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Where Carmel Business Comes First

Home-builders’ vision for Old Town Carmel provides template for entrepreneurs / P2
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By Bill Dragon
The past five years have seen an explosion of new home de-

velopment in Old Town Carmel. And the primary force behind 
that growth is a young entrepreneur, Justin Moffett. 

His road to success started when he took a good look at what 
his own home town had to offer. While he had a chance to 
travel and leave, Moffett realized what a great place this was to 
live and raise a family.

“Looking back five years to when I started Old Town Design 
Group, there probably wasn’t a better place in North Ameri-
ca for a young entrepreneur to start a home-building business 
than Carmel,” he said.

He attended Indiana Wesleyan University and was in youth 
ministry at a church. But he knew full-time ministry was not 
his calling. 

His dream, instead, was to try his hand at building homes. 
Along the way, he had mentors encouraging him to follow 

his dream. One of these was John Bontreger of Signature Inns. 
He partnered with Moffett in building custom homes in Fish-
ers and the Geist area in 2004. 

At that time, there was a lot of competition in the custom 
home-building business. There could be as many as 10 to 14 other 
custom builders putting up “spec” homes in the same subdivision. 

That’s not what Moffett had in mind. 
“I wanted to develop and create unique, niche communities,” 

Moffett said. “I just went out and found people who knew what 
they were doing and were successful. I then applied what they 
taught me to my vision of what I wanted to do.”

That’s how he ended up teaming with Jeff Langston, another 
Carmel developer, about five years ago. 

“I went out and found Jeff. He knew the construction busi-
ness well and had a passion for it,” he said

Together they built a successful business model.

Playing the role of producer
For would-be entrepreneurs looking to start their own busi-

ness, Moffett shared how he secured financing when first start-
ing out. 

“I was fortunate that I partnered with people that had re-
sources. I was always the guy who had ideas, but not the mon-
ey,” Moffett said. 

And while the people Moffett partnered with had capital, 
they may not have had the ideas or the right location. He lik-
ened his role at that time to being the producer.

“I’d go put the pieces in play and find the people to join the 
team. I wasn’t the majority owner then. So, early on, it was all 
private financing. Now that we’ve established success in the 
last few years, we have the ability to secure loans for projects 
on our own,” he said. “However, we are starting to do larger 
projects where we bring in other investor partners.” 

Maintain flexibility in plans
When designing Blackwell Park in Old Town Carmel, just 

west of Carmel High School, Moffett and Langston planned 
to build the houses with master bedrooms on the second level.

“We thought the design would be the next house of the 

Broad Ripple couple. Our first designs were all master-ups. We 
thought the market would be families looking to get into the 
Carmel school system,” Langston said.

Once the pre-selling started, young families began express-
ing interest. 

But so was another group of people looking for a certain life-
style. Those people wanted to live within walking distance of 
downtown. Not necessarily empty-nesters, they were people 
wanting to embrace a walk able lifestyle, not a stage of life. 

“So, our plan went from designing all ‘master-ups’ to offer-
ing everything from a ranch to ‘master-down’ to ‘master-up,’” 
Langston said. 

Changing direction in the design of the homes and not fight-
ing this change was a key to the success that followed. 

“We have learned that we have to be flexible in what we can 
design for any given client,” Moffett said.

Capitalizing on opportunities
Looking back over the eight years Moffett has been build-

ing homes, Old Town Design Group now has the capacity to 
enjoy the luxury of picking the projects it wants to do. That 
wasn’t the case in the beginning, when he fought to buy land 
and do projects. 

While Old Town Carmel has been great for his business, 
Moffett realizes there’s limited land available. But he’s been 
able to capitalize on his success in designing great communi-
ties by leveraging his credibility and assets now that people are 
bringing opportunities to him.

“We frequently get calls from homeowners who might be 
interested in selling their home. We’re able to make a decision 
quickly whether we’re interested in buying the property. And 
we can close the deal immediately,” Moffett said.

Looking ahead to 2014
Moffett has a subdivision, Gray Oaks, that he just started 

building near Gray Road and 146th Street. Of the 40 lots avail-
able, seven have been pre-sold. 

While it’s not in the “niche” location of Old Town Carmel 
that has proven so successful in the past, Moffett and Langs-
ton see Gray Oaks as a much desirable location for their cus-
tomers. 

“Our goal is all about location. So, whether you’re in down-
town Carmel or Gray Oaks, you’re close to great amenities, 
Langston said. “There’s the Pancake House nearby and the 
drugstore is right on the corner. You can walk to it.” 

Moffett expounded on the importance of location when 
building homes. 

“If you build homes in great locations, you may pay more for 
the (land). But your absorption rate’s going to be faster than 
trying to drive traffic out to a corn field where nobody drives 
by,” he said. “The speed of sale is better.”

By focusing on “timeless designs” like the bungalow and cot-
tage style homes he’s built in Old Town Carmel, along with 
good location, and the right price range, Moffett feels he’s 
found his niche.

Another community is being developed for 2014 by Moffett 
in Old Town Carmel and already has been pre-sold.

It’s the people
“Surrounding ourselves with the right people on our team 

has been most important. Not just people that do their jobs 
well, but quality human beings that we can be friends with out-
side of work,” Moffett said. “Those kinds of people are going to 
care about our clients.”

And knowing what clients want also is important.
“On a regular basis, we are drawing 15 to 20 homes at one 

time. Clients are telling us how we should be designing floor 
plans,” Moffett said.

Having a finger on the pulse of what clients want and mak-
ing each home unique is Moffett’s goal. 

Quality of character in partnership and adhering to the 
business motto of “outstanding locations, timeless designs” 
has proven to be a winning combination for Old Town Design 
Group.

Home-builders’ vision for 
Old Town Carmel provides 
template for entrepreneurs

Jeff Langston, left, and Justin Moffett have helped to redevelop Old Town Carmel, including this house on 2nd Ave. NW across from the Monon Trail. 
(Photo by Sara Crawford)
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The brighter side of our ‘overly 
commercialized’ holiday season

People love to hate. Probably the greatest Christmas gift 
for the habitually cynical among us is the opportunity to 
spend the holiday season criticizing everyone for how they 
are ruining it. Walmart, of course, being the primary deliv-

erer of this opportunity. 
Every year Walmart fills our news 

channels with footage of mobs tram-
pling over themselves to get to piles 
cheap crap. But before we all join 
hands and feed our holiday depres-
sion, let me propose an alternative 
look at our buying season.

Most people think the term “Black 
Friday” comes from its notorious rep-
utation. However, the truth is that it 
is the first day most retailers’ yearly 
finances are in the black. That’s right, 
most retailers run their business all 

year in the red, only to make up for it between Thanksgiving 
and New Year’s Eve. 

If we didn’t have this “buying season,” we wouldn’t have our 
retail stores the rest of the year.

One simple rule of economic health is that money sitting 
still is losing value, money that is moving is gaining value. 
The more our money changes hands and moves around, the 
more our economy grows. Because there is such a precarious 
juxtaposition between the need for society to spend money 
and the need for individuals to save money, we only survive 
by having a kind of “social permission” to spend our money. 

Until we think of something else, Christmas is working 
quite well in this regard.

Does this mean we should all join in the flesh piles at 
Walmart to save our economy? Certainly not. 

Our economic health doesn’t need to be maintained in 
spite of our cultural and sociological health. We need to 
spend money, yes, but it is what we spend our money on that 
forms our environment. 

What we buy is what we get. The more cheap crap we buy, 
the more cheap crap people make. 

Believe it or not, there are other stores than Walmart. 
There are even other stores than all the major retail stores. 

In fact, there are still more small business and special-
ty stores in this country than there are Walmarts, Targets, 
and Best-Buys combined. There are amazing stores that sell 
things that help us actually improve our lives. Music stores, 
craft stores, book stores, hobby stores and much more.

If we spend our money buying gifts - or shopping for our-
selves – and buy things that are edifying to us, that encour-
age creativity or inspire us then we will be surrounded by 
those things. 

Spending money isn’t the problem, spending it on crap is 
the problem. 

Well, that and spending irresponsibly, but you can buy a 
book from Dave Ramsey to hear more about that.

Not enough money to buy nice things for all your relatives? 
Then buy craft supplies for yourself and make gifts for ev-
eryone. 

Don’t know what to buy someone? Then make them some-
thing that shows them something you like or remember 
about them. 

Just remember, nothing says, “I don’t know anything about 
you” better than a generic gift from a bargain bin.

Learn more about Chris “The Brain” at christhebrain.com

Chris “The Brain”
Growth

We all could take a few lessons from J.D. Power – and 
we’re not talking consumer rankings of automobiles. The 
founder of J.D. Power and Associates, now 50 years strong, 
says he has seen businesses grow, adapt and thrive over the 
years, because they, 
among other things, 
listen and anticipate.

Listen. Anticipate. 
Fairly simple, you say? 
We believe it’s easier 
said than done, but if 
business owners are 
to succeed those three 
little words may just 
lead us all to the pro-
verbial pot o’ gold. 

Power says to listen 
to customers, employ-
ees and stakeholders. Seems common sense enough, but, be 
truthful, how ardent a listener are you? Do you know when 
to “shut up?” Do you take notes? Do you feed information 
back to your customer as a way to verify (or have clarified) 
what you heard or what you believe you just heard? Most 
customers, we’ve found, don’t simply talk just to hear them-
selves talk. They are talking to you for a good reason – be-
cause they believe you might have a solution to help achieve 
his or her company’s objectives. Which leads us to …

Power says to remember who the customer is. In a busi-
ness-to-business world, believe it or not, it’s not the person 

on the other end of the line or the one sitting across the desk 
from you; it’s the organization itself. If you have anticipated, 
in general, your customer’s needs, then you will have arrived 
at the meeting armed to learn and serve. If you need more 
information, ask for it. Try these:
•	 “What do you see as your largest growth opportunity?”
•	 “What are your priorities for (time frame)?”
•	 “What are your objectives/goals for… ?” 
•	 “Tell me about your expectations for the remainder of 

the year.”
As you gain the answers you need, remember that silence 

is golden. Let the person talk. The more he or she talks, the 
more you learn.

Power also points to other elements of success in sales, 
among them:
•	 Relationships matter, but they need to be built on the 

bedrock of respect and trust, not just friendships.
•	 Be empathetic.
•	 Don’t be afraid to take a counter-intuitive position in 

order to generate better ideas for your customer. 
•	 Accept change.
•	 Maintain your values, which help form your brand.
•	 Find information and inspiration in the work of others.
•	 Don’t be blind to all but the good news you may want 

to hear.
Perhaps better still, check out Power’s book,  “Power: 

How J.D. Power III Became the Auto Industry’s Adviser, 
Confessor, and Eyewitness to History.”

There is Power in this biz advice

Brian Kelly & Steve Greenberg
From the Backshop
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No slump in luxury markets
Feature

By Bill Dragon 
Gator Motorsport owner Young Kim is 

a first generation immigrant, coming to the 
United States at age 5 from Seoul, South Korea.

As a child, he saw a 
nice car pass by on the 
street one day. It pulled 
in and parked a few 
houses down. Young 
Kim ran down the street 
and asked the driver 
about the car. He was 
told it was a Lotus Esprit. 

Young Kim confidently 
told the owner he intend-

ed to own one of these cars some day. The owner 
responded, “You should start now. Get in!”

With those words of encouragement, 
Young Kim climbed into the Lotus and spent 
the next two hours examining the car’s inte-
rior. His love affair with this mystical, exotic 
car was born that day. 

Twenty years after purchasing his first Lo-
tus Esprit, his passion for this car resulted in 
the establishment of his exotic car dealership, 
Gator Motorsport, located at 3353 W. 96th St. 
in Carmel.

Outstanding service is crucial
While sales in the luxury market are down, 

Young Kim said he feels this presents an op-
portunity for those businesses that know how 
to cater their service to a higher standard.

“If you don’t chase the dollar, if you do 
what’s right in life, if you work on vehicles and 
take care of people the way you want to be 
taken care of yourself, then the revenue and 
success will follow,” Young Kim said.

A survey of other businesses catering to the 
luxury market results in similar feedback.

“Sales have held steady, but more people are 
staying in their homes instead of moving up to 
newer luxury homes,” said Deborah Mader of Re-
ese Kitchen Gallery in the Carmel Design Center.

Traffic is down over the past year but sales 
are up, according to Clint Kreiliein of Burb-

erry at The Fashion Mall at Keystone. 
”As the luxury market grows stronger, 

we are looking for higher sales in 2014,” he 
said. “Building a relationship with our repeat 
customers is the key to increased sales in the 
luxury market.” 

Luxury marketing unique
Although price is a factor, Young Kim does 

not sell on price alone. 
He said he’d rather sell the “experience” of 

the purchase. It’s a relationship he’s commit-
ted to elevating above anything the buyer will 
experience at any other dealership.

Gator Motorsport is run as a “boutique” 
business and not the standard brick-and-mor-
tar dealership. Those select buyers who are 
passionate and enthusiastic about Lotus, Ros-
sion and hand-selected pre-owned cars have 
no problem finding his location, tucked away 
in a low-profile strip of buildings facing I-465 
off 96th Street.

Young Kim said that while the numbers in 
sales in the luxury market are down overall, there 
is a lot of potential in the Indianapolis market. 

There is a level of “pent-up frustration” driv-

ing the sales of Lotus and Rossion cars that sets 
them apart from other luxury cars, he said. 

At Reese Kitchen Gallery, customers fall 
into three categories. 

“Our customers come from builders, de-
signers and homeowners in the Carmel area.  
Each one of them are uniquely different,” 
Mader said. 

Being unique or exclusive helps
Sales of Lotus and Rossion are going up, 

even though general luxury car sales are down. 
Young Kim said this is because of the whole 

new experience that these cars can bring. And 
he believes there are enough customers in the 
Indianapolis area that share his passion for 
these high-end sports cars that making these 
cars available is a calculated gamble.

“If there are people like me that have a car col-
lection and have an enthusiasm and ability to at-
tain these cars, but are segmented to only being 
able to buy what’s in front of them, then surely 
having additional options can’t hurt,” he said.

The Lotus brand, with its Indy 500 exposure 
by race car driver Jimmy Clark in the 1960s, 
is well known for its handling. And Rossion, 

with only 50 cars handmade annually in Flor-
ida, is an exclusive line for a 15 state area for 
Gator Motorsport.

Another attraction Gator Motorsport offers 
lies in their state-of-the-art sales and service 
facility. 

This multi-million dollar investment in top-
of-the-line diagnostic tools and equipment to 
service all makes and models of cars is already 
proving to be a winner with customers who 
may not even own a high-end sports car. 

The outlook for 2014
Young Kim is positive about the future. 

Sales have turned inventory over twice in the 
couple of weeks Gator Motorsport has been 
in business. 

Some of the sales were even “sight unseen.”
Young Kim’s motivation in business is to 

treat people with respect and help others, not 
just to sell cars. In line with this, Gator Mo-
torsport will host an event entitled “Coats, 
Cans, and Cars” from noon to 4 p.m. Dec. 14 
to collect coats and canned goods for the Ju-
lian Center. It’s all part of Young Kim’s busi-
ness philosophy of “paying it forward.” 

Local stores offer tips for 
targeting wealthy clients, 

maintaining relationships

“Our customers come from builders, designers and homeowners 
in the Carmel area.  Each one of them are uniquely different.” 

-Deborah Mader of Reese Kitchen Gallery

Gator Motorsport has found success in the luxury car market by having a unique product. For more information go to www.gatormotorsport.com. (Submitted photo)

Kim
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Replace Your
Current IT Guy
For Less Money,

Twice The Expertise,
and NONE of

The Headaches.

World’s largest IT network for small business.
Over 1,200 professional computer technicians.

Less Cost, Less Hassle,
Less Downtime…

Isn’t That What
You Really Want?

At Computer Troubleshooters we offer wide range of 
business I/T Services, equipment Sales, and expert 
consulting. We partner with you to make sure I/T works 
for you and not the other way around!
Our Service Center has a large selection of PCs, macs, 
laptops, and accessories. We also offer Servers, 
networking, and parts. Visit us in downtown Carmel at 
316 S Rangeline Rd, Suite C or call us anytime.

317-867-0900
www.CTcarmel.com
Ranked #1 Technology Solutions

Franchise by Franchise
Business Review

Computer Troubleshooters

• $100 OFF
        FIRST TIME SERVICE

• FREE I/T AUDIT
Offer expires
Dec. 31, 2013

John Appleseed, Owner 
317.765.4321
john@appleseedbiz.com

Packages include:
250 business cards

2 Embroidered polos
1 Embroidered fleece

1 Embroidered cap

Everything you need to promote

317.564.4615
iicarmel@instantimprints.com
www.instantimprints.com/228
20 Exexcutive Dr.
Carmel, In 46032

Brand Your Business.
Save A Bundle.

Art Charges May Apply. See Store For Details

Now 

$99.99
$162.82

You get paid to do what?

Sushi chef combines love of cooking, Japanese history

Chanse Kinnaman prepares sushi at Kona Grill (Staff photo)

By Lana Bandy
How long have you been working as a sushi chef? I’ve 

been making sushi for about the past 10 years. I was the head 
sushi chef at Sensu and Taste of Sensu. I started out and 
learned at Kona Jack’s and was the sushi bar manager there. 

How did you get started? I loved to eat sushi. I just 
knocked on doors until someone would give me the opportu-
nity. I wasn’t hired to do sushi (at Kona Jack’s), but the man-
ager said he would give me a job. Then the head sushi chef 
left and I learned on the job. When we opened Sensu, they 
brought in a sushi chef from South Florida who trained me 
more traditionally, really re-trained me. 

What do you mean “more traditionally?” Sushi is like ev-
erything else in this country as far as food. We have Ameri-
canized pizza here, which is different from what they have in 
Italy. The traditionalists stick to Japanese standards. A lot of 
Chinese put a different twist on sushi – adding a ‘wow’ fac-
tor. They focus a lot on presentation. The Japanese are more 
simplistic – it’s all about good rice and fresh fish. Here we’re 
going after the traditional style of sushi. 
We’re an Asian fusion restaurant and we 
do some fusion here, but the corporate 
sushi chefs here are both Japanese, so 
we’re more traditional.

What varieties of sushi do you make 
at Kona Grill? We have many different maki sushi (rolls) and 
we have the nigiri, which are slices of fish on balls of rice. And 
then we have sashimi, which is just the fish. We have a really 
big, extensive sushi menu.

What are the most popular dishes? The Picasso Roll. It’s 
with avocado topped with yellow tail, cilantro, fresh jalape-

nos, a dot of siracha, tōgarashi (a Japanese spice, which is 
seven spices in one) and ponzu sauce. Then there’s another 

roll, the Dynamite Roll, that is especially 
well-known at this location; I believe it 
was invented here. People order it all 
the time.

What is your personal favorite? I 
like the Shrimp Tempura and the Na-

ruto Roll. The roll just has a great flavor. It is wrapped in 
cucumber instead of paper. You roll it in that and it has crab 
mix and avocado. The tempura fried shrimp has a good flavor, 
with wasabi aioli on top. It’s delicious.

Can sushi fans make it at home? The hardest part at home 
is getting the rice right. At Sensu, I did a lot of sushi parties, 

and as far as making the rolls, out of 200 people, I think there 
was just one guy who didn’t get it. You just practice and re-
peat. Learning how to make the rice and how to care for and 
cut the fish properly are the difficult parts.

Why is that? Fish are delicate and if you go at a fish in the 
wrong way, you can hack it up pretty easily. In sushi, we tend 
to use a shorter grain rice. It’s a big process. You wash the rice 
four or five times until it runs clear and you get the cloudi-
ness out of the water. You drain the water out and then cook 
it. Then you put the rice in a hangiri (large wooden bowl) and 
add a vinegar mixture, which gives the rice flavor. You cut (the 
vinegar mixture) into the rice with a wooden paddle. You let it 
sit 15 minutes, flip it over and let it sit another 15 minutes. In 
Japan, when you start off (as a sushi chef ), they have you on 
rice for a number of years before you move on.

What misconceptions do people have about sushi? A lot 
of people think sushi is always raw, and that isn’t the case. You 
can find something you like. There is such a variety of things 
that you can do with sushi. You can do desserts. You can have 
so many different flavors – Latin Fusion and American Fusion 
– all with different tastes. In Italy, they put their own spin on 
it, with Italian-style sushi. 

What do you like best about your job? It is just what I 
love to do. You have to love what you do or it won’t be an en-
joyable job. It allows me to be a little creative and people ap-
preciate what I do – liking my food. There’s something about 
Asian culture that appeals to me. I like the tradition, the Japa-
nese history. It’s a passion.

Do you or someone you know have an interesting job? Or is there an occupation you 
would like to know a little more about? Send your story ideas to lcbandym@yahoo.
com and we might feature you in an upcoming issue of The Carmel Business Leader.

Name: Chanse Kinnaman
Title: Head Sushi Chef/Sous Chef

Business: Kona Grill



6   December 2013 • businessleader.bz Carmel Business Leader

Retirement planning 
workshops scheduled 

for Monon Center

Calendar / Commentary

By Bill Dragon
Joel Harris, an independent investment 

and insurance professional, will be con-
ducting retirement- planning workshops at 
the Monon Center in Carmel during the up-
coming winter quar-
ter.

Harris has offices 
in Carmel and has 
been licensed as a fi-
nancial advisor since 
2006. He puts these 
workshops together 
to provide informa-
tion for people plan-
ning retirement.

“The purpose of the workshops is not to 
sell anything but to educate people,” Harris 
said.

This is the third year Harris has present-
ed the workshops at the center. The sched-
ule and topics to be covered are:
•	 Unlocking Social Security, 6 to 8 p.m. 

Feb. 11 and March 12
•	 Financial Planning, 6 to 8 p.m. Feb. 10 

and March 13
•	 Risk Management, 6 to 8 p.m. Jan. 22 

and March 19
The registration fee is $10 for each work-

shop. The schedule is also available in the 
Winter/Spring 2014 Carmel Clay Parks & 
Recreation booklet recently mailed to all 
Carmel residents.

“As you approach retirement, income 
planning is important. While any invest-
ment has risks, a key consideration is the 
longevity risks. People are living longer, so 
you’ve got to find ways to maximize your 
income,” Harris said.

Interest rates on CDs and bonds are low 
right now, so it’s really difficult for people 
to find an appropriate portfolio with limited 
risk that will provide good income. That’s 
the biggest challenge. 

In addition, there are important consid-
erations to make about social security ben-
efits that a lot of people do not understand.

“I teach people how to take spousal bene-
fits and ex-spousal benefits along with filing 
and suspend strategies available that will 
maximize their benefits,” he said.

Risk management is another topic Har-
ris talks about. He discusses the bucket 
strategy of not withdrawing money first 
from those “high risk” investments such as 
stocks. 

“Health care will be your largest expense 
in retirement,” Harris said. 

Finally, inflation is another concern 
which should be factored into your retire-
ment considerations. 

All this information and more will be 
covered in the upcoming workshops. 

New forms of communication often send wrong message

Jon Quick

Think back to the days before email, Kindles, iPads, social media, 
Skype, websites and smart phones. How did we ever get along? 

We wrote letters, we read real books and we actually talked to one 
another.

I read recently in an Indianapolis magazine 
where my friend and columnist of many years 
admitted that she used a Kindle. She forgot it 
on a recent trip and was forced to go to a book 
store (and good luck finding one that just sells 
books). 

The result was a marvelous rediscovery of 
the rich feel, flavor and smell of a real book – 
one that is made of paper. You know, the kind 
where you can turn over the corner of a page to 
find your place? 

Here is a very distinguished woman who is a 
purist (usually) and a person I totally respect. 
So I was a bit shocked to read that even she owned a Kindle. This is the 
same woman who for years refused to convert from her old typewriter 
to a computer. 

Finally she gave in. That was actually a good move, but hooray to 
you for coming back to your senses and returning to real books. Ah, 
you’ve been reborn, dear friend. Sure, keep your Kindle. Though, re-
member, it’s all about moderation.

Before I am excused as being behind the times, new media makes 
our lives easier in many ways. I teach clients daily to increase their 
marketing exposure and save money by using it. 

But there are times where enough is enough.
Let’s take the art of conversation.
I also saw this recently. It was from life coach Jack Bennett who said, 

“Giving someone our full undivided attention is fundamental to our 
business and interpersonal relationships. Really listening to someone, 
making eye contact and hearing them makes them feel appreciated 
and creates a positive feeling for them about you.”

So put away the electronic gadgets and talk to me. 
Before transitioning into my own company, I was a manager in the 

media for many years. Annually, the owner of one company I worked 
for would do an employee survey. No holds barred. No fear of retri-
bution. Say what you will about the company and the management. 
Anonymously.

I remember one comment that read, “They never talk to us any-
more. It’s always an email, a corporate newsletter, another memo or 

another dreaded staff meeting.” 
The comment woke me up - I was guilty of it. In fact, a co-worker 

and I once joked when we realized how often we were emailing each 
other, even though our offices were right across the hall from one an-
other. How absurd when you think about it. It’s like passing a note back 
and forth. 

Speaking of notes. Another highly respected attorney friend was 
given a recommendation by a man in a prominent political office. He 
said, “I need to send him an email to thank him.” I said, “No, send him 
a real letter or a card. Break down and spend 46 cents on a stamp. 
“There’s still nothing like getting something nice – in the mail.”

He agreed.
Think of your own experiences and how good it makes you feel 

when your manager actually takes time to physically come over to 
compliment you. Or just to visit. No phone call. No email. No memo. 
That’s a great manager. And don’t tell me you don’t have time.

Oh and, by the way, if you do have to write a memo to your entire 
staff, for whatever reason, do not address it to “team” or say “my team.” 
Sorry. Corporatese sucks. But that’s another column.

Please. Set an example. Get up and walk. Then talk. Then go back to 
your office and check your email. 

Jon Quick is President of the Carmel-based marketing and public relations firm, Abso-
lutemax! You can reach him at jon@absolutemaxpr.com. He is a former 25+ year executive 
manager at both CBS and Emmis Communications.

2014 prepaid monthly luncheons – Save time and money - pay in advance for all 12 monthly 
luncheons. Register for one luncheon per month at $18 each for a total of $216. Payment is not re-
fundable and cannot be transferred to another luncheon date if you are unable to attend. However, 
another company representative may attend in your place as long as the change is made with the 
chamber in advance of the luncheon. Deadline for sign-up and payment is Dec. 31. For more infor-
mation call 846-1049.

Carmel ChamBer evenTS Carmel roTary CluB

The Carmel Rotary Club has the fol-
lowing events planned for Decem-
ber. All of the events are at 12:15 
p.m. at Oak Hill Mansion, 5801 E. 
116th St. unless otherwise indicated. 
For more information contact Rotary 
President Ray Kramp at 809-0068 or 
visit www.carmelrotary.com.

Dec. 6 – Carmel schools Super-
intendent Nicholas Wahl will talk 
about the state of the school sys-
tem at the Fountains of Carmel, 
502 E. Carmel Dr.
Dec. 13 – Club program, 2013 
Naughty and Nice List
Dec. 20 – Chief Deputy Prosecu-
tor Tami Napier and Det. Lt. Ran-
dy Ratliff to speak about crime at 
the Fountains of Carmel, 502 E. 
Carmel Dr.
Dec. 27 – No meeting because of 
Christmas and New Year’s Day.

Carmel chamber honors local businesses 
with awards for excellence - The winners of the 
chamber’s annual business excellence awards 
will be recognized at the Images of Excellence 
Awards luncheon at Ritz Charles at noon Dec. 11. 
Awards will be presented in seven categories by 
emcee Gerry Dick from Inside Indiana Business.
•	Winners of the Applause Award for Busi-

ness of the Year, the Most Valuable Volunteer 
award, the Lifetime Achievement award and 
the Young Professional of the Year award will 
be revealed at the luncheon.

•	Winner: Look – Renovation will go to Wedge-
wood Building Company, 32 First St. NE in 
Carmel.

•	Winner: Look – New Construction will go to 
Rangeline Crossing – KRG Center, LLC (Kite 
Realty Group), Corner of Range Line Road 
and 116th Street.

•	Winner: Carmel Green will go to City of Car-
mel Utilities.

The luncheon is $20 for chamber members with 
advance payment and $25 for non-members. Res-
ervations are required by noon Dec. 9 and can be 
made by calling the Carmel Chamber at 846-1049 
or online at carmelchamber.com. The Awards 
sponsors include Bose McKinney & Evans; Bub’s 
Burgers & Ice Cream; enVista; The Kaiser Real Es-
tate Companies; The National Bank of Indianapo-
lis; Pedcor Companies; and Vine & Branch.

Electroic devices often hinder meaningful person-to-person communication. 
(Stock photo)

harris
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By Bill Dragon
Salon 01 in Carmel has begun offering 

weekly power yoga classes instructed by reg-
istered dietician and yoga instructor Kaitlyn 
Dinsmore. 

The 1-hour sessions are at 
7:30 a.m. and held outside Sa-
lon 01 along the Monon Trail 
(weather permitting) or in the 
yoga studio, located in the lower 
level of the salon. 

Salon 01 is a full-service hair 
salon and spa, located just across 
the street from the Palladium in 
a free-standing 15,000-square-
foot building at 200 City Center 
Drive. 

The yoga classes compliment 
Salon 01’s holistic philosophy of 
managing wellness and beauty 
from the inside-out.

“The class offers an additional way to 
achieve an overall image of ‘the best you,’” said 
Christi Thompson, vice president of salon op-
erations. 

Knowing the risk of launching yoga classes 
in what is already a competitive environment, 
Thompson said she feels interest in power 
yoga classes at Salon 01 will only grow.

“I think one thing that differentiates us is 

the price points. It’s $10 for one session or a 
package of 10 sessions for $80. We feel that’s a 
very competitive price point,” she said. 

And, since the yoga classes are conducted 
by someone who is also a reg-
istered dietician, the clients get 
the added advantage of an in-
structor who can see the whole 
picture.

“When the clients come in for 
a yoga class and have questions 
about nutrition, I can help them 
with the wellness approach from 
multiple angles.” Dinsmore said.

She also likes to emphasize 
the difference between power 
yoga and other yoga styles.

“I trained with Baron Bap-
tiste, the originator of Bap-
tiste Power Yoga in New York, 
practicing his style of yoga and 

methodology of ‘being present,’ looking peo-
ple in the eye and getting to ‘know their story’ 
versus just showing up at the mat, sweating 
out for an hour and then leaving. It’s a style 
of yoga that incorporates spirituality in a non-
threatening way,” she said.

Through strategic pricing and packaging, 
Salon 01 anticipates ongoing interest in its 
Power Yoga classes. 

Risky Business?

Somerset CPAs is an accounting and consulting �rm that is passionate about 
the success of our clients, employees, community and profession. Our teams of 
industry specialists will work with you to help you achieve and surpass your 
�nancial goals.

- Architecture/Engineering
- Agribusiness
- Construction
- Dealerships
- Dental

- Entrepreneurial
- Enterprise Valuations
- Health Care
- Manufacturing & Distribution
- Real Estate

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

Selected #1 
“Best Places of Work” 

by the 
Indiana Chamber 

of Commerce

+ Passionate
about your

Success

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

Managed
Print Services

ManagedDocument
Management

DocumentDigital Office
Equipment

Digital Office

Production
Print Systems

Production
Print Systems

Creative
Services
Creative Managed

IT Services
Managed

CREATE •  DISTRIBUTE •  MANAGE •  DOCUMENTS

3 17 •7 0 8 • 8 8 5 4I M P A C T M Y B I Z• C O M
Impact Networking, LLC  

8888 Keystone Crossing, Suite 350, Indianapolis, IN 46240

Securely manage valuable documents and 
data while increasing profitability, workflow 
efficiency and document protection with a 
customized electronic document strategy 
from Impact Networking.

Start with Our  
Document Impact  
Assessment

Don’t Drown in Hard Copies!

Get One Secure Location  
& Save Yourself...

Power Yoga classes add to complete image 
package offering by top Carmel salon

Dinsmore
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We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221

‘You’re fired!’ is a phrase vital to the health of any business 
Every day someone in America does not 

meet the minimum standard wherever they 
work, and the boss calls them into his office and 
says, hopefully with empathy, “You’re fired.” 

Yep, The Donald says this with 
a big hoot on TV and everyone 
tunes in, sadistically watching their 
worst fears coming over some oth-
er poor slob. 

But let’s look at this reasonably. In 
the real world, the company is stron-
ger for the firing, and eventually, the 
employee (who was probably mis-
cast) is stronger for this as well. 

I spent most of my life in very 
brutal selling environments. Most 
people would be very uncomfort-
able in these situations. I have 
counseled many people that simply could not 
sleep at night because of the turmoil in their 
head. I have talked to people that said attend-
ing a sales meeting was the most intimidating 
event in their life. 

You see, there was a board on the wall in the 
meeting room listing productivity. The guy on 
the bottom of the list according to conven-
tional wisdom should be looking for a job be-
cause there is a target on his back and man-
agement is taking aim at his job.

Anyway, so much for that drama. 
I remember once when watching an early 

morning TV show, the president of General 

Electric, Jack Welch, was on and he had just 
written a book. He said that he was a fan of a 
unique idea - one of his own. 

He said that 10 percent of the least produc-
tive people in any organization - 
staff or management - should be 
slated for replacement every year. 
In so doing, the company becomes 
stronger, and the underproduc-
tive employee has a chance to start 
over in another venture without 
slogging it out for another year or 
two, knowing full well that they 
are an under achiever in that par-
ticular industry.

Great chat, so what is the point? 
The federal government, here to 

fore, has had nothing to do with 
productivity. Prior to now, the government 
hasn’t messed with your productivity busi-
ness, like say, they were one of your vendors. 

That is to the extent that they suppressed 
it in all of the classic ways that they have, but 
that is another column unto itself.

Now they are one of your major health care 
vendors. 

In my case, I have changed health care pro-
viders over the years as I have seen fit. Some 
have offered poor price, others offered poor 
service. Makes no difference now, I will never 
change this one as long as I am in business. 

If the service is so poor that my employees 

that look to this plan for coverage complain, 
understand, nobody gets fired. I can’t change 
the vendor.

There is a total lack of accountabality! 
Recall the health care boss just made a half-

billion dollar software error, and neither her 
nor her boss said anything about her job secu-
rity. That message starts from the top and rolls 
down to the bottom rung: “Nobody gets fired 
here, there is no real accountability.”

Now the government is in the health care 
business. If you are a small business owner and 
have any employees that need health care and 
qualify for the Affordable Care Act, the federal 
government will be one of your suppliers. 

This impacts the cash your company will 
have on hand and the income that your em-
ployee will retain after deductions. And tcon-
sidering absenteeism during a winter flu epi-
demic with a shortage of doctors, this in turn 
kills productivity and income. 

In closing, let’s bring this home to your 
business. 

Just suppose a vendor came to visit you and 
said that they wanted your business. You in-
vited them into the office, held your calls and 
offered them some coffee. You chatted affably 
and told her of the history of your business, 
perhaps bragged of the accomplishments of the 
staff. Maybe you told her your kids were going 
to take over the business in a few years because 
you and the vender just seemed to hit it off. 

Once she told you of the strengths of her 
health care program, you were somewhat 
charmed by her presentation. You were ready 
to close the deal and throw out your best friend 
that you bought health care from for years. 

Well, the lady in the smart suit and the gray 
hair gave you a fancy folder and gave you a cou-
ple of days to look over the plan. Two days later, 
you were to meet with your attorney who was 
to review the small print and make a report. 

Again, in the interest of saving ink, I will 
save you the creative drama. The small busi-
ness owner felt that he was played for an ab-
solute fool by the smartly-dressed gray-haired 
lady, because behind that pleasant smile, she 
was trying to hog tie this small business owner 
for life in a noose from which he would never 
fully recover. 

Additionally, he was being asked to sign 
off parts of his finances that had nothing to 
do with health care. In all the plans he had 
brought his staff over the years, they were vol-
untary. 

The gall of that lady! 
That’s what the owner though when his coun-

cil said this plan was mandatory for all, and if 
anyone was not to get a policy, they would have 
to be fined a percentage of their income. 

Howard Hubler is a partner with Hubler Express Collision/
NAPA, and the owner of St. Augustine (Fla.) Toyota. He 
can be reached at howard@hubler.com.

howard hubler
Advice
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BuSineSS Crime waTCh
Ray’s Holiday 

Recycling Tips:
• Bundle and breakdown cardboard boxes
•  Recycle catalogs and magazines at local drop off sites or in your curb-

side recycling program
•  Research Christmas tree recycling programs in your community to find 

out where you can drop them off
• Use newspaper and old gift bags for wrapping presents

DECEMBER
23

NORMAL PICKUP

DECEMBER
30

NORMAL PICKUP

DECEMBER
24

NORMAL PICKUP

DECEMBER
31

NORMAL PICKUP

DECEMBER
25

NO PICKUP

JANUARY
1

NO PICKUP

DECEMBER
26

1 DAY DELAY

JANUARY
2

1 DAY DELAY

DECEMBER
27

1 DAY DELAY

JANUARY
3

1 DAY DELAY

DECEMBER
28

1 DAY DELAY

JANUARY
4

1 DAY DELAY

It’s much cheaper to retain your current 
customers than acquiring new ones. Here are 
a few random thoughts about how to keep 
your customers happy and bound 
to you without having to resort to 
using pharmaceuticals or rope. 

Business-to-business or busi-
ness-to-consumer, the following 
holds true: 

Sincerely care … or  fake it
I wandered into a superstore and 

was met by a grandmotherly-look-
ing, diminutive, silver-haired greeter 
who said, “Good afternoon. You’re 
looking wonderful and happy today!” 

It made me feel good because 
I know she meant it, even though 
she said the same thing to the ugly grumpy 
lady who walked in behind me. 

The point is, whether you do or not, the 
customer needs to believe you care. 

Appease, then please
You can’t win an argument with a custom-

er. Arguing with them is like arguing with a 
drunk; facts don’t matter and you can’t win. 

Besides, even if you prove that you’re right, 
do you think they’ll feel all warm and fuzzy 
because you’ve proven them wrong?

Be committed  to your commitments
Have you ever used web reviews for a par-

ticular product or service? These forums or 
chat rooms seldom offer a consensus on any-
thing. The one exception is the universal an-
ger expressed when someone feels a company 
hasn’t kept their word. 

The lesson here is to never, ever make a com-
mitment unless you are committed to keeping it.

Look pretty
We have a great landscape company tend-

ing to our lawn, but we didn’t give the com-
pany a chance for the longest time. 

The owner drives an old beat-up truck that 
is straight out of the Beverly Hill-
billies show and his logo is a ma-
nure stain on his grubby bibs. So 
for 5 years we ignored him and 
went with the companies with the 
pretty vehicles. 

Only a lot of bad experiences 
caused us to give him a shot. Cus-
tomers equate pretty with profes-
sional. From company letterhead 
to well-groomed salespeople to 
clean showroom floors, everything 
the customer sees should repre-
sent you in the best light possible. 

Inertia versus “Hey mom, look at me!”
Most of the time it’s important to “change 

things up” or “give the customer something 
new” to let them know you are evolving with 
new market realities. However, there are times 
when inaction is your best friend. 

Let’s say you have a long-standing order 
from a customer and there are newer cheaper 
widgets available from someone else. Do you 
really want to poke that sleeping bear?

Customers as individuals and as a mar-
ket group are always changing and evolving. 
There is no one size fits all. 

But there is one universal truth that applies 
to all customers at all times: Customers buy 
for their reasons, not yours.

Sharon Robbins is the President of Carey Road Marketing, 
which provides strategic plans, marketing and general busi-
ness health support  to companies  from start-up to matu-
rity. Based in Carmel, they may be reached at 580-9700, via 
e-mail at srobbins@careyroad.com or through their web-
site at careyroad.com.

Keeping your customers, 
without using shackles

Sharon robbins
Marketing

Date Business Address Description

10/28/2013 Indy Auto Man 969 N. Range Line Rd. Theft of motor 
vehicle

10/30/2013 Rocky Mountain Landscape 4724 Northwestern Dr. Theft

10/31/2013 Bright House Networks E. Main Street and  
Double Eagle Drive Theft

10/31/2013 Maurices 14511 Clay Terrace Blvd. Theft

11/1/2013 Brighthouse Networks E. 122nd Street  
and River Road Theft

11/2/2013 Ryan Homes 11355 Andretti Dr. Burglary

11/4/2013 Dunkin’ Donuts 1305 S. Rangeline Rd. Robbery

11/8/2013 Target 10401 N. Michigan Rd. Theft

11/8/2013 Kohls 9895 N. Michigan Rd. Theft

11/11/2013 Technoplast USA 613 E. Carmel Dr. Forgery

11/12/2013 Meijer 1424 W. Carmel Dr. Theft

11/25/2013 Circle K 10598 N. College Ave. Armed robbery
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Entrepreneur files: The write stuff
By Chris Bavender

The Carmel Business Leader recently talked to Karl Niemiec 
about pursuing a career as a writer.

How did you first get started writing? Truth is, it was 
more of a leap of faith. This has been a lifelong plan. I spent 
30 years working in and out of Hollywood jobs assisting and 
working for acting teachers, directors and writers. It evolved 
over the years into the specifics, but I knew in fourth grade I 
wanted to write, and as I approached college I knew I wanted 
to teach my own writing process some day. Being a big Ray-
mond Chandler fan growing up, I decide I’d go out to Hol-
lywood and create a life worth writing about, have adven-
tures and take those with me to teach someplace near where 
I grew up in the Midwest. So when I was offered a chance to 
start a company here in Indiana, I jumped on it because of the 
school system in Carmel, with plans to start laptoppublish-
ing.com in the process and start publishing my long awaited 
books and plays based on my Hollywood adventures.

What is a typical day like? Well, I have four children from 
age 2 to 12 – three boys and a girl. They take priority to any-
thing. But for the most part, I’m a one-manband of writing 
and promoting my books, courses and events. Basically, I 
juggle my time between writing, promoting and teaching. All 
complementing the other, and they are all part of the big pic-
ture - making laptoppublishing.com grow.

You now have a home studio for acting and writing 
courses. I‘ve opened YoungStar Studios out of my home. I 
have an attached room in the back of the house and I start 
private and group on-camera classes based on many years of 
working with Hollywood acting coaches and directors. I have 
also starting writing and publishing classes based on my book 
developed at UCLA, Prolific Screenwriter: Students will learn 
current market structures, paragraph, screenplay, TV and 
Stage Play Structure.

Tell us about your Barnes & Noble Partnership? I’ve part-
nered with Barnes & Noble, in association with Cardinal Pub-
lishers Group, with a possible postcard tie-in to the Carmel 
Arts and Design District for promoting participating local au-
thors. I will be designing and hosting a free monthly event for 
prospective authors as part of this enrichment program. 

What are some of your current writing projects? Pres-
ently, I’m working on three writing projects, a Jonesville His-
tory Book Project, a table-top picture book with 124 people 
on Facebook from across the US who either now or used to 

live in Jonesville, Mich. This book is to benefit the Grosvenor 
Museum in Jonesville. I was also asked to add to a book being 
published in Italy about U.S. films in the 90s

Most people who want to write never follow through – 
what is your advice? In fourth grade, I made my first book 
cover - just a plain green cover. I held that in my hand, seeing 
my name on it, and I knew at that very moment writing was 
my destiny. So I set out on a journey to make that happen. I 

learned to type, left home at 15, took many jobs in the real 
world, paid rent in high school, found ways to give myself 
time to write, and sought out the people and schools I wanted 
to learn at and from. I’ve made my share of mistakes over the 
years, ran over plenty of pot holes, but each time I picked my-
self up, pointed my fingers back in the direction I wanted to 
go, and kept typing until I got there. 

To learn more visit http://www.laptoppublishing.com

BuSineSS BriefS

Allstate awards $1,000 
grant – The Allstate 
Foundation recently 
honored the community 
service of agent Ranjit 
Puthran of the Allstate 
Insurance Agency of 
Carmel by awarding a 
$1,000 Allstate Hands 
in the Community 
grant to Indianapolis 
Neighborhood Housing 
Partnership. This grant 
is intended to benefit 
a nonprofit organiza-
tion where the Allstate 
agency owner does vol-
unteer work.

Local board receives award – The 
American Heart Association’s Indianap-
olis Metropolitan Board of Directors 
was recently honored by the American 
Heart Association National Board with 
the prestigious AHA Gold designation 
for excellence. The local board was one 
of 22 AHA boards nationally to achieve 
a Gold designation by achieving 14 cri-
teria in board operations, health activi-
ties and revenue. Dan Krajnovich, CEO 
of UnitedHealthcare, and Art Coffey, 
Cardiothoracic Surgeon for IU Health, 
served as chair and president of the 
board during the year it earned Gold 
designation.

Hamilton County Website wins award 
– The Hamilton County Convention and 
Visitors Bureau was honored with the 
2013 Daveys Silver Award for its Vis-
itHamiltonCounty.mobi mobile website 
in the travel category. Simpleview Inc., 
HCCVB’s marketing partner for interac-
tive and web services, chose the bureau’s 
mobile site earlier this year as one of its 
“best of the best” and selected it for the 
nomination. The site offers streamlined 
content, simple navigation, and simple 
clicks to call or access social media 
channels. The Davey is sanctioned and 
judged by the International Academy of 
the Visual Arts.

New Carmel employer hon-
ored – American Specialty Health 
has been awarded Inc. Maga-
zine’s Hire Power Award, which 
recognizes private companies 
that are leading the way in cre-
ating American jobs. Ameri-
can Specialty Health provides 
specialty health care networks 
and programs, fitness and exer-
cise programs, and population 
health solutions for health plans, 
insurance carriers and employer 
groups. The company recently 
announced its intention to move 
its corporate headquarters from 
San Diego to Carmel and create 
675 jobs by 2016. 

Law firm receives green 
designation – Drewry Sim-
mons Vornehm, LLP has been 
recognized by the Indianapo-
lis Bar Association as a 2013 
Green Legal Certifying Mem-
ber at the Three Leaf level. 
The IBA’s Green Legal Initia-
tive program was created to 
encourage legal businesses 
to commit to and engage 
in environmentally respon-
sible business practices in six 
categories: water conserva-
tion, energy conservation, 
recycling, waste and paper 
reduction, purchasing, and 
community involvement. 

Karl Niemiec teaches a writing course at the Monon Center in Carmel. (Submitted photo)
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The Build Indiana Fund is used to reduce vehicle excise taxes and help fund parks, roads 
and other local infrastructure projects that improve the lives of our fellow Hoosiers.

Have you ever wondered where the 
money generated by the Hoosier 
Lottery ends up? I’m pleased to tell 
you that most of it goes right into the 
communities our lottery was created to 
serve, including yours.

Since 1989, we’ve been supporting 
good causes throughout Indiana, and 
making life a little bit better for the 
people who call this great state home. 
The fact is, whether you play the lottery 
or not, you still win.

Sarah M. Taylor  
Executive Director of the Hoosier Lottery

Must be 18 or older to play. Please play responsibly. Gambling Addiction Referral Line: 1-800-994-8448. All financial figures based on Fiscal Year 2012. Allocations and methodology independently reviewed by Koehler Partners.

Lottery players help support local firefighters, police 
officers and teachers pensions across the state.

In 2012, Hamilton County received over $23,195,381 from the Hoosier Lottery.

IN HAMILTON COUNTY IN 2012

$256,350 HAMILTON COUNTY

$30,000,000 STATEWIDE

$1,404,143 HAMILTON COUNTY

$30,000,000 STATEWIDE

$147,589,985 STATEWIDE 

$12,467,703 HAMILTON COUNTY

12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

visit us on the web

Your customers are important to you - so why not let them know? Give them 
something special this holiday season with a wide variety of personalized and 
specialty products available at AlphaGraphics. From customized calendars to unique 
promotional products, we’ll help you find the perfect way to show your appreciation 
- and make a great impression!

Custom Greeting Cards, Calendars, 
and Gifts from Alphagraphics Carmel

this holiday

your customers
deserve
special

something

Over the past two years I have had the dis-
tinct honor of serving as the curriculum dean 
for the Hamilton County Leadership Acade-
my. In this capacity, I had the opportunity to 
listen to the 2012 and 2013 (shout-out!) class-
es share their leadership stories. 

These stories recount a time 
when each class member experi-
enced effective leadership. 

Hearing these stories crystallized 
a few salient points:

Leadership is art
There are situations where a 

leader needs to grab a bullhorn, 
stand atop building rubble and 
make a statement the whole world 
will hear. However, there are oth-
er times when an effective leader 
needs to pull up a chair, sit down, 
listen and not say a word. The trick is knowing 
the difference.

Leadership doesn’t always require power
There are painfully quiet individuals who ap-

pear content to follow the crowd. These same 
individuals are empowered servant leaders 
when working with a group they have served 
for years. Servant leadership is a style of lead-
ership that can lead even the most introverted 
individuals to positions of great influence.
Leadership doesn’t require epic scenarios

We often think of leading when new opportu-
nities present themselves - typically at work or in 

the community. Often times we get a new title in 
the process, such as president, chairman or proj-
ect manager; and we become cognizant of the 
fact that others are looking to us for leadership. 

However, the leadership stories we heard 
over the course of two years didn’t 
always involve these typical situa-
tions. I don’t believe a single presi-
dent was mentioned. 

Most of the stories involved 
day-to-day activities where some-
one stepped out of everyday life 
and made a difference, typically in 
a one-on-one situation. I believe 
most people overlook these op-
portunities to have a positive im-
pact on those around us. 

Finding a leadership style
Some of us are quiet servant 

leaders while others are bull-horn-types who 
lead by sheer will. Most of us lie somewhere 
in between. 

The best way to find your unique style is 
to put yourself in a position to lead. Books 
are great inspiration, but it’s a rare book that 
speaks to you directly regarding who you need 
to be in any particular moment or situation. 

There is no substitute for experience, both 
successful and not-so-successful. We all need to 
dive in, take a risk and put ourselves out there.

Mike Engledow is the principal of arcDesign, an Indianapolis 
architecture firm.

Lessons learned as curriculum dean

mike engledow

Commentary
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Arrows young professionals lunch and learn – Under 40? Join us for this young profes-
sionals event. We’re meeting up at Fox & Hound for informal networking - so join us to 
connect with other young professionals. Have a drink and mingle while munching on deli-
cious appetizers. This event is from 5 to 7 p.m. Fox and Hound Pub & Grille, 14490 Lowes 
Way in Carmel. Cost is free with complimentary appetizers and a cash bar. Reservations are 
required by Nov. 15.

Mass Ave. pop-up store comes to Sophia Square for holiday season
Staff report

Samplings of gifts and foods from eight eclectic home-
grown businesses from Indianapolis’ Mass Ave. commercial 
district will delight shoppers looking for unique gifts this sea-
son in downtown Carmel.

The new concept pop-up store, Mass Ave. on Main, is locat-
ed at 110 W. Main St. in Carmel, next to Detour restaurant in 
the Sophia Square building. It will be open Fridays, Saturdays 
and Sundays for four weeks through Dec. 22.  

The store includes retailers Silver in the City, Nurture Baby 
and Toddler, Crimson Tate Modern Quilter, Mass Ave. Toys, 
Handmade Promenade, Best Chocolate in Town, Global Gifts 
and People for Urban Progress.

Ashley Martz, owner of Nurture Baby and Toddler and 
member of the Mass Ave. Merchants Association, said “We’re 
excited about the opportunity for additional exposure to Car-
mel. We don’t necessarily get Carmel residents on Mass Ave. 
except for special events. This gives us an opportunity to ex-
pand our market and see how we’re received.”

“We thought it would be a fun way to bring sampling of Mass 
Ave. to Carmel and sort of dip our toes in the water. We’re in-
terested in encouraging people from Carmel to come down-
town and visit us and also to see how the idea of boutiques 
is accepted here,” said Kristin Kohn, owner of Silver City/At 
Home in the City Boutique and a longtime leader of the Mass 
Ave. Merchants Association. 

Midwest Mortgage Capital is branching out into Carmel 
and wants the community to know its a different type of home 
loan company. 

The St. Louis-based mortgage company was founded in 
2001 by managing partner George DeMare. He started Mid-
west Mortgage 13 years ago because he had been in the busi-
ness 20 years and didn’t feel that people were doing their jobs 
correctly. 

“The industry wasn’t trusted, and we wanted to educate and 
teach people,” DeMare said. “There are a million things that go 
into a mortgage, but your crediting rate is the most important 
thing. One of my big missions I’m on right now is all about 
credit scores.”

Midwest Mortgage chose Carmel for its Midwestern values 
and the string area housing market. 

Midwest Mortgage has 70 employees nationwide and two 
in the Carmel-Indianapolis area offices at 160 W. Carmel, Dr., 
Suite 263.

The company has funded more than $5 billion in home loans 
since 2001.

For more information about Midwest Mortgage call (800) 
803-9910 or visit www.midwestmortgagecapital.com.

The Applied Behavior Center for Autism has announced the 
grand opening of its Carmel location at 13431 Old Meridian St. 
This building features more than 11,000 square feet including an 
indoor therapeutic pool, state-of-the-art indoor gym, cafeteria, 
computer lab, gaming room and arts and crafts room. 

The Applied Behavior Center for Autism provides Applied 
Behavior Analysis therapy, verbal behavior therapy and behav-
ior consulting services to children and their families affected 
by Autism Spectrum Disorders. For more information visit 
www.appliedbehaviorcenter.org.

A new Olive Garden restaurant opened Dec. 2 at 10206 N. 
Michigan Rd. in Carmel. The new restaurant will be led by 
General Manager Steve Vetter, an Olive Garden veteran of 
13 years. The restaurant’s opening coincides with many new 
menu updates. And as part of Olive Garden’s ongoing brand 
transformation, the company is expanding the choice, variety 
and value offered on its menu.  

Grill To Go, 10460 N. Michigan Rd., brings a fresh perspec-
tive on south Asian subcontinental food to the northside of 
Indianapolis. The restaurant claims to have the best-tasting ka-
babs in the area. Coupled with an array of unique sauces and 
tandoor-blazed naan bread, the restaurant’s signature dishes 
demand a try. The menu features renowned curries embel-
lished with a unique touch.

Frozen yogurt specialist TCBY opened its doors at the Range-
line Crossing shopping center last month. Check out its Face-
book page to find weekly deals and updates on new flavors.

Mr. Muffin’s Trains, a toy train enthusiast’s wonderland, 
opened at 146 W. Carmel Dr. The store boasts one of the larg-
est “O Gauge” model trains and operating layouts in the coun-
try. The store sells trains, too.

The first business to occupy space in The Bridges commer-
cial development at 116th Street and Spring Mill Road is open. 
The CVS Pharmacy at 367 W. 116th St. will usher in a new era 
of west Carmel commercial development.

T.M. Crowley & Associates, a company that is largely com-
posed of members of the former CVS developer Gershman 
Brown Crowley, opened its new doors at 501 Pennsylvania 
Pkwy. 

IMCU gives service awards – Indiana Members Credit Union recently honored 13 employ-
ees for their years of service to the credit union. President and CEO Ron Collier presented 
each individual with a commemorative plaque. Honorees include: 35 year award – Jane 
Pollock; 30 year award – Ruth Carey, Terri Gilleland; 25 year award – Scott Mann, Terry Re-
nick, Joyce English, Roslyn Dotson; 20 year award – Fernando Espinal, Sr., Jeff Hawkins, 
Trent Qualkinbush, Chantelle Sparks, Brent Woodridge. 

Now Open

Mass Ave. on Main will be open for December in the Sophia Square building in Cowntown Carmel. (Staff photo)
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Coming Jan. 21 in Current,
the debut of Tables,

a dining guide for
Hamilton and Boone counties

… and beyond.

For advertising information, please
e-mail tables@youarecurrent.com

or call 489.4444.

By Chris Bavender
For more than 14 years, Carmel-based 

CNO Financial has given back to the commu-
nity through its partnership with the Indiana 
Pacers. And, this year is no exception. 

During the regular season, for every three-
point shot scored by a Pacers player at a home 
game, CNO will donate $50 to the Pacers 
Foundation. The money will help fund pro-
grams to teach kids how to make good life 
choices. 

“We have a broad philanthropic and social 
responsibility program, and CNO Financial 
supports our community, our armed forces, 
and customers through nonprofit agencies,” 
said Chris Campbell, CNO Financial senior 
vice president of marketing and communi-
cations. “I think a lot of companies can cut 
checks periodically to support a specific cause 
but this is dear and near to our heart. We are 
really trying to increase our involvement in 
central Indiana and think the Pacers Founda-
tion is just a wonderful partner for us.”

One of CNO’s subsidiary companies is Bank-
er’s Life, the name that graces the Pacer’s home 
court. The company serves close to four million 
customers nationwide and has close to 5,000 

agents in 250 locations across the country. 
“Part of what been has been exciting is 

creating Pacers fans across the country and 
spreading the word, helping sell some tick-
ets during away games and making sure there 
are Pacers fans across the country,” Campbell 
said. 

It’s a partnership that has worked seam-
lessly.

“Right now we have an active seat on the 
foundation board and continue to have a dia-
logue on how we can financially support them 
and how we can be engaged in volunteer pro-
grams,” Campbell said. “Right now this is our 
primarily monetary support but it doesn’t 
have to be limited to that forever.”

But for now, it’s not only a way to help Indi-
ana’s youth, but maybe even serve as an incen-
tive for players.

“We are doing everything we can to help 
our Pacers stay motivated and win,” Campbell 
said. “And, after these first few weeks we may 
be writing a bigger check this season.”

Last season, CNO’s three-point program 
raised $18,450 for the Pacers Foundation. 
Since the partnership began CNO has donat-
ed nearly $210,000 to the foundation. 

CNO partners with Pacers 
Foundation to give back 

Chief Executive Officer of CNO Financial Group, Ed Bonach, right, presented a check in the amount of $18,450 
to Pacers Foundation Board Chairman and COO of Pacers Sports & Entertainment, Rick Fuson, left, for the CNO 
Financial Group’s three Point Charity program from the 2012-13 Pacers season.  The children are from the Edna 
Martin Christian Center — they were guests of the Pacers Foundation. (Submitted photo)

Charitable Business

“Part of what been has been exciting is creating Pacers fans across the 
country and spreading the word, helping sell some tickets during away 

games and making sure there are Pacers fans across the country.” 
-Chris Campbell
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The Barrington hires executive chef – Stacy 
Crumpler Dobbs has been named executive 
chef for The Barrington of 
Carmel, the life care senior 
living community that just 
welcomed its first residents 
Nov. 5. Dobbs started her 
career specializing as a 
pastry chef and running 
her own bakery for several 
years. Dobbs said her goal 
is to ensure that having a 
meal at The Barrington is a 
unique and lasting impression that serves all of 
the senses.

up The laDDer

The Barrington of Carmel appoints new man-
ager – Barrington, a senior-living community 
opening this month, has 
named Andy Brow director 
of dining services. Brow’s 
career started with a 28-
year tenure with Bob Evans 
Restaurants. He served 
as Area Director for more 
than 20 years in the Fort 
Wayne market. Through 
Bob Evans and local mar-
keting events, Brow was 
involved with MDA, Mad Anthonys Children’s 
Hope House and the Fort Wayne Children’s Zoo.

Carmel business owner elected – The 
Federal Home Loan Bank of Indianapolis an-
nounces the certified results of the Indiana 
election of member directors and the district-
wide election of independent directors to its 
board of directors for terms beginning Jan. 
1, 2014 and ending Dec. 31, 2017. Michael 
J. Hannigan, Jr., President of The Hannigan 
Company in Carmel was elected to an inde-
pendent director seat. For more information 
about the FHLBI, visit www.fhlbi.com. 

Carmel resident promoted – Shook Construc-
tion recently announced plans for a series of 
executive promotions that 
will put the next genera-
tion of leadership in place. 
Carmel resident Chuck 
Peabody, a 26-year Shook 
employee, will head the 
data center and telecom-
munications department. 
Peabody is based in the 
company’s Indianapolis 
office. In the Indianapolis 
area, Shook is known for high-profile projects 
such as the Indiana War Memorial Museum Res-
toration project, renovations at the Indianapolis 
International Airport and the Scheumann Sta-
dium Renovation project at Ball State University 
in Muncie. 

Local attorney inducted as fellow – Thomas R. 
Schultz of Carmel, a partner at Schultz & Pogue, 
LLP, has recently been inducted as a fellow of 
the American College of Trial Lawyers. The Fel-
lowship of the College is extended by invita-
tion only to those experienced trial lawyers who 
have mastered the art of advocacy and whose 
professional careers have been marked by the 
highest standards of ethical conduct, profes-
sionalism, civility, and collegiality. Membership 
in the college cannot exceed 1% of the total 
lawyer population of any state or province. 

New attorney at Densborn Blachly – The 
law firm of Densborn 
Blachly announced 
the addition of Brian 
Bouggy as its first asso-
ciate attorney. Bouggy, 
a 2010 graduate of the 
Robert H. McKinney 
School of Law at Indi-
ana University, advises 
clients on a variety of 
corporate and commer-
cial transactions, with a focus on the health 
care, life sciences and manufacturing indus-
tries. The firm has offices at 500 East 96th 
St. in Indianapolis and serves the Midwest 
business community with a practical, client-
centric approach.

BACA names director in Fishers – The Be-
havior Analysis Center for Autism (BACA) has 
promoted Westfield 
resident Melany Sham-
po to clinical director 
of the BACA 1 facility in 
Fishers. She was previ-
ously a therapist and 
consultant at BACA. 
In her new position, 
Shampo is responsible 
for the overall manage-
ment and direction of 
the BACA 1 facility, including supervising the 
clinical team, managing ongoing training 
of therapists, meeting with potential new 
clients, monitoring financial expenses for the 
center, evaluating training specialists and 
maintaining certification requirements. 

Credit Union hires business develop-
ment officer – Indiana 
Members Credit Union 
has announced that 
Tara Turner joined the 
organization as a busi-
ness development of-
ficer. She is a graduate 
of Indiana University, 
enjoys volunteering in 
the community and is a 
member of the 500 Fes-
tival Parade committee.

Dobbs

Brow

Bouggy

Turner

Shampopeabody

It’s tough enough that 
prospective buyers have 
become more skeptical 
toward vendors over the last 
few years. Now layer on to 
that the salesperson’s need 
to achieve quota before the 
ball drops on New Year’s 
Eve, and you have a double 
whammy that impacts yours 
or your employees’ ability to 
close sales prior to calendar 
year-end.How you choose to 
interact with your customers in the next few weeks may be more important than 
any of the eleventh-hour closing tactics that traditional approaches advocate. 

Here are some tips from Thomas Freese, the founder and president of QBS 
Research and author of Secrets of Question Based Selling:
•	 Increase the perceived value of your product or service – Perceived value 

is directly related to the customer’s need for your offering. If a customer has 
an immediate need for your product or service, they will feel some sense of 
urgency to move forward with a purchase transaction. 

•	 Expand the customer’s needs – Customers have two types of needs: active 
and latent. By tapping into a prospects’ latent needs, needs that a prospect 
has yet to realize, you are expanding your market by 60 percent or more. Help 
make your customer aware of their latent needs — potential customers can’t 
take advantage of opportunities they don’t know about.

•	 Escalate a prospect’s sense of urgency – By asking the right questions, you 
can help transform a customer’s latent need into an active need, therefore 
increasing their sense of urgency. In addition, as the customer’s need becomes 
more pressing, the issue of budget suddenly becomes less of an obstacle.

•	 Understand why an issue is important – It’s easy to identify the key decision 
factors for almost any business: productivity, security, cost effectiveness, 
operational efficiency and compliance. But dig deeper and ask questions 
about why your customer’s productivity is important. This gets you down to 
the specifics of the issue. 

•	 Be careful how you ask.  – Rhetorical sales questions can erode one’s 
credibility very quickly. To alleviate this risk, expand on other implications of 
the key decision factors named above — things like profitability, market share, 
gaining a competitive advantage or decreasing the cost of goods sold. 

Based on years of years of experience working with small businesses and 
startups, David Chen, CEO of Strikingly.com, has developed a list of mistakes any 
business owner should stay away from when launching online.

Top mistakes include:
•	 Too many clicks – Traditional websites ask people to “click around”, but 

clicking is the most unnatural experience to the human brain. Every click 
requires the page to refresh, leaving your audience with a complete white 
screen for half a second.

•	 Not easily updated – If you’re required to pay an outside company to update 
your website, the costs will add up, and you may even be left without access 
to important files. You need to have a way to update your site yourself without 
having any technical knowledge.

•	 So ugly on mobile that it horrifies users – Websites should not only be 
accessible on mobile, but also offer a completely different and beautiful 
experience.

•	 Complicated wording – Most business websites don’t explain what they 
actually do in a simple way. Too much information is boring and time 
consuming. Encourage people to take action and click through quickly, with 
clear wording that’s not confusing.

•	 Much too much content – A screen filled with text might make a website 
look “full” but it’s not easy on the eyes. Have a few bullet points that get the 
message across, and pair that up with multimedia content.

Ramp up  
year-end sales

The biggest mistakes when setting up a website

Leader Lists
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Get your card in front of more than 105,700 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

CALL
TODAY!

 WEIGHT LOSS SPECIAL!

Cindy Sams, FULL-BODY FITNESS
(317)250-4848
11 years in making
YOUR weight loss goals happen!
No silly fads.  No expensive gimmicks.

It's time to do this.  It's your time.

Check out my website: www.fb�tness.com

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

Family owned - Carmel/West�eld based
2011 & 2012 Angie’s List Super Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

Most rooms $150 to $185
for two coats and patching

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

(317)846-5554
shepherdins.com

Indy Gun Safety
Armed with knowledge!

Learn to shoot a handgun!
Beginner thru advanced pistol, CCW

& instructor training courses.
Firearm sales & transfers

Yes, there’s a Gun Shop in Fishers!
www.IndyGunSafety.com

13287 Britton Park Rd., Fishers, IN  (317)345-3263

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317-258-2650 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

(317) 645-8373
www.TopShineWindowCleaning.com

Commercial/Residential • Gutter Cleaning
Fully Insured • Free Estimates

SAVE 15% OFF GUTTER CLEANING
(O�er expires 12-31-13)

“JEFF” OF ALL TRADES
• PLUMBING
• ELECTRICAL
• TILING, CARPENTRY
   & MORE!

317-797-8181
www.jeffofalltrades.net - Insured & Bonded

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

Any job of $250 or more
“JEFF” OF ALL TRADES

317-797-8181
Coupon must be presented at time of estimate.
Not valid with other offers or prior purchases.

Offer expires 12/31/13.

www.automotivebuyingconsultants.com
Doug@automotivebuyingconsultants.com

Doug Edmundson • Owner
317.366.3070 (business)

317.213.2907 (cell)
If I can't save you money on your next car deal,

then my service is free. It's your money!

AUTOMOTIVE
BUYING CONSULTANTS



Jeff Johnson
jjohnson@shepherdins.com

Your right choice for
business insurance

The right attitude
The right solutions

The right agent

SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

317.846.5554  |  shepherdins.com

Your local independent insurance agent


