2006. 
She opened the first FUNdamentals in Cen-
ter Grove in 2009, designed for age 9 and un-
der. 

 “The location in Center Grove took off 
pretty quickly and I knew that parents get-
ting into the beginning of athletics or gym-
nastics, dance, anything they do when kids 
are young they won’t go too far out of their 
immediate community,” Wright says. “So 
we wanted to use this area to expand and 

to reach another community. Then this area 
isn’t so far away from our big gym that they 
will still have mobility into our competitive 
program should that be what they want to 
do.”

Wright says her main focus is creating 
a well-rounded program for the children, 
emphasizing community involvement and 
making sure they understand gymnastics is 
something they do, not who they are. Grow-
ing up in the sport, Wright says it taught her 
a strong work ethic, time management, self-
discipline and a love for fitness that will last 
a lifetime.

Having spent 13 years running the busi-
ness, Wright says she has learned a lot of 
valuable lessons that has made her a stron-

ger businesswoman.
“I’ve learned to seek out as much informa-

tion from other people as I can, including 
competitors,” Wright says. “I’ve learned to 
make the workplace work for my employees. 
I want them to love to work here. I employ 
a lot of moms and that’s pretty important to 
me that they can fulfill their family commit-
ments as well as their work commitments.”

As FUNdamentals continues to grow, 
Wright says she hopes to expand into other 
areas and add to existing programs. They will 
begin to offer camps during school intermis-
sions, the first being Oct. 14-18, half or full 
day, costing $125-175.

For more information, visit fundamental-
sbywrights.com.

“I’ve learned to seek out as much  
information from other people as I can,  

including competitors.” ~ Casey Wright

“

“

FOCUS

Photos by Nicole Davis

Wright-side up

Photos (Left and above): Casey Wright helps students Kelsey Kauffman, of Franklin Township and Isabella 
Reese of Homecroft while they practice their gymnastics; (Right, above) Store at the gym; (Right, below) 
Gymnasium.

Casey Wright grows her family-business by adding  
a second FUNdamentals location in Greenwood
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The Southside Business Leader (SBL) host-
ed its third Cover Party of 2013 at Winchester 
Place, 300 North Madison Avenue in Green-
wood. The networking night had a full house 
and attendees enjoyed conversation over hors 

d’oeuvreves and wine at the after-hours event. 
Business owners previously featured in the SBL 
were presented with framed copies of their ar-
ticles, including James Coffman of Eckstein 
Shoe Store and Repair in Beech Grove, Jennifer 
Abel of Four Willows Farm, and Mayor Mark 
Myers of Greenwood.  

Coffman, Abel and Myers honored 
at September cover party
COVER PARTY

John Ditmars and Jennifer Abel  
(featured on the July cover)

John Ditmars and Greenwood Mayor Mark Myers
(featured on the August cover)

Jane Weisenbach and Christian Maslowski

John Ditmars and James Coffman  
(featured on the June cover)

Inquire about advertising with Business Leader 
by calling 300-8782 or email: 

info@businessleader.bz

Food • Fun • Networking

November 19
5:30-7:30pm

Join us for the Southside Business Leader November 
Cover Party, sponsored by First Merchants Bank. 
Enjoy a glass of wine and hors d’oeuvreves, and mix 
with colleagues and your peers from throughout 
Johnson County during this fun and casual after-
hours business affair.

Save the Date!

For more information, contact 
coverparty@businessleader.bz

or call (317) 918-0334

Venue TBA
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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.

Praise isn’t something you just do on Sun-
day; it’s something that we all need every day. 
You can see it in the eyes of a little girl who 
is learning to throw a softball and 
then looks at her dad for approval. 
You can spot it in the face of a high 
school student who brings home 
a test that he studied hard for and 
received an A.  I see it every day in 
the work place when one of my em-
ployees does something amazing 
and walks in my office for approval. 
Whether it be your family or a co-
worker, we all want and need to be 
recognized.   

As I talk with other employers, I 
am often surprised by the fact that 
many don’t realize the motivation and impact 
that affirmation could have on their business. 
The number one thing I hear from employ-
ers right now is how difficult it is to find and 
keep good employees. In doing some re-
search, I found that employee recognition 
is shown to have a positive correla-
tion with retention. In a January 
survey by CareerBuilder, half of 
the surveyed workers said an 
increase in employee recogni-
tion would entice them to stay 
with their current employer 
and reduce turnover. Theo-
retically, that means introduc-
ing an employee recognition 
program could reduce your turnover b y 
50 percent. However, it’s not just about having 
a program; it’s about having an effective pro-
gram.  

Quality matters
Bersin & Associates, a research and advisory 

service from Deloitte, researched the impor-
tance of employee recognition programs, and 
specifically looked into how a program’s qual-
ity impacts turnover. They found that “compa-
nies with recognition programs that are highly 
effective at improving employee engagement 
have 31% lower voluntary turnover than their 
peers with ineffective recognition programs.” 
The research linked the ineffectiveness to mis-
directed programs, primarily those that focus 
on tenure, which result in nearly 70% of em-
ployees only being recognized once a year or 
not at all. It may be time to revamp your cur-
rent program.  

Ask employees what they want
Rather than guessing how your employees 

would like to be recognized, ask them. De-
pending on the workplace situation and envi-
ronment, you can send out a short survey, put 
a suggestion box in the break room, or hold a 

few focus groups. Most likely you’ll end up with 
a wide range of ideas that are as diverse as your 
workers, although you may see some common-
alities within generations, departments, and 
positions. While it’s not very realistic to expect 
to implement every idea, you’ll come away with 

a much clearer picture of what an ef-
fective recognition program looks 
like in your business.   

It’s in the frequency and details
No two business’s recognition pro-

grams will, or should be, the same, 
but there are two key elements that 
every program should incorporate. 
Employees want to be recognized for 
specific actions, and they want to be 
recognized often. That means they 
need more than a simple “Good job!” 
or a round of applause at the annual 
Christmas dinner. The more detailed, 

consistent and genuine the praise, the more 
valued employees will feel. And that feeling of 
value translates into motivation, heightened 
morale and loyalty.

Peer to peer feedback
Sometimes the best recognition 

doesn’t come from the top; it comes 
from others around them.  One of 
the best ways to recognize an em-
ployee who is doing well is to have 
some type of recognition program 
that allows for feedback from oth-
er employees.  Our office recent-
ly started this on a quarterly basis 
and it was awesome to hear how 

other employees felt about individuals that 
were going above and beyond the call of duty.  
The words of encouragement were valued way 
more than the award itself.

Whether you’re facing high turnover or en-
joying steady retention, it is important that 
your employees feel recognized. During their 
research, Bersin & Associates found that “in 
organizations where recognition occurs, em-
ployee engagement, productivity and custom-
er service are about 14 percent better than in 
those where recognition does not occur.” Those 
are three areas in which any business leader 
would like to see improvement, and that im-
provement can stem from simply meeting one 
of your employee’s basic needs – affirmation 
and encouragement. 

This article is written by Mike Heffner, the 
owner of the local Greenwood Express Em-
ployment Professionals franchise.  Contact 
Mike at mike.heffner@expresspros.com, @
IndySouthMike on Twitter or visit www.ex-
pressindysouth.com.    

The missing piece  
for the retention puzzle
PERSONNEL MATTERS

EMPLOYEES

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

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

(317) 888-5700

expressindysouth.com

find The sharpesT needle

in The sTack.



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 • October 2013   15Southside Business Leader

On that infamous moonless night of April 14, 
1912, Fredrick Fleet and Reginald Lee strained 
their eyes from the crow’s nest up high on the 
forward mast. The water of the north 
Atlantic that night was reported to 
be pond-smooth. It is a certainty the 
dedicated sailors’ eyesight was ham-
pered due to the constant watering of 
their eyes from the already brisk At-
lantic air made worse by the mighty 
ships’ speed.

Because of the unusual calm seas, 
the iceberg had previously flipped 
(called a blue iceberg) so the clear un-
derbelly was exposed to the surface 
and the normal white, snow capped 
version was beneath the waterline. 
“Iceberg right ahead,” believed to be yelled by 
Fredrick was too late. The mighty “unsinkable” 
Titanic hit the iceberg at an almost unreduced 
speed causing the damage that brought her 
doom and the end to over 1,520 lives. Of the es-
timated 2,227 on board only 705 survived. 

It’s reported that perhaps a pair of binoculars 
would have helped the lookouts see the iceberg, 
but due to a mix up in a last minute shift of of-
ficer’s assignments and positions, the lookout 
crew was without binoculars. According to one 
of the lookouts, “the only pair was left back at 
Southampton.”

So what is this new evidence? What really 
sank the “unsinkable” Titanic? One word and it’s 
not iceberg nor is it binoculars. That one word 
is unsinkable. 

It had been reported much earlier that ice-
bergs were in the path which the Titanic sailed 

but her captain pushed the unsinkable 
Titanic at flank speed in the hopes of 
setting an Atlantic crossing record. 

Everyone, the captain, the crew, 
the designers, the owners of White 
Star Lines, even the passengers all be-
lieved that Titanic was unsinkable and 
thus they behaved as if it were a solid 
fact. There are times when certainty is 
absolutely helpful and needed in busi-
ness situations, such as sales, pros-
pecting, marketing among others. 
However, it should also be noted that 
the thought of the certainty that you 

already know everything, that no one will buy, 
or that prices are too high, will eventually lead 
to as devastating a disaster as the demise of the 
Titanic. 

Don’t sink your ship. Remember two things: 
Your thoughts control your behaviors which 
produce your results and as the late John Wood-
en said, “It’s what you learn after you think you 
know it all that counts.”

Evidence: What really  
sank the Titanic

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

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

Erin Smith
Guest Columnist

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

I was asked to speak to a room full of leaders 
and candidly share three pitfalls I have experi-
enced in my business.  Hmmm, stand 
up in front of a room full of leaders 
and tell them the top three things I 
stink at … not too appealing.  I real-
ly had to think about this.  Immedi-
ately, my mind began to create a list 
of items that were typical: Don’t hire 
the wrong person or be prepared for 
customers who don’t pay.  I realized 
that the audience would find my ini-
tial compilation BORING!  Instead, I 
decided to share three behaviors that 
I strive to attain every day in my busi-
ness.  Key word here is STRIVE!

1. Be respectful … to EVERYONE.  This is 
a tall order when you are subjected to just 
the opposite by a customer, colleague and/or 
staff.  You never know when those folks will 
enter back into your life and turn out to be a 
resource.  Yes, even your largest competitor 
could become a trusted advisor and referral 
partner someday. This has happened to me!

2. RISK = REWARD.  Often, I only wanted 
to stick my toe in to see if an opportunity was 

a good business fit.  This doesn’t allow you to 
fully experience the good, or the bad for that 
matter. Calculated risk is essential for business 
growth.  Fail fast and look for the next risk that 
could turn out to be your greatest reward.  I 

have failed miserably on multiple oc-
casions and am proud to say that my 
company doors are vibrantly open.

3. Look for OPPORTUNITY.  
Many times we get bogged down in 
the day to day churn, which can be 
quite comfortable.  However, future 
investment in your business relies on 
seeking out new opportunities.  Find 
and allow innovative and different 
minded people into your network.  
These folks may not look like you 
and they sure may not think like you, 
but that is why you need to meet and 

know them!  Remember that it is your respon-
sibility to seek these folks out and engage them. 

Are you a faithful follower of these behav-
iors?  Get your positive attitude on, make a cal-
culated risk in your business and see what great 
opportunities come - STRIVE!

Three top business behaviors
YOUR BUSINESS
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Making the connection

Compiled by Nicole Davis

Working in the insurance industry for 37 years, Barbara 
Hook’s job was eliminated in September 2012. She began 
working for a marketing company and resigned after seeing 
a poor business practice. It was then she saw a need in the 
Southside and decided to take action, opening Hook Con-
nect.

“I felt there needed to be a company people can call to re-
search if they need service providers,” Hook says. “People can 
call me for referrals.”

Hook attends numerous networking meetings to make 
connections and promote her new business, as she currently 
works out of her home. Along with starting her own busi-
ness, Hook volunteers with the Sertoma Club of Greenwood, 
Franklin Township Chamber of Commerce where she was a 
past president and more recently, a founding board member 
of the Indiana Hearing Health Foundation.

Why did you open this business?
Hook Connect was founded to protect the consumer and 

business owner from unscrupulous service providers. We are 
a FREE to the consumer referral resource of trustworthy ser-
vice providers. Hook Connect is the Intersection of Integri-
ty and Business Growth. We envision a 
world with only trustworthy companies 
serving consumers and business owners 
with the utmost integrity. We feel this is 
possible through our research and review 
process.

What did you do to prepare for opening your business? 
I contacted a few of my strategic referral partners with the 

idea of my business and the need for a paradigm shift from 
other referral rating resources. Many service provider rating 
services have no concern regarding ethical business practic-
es of the rated businesses. We provide an additional layer of 
scrutiny that helps protect the consumer.

Who is your ideal customer/client?  
Our ideal customer/client is the individual homeowner or 

business owner who is in need of a trustworthy referral re-
source to connect to a service provider or contractor. They 
need to hire a service provider with ethical business practices 
and excellent customer service standards.

How do you plan to be successful? 
In our business you can’t fake integrity. Hook Connect will 

grow due to our message being spread by word of mouth 
from one consumer or business owner to another. We will 
strive daily to help each and every inquiry connect to the best 
service providers. 

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

Our service is free to the consumer. Also, that we serve 
consumers in central Indiana.  But stay 
tuned because as we grow we will be serv-
ing other markets. 

Barbara Hook

Submitted Photo

Barbara Hook starts up Hook Connect to provide a 
resource of trustworthy service providers

OPEN FOR BUSINESS

BUSINESS LOCAL

BUSINESS LEADER  •  CARMEL |  HENDRICKS COUNT Y |  SOUTHSIDE
ICON  •  CENTER GROVE |  HENDRICKS COUNT Y

THE SOUTHSIDE TIMES  •  BEECH GROVE,  CENTER GROVE,  GREENWOOD, SOUTHPORT & FRANKLIN/PERRY TOWNSHIPS

Products of 
Times-Leader 
Publications

Reach the best markets  
in metro Indianapolis.

To advertise, call 300-8782
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The final three months of the calendar year 
are upon us. This is the play off for profits sea-
son for most business owners. And not just the 
retailers – many service companies 
get higher revenue opportunities in 
the fall as well. Here are some ideas 
to help you make the cut and insure a 
profitable year. Customers have many 
choices so you need to up your game 
and focus your marketing efforts.

Begin by adding some polish to 
your brand. Make sure your visuals 
and message are consistent through 
all media channels you use to pro-
mote your company. What is your 
value proposition? This needs to be 
dominant in any pro-
motion. Make sure 
you and your staff can 
articulate this easily in 
one to two sentences. 
Remember the new 
market rules – you 
can’t “sell” them any-
thing you have to address a real or perceived 
need that the consumer has. Tell a good story 
about your product or service and how it helped 
a client. Encourage your staff to have its own 
collection of stories ready to tell. Publish testi-
monials and you will see your best sales people 
are your current satisfied customers.

Keep your staff focused on the company vi-
sion and ask for feedback. Listen and try to in-
corporate any good ideas no matter how small. 
Sometimes a small employee recommended 
change can add value and keep the staff engaged. 
Your customers win and you win by decreasing 
staff turnover. If you are thinking of making a big 
change test your idea and ask you current valu-
able customers what they think. Testing ideas 
this way can give you a reality check and often 
allow for even better product/service additions 
because you have been able to find out what the 
customers want and instill loyalty. 

Check your suppliers and make sure you are 
getting the best value. Find out if they offer any 
co-op promotional opportunities to sponsor 
events or advertising. Many times they will have 
educational or artisanal events they can sponsor 
that your customers will love and you don’t have 
to fund. Look for ways to work with other small 
business owners to sponsor group advertised 
events that combine business with a local en-

tertainment event. Work with your staff to pick 
a local charity partner you can support with an 
event and ongoing company support. This com-
munity involvement will solidify your company 
with the locals and help customers feel owner-

ship for your success as well. 
You will have a winning season by 

keeping your focus on these funda-
mentals. They work. In my neighbor-
hood I have easy access to big box 
home centers for garden and hard-
ware items yet I don’t go there for 
most things. I go to my locally owned 
hardware store Sullivan’s Do It Best 
Hardware store.  I sometimes even 
pay more for an advertised item. Why 
do I shop there? Because they can 
help me find what I need quickly, they 

hire local youths from 
the neighborhood, sup-
port school events and 
in the rare event that 
I have a problem with 
something I can simply 
tell them the problem 
and they always make 
it right. Sullivan’s offers 

quality items at a good price but more impor-
tantly they have knowledgeable staff and have 
built a good community relationship so they are 
rewarded with my loyalty. May your customers 
do the same!

4th Quarter strategy 
for success

GROWING SMALL BUSINESS

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

Marti Chestovich
Guest Columnist

“Customers have many choices 
so you need to up your game and 

focus your marketing efforts.”

Masquerade Mayhem
Kiwanis Club of Avon & IU West Hospital  

Present the Inaugural 

When: Friday, October 28, 2011
   6:30 – 10 p.m.

Where: Washington Township Park Pavillion
fun-filled, one-of-a-kind, black tie optional, masks encouraged 

Benefiting our new West District YMCA Children’s programming.

Guest Auctioneer: Dick Wolfsie
$50/person or 

Table of 10 for only $450 
Purchase your table before August 17th  

& beautiful masks for your party of 10 will be provided

Catered Dinner

by the coachman 

Restaurant

Live & Silent 

Auctions

Cash bar Available

Event Sponsorships still available 
Promote your organization, 

‘be seen’, make history, & join in 
the fun! all to support healthy, 

active children!

To Purchase tickets, contact 
KiwanisClubofAvon@yahoo.com; or call  

Lori Howe 745-7341, Nic Quintana 272-7800,  
or Suzanne Shafer 850-6309

Kiwanis Club Of Avon

3rd Annual

October 4, 2013
6:30 p.m. 

Proceeds to Susie’s Place, Child Advocacy Center

Washington Township-Pavilion Center
435 Whipple Lane - Avon, IN

Tickets $75 per person
To purchase tickets visit 

www.susiesplace.org https://secure.qgiv.com/for/hccfevents/  
or call 272-5696

Masquerade Mayhem

Presenting Sponsors

Title Sponsors

Dr. Jenna M. Liechty, Greenwood resident 
and Center Grove High School graduate, has 
joined Drs. Christopher Browning, Terry Null, 
and Michael Jeffirs at VisionQuest Eyecare. Dr. 
Liechty earned a Bachelor of Science in Biolo-
gy with minors in chemistry and Spanish from 
Indiana University.  She received her Doctor 
of Optometry degree from Indiana Universi-
ty School of Optometry, where she graduat-
ed with highest honors.  Liechty says, “vision 
therapy and pediatric eye care was of spe-
cial interest so that I could help lead children 
with visual disorders on a path to success, by 
eliminating visual barriers preventing them 
from reaching their full potential.” For more 
information, contact the Southside Office at 
1160 North State Rd 135, 865-6829 or vision-
questeyecare.com.

BUSINESS BRIEF

Liechty joins  
Visionquest Eyecare

Inquire about advertising with 
Business Leader by calling 

300-8782 or email: 
info@businessleader.bz
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What a difference a year can make! The 
positive disruptions of road construction, new 
developments and house moving 
around Johnson and southern Mari-
on County is a sign we are back!

Financial Center Federal Credit 
Union has opened at 20 N. Emer-
son Avenue. This is the first loca-
tion outside Marion County for the 
company. The credit union has been 
serving the greater Indianapolis 
area for over sixty years.

Big Lots celebrated its grand 
opening in Franklin at 1538 N. Mor-
ton Street. Big Lots is the nation’s 
largest closeout retailer in the coun-
try. The store occupies 21,400 square feet and 
will be a huge asset to area shoppers.

MedExpress Urgent Care opened at 7225 

US 31 South, in the Perry Township area. 
Rainbow Daycare will construct a 10,000 
square foot building and play area on South-
port Road and State Road 37, just north of 

the Piper’s Restaurant. The thieving 
northwest corner has continued to 
grow with Marco’s Pizza and Ted-
dy’s Burgers.

Inquiring minds want to know! 
The former site of Landtree Real-
tors on S. State Road 135 is under 
construction. Word has it Mattress 
Firm will occupy a portion of the re-
tail center. Aldi Foods is said to have 
signed on the dotted line to con-
struct a new store where Dannemi-
ller Hardware and Pizza King have 
been for many years. Both family-

owned businesses hope to relocate to con-
tinue serving loyal customers as they have for 
generations.

The latest scoop is St. Francis Hospital & 

Health Center has purchased land on S. State 
Road 135 near Stones Crossing for a new 
medical office building. New assisted living 
buildings and medical centers are catering to 
the needs of the baby boomers. The focused 
attention on the medical sector is viewed as 
thieving and stable. Hospital and medical us-
ers tend to invest heavily in sites knowing 
they will have staying power for many years 
to come.

White River Township continues to grow 
drawing new business its way. The Truly Love-
ly Cup Cake has opened on S. State Road 135 
in the Milto Plaza. Greenwood Vision Devel-
opment Center has opened at 1701 Library 
Park Blvd. Vision therapy is a treatment that 
corrects visual motor and other cognitive de-
ficiencies Home Bank has begun construction 
on their new bank branch at the corner of Ol-
ive Branch Parke and State Road 135.  Olive 
Branch Parke welcomes Warner Eye Care. 
Brows & Lashes is a new business located in 

Meridian Parke Drive. Heading north of State 
Road 135, and First Aid & Safety is open for 
business in the Carter Building.

Our community’s commitment to positive 
grow will sustain us as we enjoy convenienc-
es such as neighborhood centers, medical fa-
cilities, great venues to sip wine and a diverse 
choice of restaurants within minutes of our 
homes and places of work.  Johnson County is 
a great place to call home!

Brenda Richards, CSP, CGP, MIRM, BPOR, 
is a commercial real estate broker for Carpen-
ter Realtors. She can be reached at brenda.
richards@comcast.net. Brenda is interested 
in new and growing businesses throughout 
southern Marion and Johnson County.

Commercial burst of activity

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

Cooking with love

Compiled by Nicole Davis

Ming Chan and his wife Fei Fei Zhen 
opened China Gourmet in October 2011 to 
carry on the Chan family name and to make 
people happy with their cooking. 

Chans’ father opened Chans in Beech Grove 
in 1972 and it closed in 1998. Ming Chan says 
many of former restaurant’s customers have 
now begun dining at his business and he has 
also gained some new repeat customers. He 
says he has learned since he opened, that the 
restaurant industry has changed a lot since 
working for his father.

“It’s not what we expected,” Chan says. “We 
are trying to do better, but we still need more 
customers to make it better.”

Planning ways to continue growing his cus-
tomer base, Chan says he intends to offer a 
better lunch deal soon, with two items and a 
side for a lower price. He says though staying 
open has been a struggle at times, he appreci-
ates everyone that comes in the door and has 
supported them.

“We care about what we do,” Chan says. “A 
lot of people say, you cook you have to cook 
with love. So we love what we do, love our 
customers and we will be here to serve them.”

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

Do things to please the customer and keep 
them coming back.

How have things changed since you  
started your business?

We’ve met a lot of old friends and custom-
ers, people who went to my dad’s business be-
fore. We were happy to see them again.

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

The economy. People don’t spend money 
like they used to. We try to keep up, survive 
doing what we can, and with a lot of help from 
our old friends and customers we are keeping 
up. It’s still a struggle but we are doing okay.

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

The restaurant business is not as good now. 
My dad told me to start back up a business, 
you have to work hard and stay on it to keep 
the business afloat.

What is the hottest new trend in  
your industry?

Buffet- a lot of people want a buffet instead 
of a sit-down meal. We try to keep giving our 
customers a nice, hot meal.

NOW THAT WE’VE BEEN OPEN

COMMERCIALLY SPEAKING

Ming Chan carries on the family name in the  
restaurant industry since opening China Gourmet

Ming Chan and Fei Fei Zhen operate China Gourmet, with their son in the family-run shop most days.

REAL ESTATE
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October Chamber of 
Commerce Meetings
Chamber Events

4 – Greater Greenwood 
Chamber of Commerce 
(Marian Finaiancial 
Partners Ribbon Cutting); 
Oct. 4, 11 a.m. – 12 p.m., 
698 Oldefield Commons 
Dr., Suite 1. For more 
information, call (317) 
888-9465.

8 – Franklin Township 
Chamber of Commerce 
(October 2013 Meeting); 
October 8, 11:30 a.m., 
location to be announced. 
Cost, $5 meeting only, 
$12 lunch and meeting. 
For more information, visit 
ftchamber.com.

9 – Greater Greenwood 
Chamber of Commerce 
(Women Leaders 
Luncheon); Oct. 9, 11 a.m. 
– 1 p.m., Pipers Café & 
Catering, 2130 W. Southport 
Rd., Indianapolis. For more 
information call (317) 
888-4856.

10 – Greater Greenwood 
Chamber of Commerce (F.E. 
Moran Security Solutions 
Relocation Ribbon Cutting); 
Oct. 10, 4-5 p.m., 5155 
N. Shadeland Ave., Suite 
101, Indianapolis. For more 
information call (317) 
865-1014.

17 – Franklin Township 
Chamber of Commerce 
(Great Central US 
ShakeOut); Oct. 17, 10:17 
a.m. Chamber members are 
encouraged to participate 
in an earthquake drill in 
their offices, businesses 
or homes. For more 
information, visit ftchamber.
com or ShakeOut.org.

24 – Greater Greenwood 
Chamber of Commerce 
(Business After Hours); Oct. 
24, 4-7 p.m., Jonathan 
Byrd’s Cafeteria, 100 Byrd 
Way, Greenwood. For more 
information, call (317) 
888-4856.

29 – Greater Greenwood 
Chamber of Commerce 
(Connections!); Oct. 29, 8 
a.m. – 10:30 a.m., IUPUI 
Greenwood Learning 
Center, 555 E. County Line 
Rd., Greenwood. For more 
information call (317) 
888-4856.

29 – Greater Greenwood 
Chamber of Commerce 
(Mt. Pleasant Christian 
Church Community Ministry 
Center Grand Opening 
Ribbon Cutting); Oct. 29, 
12 – 1 p.m., 381 N. Bluff 
Rd., Greenwood. For more 
information, call (317) 
294-8454.

New Members

Greater Greenwood 
Chamber of Commerce 
New Members

The Ardizzone Group 
Management Co., Inc.
4101 Cashard Ave., 
Suite 100
Indianapolis, IN 46203
(317) 788-0353

1-800 Water Damage
210 Meadowview Lane
Greenwood, IN 46142
(317) 399-9141

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

Golden Corral
160 S. Marlin Dr.
Greenwood, IN 46143
(317) 865-9082

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

Wright’s FUNdamentals
1064 Greenwood Springs 
Blvd. #G
Greenwood, IN 46143
(317) 888-4805

Yorktowne Farms 
Apartments
1570 Countryside Dr.
Greenwood, IN 46143
(317) 887-0157

Storm Chiropractic Clinic
622 Madison Ave, Suite 9
Greenwood, IN 46142

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

May Electrical Systems  
& Service Co.
P.O. Box 984
Mooresville, IN 46158
(317) 771-8678

Ideal Health Weight 
Loss Center
1690 Stonegate Dr.
Greenwood, IN 46142
(317) 800-9112

Buffalo Wild Wings
1077 N. Emerson Ave.
Greenwood, IN 46143
(317) 859-2999

Omni Property 
Management
2316 Mellen Rd.
Indianapolis, IN 46231
(317) 241-4053

Franklin Township 
Chamber of Commerce 
New Members

Handy Hoosier LLC
Kathy Squire

Dennis Walters Real Estate 
Group, Inc
Dennis Walters

N2 Publishing
Jim McGowan

Holmes Roofing
Edwin Holmes

Sales Leads
Newly incorporated 
businesses through 
September 10, 2013

A Time to Dance
Julie J. Anderson
1157 Harvest Ridge Circle
Franklin, IN 46131

BCV Properties
Michael Verkamp,  
Rachelle Verkamp
2587 E. 200 S.
Franklin, IN 46131

C E S Company
Chris Tuell
3446 Yorkshire Dr.
Greenwood, IN 46143

Donaldson Remodeling/
Restoration Construction
Michael Donaldson
5811 W. Smith Valley Rd.
Greenwood, IN 46142

The Green Family Way
Bernard Green,  
James Green
3140 Sextant Dr.
Franklin, IN 46131

In Fashion Apparel
Maria Dalvia
917 Colonial Way
Franklin, IN 46131

JT Creations
Jake Thayer
998 Yandes St.
Franklin, IN 46131

JT Express
Terry Crawford
P.O. Box 313
Franklin, IN 46131

Kinser Designs
Zach Kinser
376 W. Pearl St.
Greenwood, IN 46142

Mini Monster Kids
Beverly Bragg
654 Walnut St.
Franklin, IN 46131

New Creation Church
Joshua Evans
616 Park Madison Dr., Apt. C
Greenwood, IN 46142

Pewter Manor
Richard L Fiorito,  
Gina M Fiorito
2067 Saratoga Dr.
Greenwood, IN 46143

Precision Cust  
Lawn Service LLC
Dynamic Landscapes
Roy Harbert, Caleb Habert
775 Leisure lane
Greenwood, IN 46142

Silver from the Flames
James Purcell
461 Bass Wood Dr.
Greenwood, IN 46142

Simplistic 2nd
Tania Bales
1129 Pilgrim Rd.
Greenwood, IN 46142

St. Thomas  
Episcopal Church
Boy Scout Troop 229
Danny Bachman, Larry 
Lynch, Alan Zinkan
348 W. Wiley St.
Greenwood, IN 46142

TCB Lawn Service
Ted D Belser
1339 Guenevere Ct.
Franklin, IN 46131

Two Streams Productions
Streamside LLC
352 Timberlane Circle
Greenwood, IN 46142

SBA Guaranteed Loans

Hamilton County

ACG, LLC
12650 Ford Dr.
Fishers, IN 46038
$2,050,000
Indiana Business Bank

Bapa Yogurt, Inc.
1350 S. Rangeline Road
Carmel, IN 46032
$280,000
Cornerstone Bank

Blue Fish Irrigation, Inc.
14678 Acacio Dr.
Fishers, IN 46040
$15,300
The Huntington  
National Bank

Club Canine, LLC
457 3rd Ave. SW
Carmel, IN 46032
$15,000
Chase Bank

Discount Copy  
Services, Inc.
100 Mensa Dr.
Noblesville, IN 46062
$380,000
Ridgestone Bank

Grill To Go, LLC
10460 N. Michigan Road, 
Suite 120
Carmel, IN 46032
$75,000
Chase Bank

Hickey’s Shaved Ice, LLC 
55808 Ringneck Dr.
Osceola, IN 46037
11656 Millbury Dr
Fishers, IN 46037
$536,000
Ridgestone Bank

Metal Man, LLC
12501 E. 196th St.
Noblesville, IN 46060
$245,000
STAR Financial Bank

Muncie Stockade, Inc.
14005 Mundy Dr.
Fishers, IN 46038
$400,000
Ridgestone Bank

Noblesville Fitness 
Trainers
14701 Cumberland Road, 
Suite 430
Noblesville, IN 46060
$65,000
Ameriana Bank

See Enterprises, LLC
101 Mill Farm Rd.
Noblesville, IN 46062
$25,000
The Huntington  
National Bank

Jane E. Summitt 
9805 Lakewood Dr. East
Indianapolis, IN 46280
$59,700
$55,200
The Huntington  
National Bank

US Automatic  
Holdings, LLC 
177 W. Carmel Dr.
Carmel, IN 46032
$650,000
The Huntington  
National Bank

US Automatic  
Sprinkler Corp.
177 W. Carmel Dr.
Carmel, IN 46032
$200,000
The Huntington  
National Bank

Hancock County

CE-McLean County, LLC
1300 E. Broadway St.
Fortville, IN 46040
$25,000
The Huntington  
National Bank

Hendricks County

Remlles Enterprises, LLC
8217 Kingston
Avon, IN 46123
$100,000
$416,000
The Huntington  
National Bank

Trisler Construction  
Co., Inc.
5657 Station Hill Dr.
Avon, IN 46123
$100,000
$98,000
The Huntington  
National Bank

Johnson County

MJH Chiropractic, Inc.
2000 N. Morton St.
Franklin, IN 46131
$ 55,900
The Huntington  
National Bank

Marion County

All About Beauty, LLC
3221 W. 86th St.
Indianapolis, IN 46268
$613,900
Wells Fargo Bank

Event Partners, LLC 
121 S. East St.
Indianapolis, IN 46202
$2,839,000
The Huntington  
National Bank

JM Consulting Group, Inc.
121 S. East St.
Indianapolis, IN 46202
$250,000
The Huntington  
National Bank

Lopez & Arroyos 
Construction
5311 Melbourne Dr.
Indianapolis, IN 46228
$63,900
The Huntington  
National Bank

POLARIS Laboratories, LLC
7898 Zionsville Road
Indianapolis, IN 46268
$721,000
Premier Captial Corporation

Pyle Pools, Inc.
6852 Hawthorn Park Dr.
Indianapolis, IN 46220
$150,000
Chase Bank

Regal Printing, Inc.
1125 W. 16th St.
Indianapolis, IN 46202
$292,500
PNC Bank

RobSuitell, Inc.
5202 Thompson Road
Indianapolis, IN 46237
$240,000
Ridgestone Bank

Tjrosh Corporation
11200 E. Washington St. 
Indianapolis, IN 46229
$84,500
The Huntington  
National Bank

Veaps, Inc.
6535 E. 82nd St., Suite 106
Indianapolis, IN 46250
$50,000
The Huntington National 
Bank

Vortek Surgical, LLC
8455 Castlewood Dr.
Indianapolis, IN 46250
$30,000
The Huntington  
National Bank

Morgan County

Advance Aero, Inc.
9811 N. Kitchen
Mooresville, IN 46158
$350,000
Citizens Bank

Heartland Solutions Corp.
10277 Leases Corner Ct.
Camby, IN 46113
$495,000
Indiana Statewide  
Cert. Dev. Corp.

MEEK, LLC
10 N. Indianapolis Road
Mooresville, IN 46158
$712,000
CapitalSource Bank

Waldron General Store
110 W. Washington St.
Waldron, IN 46182
$92,000
First Merchants Bank

PLANNER OF NOTE DISPATCHES

Dangerous gig 
If you complain about paper cuts and having 
to get up and stretch while at the office, your 
problems are small. Loggers have the most 
dangerous gig in all the land; 64 died in 2012, 
according to the Bureau of Labor Statistics. 

– www.money.cnn.com 

Unload the phone 
If you think you want to make some bucks off 
of your iPhone by reselling it, move fast. The 
phone’s umpteenth version is slated to be 
announced Sept. 10, which mean the values 
will drop. – www.money.cnn.com

Facebook force 
There was good news for the social network 
that everyone – and, literally, your mother – is 
on. Its stocks closed at $40.55 Aug. 23, accord-
ing to the AP. That’s slightly more than what 
it publicly opened at for the first time - $38. 
That’s a record for Facebook Inc. 

– www.money.msn.com
 

Battery boost 
Not all bulk purchases are made equal. Some 
items aren’t worth grabbing up in large lots, 
but batteries are a good bet. According to 
Consumer Reports, Duracell AA’s cost 33 cents 
apiece at Costco. They’ll cost you 63 percent 
more at supermarkets. 

– www.money.msn.com 

Big lawsuit, 
small invention 

Did you know that Ford battled an inventor 
over the design of a typical, small invention 
you use all the time? Robert Kearns showed 
off his idea for wipers and got a big no from 
Ford, which then came up with a similar 
design down the road. The legal battle was 
waged for 15 years, and Kearns anted up $10 
million in legal fees to no avail. 

– www.living.msn.com
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Trading Interiors celebrates 
Greenwood opening

Trading Interiors Fine Furniture & Consign-
ment recently celebrated its Ribbon Cutting 
Ceremony for Greenwood’s newest furniture 
and consignment store. This location contains 
an authentic mix of new, gently used furniture 
and welcome consigned furniture and home 
décor. There is an eclectic touch throughout 
the store sprinkled with “one of a kind pieces” 
which are all created by local artists. For more 
information, visit tradinginteriors.org or drop 
by at 1000 US 31 S. or call (317) 888-8100.
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