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Where Carmel Business Comes First

A group of local CEOs meet amongst themselves to talk shop,  
encourage success and share problem-solving strategies / P2



2   January 2014 • businessleader.bz Carmel Business LeaderCover Story

CEO-NET meetings often are conducted at Woodland Country Club in Carmel. (Submitted photo)

A group of local CEOs meet amongst themselves to talk shop, 
encourage success and share problem-solving strategies

McCrea

Henrie

By Bill Dragon
While owning a successful business may be a dream for a 

lot of people, the reality is being the CEO of a company can 
be hard work. 

Challenges are faced daily, from finding and keeping great 
employees to improving sales to controlling costs. And having 
all the answers to these issues may be difficult. 

That’s where CEO-NET aims to help leaders throughout 
central Indiana. 

CEO-NET was founded in 1986 by success-
ful business owner William McCrea and his 
wife Gail Henrie, who is a strategic planning 
specialist. It’s a private Indiana-based organi-
zation focused on developing and managing 
programs and activities for a network of CEOs 
of companies which have sales of anywhere 
from $5 million to $150 million. 

“We decided to work with growth compa-
nies that had gained some success and were 
looking for ways to grow and expand,” McCrea 
said. “We thought we could take my back-
ground experience in starting and managing 
companies, combine it with Gail’s experience 
in planning and offer a program to help the 
CEOs of midsize companies design and implement a strategic 
growth plan.”

‘Called to task’
“What we decided to do was put these CEOs in small peer 

groups of not more than six, give them training on strategic 
planning and a series of things they committed to doing with 
their management team when they got back to their business-
es,” McCrea said.

Then McCrea put them on notice. 

“We told them, three months from now we’re going to call 
you guys back to another meeting where you’ll be called to task 
by your peer group. And you’ll be asked, ‘Did you get those 
things done?’” McCrea said.

This approach worked. And it became the basis for how Mc-
Crea and Henrie developed a successful program on strategic 
planning. 

“It’s a year-long program, with four meetings, with each 
meeting we showed you the next step to get done with your 
company. At the end of the year, you should have a process in 
place that works for you to make better use of resources, be 
more productive and make your company successful.”

CEO-NET provides an informal board 
This program of peer groups banding together to help each 

other was so well received that at the end of the year, the CEOs 
were asking if they could continue meeting within their groups 
on a regular basis. 

Thus was born CEO-NET. 
“It is made up of the graduates of the strategic planning pro-

gram. They are CEOs who wanted to continue working togeth-
er, using each other as an informal ‘board of directors,’” Mc-
Crea said.

Today, McCrea and Henrie are the facilitators of the quar-
terly meetings of these CEOs who meet to solve problems, 
counsel each other on tough decisions, and share experiences. 

In addition to the key quarterly peer group meetings, CEO-
NET conducts special sessions throughout the year on press-
ing issues facing today’s business leaders. 

Field trips, like a recent visit to the FBI facility in Castleton, 
also create continued interest. 

Personalized support is paramount
The key to the long-term success of CEO-NET lays in the 

personalized support it provides and the relationship of trust 
between the members. The group of seasoned CEOs willingly 
share knowledge and experience to help each other succeed. 
Long-time members liken it to an advanced MBA program 
you never finish.

Restaurateur Joe Vuskovich, who with his wife Gina owns 
and operates the seven extremely successful YATS New Or-
leans-flavored eateries in central Indiana and nine other fran-
chised locations, has been a CEO-NET member for four years. 
He praises the benefits received from the peer group format.

“You meet with these guys four times a year and you let ev-
erybody know what your burning issues are and what you plan 
to do in the next year. You use them like your board of direc-
tors,” Vuskovich said. “Listening to everyone’s situation, you 
can learn little things that help you in your own business.”

‘The benefits are real’
Tom Kohlmeier is chairman of the board of Carmel-based 

Seemac, a wholesaler of wood products. He became involved 
with CEO-NET in the late 1980s.

When asked what he would advise a CEO who was thinking 
of becoming a member, he responded with: “Join it!”

“Having been a member for 25 plus years, I can tell you it’s 
helped me be a better CEO. It allowed me to broaden my net-
work of contacts. Whether it’s my small group or the larger 
Linkage meetings, it’s allowed me the ability to make better 
decisions.”

Kim Brand is owner of 3D PARTS in Indianapolis; a state-of-
the-art three-dimensional printing company has been a mem-
ber for four years also. He cited two specific examples of how 
his peer group at CEO-NET helped him address burning issues. 

“Pricing strategy was a critical area in which I was strug-
gling. My group helped me work on a strategy for pricing that 
worked for me,” he said. “I also had an IT consulting business 
that I was entertaining an idea of selling. My group was help-
ful in focusing attention on the key parts of the sale; how much 
money I should get, what terms I should expect and what was 
reasonable”.

Brand said that all CEOs should be involved in some sup-
port group like CEO-NET.

“The benefits of sharing and candidly having conversations 
about what are really intensely important, but personal, sub-
jects are real,” Brand said. “Any CEO hoping to grow and suc-
ceed, despite headwinds and long odds, needs the support an 
organization like CEO-NET can provide.”

Finding a helping hand
Quinn Ray has been a member for 10 years. He, along with 

his brother, own ICC Business Products in Indianapolis, an of-
fice supply company established in 1930. 

“We enlisted one of Bill McCrea’s contacts to help us with 
the hiring process. This contact helped us with the screening 
process, helped us come up with better interview questions, 
and helped us screen candidates,” Ray said. “At the end of the 
day, we got a better candidate for the position.” 

Ray also likes the special topics meetings that occur through-
out the year and said that a special topic meeting centered on 
exit- or transition-strategies associated with selling your busi-
ness was extremely insightful. 

For more information about CEO-NET visit www.ceo-net-
intl.com or call 283-5755.
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Ability to learn will bring 
about brave new world

To herald a new year, it seemed fitting to write a list of 
predictions for 2014. But that was too easy. Apple will re-
lease an “iWatch.” Google+ will start looking real scary to 

Facebook. And, oh yeah, get ready for 
the next economic upheaval (Here’s a 
hint: “Occupy Wall Street” grows up.) 
There, now let’s move on to more ex-
citing stuff. 

How are things going to look in 
2028? The economy and workplace 
are going to be very different, and they 
will go through rapid change over the 
next decade and a half. 

Change is the ‘new normal’
The industrial era in the United 

States created the illusion of stabil-
ity. It is like watching a plant grow, it 

is so slow it looks like it isn’t moving at all until you view it 
with “time-lapse.” Large companies would form a stable place 
in the economy for 50-100 years, and an entire generation 
thought of them as “staples of industry.” 

But today, no one is safe and being a “giant of industry” just 
doesn’t mean what it used to. Today a company can rise to 
fame and success and fall to obsolescence in a mere decade. 
The new economy will be one where constant transition is 
expected and planned for.

Creativity, problem solving will become critical skills
To get a high-level job today, you have to have good writ-

ing, presentation and organizational skills. However, in 2028 
you will have to show the ability to produce creative ideas on 
a consistent basis, as well as demonstrate strong adaptability 
for problem solving. 

In the 1950s, creative people were thought of as “rare,” but 
today we are learning that creativity is a healthy part of ev-
eryone’s development. Creativity and problem-solving go 
together, because people who can self-manage and produce 
ideas and implement them will be the new “white collar.”

Your blog will be part of your resume
The resume is a lie. It is a fixed-point snapshot of a person’s 

external events, features and facts. It tells you little or noth-
ing about a person’s potential. 

Your ability to create blogs, portfolios and stories about 
your experience will be the best way to show people not only 
what you have done, but what you can do next.

‘Area of exploration’ will replace ‘expertise’
People are starting to realize that knowledge isn’t con-

tained in walls, books or institutions. The real good stuff is 
just “out there.” We are going to transition to a state of ex-
ploration and discovery where organizations aren’t formed 
around what they do now, but there they are leading us. 

Because of this, what you spend your time and energy ex-
ploring, and your own natural insight, is more important 
than what has already happened.

Seriously, by 2028?
Well, I am not saying this new world will be born by 2028, 

it will be going into labor. These are already the paradigms 
being realized by business leaders around the world. We are 
slowly realizing that our job is not to teach our children facts 
and information, but to teach them how to learn. We just 
need one generation of children taught to learn, and they will 
create a new world.

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

Chris “The Brain”
Growth

When you speak with a customer, the single most impor-
tant element you’re trying to gain is not cash. It’s clarity. That 
will lead you to cash. You want to make sure you fully under-
stand the customer’s needs before you make a recommenda-
tion that leads to a sale.

No doubt, we’re all in the sales game 
in some form or fashion, but in order to 
consummate a sale there needs to be con-
sideration given to:

FEEDBACK:  We have found that there 
are two things customers like, and those 
are hearing their name and you repeat-
ing to them what they’ve said to you. By 
utilizing effective feedback techniques, 
the customer knows that what he or she 
said is important to you. You are able to 
build confidence in the customer’s mind 
that you understand what he or she says.

ACKNOWLEDGEMENT: This provides you the opportuni-
ty to pinpoint the positive or defuse a negative and lead the 
customer where he or she needs to go. In our practice, we’ve 
discovered acknowledgements can be incredibly disarming, 
because they allow you to emphasize key benefits. Acknowl-
edgements are prefaced with “I can certainly understand (or 
see) your position on that”, “I appreciate your candor” and 
“I can see why you might feel that way”, among others, and 
then supported with a tie-down question, that begins with 
“Isn’t it”, Wouldn’t you agree” or “Isn’t that correct”.

PARAPHRASING: It takes an acknowledgement to the next 
level. It is stating another person’s idea or comments in your 
own words to clarify the meaning. When we paraphrase in 
the selling situation, we summarize and restate the content 

of something our customer said. You may 
elect to use it to demonstrate that you un-
derstand, and also to encourage the cus-
tomer to continue talking. It becomes im-
portant when the customer has made a 
complex or significant statement, and you 
both need to affirm the accuracy of the un-
derstanding. Paraphrasing and the afore-
mentioned techniques force you to listen. 
We always try to show the customer we 
are listening and engaged in the dialogue. 
But we try hard to keep our customer in-
volved in the process. This encourages 
rapport and bonding. We show the cus-

tomer we care about what he or she says. 
By combining three facets in the sales process, we hope-

fully will have established clarity. We will know our custom-
er’s needs, his or her expectations and what we must do to 
present a cohesive and, perhaps, affordable solution to their 
marketing needs. Above all else, your customer will appreci-
ate your efforts to understand the problem from his or her 
point of view. You’ll reach that point effectively if you ae able 
to check your ego at the door and understand fully that this 
isn’t about you; it’s all about your customer.

How well do you understand customer needs?

Brian Kelly & Steve Greenberg
From the Backshop
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Chasing a profit in times of change
Feature

By Bill Dragon 
This year is shaping up to be an interesting 

one for the area hotels, especially those situ-
ated along busy U.S. 31. 

Although construction has already begun 
on the exit ramps, I-465 fly-over ramps and 
new roundabouts along the Meridian Street 
corridor, mainline U.S. 31 reconstruction 
won’t begin until 2015.

As you can imagine, tourists and visitors 
trying to navigate to hotels along the con-
struction path for the next couple years could 
face some challenges - even with the greatest 
onboard GPS system. 

The rainbow in this somewhat cloudy sky is 
the opening of Grand Park at 701 E. 191st in 
Westfield and the anticipated increase in busi-
ness and new customers it will bring the hotels.

Grand Park is a planned youth and adult 
recreational sports village designed to be-
come a family sports destination like no other 
(think Disneyland for the outdoor sports fan). 
It will host a wide range of athletic competi-
tions, local, regional and national sports tour-
naments and community sporting events. 

This 400-acre sports campus will feature a 
full-range of championship-level outdoor fa-
cilities for baseball, softball and field sports 
including soccer, football, rugby, field hockey, 
lacrosse and  two indoor sports facilities de-
signed for year round play. The complex will 
be surrounded by dining, retail and entertain-
ment venues, all geared toward supporting 
and enhancing the family sports atmosphere 
and experience.

Navigating the change
“We are excited about Grand Park. We 

think it will bring in an influx of weekend 
business,” said Amy Isbell, general manager 
of the Hilton Garden Inn in Carmel. The ho-
tel is at Main and Pennsylvania streets, and a 
roundabout interchange is planned for con-
struction at that intersection this year, shut-
ting down traffic for two months. 

And the hotel is getting prepared by updat-
ing its website with construction-related de-
tour directions.

“We are nervous about the accessibility to 
us (during construction), but (INDOT is) do-
ing such a good job with the project U.S. 31 
website, the signage and letting everybody 
know where the detours are,” Isbell said.

In spite of those challenges, the Hilton Gar-
den Inn is undergoing renovation of 30 king-
size rooms into queen-size rooms that will 
accommodate additional fold-down sofas 
for double or quadruple occupancy for those 
weekend Grand Park guests.

An increase in traffic
Another hotel looking forward to Grand 

Park’s opening is extended-stay Staybridge 
Suites in Carmel. That hotel will also see a 
new double dogbone roundabout constructed 
at the nearby 106th Street exit off U.S. 31.

“Right now we have not yet put a warning 
(about the construction) on our website for book-
ing guests,” said General Manager Jesse Stauffer. 

The business model for Staybridge Suites is 
to cater to the business and medical field and 
not weekend sports visitors. But, that’s not to 
say he doesn’t anticipate increased weekend 
bookings as a result of Grand Park.

“I can tell you it will increase weekend traf-
fic for the Carmel market,” Stauffer said.

Neither hotel plans to offer any special 
shuttle service to or from Grand Park or to lo-
cal area airports.

Don’t forget about smiles
The City of Westfield is launching a hos-

pitality initiative to make the visitors’ Grand 
Park experience memorable and unique.

Erin Verplank, Westfield’s communications 
director, said the initiative’s purpose is to help 
everyone know how to meet and greet guests. 

“This initiative to provide tools and train-
ing on hospitality extends to everyone asso-
ciated with Grand Park - from volunteers, to 
umpires, to referees, to the park staff and even 
to the restaurants. We are looking at ‘super 
services’, the project that was implemented 
with the help of IUPUI and Visit Indy, where 
17,000 people were trained (prior to the Super 
Bowl),” Verplank said. “They have programs 
ongoing that we will utilize to train our peo-
ple. We want all our trained volunteers to be 
engaging, friendly, and knowledgeable.”

Carmel’s hotels gearing up 
for both Grand Park opening 

and U.S. 31 construction 

1,500 
Number of hotel rooms in Carmel

65%
Average occupancy rate of Meridian 

Street corridor hotels

355,875 
Rooms sold last year in Carmel 

$95
Average daily hotel room rate

$33.8 million  
That Carmel hotel room sales created 

for local economy (excluding food, 
beverage and ancillary sales)

782,925
Conservative number of visitors in 2013

$112 million 
Total visitor spending in central Indiana as 

a result of Carmel hotels
SOURCE: Hamilton County  

Convention and Visitors Bureau

The U.S. 31 hotels will get a marketing 
boost with the opening of Grand Park. 
That’s because they pay the lions’ share 
of the innkeepers tax which funds 
the Hamilton County Convention and 
Visitors Bureau – The $1.66 million 
Carmel hotels paid dwarfs the agency’s 
projected 2014 advertising budget of 
$1.13 million.

City Total Percent of 
county total

Carmel $1,662,557 59%
Fishers $911,294 32%

Noblesville $245,143 9%
County Total: $2,818,994

Note: Westfield had no businesses that paid this tax 
in 2013

SOURCE: Hamilton County Treasurer

The hotels in the Meridian Street corridor are planning for an increase in traffic in 2014. (Staff photo by Bill Dragon)
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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
Mar. 31, 2014

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?

Salesman combines passion with profit

Bobby Needler at Rise Skateboard Shop. (Staff photo)

By Lana Bandy
What do you do at Rise? Sales, cleaning and whatever 

makes Buddy’s (the owner) life easier. We do as much as we 
can in the skateboarding community. We try to get kids in-
volved in things to keep 
them out of trouble. I give 
lessons in the summer-
time.

What do you sell at 
Rise? Anything and ev-
erything skateboard re-
lated – clothes, boards, 
shoes, videos. Shoes are 
some of our best sell-
ers besides skateboards, of course. We have a huge variety of 
shoes – 500 different styles. Skateboarding shoes have softer 
rubber in the soles, but you can wear any shoes you like. 

What types of skateboards do you sell? We have a lot of 
local companies’ skateboards. Scour and Diverge are from Indi-
anapolis. Dazed is in Bloomington. We also have our own Rise 
skateboards. They run $35 to $38 for the deck. We have some 
from “pro” (bigger, national) companies as well. Those are $46 
to $52. The local companies sell best because it’s what the kids 
see. They see the people who are part of the community. 

Rise has its own brand of skateboards? Yes, we have 
them printed through a distributor, but we do all the graph-
ics. We try to do different ones and try to have four out at all 
times and then change them up (periodically).

Is a board all you need? Wheels come separate from the 
deck, as do trucks, bearings, hardware and grip tape. You can 
customize everything yourself. A lot of times, customers have 

an idea of what they want or the company they like and we go 
from there. It takes just a few minutes to get it together, five 
or 10 minutes. And you can do it yourself. We like to show 
people how so they can learn. Of course, with younger kids, 
you don’t want them using razor blades to cut the grip tape.

Who are your customers? A lot of different people. We 

focus on younger kids especially. But we have all ages, from 
six-year-old kids to 40-year-olds. They come from all ranges 
of life, too. 

How popular is skateboarding today? It’s definitely not 
on the decline. It’s becoming pretty huge, especially with all 
the skateparks. We have them in Carmel, Noblesville, West-
field and Indianapolis. We have a skate night in Carmel (Cen-
tral Park). The city brings out the big lights and we have best 
trick contests in the summertime, skate jams. Everybody gets 
together to hang out. Next summer we’d like to do a lot more. 
We’re also trying to get an indoor park built. If we do that, it 
could open up a lot more opportunities for us.

What is it that you like best about skateboarding and 
your job at Rise? The freedom that it brings. Working here, 
I’m able to travel and I meet the most interesting people. 
Skateboarding is all about freedom, getting from Point A to 
Point B and having fun. Being able to work closely with my 
friends is an awesome part of the job. I can come and go and 
go out skateboarding when I want. I know my coworkers will 
cover it and when they want to go skate, I’ll watch the store 
for them.

Where do you like to go skateboarding? Arizona and Col-
orado are two places I go – I like to go west. The skateparks out 
there are awesome. They have bigger scenes out there and the 
weather is great in Phoenix. There’s no snow, so the concrete 
doesn’t get cracked, so it’s smooth. There’s a smaller scene here, 
so it’s nice to see bigger cities with bigger scenes.

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: Bobby Needler
Title: Salesperson

Business: Rise Skateboard 
Shop at Monon Square 

Plaza in Carmel
Website:  

riseskateboardshop.net
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Tesla opens store 
at Fashion Mall

By Bill Dragon 
Tesla Motors, the California-based maker of the Model-S electric car, 

opened its first Indiana store at the Fashion Mall at Keystone at the Cross-
ing on Dec. 13. 

Unlike traditional automotive dealerships, Tesla stores invite custom-
ers to learn about electric driving with enticing visuals, interactive dis-
plays and a design studio where customers can create their own Teslas. 

And, yes, the car is also available for test drives.
“This store is not your traditional dealership. This is not a high-pres-

sure sales environment. You can’t buy a car today and drive off with a 
Tesla. We don’t keep any inventory here,” said Alexis Georgeson of Tesla. 
While orders can be placed in the store, each car is built to order at Tesla’s 
manufacturing plant in Freemont, Calif.

“Each customer has the ability to customize their car to fit their life-
style. Delivery can take three weeks to three months,” she said.

The model-S starts at $62,400 and comes equipped with a 60 kwh bat-
tery pack that will drive an EPA-rated 208 miles on a single charge. For 
$10,000 more, you can step up to the 85 kwh battery pack, good for 265 
miles on a single charge. Additional options can put the final price at 
about $80,000. 

“We recommend that owners install a 240V outlet (like an outlet used 
for a clothes dryer) in the garage, which allows for a full recharge in an 
eight-hour period,” Georgeson said. 

Recharging is usually done overnight at home. However, Tesla said it is 
placing power booster stations around the country - at its own expense - that 
will recharge an additional 120 miles in about 20 minutes. And, of course, 
there are the additional recharging stations springing up around the nation.

There are recharging stations in Carmel at Clay Terrace and downtown 
on West Main Street. Another 27 are within a 25-mile radius of Carmel.

The Tesla Model-S has a slick, impressive design. Test driving for the 
first time, most people will be amazed by its responsive, rocket-like accel-
eration ability to go from 0 to 60 in 4.2 seconds. 

For more information visit www.teslamotors.com/keystone The new Tesla store at the Fashion Mall will sell the Model-S, an electric car that can be charged in your garage. The only downside is that 
the nearest service center is in Columbus, Ohio. (Submitted photos)
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Managed
Print Services

Document
Management

Digital Office
Equipment

Production
Print Systems

Creative
Services

Managed
IT Services

CREATE •  DISTRIBUTE •  MANAGE •  DOCUMENTS
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Impact Networking, LLC  

8888 Keystone Crossing, Suite 350, Indianapolis, IN 46240

•   Versatile, professional  
production printing

•   Superb color quality,  
first print to last

•   Up to 80 ppm output-  
both color and B&W

•  Precise registration accuracy
•  Heavy and coated stock
•   Full-Bleed 12 x 18 Printing

Professional  
Quality Printing

   

Konica Minolta Bizhub C8000

In

 YOUR
        House

By Pete Smith
The car business is full of ups and downs, 

but when people are buying cars, Pearson 
Ford on Michigan Road likes to give back to 
the community.

“The better you do, the more you should 
give,” said Pearson Ford president and owner 
John Pearson.

The dealership formerly threw money at 
causes by just writing a check, but several 
years ago they began working with Ginger 
Lippert at the Butler University Business Con-
sulting Group. Since then they’ve been able to 
be much more proactive and hands on in their 
approach to philanthropy.

“We now have a fantastic group of people … 
who spearheaded this and can be engaged in 
the process,” Pearson said.

The approach has allowed the company to 
contribute to a remarkable amount of causes:
•	 Sponsored the St. Vincent Cancer Walk 

and also hosted a test drive event in con-
junction with Ford to raise additional 
funds for the St. Vincent Foundation.  

•	 Sponsored the 911 Slugfest, a charity 
boxing match between IMPD and the 
IFD benefiting the Make-A-Wish Foun-
dation.

•	 Hosted a test drive event for Towne 
Meadow Elementary to purchase new 
2-way radios for the school.

From left, Frederick Toney of Ford Motor Company 
presents a 50-year award to John Pearson of Pearson 
Ford on Michigan Road as Carmel Mayor Jim Brainard 
looks on in 2010. (Submitted photo)

Consultant helps car dealer give back

•	 Contributed to Operation Warmth, a 
sleeping bag drive conducted by a local 
church.  

But perhaps the best example of a hands-on 
approach is the case of when the company re-
stored a van and gave it to a Julian Center cli-
ent in need who had been living on the street.  

This woman had five children, so Pear-
son employees also came together and filled 
the vehicle with gifts to give to the family for 
Christmas, as part of its Wheels to Recovery 
program.

Today the woman has a job, an apartment, 
has reclaimed her children and has turned her 
life around, Pearson said.

“That one was really huge,” he said. “(But 
its been) wonderful to be able to do all these 
events.”

•	 Hosted an event called the Garages of 
Zionsville benefiting the Boys and Girls 
Club.

•	 Donates each year to the Big Brothers Big 
Sisters program.

GeT reCoGnized

Is your business making a difference in the 
community or do you know of a business 
that spends a lot of time or resources on 
charitable work? Contact the Carmel Business 
Leader and let us know so that we can give 
the company the recognition it deserves. 
Contact Managing Editor Pete Smith at 
489-4444 Ext. 204 or via email at pete@
youarecurrent.com.

diSpaTCHeS

Brooks makes congressional trip – Con-
gresswoman Susan Brooks went on a 
two-day congressional trip to Brussels to 
promote U.S. economic interests abroad, 
particularly with European Union nation-
states. Activities included working sessions 
with members of the EU parliament and a 
gathering with leaders of several multi-
national U.S. companies at the American 
Chamber of Commerce to the EU. The Con-
gresswoman was especially interested in 
learning about the ways such efforts might 
support economic investment and growth 
in Indiana.

Webinars explore state agencies – 
Through a new series of webinars in 
2014, Indiana Grantmakers Alliance 
will help funders understand how state 
agencies impact their operations and 
grant portfolios. The series will outline 
the purpose and priorities of six state 
agencies and provide an opportunity 
for dialogue with key individuals with-
in these agencies. The first webinar will 
explore the Office of the Indiana Attor-
ney General and will be held from 10 
to 11 a.m. Jan. 8.  For more information 
visit www.indianagrantmakers.org and 
click on the Attend an Event link. 
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There is a popular children’s song that has been around seemingly 
forever. You’ve heard it I’m sure.

It goes: 
The itsy-bitsy spider
Climbed up the water spout
Down came the rain
And washed the spider out
Out came the sun
And dried up all the rain
And the itsy-bitsy spider
Climbed up the spout again
This little ditty is used by parents and teach-

ers to demonstrate to our wee ones the impor-
tance of perseverance. It’s a sweet little motiva-
tional song.

Personally I think that spider was either an idiot or suicidal. I mean 
really.

First, the cerebrally-challenged arachnid obviously didn’t have much 
of an objective to start. What was he trying to accomplish? Was he 
looking for food, shelter, companionship? Maybe he was looking for 
new customers to buy his silk. 

Regardless, it doesn’t appear that he had thought much about goals 
other than to be somewhere other than where he was today. And 
change just for change’s sake is never a good way to run a business, not 
even a web business. 

Get it? Web business?
Next, let’s assume he was looking for food. Does he have a strategy? 

No research was done to determine if indeed there are any potential 
crawly hors d’oeuvres that go wandering up that path. No effort made 
to understanding risk and reward. No thought as to the possibility that 
a bigger, better-equipped relative may have gone first and is looking to 
make our star an appetizer.  

Just expend a lot of energy climbing a damp, dark pipe in hopes that 
there might be a munchie there.

Finally, when our misguided arthropod gets halfway to the top he’s 
unceremoniously flushed out by a tsunami! Does this deter our hero? 
Does this cause him to reevaluate his plans? Does this encourage him 
to explore alternatives to obtaining a crunchy snack? 

No, the brain-damaged bug eater hitches up his eight-legged britches 
and goes tromping up that pipe again.

So what does this have to do with business?
Do you have objectives and processes established to track and mea-

sure them? Have you identified your target customers and understand 
how best to communicate with them? Do you know your competition 
and how you are different or better?   

If you say no to any of these I would strongly advise against dragging 
your web into that gutter. Odds are your plan won’t work and you won’t 
know why.

Now let’s say we can respond to the above in the affirmative and you 
know where you want to go. Are we ready to scale that drain?

That depends on whether or not you have a plan that’s more defined 
than, “I’m gonna stick my nose up that dark pipe and hope for the best.”

Sounds elementary but I see very intelligent and very capable busi-
nesspeople grapple with these concepts every day. 

Every company needs a sound marketing strategy and supporting 
plans; so develop one or find somebody who can. Of course the other 
alternative is to ignore market realities, don your Spiderman costume, 
lift the lid on a large porcelain container, put your business inside and 
flush away.

Your choice.

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

Chamber / Marketing

Itsy-bitsy Spider should have 
outsourced strategic planning

NextGear Capital, Salsbery Brothers 
Landscaping named ‘Businesses of the Year’

Sharon robbins
Marketing

Staff report
NextGear Capital and Salsbery Brothers Landscaping 

shared the honors of being named Business of the Year 
at the Carmel Chamber’s Dec. 11 awards luncheon at 
Ritz Charles. 

Awards were also presented for Look – New Con-
struction, Look – Renovation, Green, Most Valuable 
Volunteer and Lifetime Achievement. For the first time, 
a Young Professional of the Year also was recognized for 
leadership and passion for making a difference in our 
community.

Business of the Year – small to mid-sized busi-
ness was presented to Jeff Salsbery of Salsbery Brothers 
Landscaping.

In 1983, with five acres of land, Jeff Salsbery’s idea 
was to have the first business in Carmel that could pro-
vide both irrigation and landscaping. Fifteen years later, 
40 acres were purchased in northern Hamilton County 
to allow them to grow its own trees and, today the busi-
ness is a full-service company. 

In addition to the garden center, they provide land-
scaping, irrigation, lawn care and maintenance servic-
es. Plans are underway to expand the garden center and 
add a greenhouse.

Salsbery Brothers Landscaping has been honored 
with awards from Breehob, Home-a-Rama and the Dec-
orator’s Showhouse. The company is a strong partner 
for local organizations and events, including Carmelf-
est, Carmel’s Japanese Garden, Carmel Clay Historical 
Society, Hamilton County Humane Society, Eastwood 
School and more. They host school field trips and hay-
rides for schools and organizations, and volunteer for 
Habitat for Humanity.

Business of the Year – large business was presented 
to NextGear Capital President Brian Geitner. The com-
pany is North America’s largest and most comprehen-
sive floor plan finance company for used car, truck, sal-
vage, rental and specialty vehicle inventory.

The company began in 2005 as Dealer Services Cor-
poration after seeing the need for an independent fi-
nancing source for independent automotive dealers. 
With a total of 12 corporate employees and 26 field em-
ployees based strategically across the country, they rap-
idly became the largest provider of diversified inventory 
financing products for independent dealers. 

In the 2013 merger of Dealer Services Corporation 
and Manheim Automotive Finance Services, NextGear 
Capital was created and continues to expand its local 
footprint significantly in Carmel. 

Revenue for the NextGear Capital has grown 267 
percent from 2010 to 2013 and employee growth is 201 
percent in the same period. 

Unparalleled customer service, innovative technol-
ogy and a unique employee culture are the keys to their 
success.

The people of NextGear Capital make a difference by 
investing in the local community, donating to the Out-
reach food pantry, contributing time and resources to 
Ronald McDonald House and supporting Chaucie’s 
Place and the Carmel Chamber’s Nancy Blondin Schol-
arship fund.

Young Professional of the Year Award was present-
ed to Joshua Carr of Northwestern Mutual. 

While building his financial representative practice, 
he manages the company’s internship program, hiring 

and mentoring 10 college interest each year to ensure 
their success. Under his leadership as Executive Board 
president for the Autism Society of Indiana, the organi-
zation has grown to ranking among the top 10 chapters 
in the country.

The Harold Kaiser Award for Lifetime Achievement 
was presented to John Schuler in recognition of his life-
time commitment to business in the Carmel commu-
nity. Schuler has served on the Old Meridian and Range 
Line Road Task Forces, along with the 116th Street Task 
Force and the 96th Street Business Coalition. He served 
on the transportation committee for the Indy Chamber 
and was a member of the U.S. 31 Coalition group. An 
early advocate for parks in the community, he coordi-
nated the donation of land for Hazel Landing Park and 
Founder’s Park. He is a Patron’s Circle member of The 
Center for the Performing Arts, was a board member 
and board chair of the Carmel Symphony Orchestra and 
the Carmel Chamber. 

The Chamber’s Most Valuable Volunteer Award, es-
tablished to celebrate and recognize outstanding vol-
unteer contributions by an individual who also works 
full-time, was presented to Ranjit Puthran of Allstate In-
surance Carmel Agency. Puthran’s generosity has ben-
efited many nonprofit organizations including Glean-
er’s Food Bank, Meals on Wheels, Carmel Dad’s Club, 
Habitat for Humanity, Rotary of Carmel and the Carmel 
Farmer’s Market. He is a member of the Carmel Clay 
Public Library Board of Trustees and a board member 
of the Metropolitan Indianapolis Board of Realtors, vol-
unteering for their October Feed the Fight fundraiser. 

The Look Award for Renovation was presented to 
Wedgewood Building Company for the remodel and ex-
pansion at 32 First Street Northeast. Originally a home 
built in 1933, it currently serves as the company’s office 
with open ceilings and exposed brick on the interior, 
flexible meeting space and a shaded patio.

The Look award for New Construction was pre-
sented to Kite Realty Group - Rangeline Crossing proj-
ect, located at the northwest corner of 116th Street and 
Range Line Road. The development recreated a large 
retail area, blending substantial new construction with 
renovated smaller areas.

This year’s winner of the Carmel Green Award is City 
of Carmel Utilities for their city-wide trash and recy-
cling program, which increased recycling and reduced 
the cost of trash collection at the same time. 

Ranjit Punthran, left, of Allstate Insurance Carmel Agency was 
named Carmel Chamber of Commerce’s 2013 Most Valuable 
Volunteer. (Submitted photo)



businessleader.bz • January 2014   9Carmel Business Leader Recognition

BuSineSS CriMe waTCH

Lindley

Date Business Address Description

11/18/2013 Autozone 1445 S. Range Line Rd. Theft

11/19/2013 Meijer 1424 W. Carmel Dr. Theft

11/20/2013 American Cancer Society 1001 S. Range Line Rd. Theft

11/21/2013 Ryan Homes 11947 Eaglerun Way Theft

11/21/2013 One One Six Apartments 742 Walkabout Cir. Criminal Mischief

11/23/2013 Best Buy 10025 N. Michigan Rd. Theft

11/23/2013 Kohls 9895 N. Michigan Rd. Theft

11/25/2013 Marsh 10679 N. Michigan Rd. Theft

11/25/2013 Kohl’s 9895 N. Michigan Rd. Theft

11/27/2013 Marsh 10679 N. Michigan Rd. Theft

11/27/2013 Hilton Garden Inn 13090 Pennsylvania St. Theft

11/27/2013 Xcel Painting 12500 Hoover Rd. Theft

11/29/2013 Carmel Motors 508 W. Carmel Dr. Fraud/Deception

11/30/2013 Meijer 1424 W. Carmel Dr. Theft

12/2/2013 Clark Tire 622 S. Range Line Rd. Burglary

12/5/2013 HomeGoods 10025 N. Michigan Rd. Theft

12/7/2013 Payless Liquors 445 S. Range Line Rd. Theft

12/9/2013 Target 10401 N. Michigan Rd. Theft

12/9/2013 Best Buy Carmel 10025 N. Michigan Rd. Theft

12/10/2013 Getchell Brothers 2367 Blisland St. Theft

12/10/2013 Bank of America 660 E. Main St. Theft

12/11/2013 Carmel Old Town Antiques 38 W. Main St. Fraud/Deception

12/12/2013 Forum Credit Union 2259 E. 116th St. Fraud/Deception

By Pete Smith
The Indiana Historical Society honored two 

Carmel businesses, Maco Press and the Police 
and Firemen’s Insurance As-
sociation, with a Centennial 
Business Award.

The recognition took 
place at the organization’s 
annual Founders Day Din-
ner, presented by Wells Far-
go Advisors, Dec. 2 at the 
Eugene and Marilyn Glick 
Indiana History Center, 450 W. Ohio St. in 
downtown Indianapolis.

Each company also will be added to the or-
ganization’s Historic Business Register. 

Maco Press is located in a nondescript 
building on 3rd Ave. SW in the shadow of the 
Palladium in Carmel’s midtown.

And what it lacks in architectural flair, it 
makes up for in stability.

“We celebrated 100 years this year – it’s a 
big deal,” said owner George Seidensticker. 
“Not a lot of people make it.”

In fact, only a little more than 400 Indiana 
businesses have reached their centennial ac-
cording to the Historical Society.

Maco was founded by Al Brandt in India-
napolis after he bailed out of the floral and 
pet-shop businesses when neighboring mer-
chants asked him to create print jobs for their 

2 Carmel businesses receive Centennial Business Award

Maco Press is across 3rd Ave. SW for the old Wood’s Wire Factory in Carmel. (Staff photo)

Brandt’s son Norm took over the business 
after World War II and Seidensticker pur-
chased it in 1971, even keeping Norm Brandt 
on as an employee for 3 years after.

Maco Press focuses on commercial print-
ing. It’s a testament to the power of customer 
service in that it employs no sales force, rely-
ing instead on its solid reputation for survival.

Well that and a stable of loyal clients like 
The Penrod Society.

“You gotta be a little lucky and reasonably 
competent,” Seidensticker said.

He also credits Maco’s longevity to conser-
vative management, noting that he never em-
barked on any large-scale expansion plans and 
never leveraged his business in any way.

In 1992, the trustees and members of the 
Indiana Historical Society founded the His-
toric Business Register with three goals in 
mind: to provide special recognition to Indi-
ana companies continually in business for a 
century or more, to encourage the preserva-
tion of historically significant business-relat-
ed archival materials and to develop increased 
awareness of our rich business and industrial 
heritage among Indiana’s citizens.

To date, the names of more than 400 com-
panies have been registered and listed on the 
historical Society’s website, most with organi-
zational narratives. 

businesses, Seidensticker said.
Maco made an initial foray into Carmel in 

the early days of the business. But unhappy 

with the outhouse situation in Carmel at the 
time, Brandt’s wife insisted the family move 
back to “civilization” in Indianapolis.

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

Success about your  
+ Passionate  

SAME BEANS....MORE JARS
The industry experts at Somerset CPAs have examined the  
Affordable Care Act and have discovered
new tax exempt jars to help you keep your beans.
 
Contact a tax professional at Somerset CPAs, or visit us 
online at www.SomersetCPAs.com to learn more.

Jay 
Feller
Tax Principal 

Kevin 
O’Connell
Tax Principal 

Agriculture - Construction - Dealerships - Dental  - Health Care  - Manufacturing - Retail  - Real Estate

Seidensticker



10   January 2014 • businessleader.bz Carmel Business LeaderNow Open

‘Come to enjoy a slow meal’

 Lucio Romani said he wants Ristorante Roma to be a place where people can enjoy a slow meal. (Staff photo by Karen Kennedy)

Taste of the Chamber Business Expo - This is the largest business event the Chamber offers. It is designed to connect your busi-
ness with businesses and consumers that need your services and products. All industries are encouraged to put their businesses on 
display. Restaurants, caterers, breweries, bakeries and wineries are invited to provide tastings of their products. All exhibitors can offer 
“enter-to-win” prizes. Booth location is assigned based on sponsorship level and registration date. Unfortunately the event is sold out. 
This event is from 4:30 p.m. to 7:30 p.m. Jan. 16 at the Ritz Charles, 12156 N. Meridian St. in Carmel. Please call 846-1049 to be placed 
on a wait list in the event we have cancellations.

CarMel CHaMBer evenTS CarMel roTary CluB

The Carmel Rotary Club has the following events 
planned for January. All of the events are at noon at 
the Oak Hill Mansion, 5801 E. 116th St. unless other-
wise indicated. The buffet opens at 11:30 a.m. Meal 
cost is $12. For more information contact Rotary Presi-
dent Ray Kramp at 809-0068 or visit www.carmelro-
tary.com.

Jan. 3 – No meeting
Jan. 10 – Linda Tanella will give a presentation on 
“Healthy living made simple”
Jan. 17 – Jeffry S. Carter of RMS Safety Corp. will 
give a presentation on “When bad things happen.”
Jan. 24 – Robby Slaughter will give a presentation  
on “The power of the word ‘No’.” 
Jan. 31 – Michelle Corrao, assistant director of Pre-
vail, will talk about the work the nonprofit is doing 
in the community

January luncheon with Michael Hicks - Join us to hear economist 
Michael Hicks, a director of the Center for Business and Economic 
Research and a professor of economics in the Miller College of 
Business at Ball State University. The CBER is an economic policy 
and forecasting research center which includes research on public 
finance, regional economics, manufacturing, transportation and 
energy sector studies. This event is from 11:30 to 1:30 p.m. Jan. 8 at 
the Bridgewater Club, 3535 E. 161st St. in Westfield. Cost is $20 for 
members who prepay and $25 for walk-ins. Pre-paid reservations 
are required by 4 p.m. Jan. 6.

January legislative breakfast - Join us for breakfast as Kevin 
Brinegar, President and CEO of the Indiana Chamber, pres-
ents a preview of the 2013 legislative session. The Legislative 
Breakfast series is presented by the Hamilton County Busi-
ness Issues Committee, which includes representatives from 
the six Hamilton County Chambers and advocates on issues 
of importance to local businesses and the community. This 
event is from 7:30 a.m. to 9 a.m. Jan. 10 at the Mansion at Oak 
Hill, 5801 E. 116th St. in Carmel. Cost is $15 for members and 
$20 for guests.

Staff report
Carmel gained a new authentic Italian restaurant Dec. 11, as 

executive chef and owner Lucio Romani and his staff ushered 
in their first guests to Ristorante Roma in the Monon Square 
shopping plaza north of City Center and next to Soho Café. 

The charming, two-level, 64-seat restaurant is painted in 
shades of yellow and gray and boasts a full wall mural of Ro-
mani’s native city of Rome. 

Romani first came to the United States when he was 27 years 
old to visit his sister - a doctor who was participating in an ex-
change program at Methodist Hospital. He has lived here ever 
since and was a member of the opening crew at Seasons 52 at 
Keystone at the Crossing. 

Romani learned to cook the way many Italians do - by watch-
ing his mother. He is passionate about fresh fish and fine ingre-
dients and is anxious to continue to develop his menu and ex-
periment with new and innovative flavor profiles. 

He also put a piano on the upper level of the restaurant, and 
said he hopes to bring in local opera singers to entertain his 
guests. 

“I want this to be a place where people come to enjoy a slow 
meal,” Romani said. “I love good food and I love sharing it with 
others.” 

GSF mortgage also announced plans to open a second Indi-
ana location – this time in Carmel.

The branch will be overseen by industry veteran John B. 
“Jack” Westfield.

Westfield comes to GSF with more than 27 years of expe-
rience. Westfield is an active financial advisor and also held 
his Realtor license. While handling financial services, he added 
mortgage lending to his list.

Along with owning his own GSF branch, Westfield also is 
the director of Managed Capitol Advisors in Indianapolis.

Westfield has been priming the pump when it comes to Re-
altor partners. He finds often times he has developed relation-
ships with customers looking for a Realtor. He hopes by re-
ferring them to select Realtors, he will be able to form lasting 
partnerships.

Do-tique is the newest salon in The Carmel Arts and Design 
District, but it’s not your average hair salon. This is central In-
diana’s first independent blow-dry bar. 

Do-tique also offers practical beauty treatments that focus 
on styling instead of cutting or coloring hair, she said. For $35, 
customers can experience a blowout in a variety of styles, and 
the store also offers fun up-dos, creative styling, exfoliation 

and conditioning treatments. 
To enhance the pampering experience, Do-tique also serves 

complimentary cocktails while inviting women to relax, chat 
and come out feeling like a new and sophisticated person, 
owner Gianna Scappucci said. 

At 105 degrees with 40 percent humidity, The Hot Room 
yoga studio’s owners said the heat is considered a tool that 
warms up the body, prevents injury, allows a deeper workout 
and cleanses the body of toxins. 

Bikram-certified teachers lead the yoga students through 26 
postures and two breathing exercises every session. The routine 
never changes because it is a therapeutic tool to restore range of 
motion, heal old injuries, relieve stress and promote weight loss.

The Hot Room is currently offering an introductory fee of 
$49 of unlimited sessions for one month. It is located at 3855 E. 
96th St. in the retail center behind Coopershawk Restaurant. 

Club Canine Doggy Day Care has moved to the Monon 
Square shopping center (formerly Mohawk Place) on Range 
Line Road after relocating from its previous location adjacent 
to the Monon Trail. 

New dogs are always welcome at Club Canine, and the com-
pany offers a free evaluation to determine if a new dog is a 
good fit for day care. But only one new dog at a time is allowed 
to start in day care on any given day. Club Canine also offers 
boarding services for dogs. 

Mr. Muffin’s Trains has landed in Carmel to introduce the 
hobby to a new audience of possible train enthusiasts. The new 
store moved from a 1,600-square-foot station to more than tri-
ple its size with a 5,400-square-foot depot located at 1113 3rd 
Ave. SW. The new location will allow the store to display the 
entire train collection and to build and operate a larger train 
layout, according to owner Steve Nelson. 
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Ameriana Bank promotes Ryan Barnett 
– Ameriana Bank has an-
nounced that Ryan Barnett 
has been promoted to West 
Carmel Banking Center Of-
ficer. In this position, Barnett 
will manage daily operations 
in the West Carmel Banking 
Center and is responsible for 
growing customer relationships. In addition, 
he will lead community outreach efforts by 
getting actively involved in community or-
ganizations, as well as working with business 
and civic leaders in the area. 

Barnett

Carmel resident named vice president – 
Carmel resident James W. Hehner, a member 
of Hehner & Associates in Indianapolis, was 
tapped to be vice president of the Defense 
Trial Counsel of Indiana at its twentieth an-
nual conference and meeting. He assumes 
office on Jan. 1. The DTCI is the professional 
organization of civil defense attorneys in In-
diana promoting excellence in civil litigation 
and supporting the administration of justice 
in the courts and mediation.

DeMaio joins Lambda Chi Foundation – 
Charlie DeMaio has joined the Lambda Chi 
Alpha Educational Foundation as Vice Presi-
dent for Development. In his new position, 
DeMaio will focus on completion of the $20 
million Investing in Future Leaders Campaign, 
one of the largest ever undertaken within the 
fraternity and sorority community. “Charlie 
brings a great depth of higher education ex-
perience to our foundation team,” said Mark 
Bauer, CEO and president, Lambda Chi Alpha 
Educational Foundation. 

Senior Health Insurance Company person-
nel changes 
– The growing 
long-term 
care insurance 
market has 
led Carmel-
based Senior 
Health Insur-
ance Compa-
ny of Pennsyl-
vania (SHIP) 
and Fuzion 
Analytics to 
make some 
organization-
al changes. 
These changes will better position the compa-
nies to serve Fuzion’s clients while maintaining 
commitments to current SHIP policyholders. 
The following people have accepted expand-
ed roles or been promoted: Ginger Darrough, 
Senior Vice President, Product Management 
and Analytics; Paul Lorentz, Senior Vice Presi-
dent, Finance; Jeff Kardatzke, Manager of Ac-
counting. Also, Dave Marko was hired as Proj-
ect Management Office Manager.

lorentzdarrough

MarkoKardatzke

Dakin joins BACA – The Behavior Analysis 
Center for Autism (BACA) 
welcomes Danielle Dakin 
as its new intake specialist. 
Dakin is based at the BACA 
Prep facility in Fishers. In 
her new position, Dakin is 
responsible for verifying the 
eligibility of potential BACA 
clients through their insurance policies and 
obtaining authorizations for each client who 
starts services with BACA. She also oversees 
the implementation of the billing software at 
BACA Prep.

dakin

Carmel HS alumna receives award – Carla 
Orr, a Carmel High School 
graduate, was presented with 
the 2013 Rebecca McDonald 
Award from the Indiana Asso-
ciation of People Supporting 
Employment First by Kylee B. 
Hope, Director of the Bureau 
of Rehabilitation Services 
of the State of Indiana. Orr is team leader of 
employment services at Adult & Child. In-
volved in many state committees, both past 
and present, Orr brings her role as an expert 
working with clients with mental health is-
sues. In the forefront of many human services 
“initiatives” in the central Indiana area, Orr is 
an IN-APSE conduit to the Indianapolis Busi-
ness Leadership Network as well as to the 
Supported Employment Resource Group.  

orr

Herrmann hired by St.Vincent Sports Per-
formance – Mark Herrmann, 
former Purdue University All-
American and NFL quarter-
back, has been named coor-
dinator of football operations 
at St.Vincent Sports Perfor-
mance (SVSP) in Indianapo-
lis. Herrmann will oversee all 
football partnerships and services, includ-
ing SVSP’s NFL Combine Training Program. 
Herrmann’s experience with the NFL is an in-
valuable resource for both SVSP and program 
participants. 

Herrmann

USA Funds elects Batalis as chairman – USA 
Funds® announces the elec-
tion of Ike G. Batalis as chair-
man of its board of trustees. 
A USA Funds trustee since 
2000, Batalis has chaired 
the executive and invest-
ment and finance commit-
tees and served on the audit 
committee of the USA Funds board. Batalis 
is president and CEO of Batalis & Associates, 
a company specializing in financial and pub-
lic relations consulting. In addition, Batalis 
serves as chairman of the board of trustees 
of Riverview Hospital in Noblesville and as a 
member of the board of directors of the Indi-
ana Hemophilia & Thrombosis Center. 

Batalis

Jab, Jab, Jab, Right Hook: How to Tell Your Story in a Noisy, 
Social World by Gary Vaynerchuk. The New York Times bestsell-
ing author and social media expert returns with hard-won advice 
on how to connect with customers and beat the competition by 
mastering social media marketing. When managers and market-
ers outline their social media strategies, they often plan for the 
“right hook”- their next highly anticipated sale or campaign that’s 
going to put the competition out for the count. Even compa-
nies committed to jabbing-patiently engaging with customers 
to build the relationships so crucial to successful social media 
campaigns - still yearn to land the powerful, bruising swing that will knock out their oppo-
nent or their customer’s resistance in one tooth-spritzing, killer blow. Right hooks, after all, 
convert traffic to sales. They easily show results and ROI. Except when they don’t. In the same 
passionate, street-wise style readers have come to expect, Vaynerchuk is on a mission to im-
prove marketers’ right hooks by changing the way they fight to make their customers happy, 
and ultimately to compete. Thanks to the massive change and proliferation in social media 
platforms in the last four years, the winning combination of jabs and right hooks is differ-
ent now. Communication is still key, but context matters more than ever. It’s not just about 
developing high-quality content, but developing high-quality content perfectly adapted to 
specific social media platforms and mobile devices-content tailor-made for Facebook, You-
Tube, Instagram, Pinterest, Twitter, and Tumblr. A mash-up of the best elements of Crush It! 
and The Thank You Economy with a 2013 spin, here is a blueprint to social media marketing 
strategies that really works.

- GoodReads.com

Permission Marketing : Turning Strangers Into Friends And Friends 
Into Customers by Seth Godin is full of influential advice. Permission 
Marketing describes social media marketing before it existed. Godin 
understands push-vs.-pull marketing better than others, and this book, 
published in 1999, still is a must read for anyone in marketing today.

- linkedin.com
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317.489.4444 | www.youarecurrent.com

Spring has sprung.
How are you going to make the most of it?

Current Publishing’s special section on March 11 will clue in readers in 108,133 
households in Carmel, Fishers, Noblesville, Westfield and Zionsville exactly how to 
maxmize on the change of seasons. Don’t miss out on this opportunity to reach the 
most-coveted audience anywhere in Indiana.

We would be happy to include content about your business or industry with regard to 
trends and/or anything that makes our readers healthier, wealthier and wiser! Please 
consult your advertising sales representative for more information. Space deadline: 
Feb. 28, 2014. Ad deadline: Mar. 3, 2014.

COMING IN MARCH!
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Last month I wrote about how we have got-
ten so dependent on e-mail, social media and 
all of the other technological forms of com-
munication that we sometimes forget to actu-
ally talk to one another. 

Yes, all of this abil-
ity to techno-talk does 
make our lives easier in 
many ways. But in the 
process we’ve gotten so 
much more imperson-
al. That’s a problem. 

Take the news busi-
ness, for instance.

In my marketing and 
public relations agen-
cy, I have several me-
dia clients. I work with 
news directors who demand a certain writing 
style from their staff. Sometimes it’s published 
in what’s called a stylebook. While many of 
the smart ones have gotten away from old-
school news writing, even in larger news orga-
nizations you continue to hear things like this:

“Law enforcement officials this morning 
are encouraging motorists to avoid travel on 
roadways due to the chance for mishaps be-
cause of the dangerous icy conditions caused 
by last night’s freezing precipitation.”

Who in the heck talks that way?
Why not just say: “You’re in for an icy ride 

this morning. Be careful and slowdown.”
You also see this a lot in corporate news re-

leases and in those dreaded memos. Wasted 
words. 

I have another message for managers: 
Many of us have started talking to people 

in a strange foreign language. It’s called Jar-
gonese. Much of it is annoying, pretentious 
and useless. Not to mention just plain funny. 

Wondering if it was only me, I did some 
research for this piece. I actually found hun-
dreds of web sites and articles about how 
many other people feel the same way I do. 

By the way, if you’re speaking Jargonese, the 
above sentence would have a different ending. 
It would be “.... about how many people are on 
the same page.” There is even a web site dedi-
cated to this jargon stuff. 

Basically what everybody is saying is the 
same: Just talk to me.

Here are some of my “favorite” foolish phras-
es found in the world of corporate jargon:
•	 actionable
•	 at the end of the day
•	 best practices
•	 bring to the table
•	 circle back

317.539.2024 • 800.531.6752
www.raystrash.com

“Is your company’s New Year’s resolution to go green? Call Ray’s and find 
out about all of its exciting recycling programs. Whether you need a small 
container for office recycling, or large-scale equipment to handle excess 
packing materials, and things in between, Ray’s has you covered. Ray’s Trash 
is the only call you need to make for your recycling and waste removal needs. 
We offer consultants to review your needs and design a competitively priced 
custom program for you. Call us today to schedule a review of your property’s 
disposal plan.”

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.

Marketing & PR

Tell me what you really mean

Jon Quick

•	 core competencies
•	 dial in
•	 drilling down
•	 downsizing (or corporate downsizing)
•	 drinking the Kool-Aid
•	 our efficiency model
•	 face time
•	 go live
•	 head count
•	 low hanging fruit
•	 mission-critical
•	 my people
•	 my team
•	 my (salesperson, accountant, tax guy, HR 

folks)
•	 mutually agreeable separation
•	 next steps
•	 off-line
•	 on the flipside
•	 on the same page
•	 out-of-the-box
•	 ramp-up
•	 repurpose
•	 ramp-up
•	 scale down
•	 staff reductions
•	 synergy
•	 take action 
•	 terminate
By the way, out-of-the-box is one I actually 

like, though admittedly overused. I still think 
it’s a meaningful phrase when you’re asking 
people to think differently. Maybe it’s easier 
and better to just say “I want you to KNIHT.” 
That’s THINK spelled backwards. Maybe not. 

And with apologies to my attorney friends, 
you say “This is actionable.” 

Why not just say, “We’re going to sue your 
(you know what).”

Yea, I know. The ethics thing.
I was in a meeting one day and actually 

heard someone say, “Because my head count 
is lower during the holidays, we’ll get this 
ramped up and circle back after the first of 
the year to determine next steps before we go 
live.” Five in the same sentence!

What he really meant was, “We’ll get to this 
next year. Now get out. I’m busy.” 

Also, notice how many of these are suppos-
edly nicer ways to say, “You’re fired!” 

Thank you Donald Trump.
Oh, and one more to put on the list: No 

more dialogue needed. 
Definition: Time to just SHUT UP.

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

Autism center to expand – Carmel-based Little Star Center, a nonprofit autism center, 
will expand its services to Bloomington and hire at least ten professionals for the new lo-
cation. Little Star Center, Indiana’s first applied behavior analysis center for children with 
autism, currently operates in Carmel and Lafayette. For additional information about the 
application process for prospective learners and employees, call 249-2242.

GROW YOUR BUSINESS NOW
Extend your brand and advertising message to more than 104,339 

households in Indy’s most affluent market by U.S. Mail every month.

For as little as $385 a month.

One of the fastest-growing newspaper companies in the nation.

317.489.4444 | info@youarecurrent.com
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I am a homegrown Hoosier businessman. The state of Indiana has grant-
ed me the privilege and the responsibility of selling 
alcohol. 

My company, Big Red Liquors, is dedicated to the 
principle of selling alcohol, a controlled substance, 
legally and responsibly. We take that responsibility 
very seriously because we know that when alcohol 
is sold illegally or irresponsibly, individuals, fami-
lies, businesses and communities can be devastated.

My stores understand our responsibility to the 
customers and communities we serve. We support 
the great law enforcement professionals who pro-
tect us every day. This fall we donated a K-9 unit to 
the Indianapolis Police Department so they could 
continue to be well-equipped to do their duty. We 
have stepped forward to help Sen. Jim Merritt promote Indiana’s Lifeline 
Law by producing posters and bottle neck tags that encourage Hoosiers to 
make a call to save a life. We will not do business with Hoosiers under age 
21, but we will do everything we can to prevent the kinds of tragedies that 
underage drinking too often leads to.

There are significant challenges facing Hoosiers every day. Too many 
Hoosiers are struggling to find work, and crime and violence scar our cit-
ies and towns. But instead of asking Indiana’s legislators to focus on those 
issues, today there is a renewed push by multi-national retailers to redefine 
Indiana’s alcohol laws. Large retailers are asking the legislature to allow 
them to sell alcohol on Sundays. They are suing the state for the privilege 
of selling refrigerated beer. They are convinced that more access to alcohol 
is appropriate public policy.

They are wrong.
There is no denying the fact that increasing access to alcohol increases 

the chances that alcohol will be abused. Forty years of studies demonstrate 
that even a moderate increase in the availability of and access to alcohol 
leads to increased consumption and abuse. Today Indiana law allows alco-
hol to be sold from 7 a.m. to 3 a.m. six days a week. That means Hoosiers 
can go into a store and buy alcohol 72 percent of the time during a seven-
day week. To those who insist that we must sell on Sundays, I ask – how 
much access is enough?

Alcohol is ever present in the media and in society. Children and adults 
alike are exposed to alcohol and alcohol advertisements every time we 
watch television, attend a professional sporting event or enjoy a concert. 
This constant exposure makes it too easy to forget that alcohol is a drug 
and that when it is abused there is a heavy price to pay. 

The package liquor store industry has played a critical role in the well-
being of our great state since the repeal of prohibition 80 years ago. Follow-
ing the repeal, legislators worked to create a system for distribution that 
promoted safety and welfare while providing Hoosiers the opportunity to 
legally and responsibly purchase alcohol. In 1935, package liquor stores 
were created by the legislature for that very purpose. We have worked hard 
to uphold the trust that has been placed in us and we will continue to do so.

Regardless of whether the question is selling alcohol on Sundays or ex-
panding the privilege of selling cold beer to the corner gas station, Big Red 
Liquors does not support efforts to increase access to alcohol. In fact, we 
believe Indiana legislators should consider reducing the hours that alcohol 
is available for retail sale. We are asking legislators to increase funding for 
Indiana’s Excise Police so our state has the resources necessary to ensure 
alcohol is sold legally and responsibly.

Indiana’s alcohol policies have never been and should never be predicat-
ed on convenience. Alcohol is a controlled substance. It is a legal drug. As 
a package liquor store owner, I am proud of my industry’s efforts to provide 
exceptional customer choice while controlling access to alcohol. We have 
served Indiana well, and we will fight to continue to do so.

Mark McAlister is the Chairman of the Board of Big Red Liquors. He can be reached at 791-3660.

Alcohol sales don’t 
require expanded hours

Mark Mcalister

Couples pledge $1 million to United Way – Three couples have pledged to invest one million dollars each 
to accelerate United Way of central Indiana’s plan for transformational community-level change. Led by John 
Lechleiter, Chairman and CEO of Eli Lilly and Company, and his wife, Sarah, the plan involves a new $1 million 
investment by the Lechleiters to United Way to encourage increased support from other community lead-
ers. Angela Braly, former Wellpoint CEO and her husband, Doug, and Lilly executives Andreas and Mary Sashe-
gyi, are the first to join the Lechleiters in giving $1 million each over four years. There is still time for individuals 
and companies to participate in United Way’s current annual campaign to raise $42.5 million. Visit www.uwci.
org/give to learn more.

diSpaTCH

Selecting a cloud CRM solution can be a challenging task. There are dozens of applications to evaluate and hun-
dreds of third-party service providers to choose from. Here are five things to consider that will help you find the 
cloud CRM solution that’s right for your business.

ConSider faCeTS Before JuMpinG inTo CrM SofTware

Mozy. You can (and should) regularly back up files to an external hard drive or NAS 
(network-attached storage) device in your office - but what if the whole place goes up 
in smoke? Hedge your bet with an online backup service like Mozy, which automati-
cally archives whatever you’d like across the Internet, safe and sound. Just select what 
you want backed up, and Mozy does the rest, either in bulk while you sleep, or in real 
time, as files are changed. (Cost: $5 per month for unlimited service).

- pcworld.com

There are plenty of cloud CRM offerings on the market that deliver the same level of functionality as on-premise 
solutions. Make sure the one you commit to can meet all your requirements.

- business-software.com

5 Value - On the surface, all cloud CRM solutions appear to be more affordable and deliver more value 
than their on-premise counterparts. But, if you choose a cloud CRM solution that offers fewer features 
and capabilities, isn’t user-friendly, or doesn’t include comprehensive post-installation support and 

training, then you’re not really getting the most for your money.

4 Workflow - Although some cloud CRM vendors may try to convince you otherwise, basic user-de-
fined alerts are not actual workflow automation. Those cloud CRM solutions that are truly workflow-
enabled will not only improve the productivity of your key processes, but dynamically automate their 

execution based on structured business rules to ensure efficiency, consistency, and repeatability.

3 Reporting - Just as customer-facing activities vary greatly from company to company, so do goals 
and the key performance indicators, metrics, and other reports used to track them. For example, 
while improving service response times and reducing customer churn may be key objectives for one 

business, increasing up-sell and cross-sell ratios may be the most important goal for another. The cloud 
CRM solution you select should offer plenty of flexibility in reporting, such as the ability to build custom and 
ad-hoc reports, as well as dashboards and visualizations, so you have the tools you need to address your 
specific information requirements.

2 Adaptability - Implementing a cloud CRM solution shouldn’t force you to start restructuring exist-
ing workflows across your sales, marketing, and service teams. The service provider you select should 
understand that each and every company has unique processes, methodologies, and best practices. 

Make sure that the way your cloud CRM application supports and automates them aligns with the way you 
do business.

1 Architecture and security - While cloud CRM can spare you the hassle of day-to-day system mainte-
nance, it also puts the service provider in the driver’s seat, forcing you to give up a certain amount of 
control over your data. This can be a hard pill to swallow for many companies, given the mission-criti-

cal and sensitive nature of customer information. But, partnering with a service provider that has the appro-
priate security measures in place can protect your data from being compromised. Make sure the cloud CRM 
solution you choose provides support for secure socket layer, data encryption, and other features designed 
to prevent unauthorized access and security breaches. System uptime and performance are also critical, 
especially if your cloud CRM solution will support service teams that work around the clock. Look for 24 x 7 
system monitoring, redundant servers, scheduled daily backups, and other procedures that will eliminate 
the risk of downtime and prevent data loss in the event of an outage or system failure.
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Get your card in front of more than 108,133 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

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)846-5554
shepherdins.com

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

Family owned - Carmel/West�eld based
2010-2012 Angie’s List 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

$150 average per room,
2 coats & patching on walls

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.

“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 1/31/14.

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.

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

Photography by Dawn Pearson

Portrait * Wedding * Family * Corporate * Event * Stock

fotododo@att.net

dawnpearsonphotography.co

1815 East 116th Street, Carmel IN 46032

   317.371.8732

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 (317) 645-8373 • www.TopShineWindowCleaning.com

• Commercial/Residential
• Gutter Cleaning

• Fully Insured • Free Estimates

SAVE 25% OFF
WINDOW CLEANING

(O�er expires 1-31-14)



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


