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Mass transit referendum moving forward with corporate, income taxes attached

Latest suburban mass transit plan
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By Bill Dragon
If you’ve lived in central Indiana for any 

length of time, particularly in Marion or any 
of the surrounding counties, you’ve aware of 
the ongoing discussion regarding mass tran-
sit. 

Key lawmakers have now endorsed a cen-
tral Indiana mass transit proposal that could 
lower the proposed cost of expanding mass 
transit and shift a portion of those costs origi-
nally projected to fall on the shoulders of in-
come tax payers to businesses and transit rid-
ers. 

By taking this approach, 
Sen. Pat Miller (R-32) has 
drafted a proposal before the 
General Assembly that could 
find support where past ef-
forts have failed. 

If approved, voters could 
see referenda in Marion, 
Hamilton, Johnston, Madison and Delaware 
counties to fund and build the transit system. 

Corporations would 
have to contribute

Three potential revenue sources are expect-
ed in the final proposal; fares (referred to as 
farebox), corporate taxes and income taxes. 

As proposed, passenger fares would cover 
25 percent of operating costs. Corporations 
would have to pay 10 percent of the operation 
costs through either an income tax or employ-
ee tax. 

The resulting economic development in-
come tax would then be less, running between 
0.1 percent and 0.25 percent on workers. This 
is an improvement over the previous 0.3 per-
cent income tax increase that transit advo-
cates had lobbied for over the past two years, 
but it would still cover an 
expected 65 percent of the 
mass transit costs.. 

State Sen. Luke Kenley (R-
Noblesville) chairman of the 
powerful Senate Appropria-
tions Committee, said he be-
lieves this latest proposal has 
a good chance of passing and 
going to the voters for referendum.

“It won’t be without opponents (in the Gen-
eral Assembly) because it contains some tax 
authorizations, but I think it will pass,” he said. 
“It will give Marion County and the surround-
ing counties a local option, and it will be up 
the voters in those counties to decide if they 
want to do this.” 

And Kenley said he believes this will hap-
pen before the legislature is set to adjourn 
March 15.

Mass transit has strong 
chamber support

That can’t happen soon enough, in the 
minds of several local business and communi-
ty leaders, who view mass transit as essential 
to growth and sustainability. 

Mo Merhoff, president 
of the Carmel Chamber of 
Commerce, said she thinks 
transit makes sense from a 
business perspective.

“As businesses grow, park-
ing for employees becomes 
a problem. When they look 
out their window, they don’t see parking spac-
es for the number of employees they’ll have 
on board within the next several years. It can 
cost upwards of $10,000 a parking space for a 
parking garage. Is that how businesses want to 
spend their money?”

Like much of central Indiana, Carmel can’t 
grow out, Merhoff said. Redevelopment of 
existing property is key to sustaining those 
“quality of life” costs like fire and police pro-
tection and schools.

While redevelopment and mass transit is 
a lot more expensive than sprawling further 
into green space, there is a real upside to park-
ing the car and taking rapid transit, she said.

“Residents in areas with transit opportu-
nities have over $16,000 a year to spend be-
cause they don’t have higher transportation 
costs. That’s more income that can be spent 

on purchases, recreation and entertainment 
that support business,” Merhoff said.

Adding the 'missing 
piece' for employees

Mass transit would be a boom for employ-
ees working in the hospitality industry. 

“(Transit) between the north side and Indi-
anapolis is the missing piece in our city,” said 
Paul O’Conner, general manager of the up-
scale Renaissance Hotel in Carmel. 

“The addition of rapid transit will facilitate 
our associates coming to work. It may even 
encourage those who don’t have transporta-
tion to now apply for employment with us,” 
O’Conner said.

Carmel-area hospitals see a real benefit 
from having mass transit, too. Not only for 
their employees, but also for patients trying to 
get the medical facilities. 

St.Vincent Hospital even sponsors a Ham-
ilton County task force group focused on 
health issues.

“We have major issues for our clients that 
come to our facilities,” said Kelly Peisker, com-
munity development liaison at St.Vincent 
Hospital. “From getting to doctor’s appoint-
ments to providing basic services, people who 
do not have cars have no services available to 
them on evenings and weekends at all. That is 
a major issue.” 

Peisker said that it’s those at-risk clients, 
the poor, handicapped and senior citizens that 
have the biggest problem with transportation.

Expanding the 
workforce pool

Conner Prairie has an Access Pass program 
that offers $1 admission to Indiana families on 
public assistance, and free or reduced admis-
sion for military families. 

“The problem is, because Conner Prairie is 
located in Fishers – with no public transit con-
necting it to the rest of the metro area – people 
without access to a car can’t participate in our 
programs, no matter how low the price,” said 
Conner Prairie CEO Ellen Rosenthal.

“We face a similar challenge with our work-
force. With 84 full-time and more than 267 part-
time and seasonal positions, we have jobs to of-
fer,” she said. “Unfortunately, because there is no 
public transit to Conner Prairie, we hire only 
those people who own or have access to cars.” 

Kim Hoppes of Carmel-based travel health 
insurance company Seven Corners sees rapid 
transit as being a real bonus, too.

“It would help us expand our workforce 
pool, giving us more potential candidates to 
choose from,” Hoppes said. “Right now, our 
employees who use public transportation 
have to make about four transfers to get here.”

Merhoff said, “The reality is, communities 
attracting economic development are increas-
ingly more compact, more mixed-use and 
more multi-model. These trends are affecting 
Hamilton County. The amenities that attract 
businesses and jobs matter, and transit is in-
creasingly one of those key components.”

Miller

Kenley

Merhoff

Source: CIRTA
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Social media isn’t a 
strategy, it’s a lifestyle

Indianapolis tech companies have been obsessed with 
“hacking” Internet search and social media. Hundreds of 
businesses have grown and then sold or folded by selling “re-
sults-driven” Internet marketing. 

Businesses jump from one marketing vendor to anoth-
er while chasing promises of massive leads and effortless 

growth. All of this feeds around a core 
misunderstanding festering among 
the majority of the Indiana business 
culture: That organizations can keep 
their corporate, impersonal and dis-
engaged traditional habits while “out-
sourcing” competitive online mar-
keting and keeping progress at arms’ 
length.

The problem is being antisocial
Businesses and organizations with 

great social media don’t have great 
“social media strategies,” they have 

great social strategies. 
They are engaged in the community around them, they 

have strong internal cultures and they are passionate about 
the industries they are working in. You can’t imitate that, no 
matter how much you pay a marketing firm. 

Great social companies can certainly use great social me-
dia implementation solutions, but that is the point of any 
technology, it can’t change who you are, it can just help you 
do more of what you do already.

Marketing can amount to “lipstick on a pig”
Strong and consistent branding is important to engage in 

a market, I am not disputing that. However, if your company 
is an old-guard, resistant to progress, leadership waiting-to-
retire, stagnant organization then a fresh coat of paint isn’t 
going to breathe new life into your sales. It is like putting a 
new chandelier in a haunted house. 

Yes, great companies have great branding, cool websites 
and slick advertising. But all those things are not what made 
them great. You might as well think that wearing a dress made 
of meat is going to make you popular like Lady Gaga, or that 
wearing a pointy bra will make you sing like Madonna. 

Marketing’s dark secret
So the dark secret of marketing is that “social media mar-

keting,” “content marketing” and “brand strategy” are often 
just terms used to take things that great businesses do natu-
rally and try to sell the service of imitating them to bad busi-
nesses. 

Because while bad businesses are dying, they die really, re-
ally slowly. Until then, there is a lot of money in selling to bad 
businesses who want to survive, but refuse to change. I just 
described a good chunk of the Indianapolis economy.

Customer service will rule the future
“Take a number…” is a phrase you don’t really hear any-

more unless interacting with an archaic government bureau-
cracy. The world is losing tolerance for being treated like 
cattle, being impersonalized or being reduced to forms and 
numbers. 

If you think technological progress is about being less per-
sonal, then you got it backwards. All this newfangled Inter-
net stuff is about being able to be more personal with more 
people. 

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

Chris “The Brain”
Growth

The Carmel Business Leader, we’re proud to tell you, soon 
will debut a multi-platform feature, Focus on Business.

What does this mean to you? It means you will, as a busi-
ness owner, have the opportunity to integrate a profession-
ally produced and edited custom video 
profile of your enterprise with your web 
site and other digital arenas.  In combi-
nation with advertising in the Business 
Leader, it is designed to deliver thousands 
of new eyes to your marketing messages 
via www.businessleader.bz. 

We are excited to join forces with one 
of the region’s most talented videogra-
phers, Philip Paluso of Medium Cool Pic-
tures. He has done incredible work for 
many famous brands.  Now he’ll be work-
ing with our valued family of advertisers 
and us.

According to a recent article, “Whether it’s YouTube or 
embedded on a website, video has become an integral part 
of consumers’ research and web surfing, which is why small 
businesses now have to follow their larger brethren and em-
brace this medium.”

The prevailing thought among most business owners is 
that such video production is unaffordable. We’re here to tell 
you – and prove to you – that is not the case with our of-
fering.

Now, taking the messages of our customers to the video 
platform gives them yet another affordable way to connect 

with our readership. It’s another layer of service we’re ex-
cited to provide.  

The video offering is a natural fit for advertisers. Our ad-
vertising message delivery has been terrifically successful 

for most of our customers. The renew-
als continue to be consistently stout year 
over year, and if the paper didn’t resonate 
with the reader, we would not have those 
renewals.

The Business Leader reaches virtually 
every enterprise from 96th Street north to 
146th Street and from Michigan Road to 
the White River. That covers ZIP codes 
46032, 46033, 46280 and 46290. In sup-
plement to being featured on the Busi-
ness Leader website, advertisers’ video 
messages would be placed on www.cur-
rentincarmel.com, the platform for read-

ers of Current in Carmel. Current goes to every home in ZIP 
codes 46032 and 46033. That translates to 100-percent pen-
etration of addresses in the constituencies we serve.

The Business Leader, since July 2007, has put the small 
and medium-sized business at the center of everything it 
does. We unapologetically celebrate business on a hyper-lo-
cal level, and we look for ways to help business owners build 
efficiencies into their models.

For more information on the video service, contact senior 
advertising sales executive Dennis O’Malia at 317.370.0749 
or at dennis@youarecurrent.com.

Lights, camera … dollars for you, your business

Brian Kelly & Steve Greenberg
From the Backshop
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diSpaTCheS Give a preSenTaTion liKe STeve JoBS

Company stayed in business for 135 years by embracing change
Feature

Walt Gdowski has been president and CEO of ‘Rough Notes’ magazine since 1996. (Submitted photo)

By Amanda Foust
Dr. Henry C. Martin journeyed through the rough and rug-

ged terrain of the American West during the 1850s, scribbling 
in a notebook full of rough notes while he traveled with the 
goal of standardizing insurance resources. 

During his time in the West, with its unsettled land and un-
ruliness, Martin saw that the insurance industry at that time 
was cumbersome and unregulated. 

For 12 years he researched and took rough notes while 
working for an insurance company that was setting up offices 
in the West. But in 1878 he decided to start his own company 
in Indianapolis – a company that still exists today. 

As founder of The Rough Notes Company, he had a vision 
to offer practical information on how to sell insurance through 
Rough Notes magazine, a publication that provided practical 
ways for insurance agents to make successful sales. 

His efforts produced a company that still produces insur-
ance stories that help independent agencies grow. The Rough 
Notes Company now serves more than 40,000 independent in-
surance agencies across America. 

Walt Gdowski, Rough Notes president and CEO, said, “Our 
goal is to deliver content in various new forms. We are 135 
years old and are the first to provide magazines and content 
online.” Gdowski said he believes Rough Notes has succeeded 
by never allowing the content to become obsolete because of 
constant investments into its improvement. 

Although successful today, there was a time when Rough 
Notes hit a rough spot. 

In the early 1990s the company had 175 employees at a time 
when downsizing and implementing new technology were 
more important than they are now. 

But Gdowski took over the company in 1996 and knew some 
changes needed to be made.

“We were able to get rid of the unions, downsize and move 
to Carmel just in time,” he said. “We invested in computers 
and software and went from 175 to 33 people. Downsizing 
was what needed to happen with the company. We were out of 
touch with software at the time.” 

Gdowski’s changes produced an online marketplace of re-
sources, but the change of location also reaped rewards. 

Already a Carmel resident, Gdowski saw the potential the 
city had with an insurance industry in place ready to accept 
what Rough Notes had to offer. 

And Rough Notes isn’t the only thing Gdowski is passion-
ate about. 

“I purchased the “Warbird Digest” publication in July 2012. 
The previous owner came to me because I was a publisher and 

flew warbirds as my hobby,” he said. “It was a match made in 
heaven. I fly on the weekends to various air shows and fly-ins 
around the state.” 

Between publishing “Rough Notes” and the “Warbird Digest,” 
Gdowski has a full plate, yet he said wouldn’t have it any other 
way. Discovering new and innovative publishing strategies and 
keeping content up to date are of the utmost importance.

They’re what has kept Martin’s good idea growing and en-
abled this 135-year-old company to keep improving in Carmel. 

Realtor wins several awards – Julia 
Evinger of Century 21 Scheetz in Carmel 
was recently named MIBOR’s 2013 Realtor 
of the Year at the association’s annual 
ball. This honor is reserved for one MIBOR 
member each year who exemplifies 
professionalism and outstanding 
accomplishments in the real estate 
community. In addition, Evinger received 
the 2013 Member of the Year from the 
Women’s Council of Realtors and the 2013 
Realtor of the Year from the Boone County 
Division of MIBOR. 

How to succeed 
at office politics – 
Jeffery Pfeffer’s new 
book, Power, gives 
some good tips 
for succeeding at 
office politics. One 
suggestion is to focus 
less on performance 
and more on being 
well liked. Research 
shows that those 
who are liked score 
higher on performance 
reviews than those 
who are not, regardless 
of performance ratings. 
Another idea is to be 
visible by sharing your 
accomplishments with 
higher-ups. Pfeffer’s 
book gives other tips, 
which are backed 
up by research and 
anecdotal evidence. 

Landscape Achievement Award given 
– Jud Scott, president of Vine & Branch in 
Carmel, received the prestigious Nursery 
and Landscape Achievement Award 
from the Indiana Nursery and Landscape 
Association at the Indiana Green Expo. 
This award is given annually to an 
individual who has given freely of his or 
her time to strengthen the green industry 
in Indiana. For more information visit 
vineandbranch.net.

St.Vincent New Hope name change – 
St.Vincent New Hope officials have announced 
its name change to New Hope of Indiana, 
Inc., which reflects the group home provider’s 
transition from St.Vincent Health to become 
its own stand-alone organization. Appropriate 
resources from St.Vincent Health and a donation 
of New Hope’s 38 group home properties will 
give the newly independent organization 
the tools to sustain its community-based 
services. For more information visit www.
NewHopeofIndiana.org.

Kaufmann receives EMS certification – 
Michael A. Kaufmann, MD, is one of the first 
physicians in the nation to be board certified in 
Emergency Medical Services by the American 
Board of Medical Specialties. EMS is a medical 
subspecialty that encompasses pre-hospital 
emergency patient care, including initial patient 
stabilization, treatment and transportation in 
specially equipped ambulances or helicopters to 
hospitals. Dr. Kaufmann is currently the medical 
director for St.Vincent Emergency Medical 
Services at St.Vincent.  

In his book The Presentation Secrets of Steve Jobs, author 
Carmine Gallo lays out some steps you can follow to give talks 
like the founder of Apple:
•	“Plan in analog” 

Don’t get stuck in PowerPoint from the start. Play with 
ideas loosely on whiteboards or index cards.

•	“Answer the one question that matters most” 
And that question is, “Why should I care?”

•	“Develop a messianic sense of purpose” 
Where is your passion for this subject coming from? 
Convey that.

•	“Create Twitter-like headlines” 
Be to the point in your copy. People don’t want to read, 
they want to hear a story.

•	“Draw a road map” 
Use a three-act structure so your audience feels the 
presentation is organized, with a beginning, middle, and 
end.

•	“Introduce the antagonist” 
What’s the problem that needs to be solved or the enemy 
to be overcome?

•	“Reveal the conquering hero” 
What’s the solution to the problem? What’s the new angle 
or development that will lead to victory?
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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

Everything you need to promote

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

 

You get paid to do what?

Craftsman brings out beauty in precious jewels

Buddy and Jennie Pierce own Pierce Jewelers. (Staff photo)

By Lana Bandy
What do you do at Pierce Jewelers? We design and manu-

facture original jewelry. Our strength is designing handmade 
pieces and restoring complicated older pieces. We take a lot 
of pride in what we do - 
it’s all a labor of love. A 
piece of jewelry that is 
100 years old might have 
issues of wear. Jewelry 
isn’t maintenance-free. It 
must be maintained just like everything. We are very fortu-
nate that our clients trust us to bring their jewelry back to life. 
We do things such as replacing gemstones or repairing the 
precious metal that holds stones in place. We are estate buy-
ers, too.

How did you get started designing custom jewelry? I’ve 
been doing this for 45 years. I started in eastern Illinois and 
came over here in 1984. I had an interest in the stories be-
hind the jewelry my dad brought back from the war. And the 
church I went to had a really good bazaar, with clothes, jewel-
ry and food - all the things I was interested in. I started taking 
the jewelry back from the bazaar, repairing it and then selling 
it for a profit when I was 13. I was a born capitalist.

How did you learn how to do it? I went to the library and 
got books to see how to repair watches. My interest in it was 
very strong. I went to a school that taught horology (the sci-
ence of timekeeping and timekeeping devices), jewelry design 
and repair. And I continue to have an ongoing education in 
this field. 

How do you decide what to design? Do you make what-
ever you want for your inventory or wait for clients to 

come to you with ideas? We do both. We sit down and work 
with our clients. It’s a fun process. We do a lot of listening 
and we come up with design concepts based on that person’s 
needs and wants. We bring customers concepts - renderings 
we do using a computer software program before making the 
jewelry. We calculate the exact weight, number of diamonds, 
etc., and can quote them the exact price based on the cur-
rent price of gold. Or we make jewelry for our inventory. That 
typically starts when we find a gemstone - the shape has a lot 

to do with what we make out of it. We exploit the gemstone 
by complementing it with other gemstones. What we do is by 
inspiration, not because of trends.

Where do you get the materials? We buy pure gold. My 
wife’s family is in the bullion business. The gemstones come 
from all over the world - all countries and continents. We 
have been doing it for so long that most of the cutters know 
us and we have direct relationships, so we go to them or they 
come to us, depending on what our needs are. 

Do you consider yourself an artist? I’m a creative jeweler 
and there’s definitely an artistic aspect to that. We bring an 
idea into something that can be enjoyed and last a lifetime.

What are some of the oldest or most unique items you 
have had? We have worked on watches that go back to the 
1850s and made parts for watches to restore them. We’ve had 
jewelry that has been gifts to our clients from entertainers 
such as Sammy Davis Jr. and Marilyn Monroe. We had a pro-
ducer from Carmel who worked with the likes of (those enter-
tainers) and they knew he liked jewelry, especially cufflinks. 
So they gave him cufflinks all the time. We did the restoration 
work and we’ve acquired a lot of that type of jewelry.

What do you like best about your job? The gratifica-
tion of making someone happy with the services we provide 
and interacting with all our clients. It has never been about 
the money. Also, I’ve always wanted to be part of a family-
oriented community where I can be part of people’s lives and 
special occasions. And that’s what we’ve become, so I’ve been 
living the dream.

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: Buddy Pierce
Title: Owner

Business: Pierce Jewelers
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By Pete Smith
My Toy Garden is tucked away in a strip 

mall just off Carmel Drive and next to McNa-
mara’s Florist. 

Splashes of color decorate this store that’s 
brimming with educational toys. Owner Janet 
Pillsbury was a classroom teacher for 17 years, 
teaching everything from preschool to eighth 
grade. She also worked for five years with the 
direct sales company Discovery Toys. 

During that time she worked with a vari-
ety of families - including many with special 
needs. And it’s through a love for these fami-
lies that My Toy Garden was created. 

Open for about two years, the store is set up 
in seven different sections, or pathways, with 
each focused on a different area of learning 
development. Examples include sections pro-
moting social and emotional development, 
“active play” toys, games, sensory perception, 
sciences, puzzles and patterns, math and so-
cial studies, construction, and literacy. 

“We encourage families as their children 
grow to explore all seven pathways, so their 
children can discover in their own natural way 
where their gifts and talents are,” Pillsbury said.

Working as a teacher in inner-city schools, 
Pillsbury saw that the students who thrived 
were the ones exposed to lots of different 
things. 

“I wanted to create that experience for fam-
ilies here as well,” she said. 

Pillsbury believes in giving back to the local 
community. To that end, she has established 
something called the “educators shopping 
spree program,” involving about 50 registered 
schools. Whenever a customer mentions one 
of the schools, three percent of the purchase 
is returned to that school in the form of shop-
ping points. A letter goes out to the schools 
every couple of months, letting them know 
how many points they have. This allows teach-
ers from that school to come to the store and 
shop using those points earned. 

Toy store focuses on giving back

“We gave over $8,000 last year to local 
schools. Having been a teacher and knowing 
how much money I used to spend out of my 
pocket, this is a way to help the local schools,” 
she said.

In addition, Pillsbury has held special fund-
raising events at the store for people with spe-
cial needs. Giving back to the community is 
something she feels compelled to do.

“It’s what God tells us to do. Take care of 
each other and share the blessings. It’s just a 
good business model,” she said.

Larry E. Nunn & Associates’ playing 
field is serving middle-market and 
international organizations around the 
world. If you’ve outgrown your current 
advisors, or are feeling under served by 
the larger firms, consider Larry E. Nunn 
& Associates. We offer experienced, 
accessible service teams, world class 
engagement management and a focus 
on quality and efficiency.

Larry E. Nunn & Associates has 
over 35 years of experience serving 
middlemarket businesses. Through 
our membership in the BDO Seidman 
Alliance, our clients have access to the 
domestic and international resources of 
BDO Seidman, LLP, the U.S. member firm 
of BDO International - the fifth largest 
international accounting and consulting 
organization.

Carmel roTary CluB

The Carmel Rotary Club has the following events planned for February. All of the events are at 
noon at the Oak Hill Mansion, 5801 E. 116th St. unless otherwise indicated. The buffet opens at 
11:30 a.m. Meal cost is $12. Meeting-only cost is $2. For more information contact Rotary Presi-
dent Ray Kramp at 809-0068 or visit www.carmelrotary.com.

Feb. 7 – Gary Frey will give a presentation on the Rotary Membership Initiative.
Feb. 14 – Andy Murphy, founder and executive director of WriteStuff Writers, will be accom-
panied by Debbie Know and Amy Pauszek. Andy will discuss her career as an author and her 
work as an agent in the publishing world, and add Hollywood stories about her son, Ryan. 
Ryan Murphy is a writer and producer known for “Glee” (2009), “American Horror Story” 
(2011) and “Nip/Tuck” (2003).
Feb. 21 – Kiel Majewski (My-Yef’-Ski) is the CEO of CANDLES Holocaust Museum and Educa-
tion Center in Terre Haute. CANDLES was founded in 1984 by Eva Kor, a survivor of Aus-
chwitz and deadly medical experiments, who now preaches forgiveness as a way for victims 
to regain control of their lives. It is a complex and tremendously moving story. Kiel is an ex-
cellent speaker and known throughout the world for his role. He will be delighted to share 
this story and discuss sensitive issues in ways the audience will never forget.
Feb. 28 – Anna Richards will give a presentation on how iPads have opened the world.

(Left) My 
Toy Garden 
employees, 
from left, 
Eileen 
Abbott, Paula 
May, Cindy 
McGuire, 
owner Janet 
Pillsbury, 
Cindy McGuire 
and Jen Hass 
pose with a 
marine who 
was collecting 
toys for a 
Toys for Tots 
campaign 
in 2012. 
(Submitted 
photo)
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      A fresh space to
             meet & eat!

Farm-to-table Menus

Host your events
         on our farm!

TRADERSPOINT
CREAMERY

fresh. simple. organic.

Come for a tour!
Contact ggross@tpforganics.com

TradersPointCreamery.com
9101 Moore Road, Zionsville | 733-1700

The Roost

A private event room
for hosting your

meetings & parties

Overlooking the Farm

By Bill Dragon
Curbside Care is a full-service veteri-

nary clinic that comes to customers’ homes. 
Equipped with a specially designed mobile 
van, it offers all the vet services people expect, 
from annual exams and vaccines to dental 
cleanings, X-rays and surgery. 

“We like to say we’re a hospital on wheels. 
We can do everything from general wellness-
type visits to general cleanings to oral surgery 
to minor surgical procedures to taking digital 
x-rays,” said Clinic Administrator Chris Zaring. 

His wife, Erin Zaring, is the veterinary doc-
tor in this husband-wife team. She graduated 
from Purdue’s veterinary school in 2004. To-
gether, they started their mobile veterinary 
business in Zionsville in 2010.

“We service the far north side of Indianapo-
lis and the Indianapolis suburbs, with a high 
concentration of our clients located in Carm-
el,” Erin Zaring said.

Prior to opening Curbside Care, she worked 
in several clinics in the Indianapolis area. 
Chris Zaring has an engineering degree from 
Purdue and worked in the automotive indus-
try for eight years. 

But the decision to go mobile was a busi-

ness decision they made while looking at the 
state of the economy in 2010. “From a busi-
ness standpoint, we decided on the mobile ap-
proach because the economy was still pretty 
fragile. That allowed us to go where the mar-
ket was. It gave us more flexibility,” Chris Zar-
ing said.

There’s an additional advantage to being 
mobile. 

“Our overhead is much lower than your 
typical brick-and-mortar veterinary clinic. 
We have less staff and no building to maintain, 
so we can operate pretty efficiently,” he said.

“Because it’s our business, we can provide 
more time with each patient. That, combined 
with our travel time, unfortunately does offset 
the advantage of lower overhead somewhat,” 
Erin Zaring said. “Logistics is the tradeoff 
when you’re mobile. We can’t have concurrent 
appointments, but we feel the lower overhead 
makes up for that.” 

Rates are comparable to other veterinary 
clinics, but a $49 travel fee is added to all vis-
its. Still, several clients have commented that 
even with the trip fee, they are pleasantly sur-
prised to find the costs less than some other 
vet clinics charge.

Curbside Care hopes low 
overhead boosts profit

Erin Zaring and husband Chris Zaring own and operate Curbside Care, a moblie veterinary clinic. (Submitted 
photo)

“Channel Their inner Zen”

Keep everything simple, to the point, and 
minimalist.
•	“Dress up your numbers” Present stats in 

a context that is relevant to your audience.
•	“Use ‘amazingly zippy’ words” Review 

your copy closely, and edit, edit, edit.
•	“Share the stage” It’s not a one-man 

show. Rotate in other presenters if pos-
sible.

•	“Stage your presentation with props” 
Add life and break up stretches of talk by 
giving demos.

•	“Reveal a Holy Shit moment” There’s 

always a surprise at the end — a scripted 
one.

•	“Master stage presence” Manage your 
body language and delivery. Match them 
to what your presentation requires.

•	“Make it look effortless” Rehearse, re-
hearse, rehearse.

•	“Wear the appropriate costume” Dress 
like the leader you want to become

•	“Toss the script” Once you’ve rehearsed 
it all, make it relaxed and natural.

•	“Have fun” Even if things go sideways, 
roll with it.
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Isushi Café specializes in every 
form of sushi imaginable – from 
Godzilla Maki to Sea Urchin Sashimi. 
Nestled in a quiet shopping center at 
116th Street and Guilford Road just 
south of the new Barrington senior 
living facility, the restaurant is open 
for lunch and dinner. It even offers a 
delivery service for customers who 
don’t feel like braving the cold. The 
restaurant recently underwent a 
renovation to update the décor with 
a more modern feel. With plenty of 
sunshine and natural light, there isn’t 
a bad seat in the house. The restaurant 
specializes in fresh sushi prepared on 
the spot, but also offers other pan-
Asian specialties such as Pad Thai, 
ramen noodles and fried rice for the 
less adventurous. But the restaurant 
is worth a shot, and its menu’s depth 
provides a new dining experience 
for everyone. For more information 
call 654-2745 or visit www.isushicafe.
com. (Photos by Pete Smith)

Remarkable remodel
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Bill Stancyzkew
Advice

Employers benefit from youth mentoring
While CEO Bob Taylor spends time reviewing inventory re-

ports, he also is taking stock of the next generation. The com-
pany Taylor leads, Do It Best Corp., pro-
vides employees with paid time off each 
week to mentor children and youth. 

As a former national board mem-
ber for Big Brothers Big Sisters, Tay-
lor knows that a child who has a qual-
ity relationship with a mentor at least 
one hour each week tends to do better 
in school, avoid alcohol and drugs, stay 
away from crime and pursue healthy 
opportunities.

As a member of the Indiana Econom-
ic Development Corporation, Taylor 
also knows that youth mentoring is es-
sential for the Hoosier state’s future economic development. 

“When you make that business connection, it’s another way 
of exposing young people early on to the opportunities that are 
right here in their backyard in Indiana,” Taylor said. “Hopefully 
that’s one more way, later down the road, of keeping them at 
home by helping them understand the great job opportunities 
we have here.”

Kim Nymeyer manages the mentoring program for Elkhart 
General Hospital’s medical group, which provides employees 
with time on the clock to mentor. Nymeyer said that in addi-
tion to receiving positive youth development, students who are 
mentored gain new awareness of career possibilities.

 “They sure do,” Nymeyer said. “This is a way to expose them 
to all different types of opportunities and jobs that they never 
would have imagined even existed because their scope is lim-

ited in terms of what they’re exposed to. This gives us an op-
portunity to show them a little bit of the world that they might 
not otherwise see.”

Eddie Melton agrees. Melton oversees community engage-
ment for NiSource, headquartered in Merrillville, and his re-
sponsibilities include running a mentoring program for Gary 
high school students. NiSource allows employees to use com-
pany time to mentor teenagers. 

“We believe that having an educated emerging workforce 
is important to our industry and the communities we serve,” 
Melton said. 

Due to mentoring’s positive impact on teens and econom-
ic development, the Indiana Chamber of Commerce endorses 
the business and teen development strategy of providing em-
ployees with paid time off each week to mentor. 

mentors to our youth.”
Mentoring also affects today’s workforce. 
“As CEO I’m also the Chief Environmental Officer, and this 

does tangibly impact our workplace environment,” Taylor said. 
Taylor added that Do It Best enjoys good public relations 

from the company’s mentoring program, and that positive 
community image helps Do It Best recruit top talent for open 
jobs. In addition, the mentoring program enhances team 
chemistry.

Taylor concluded, “It’s a win-win for the company, the staff 
members and the young people being mentored.”

A free resource offered by the Indiana Mentoring Partner-
ship is available for employers who want to start a youth men-
toring program. The brief booklet, “Developing Your Business 
as a Champion for Youth Mentoring” (located online at abet-
terhour.org), describes how to partner with local mentoring 
agencies and establish guidelines to ensure accountability.

The manual is based, in part, on the mentoring program 
conducted by Old National Bank, headquartered in Evansville. 
Old National provides employees with 30 minutes each week 
to mentor a child. The bank’s executive vice president, Kathy 
Schoettlin, takes full advantage of the program and said her 
mentee is not the only person who benefits.

“I learn just as much from (the child I mentor) as he learns 
from me. We talk about having a caring adult in the life of a 
child. Well, there’s nothing like that caring child giving it to 
you right back. It’s not just what you do for the child. It’s what 
that child does for you as well.”

Bill Stanczykiewicz is president and CEO of the Indiana Youth Institute. He can 
be reached at iyi@iyi.org and on Twitter @_billstan.

“Mentorships are an integral component of Indiana’s strat-
egy to reduce the dropout rate and improve student prepared-
ness and performance,” said Kevin Brinegar, the state cham-
ber’s president and CEO. “Mentors can provide a valuable link 
between an at-risk student and the pathway to a good job. The 
Indiana Chamber of Commerce encourages Hoosier employ-
ers to provide regular time off for their employees to serve as 

“The Indiana Chamber of Commerce 
encourages Hoosier employees to provide 

regular time off for their employees to 
serve as mentors to our youth.”

- Kevin Brinegar CEO of Indiana Chamber of Commerce
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Many of the articles that you read today 
about the world of business pertain to Obam-
acare, because that’s the major issue for many 
small businesses this 
year. 

A lot has been said 
about the poor web 
sign up attempts; how-
ever, this is just a dis-
traction from the real 
issue: the price and 
quality of the product. 

A couple of years 
ago, I signed up with 
a web-based dinner 
reservations product, 
Open Table; you, too, 
may have it on your phone. Now, while this 
later provided to be a great app on my cell 
phone, when it first started, using Open Table 
was a problem. 

Let’s play a kid game for a moment: let’s 
play “pretend.” Let’s just pretend that it took 
me more than an hour to sign up for dinner 
reservations for the weekend, normally some-
thing that a phone call or an email could ac-
complish in a minute or two. I would be high-
ly annoyed at the process. However, once I 
was at this fabulous restaurant dining with my 
wife and some great friends, all reservation-
making frustrations would be forgotten. 

Now, let’s run the tape back a week. Let’s 
pretend that I make this reservation, but Open 
Table had only one restaurant available. Theirs. 
Let’s say that I felt like taking a dare and trying 
it. Once there, for some reason they were un-
derstaffed and it took forever to get my food. 
The individual touch that you expect in a nicer 
restaurant was completely absent. The waiter 
later apologized; he said that he only had six 
minutes to dedicate to each table. 

Well, our small dinner party would be un-
derwhelmed, indeed. He did indicate that the 
bus boy would be taking over and describ-
ing the specials, wine and the like. He could 

answer simple questions, but please, “Don’t 
make them too difficult, he has not been 
trained in the art of finer dinning.”

Now lets pretend that the dinner came out 
and the food and the service were just lousy. 
Well, we could at least say we could savor the 
fellowship of the evening. As we were making 
the best of a bad situation, the waiter gave us 
the last one minute of his allotted six minutes 
and presented us with the bill. And it wasn’t 
just higher than we had expected - it was 
three times the normal bill! 

Now, all the pleasantries of the evening were 
over, and all of us left in a huff vowing never to 
return. The next morning, the neighbor with 
whom I had dinner the night before called me 
in a state of panic. I thought that he was still 
just angry from last night and just wanting to 
vent. He exclaimed almost in shock that I had 
to read the morning paper.

A new law was enacted in our communi-
ty, according to the paper. The city had just 
bought up all of the restaurants. They had di-
vided the neighborhoods into districts, and 
we were all assigned to eat at only designated 
restaurants. Well, you guessed it; our area was 
assigned to El Crummy Casa, the restaurant 
that we had eaten at last night. 

Yes, I was discouraged to hear this, but I 
simply told my neighbor we would no longer 
eat out. Problem solved, right?

Now here is the rub: He told me we were all 
to be assessed the amount of one nice ridic-
ulously overpriced dinner per weekend per 
household member. We would pay the dinner 
assessment whether we ate there or not. This 
was designed to streamline the process of res-
taurant efficiency. 

I thought that they were already reasonably 
efficient the way they were! 

Yep, the town council disagreed with me; 
they were going to “infect” me with their bet-
ter idea. 

What if I don’t want to eat out? My wife 
doesn’t like high-end dining anyway as it 

takes too much “getting ready time,” accord-
ing to her. 

What if we just went to the bar side of El 
Crummy Casa and just ate bar food? Well, we 
would have to pay for a six course meal! 

“This is crazy!” I shouted to anyone who 
would listen to me in my kitchen at 8 a.m. If 
I wanted to join a high-end, downtown din-
ning club, I would have joined one! Now I am 
forced to. No one even asked me if I wanted 
to join, and now my neighbor gets in for free, 
and I have to pay for part of his share!

To take this “pretend” story to the logical 
ending: Let’s pretend that all of the neighbors 
took this new assessment and protested it 
to the state Supreme Court. The court sided 
for the town council as this assessment was 
something that the court said the council was 
legally allowed to do. 

Let’s say that my friend’s debit card bounced 
the original dinner bill before the assessment 
kicked in as the bill was over his card limit. 
The amount could not be satisfied so the res-
taurant took the past due bill to the IRS, the 
new “police” for the assessment. The IRS then 
put a lien on my neighbor’s home when he 
could not pay. This damaged his credit and 
now he is on unemployment because he lost 
his business; his small business needed his 
credit to survive. 

He is now just coming up on 99 weeks of 
unemployment. His benefits are probably not 
going to be renewed. The good news is that 
he now qualifies for a government handout 
for the restaurant assessment because he has 
no income. Now he can eat at the restaurant 
for free. 

Now, I have to pay more because as a tax-
payer. I have to cover his amount and the 
amount of others who cannot pay. This time - 
two years from now - we are going to find out 
if this is just a stupid game of “pretend” or the 
reality of the land. 

Stay tuned,  This could be real “heartburn.”

howard hubler
Advice

Dining at the heartburn hotel, Obamacare-styleMayors optimistic 
for transit 

momentum
When bi-partisan lawmakers on the In-

diana House-Senate Transit Study Com-
mittee voted 12-1 in favor of a proposal 
to expand mass transit, we were encour-
aged. Now that bills have been filed in the 
House and Senate, we feel central Indiana 
is the closest it’s ever been to having a ro-
bust mass transit system.

The “we” I’m referring to is the 18 mem-
bers of the Regional Council of Elected 
Officials, a bi-partisan group of the top lo-
cal elected officials of cities and towns in 
Central Indiana.

As mayors and town council presidents, 
we believe central Indiana needs more and 
better transit. That’s why we so appreciate 
that the legislative study committee, un-
der the leadership of Sen. Pat Miller (R-32) 
came to that same conclusion. Even with 
a wide range of political perspectives, the 
vast majority of the legislators on the com-
mittee agreed with what our group has 
championed since it was formed in 2012.

We thank the members for their time 
and applaud them for seriously studying 
this issue. They met three times to hear 
testimony from the public and discuss the 
benefits and drawbacks with each other. 
Individual members spent hours talking 
with their constituents about the need for 
transit and listening to concerns about 
raising taxes to pay for it.

As a result, Miller introduced a proposal 
that calls for shifting a portion of the costs 
from the income tax payers to businesses 
and transit riders. It also allows county 
councils in Marion, Hamilton, Johnson, 
Madison and Delaware counties to seek 
their own voter referendums to fund and 
build a new transit system.

The proposal is a strong starting point. 
We’re pleased it creates a funding mecha-
nism and provides local control.

Now Miller and Sen. Brent Waltz (R-
36) have co-authored and filed a bill, SB 
176. Rep. Jerry Torr (R-Carmel) has filed 
a bill in the House, HB 1034. So we’re on 
our way.

We applaud these forward-looking leg-
islators and thank them for their leader-
ship and consensus building on a topic 
that’s critical to the future economic vital-
ity of our region.

We’re optimistic about the chances for 
passing a transit bill in the 2014 Indiana 
General Assembly and about the long-
term benefits that passage will deliver.

The Regional Council of Elected Officials includes 
Westfield Mayor Andy Cook, Carmel Mayor Jim 
Brainard, Fishers Council President John Weingardt 
and Noblesville Mayor John Ditslear

As any local business owner knows, negative online reviews can have a huge impact on future 
business.  But what should you do when you get the inevitable less-than-positive review?  Ignore it?  
Respond and risk becoming the next “Amy’s Baking Company” horror story (as featured on the show 
Kitchen Nightmares)? Based on an analysis of thousands of local businesses featured on the Locality.
com platform, Locality CEO Jay Shek developed a list of four crucial mistakes that small business 
owners frequently make when responding to negative online reviews:
•	Posting fake positive reviews 

Local neighborhood guides often have red flags in place to find out when a business owner posts 
fake reviews. Don’t run the risk of being publicly shamed. It’s not worth it.

•	Overreacting 
Negative responses, finger-pointing and customer-blaming is a quick way to turn a bad online 
conversation into really bad buzz that hurts your bottom line. Instead, be constructive and find a 
solution.

•	Being too passive 
Ask your loyal followers to review you online. Target red flags in customer service and nip them in 
the bud before they find their way to a review.

•	Keeping the conversation online 
Don’t get stuck online - move the conversation offline. Contact the customer behind the negative 
review, hear them out and offer a positive solution.

don’T reSpond To neGaTive online reviewS ThiS way diSpaTCh

Swanepoel Power 200 list 
released – F.C. Tucker Company 
President Jim Litten has been 
named to the Swanepoel Power 
200 list of the most powerful 
people in residential real estate 
in 2013. Litten received the 
recognition based on several 
factors including personal 
influence, tenure and the 
company’s financial resources. 
Swanepoel Power 200 is one of 
the most comprehensive lists of 
influential CEOs, thought leaders 
and senior executives ever 
assembled in the residential real 
estate business in the U.S. and 
Canada. Litten is the only Hoosier 
on the list.  
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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

Volunteering is often the best marketing

Jon Quick

One thing I stress a lot: I tell business owners that one of the best forms of marketing 
they can do is to volunteer for community causes. I encourage them to ask their 

employees to get involved – and to get involved as a company, as well. 

During my 25-plus years as an executive in the media busi-
ness, I hired a lot of people. Today, I do a lot of consulting and 
marketing of media and many other types of businesses. Cli-
ents often ask me for advice on how to find good people.

My best advice is to change how you 
look at a résumé. I always start from the 
bottom up. 

I like to see applicants who have 
served their communities, volunteered 
and participated in a lot of extracurric-
ular activities. 

Although grade-point average is 
somewhat important, I would rather 
hire someone who has a lot of the afore-
mentioned experience but less than 
a 4.0 average than someone who got 
straight A’s but has done nothing in the 
real world to expand his or her horizons 
and help humanity. To me, the giving part of a résumé is huge 
extra credit.

In my marketing agency, we create advertising and images 
using both traditional media and the exciting newer distribu-
tion platforms. There’s also a public relations aspect to a cli-
ent’s plan.

One thing I stress a lot: I tell business owners that one of the 
best forms of marketing they can do is to volunteer for com-
munity causes. I encourage them to ask their employees to get 
involved – and to get involved as a company, as well. 

Maybe find a signature event that your company becomes 
known for; something you do and build on year after year. It’s 

great teambuilding and is a way to get your brand out there 
while doing something that can give you and your team a feel-
ing of accomplishment and pride unlike any other.

I’ve been a longtime board member of both Crime Stop-
pers of Central Indiana and the Salvation Army. Both of these 
groups offer opportunities for involvement. To me, one of the 
most joyous things to do at Christmastime is to ring a bell at 
one of the red kettles.

ers market or work with those who are poverty-stricken or bat-
tling a disability. 

Even though Hamilton County is Indiana’s most affluent coun-
ty, some people here are hungry. Volunteer at the food pantry. 

Did you know there’s even a Hamilton County branch of 
Habitat for Humanity? I’ve had a client help build a house. You 
don’t even have to know how to pound a nail! The staff will find 
you something to do. 

With Crime Stoppers, the nonprofit organization that pro-
vides rewards for reporting crimes anonymously, we have fun-
draisers several times every year. One of these is called Shred-
It. For a small fee, people can avoid identity theft by seeing 
their materials shredded before their very eyes. 

We always have a shredding location right here in Carmel, 
and it’s now at the high school. Many of you are familiar with 
it. Kudos to Chief Tim Green (an active member of our board) 
and the Carmel Police Department for their assistance. Our 
next event is in April, and we can always use volunteers. For 
more information, check our Website at www.crimetips.org.

Right here in Hamilton County there are hundreds of op-
portunities to get involved. Simply search “Volunteer Hamil-
ton County, Indiana.”

You’ll find that if you have a green thumb you can help beau-
tify the city in a number of places. You can volunteer at a farm-

Then there’s the Humane Society, the hospitals, and groups 
that help senior citizens and veterans. You can work with kids 
– from coaching them in sports to helping them with their 
homework. The list goes on. 

Of course, the real reward is the warm feeling you get from 
participating in a project of doing good. 

However, also show the world what you are doing. Show 
that you are a company that really cares and gives back. For 
that reason, I always tell clients to have a tab on their Website’s 
home page. Call it simply “Community.” Show pictures and il-
lustrate your team in action.

You’ll profit from it. 

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.
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It takes many ingredients to create a delicious dish. You can-
not make a savory stew that will keep your guests coming back 
for more with just some cubes of beef. Other flavors 
are required to pull the whole concoction together, 
giving you the tasty results you are hoping for.

The same principles apply to creating a success-
ful marketing campaign. Using only one method of 
communicating with your target market limits your 
results. Promoting your brand effectively requires 
putting it wherever your customers are looking. 

“Being everywhere” ensures you are at the top of 
their mind at the moment when they are ready to 
purchase.

The rise of social media has many small business 
owners so worried they are missing the boat that 
they allocate all of their marketing dollars to this 
channel. Creating more personal connections with your cus-
tomers who use tools such as Twitter, Facebook, Instagram and 
LinkedIn is valuable. However, it would be a rare occasion if all 
members of your target market were on only these sites and 
ready to convert while using them. 

By focusing on just this means of communication, you miss 
opportunities to connect with them while they are perusing the 

local newspaper, browsing the Internet or flipping 
through the mail.

So how do you choose which ingredients to use? 
Take the time to learn where your customers get 
their information. You can start by just asking them. 

Put together a quick e-mail survey or add a small 
questionnaire to your customer intake paperwork. 
Always ask how prospects heard about your com-
pany. Remember, it is imperative that you move be-
yond just collecting the information. Creating a re-
ferral database will help drive your marketing plan 
and ensure you spend your marketing budget wisely.

Don’t get stuck in a one-dimensional marketing 
routine that quickly becomes stale. Try a little vari-

ety – it’s the spice of life.

Jennifer Riley Simone is the principal of Fresh Figs Marketing and the former 
marketing director at Case Design/Remodeling in Carmel. You can contact her at 
jennifer@freshfigsmarketing.com.

Commentary

up The ladder

Damer elected president of banking firm – David A. Noyes, 
a 105-year-old wealth management and investment-banking 
firm, has elected Mark Damer as president. Damer has worked 
for Noyes since 2007 and previously held leadership roles 
with Merrill Lynch and Morgan Stanley for over 20 years. 

New library foundation appointments – The Carmel Clay 
Public Library Foundation has appointed the following of-
ficers: Anne Hensley Poindexter, president; Andrew Gre-
ider, vice president; Gwen Parker, treasurer; and Stephanie 
Fuhrmann, secretary. The foundation’s new board members 
are Teneen Dobbs, Kirk Hunt, Vivian Lawhead and Dena Stirn.

New VP of operations for Riverview – Mary Valdez recently 
began a new role as vice president of opera-
tions for Riverview Medical Group. Valdez is 
responsible for the daily operations, strate-
gic management and process improvement 
for all Riverview Medical Group practices. 
This involves streamlining access to care and 
achieving financial efficiency. Most recently, 
Valdez was the executive director of Revenue 
Cycle for Community Health Network, where 
she guided revenue cycle operations for nearly 800 providers.

valdez

IU Health names system medical director – 
Anthony Sorkin, M.D. has been named system 
medical director of Indiana University Health 
Orthopedics and Sports Medicine. Dr. Sorkin 
joined IU Health Physicians a year ago to treat 
patients with traumatic injuries at IU Health 
Methodist Hospital. Prior to IU Health, Dr. 
Sorkin served as the director of orthopedic 
traumatology for Rockford Orthopedics. 

Sorkin

Changes at Hagerman Group – Scott Miller, 
formerly the CEO of The Indy Chamber of 
Commerce, has been named president of 
The Hagerman Group. Jeff Hagerman has as-
sumed the role of chairman of The Hagerman 
Group, as well as its operational companies, 
Hagerman, Inc. and Hagerman Construction 
Corporation. 

miller

CILC appoints Brickey president – Central Indiana Labor 
Council recently announced that Chris Brick-
ey has been appointed president. The Central 
Indiana Labor Council, a regional council of 
the Indiana AFL-CIO, is made up of 65 local 
unions in Boone, Hamilton, Hancock, Hen-
dricks, Johnson, Marion and Shelby Coun-
ties and represents nearly 52,000 active and 
retired members. Brickey has spent 28 years 
as a member of the Laborers International 
Union of North America Local 120 in Indianapolis. For more 
information contact the CILC at 632-9147.

Brickey

I’ve been in business a lot of years and I’ve seen com-
panies do some really boneheaded things. The most re-
cent was when one of the nation’s 
largest retailers labeled the col-
or of its plus-sized kimono maxi 
dress “Manatee Gray.” 

Because this mammal is also 
called a sea cow, some individuals 
were very upset and claimed that 
this national chain lacked sensi-
tivity and was out of touch with 
its customers. Ouch.

Nobody in that organization 
thought about how this might 
look in the customers’ eyes until 
it was too late, and it didn’t mat-
ter that the company had many 
products and sizes with that color designation; the dam-
age was done, and only time and a lot of groveling were 
going to fix it. 

It’s fortunate that none of you, dear readers, would al-
low your representatives or marketing efforts to harm 
your brand by conducting business unprofessionally. 
And the lethal “silent” business killers that cause cus-
tomers to walk away forever because of a perceived per-
sonal slight, or some innocuous happenstance that leads 
them to question your credibility, would never happen 
on your watch. Or would they? 

Let me share an experience with you.  
My husband and I recently wandered into a local eat-

ery’s grand opening. The manager was greeting cus-
tomers at the door with a big smile on his face and a 
booming voice thanking us for coming and wishing us 
an enjoyable meal. 

It was a great atmosphere until our waiter let us age 
for a good spell before he grudgingly trudged over to 
our table and reluctantly took our order. Then he let our 
meal get cold and started growing hair before serving us. 
And finally, in an uncaring tone, he said, “Come again, 
dudes,” when we left. 

We “dudes” ain’t coming again.
My point is that the owner’s substantial investment, 

planning and effort that went into staging a big event 
and offering a superior product went for naught because 
of one weak link in the chain. So if you are one of those 
business leaders whose focus is primarily on the “big 
things” in the belief that the “small stuff” is less impor-
tant, let me give you some advice: There is no such thing 
as “small stuff” when it touches a customer.

People and businesses are fallible. We sometimes 
make mistakes that are, in hindsight, astonishingly fool-
ish. 

In fact, I can recall times in my career when I have 
sired some spectacularly senseless decisions that had 
to be the result of some severe cranial bruising. But I’ve 
learned that you really can fix stupid … you just have to 
look for the fix. 

Sharon Robbins is the President of Carey Road Marketing, which pro-
vides 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.

You really can 
fix stupid

Sharon robbins
Marketing

Jennifer riley 
Simone

Marketing

Marketing variety yields better results

Chaucie’s Place names new board members – Chaucie’s 
Place has named Kelley Sin-
gleton and John Barbee to its 
board of directors. Singleton 
is an account manager with 
Eli Lilly and Company and Bar-
bee is owner of Envoy Con-
struction Managers. Chaucie’s 
Place is a Child Advocacy Cen-
ter that focuses on preventing 
child sexual abuse. For more information on Chaucie’s Place 
visit www.chauciesplace.org.

SingletonBarbeenalli

St.Vincent Health names new CEO – St.Vincent Health 
Board of Directors has announced that Jona-
than S. Nalli will serve as St.Vincent Health’s 
new CEO. Since 2007, Nalli has served as CEO 
of Porter Health System, a Community Health 
Systems affiliate in Valparaiso. He led the stra-
tegic and operational direction of two hos-
pitals, six outpatient centers and an array of 
physician practices. At Porter Health System, 
Nalli led the hospital to its first recognition as 
a Best Place to Work from 2011-2013 by the “Northwest Indi-
ana Business Quarterly.”
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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.

Chamber
Carmel ChamBer evenTS

Arrows Young Professionals Lunch and Learn - Are you a young professional under 40? If 
so, please join us for networking and this informative program called “How Did They Make It 
in Carmel?” Hear from three successful Carmel business owners about how they turned their 
dreams into reality, survived the challenges and overcame obstacles in order to grow their 
businesses in Carmel and beyond. They’ll talk about their personal challenges and successes 
and answer your questions about how they make it all happen. Panelists will include Matt Frey, 
owner of Bubs Burgers & Ice Cream; Kevin “Woody” Rider, owner of Woody’s Library Restaurant 
& Divvy; and Lauren Taylor, owner of Holder Mattress. This event is from noon to 1:30 p.m. Feb. 
5 at Eddie Merlot’s, 3645 E. 96th St. in Indianapolis. Reservations required no later than Feb. 3 at 
4 p.m. For more information call 846-1049.

All-county Network Breakfast - Looking for a unique opportunity to 
multiply your networking power? Register for this fast-paced joint net-
working event and connect with members of six Hamilton County Cham-
bers - Carmel, Fishers, Hamilton North, Noblesville, Sheridan and West-
field. There’s time for informal networking while you 
enjoy a delicious hot breakfast buffet then, rotating 
from table to table, you’ll have the chance to give a 
two-minute presentation about your business. Bring 
plenty of business cards and brochures to distrib-
ute. This event is from 7:30 to 9 a.m. Feb. 6 at the 
Bridgewater Club, 3535 E. 161st St. in Westfield. 
For more information call 846-1049.

February Luncheon - Find out what’s ahead for 2014 at the annual Chamber Update lun-
cheon. We’ll wrap up 2013 and give you an inside view of what’s coming your way this year as 
we continue to advocate on behalf of business, collaborate to maximize impact, communicate 
issues and positions and grow the voice of business through memberships from businesses 
like yours. This event is from 11:30 a.m. to 1:30 p.m. Feb. 12 at The Fountains, 502 E. Carmel Dr. 
in Carmel. Cost is $20 for members who prepay; $25 for guests and walk-ins. For more informa-
tion call 846-1049.

February Legislative Breakfast - Join us for a discussion with our legislators about items and 
issues that are important to the business community. Find out what’s going on at the state-
house during the current legislative session. The Legislative Breakfast series is presented by 
the Hamilton County Business 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 to 9 a.m. Feb. 14 at The Mansion at Oak Hill, 5801 E. 116th 
St. in Carmel. Cost is $15 for any chamber members from Hamilton County; $20 for guests.

Arrows Young Professionals After Hours Networking - Under 40? Join us for after-work so-
cializing and networking while enjoying a drink and yummy appetizers provided by Matt the 
Miller’s Tavern. This event is from 5 to 7 p.m. Feb. 19 at Matt the Miller’s Tavern, 11 West City 
Center Drive in Carmel’s City Center. The event is free for young professionals under 40 with 
complimentary appetizers and a cash bar. For more information call 846-1049.

Business After Hours - The Carmel Chamber is teaming up with the Indy Chamber to bring 
our members a free networking event at The Palladium with an international twist. If doing 
business internationally is important to you, join us for the first hour from 4 to 5 p.m. Feb. 26 to 
learn about great business opportunities in the United Kingdom and its growing automotive 
industry. Then join our business professionals from around the Hamilton County and Indianap-
olis region from 5 to 7 p.m. for cocktails and networking. To register, enter the number of at-
tendees as BAH non-member $35. To receive free admission, enter promo code ccmember2.26 
and click apply to show $0 total. Complete registration with your name, company name and 
email address. For more information call 846-1049.

February New Member Orientation Session - Join us at this orientation session for new 
members. Not a new member? Join us for a “refresher.” Learn firsthand what the Chamber is all 
about and how best to utilize the many opportunities the Chamber has to offer. Light refresh-
ments will be served. This event is from 8 to 9 a.m. Feb. 27 at the Hilton Garden Inn, 13090 
Pennsylvania St. in Carmel. For more information call 846-1049. 
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12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

visit us on the web

Signage and graphics can often be intimidating for a small business.  Your marketing 
vision may be endless, but your budget is not.  Thanks to AG Signs, it’s easier than ever 
to find a cost-effective solution to your signage needs.  With a wide variety of signs, 
displays, banners, wall and vehicle graphics, we can help you make a BIG impression!

Grow your business in bigger & better ways with 
AG Signs at AlphaGraphics Carmel.

reach for

heights
new

The industry experts at Somerset CPAs have examined the 
Affordable Care Act and have discovered that not all beans 
are taxed the same.

To learn more, visit us online at www.SomersetCPAs.com, or 
contact one of our tax professionals with expertise in industries 
such as:

MORE JARS.
SAME BEANS...

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

- Agriculture
- Construction
- Dealerships

- Dental
- Health care
- Manufacturing

- Retail 
- Real estate

BuSineSS Crime waTCh

Date Business Address Description

Dec. 13 Hertz Rental 14477 Clay Terrace Blvd. Theft

Dec. 14 SHOP 14 Distric 110 W. Main St. Fraud

Dec. 14 Sunglass Hut 14551 Clay Terrace Blvd. Theft

Dec. 16 Pata Chou 14390 Clay Terrace Blvd. Theft

Dec. 16 Speedway 10005 N. Michigan Rd. Theft

Dec. 16 Chiropractic Wellness 75 Executive Dr. Theft

Dec. 17 Carmel Old Town Antique Mall 38 W. Main St. Theft

Dec. 18 University High School 2825 W. 116th St. Burglary

Dec. 20 Earth Resources W. Main St./Towne Rd. Vehicle theft 

Dec. 20 Pharmakon 801 Congressional Blvd. Theft

Dec. 22 Carmel Dental Care 1980 E. 116th St. Burglary

Dec. 22 Posh Hair Salon 1980 E. 116th St. Burglary

Dec. 22 Clausman and Associates 1980 E. 116th St. Burglary

Dec. 22 Concept Training 1980 E. 116th St. Burglary

Dec. 22 Chez Michelle Skin Spa 1980 E. 116th St. Burglary

Dec. 22 McGinnis Design Group 1980 E. 116th St. Burglary

Dec. 22 Channelwood Mortgage 1980 E. 116th St. Burglary

Dec. 22 Matrix Integration 1980 E. 116th St. Burglary

Dec. 22 Sherlock’s Hair Company 1980 E. 116th St. Burglary

Dec. 23 Target 10401 N. Michigan Rd. Theft

Dec. 26 Marsh 2140 E. 116th St. Fraud

Dec. 26 Lecesse Construction 1335 S. Guilford Rd. Theft

Dec. 26 Sentry Management 9902 Hodges Dr. Criminal Mischief

Dec. 26 Ed Martin Buick GMC 9896 N. Michigan Rd. Theft

Dec. 27 Zotec Partners 11460 N. Meridian St. Fraud

Dec. 30 Kroger 1217 S. Rangeline Rd. Theft

Dec. 31 Lowes 14598 Lowes Way Fraud

Jan. 3 Aqua Clean 110 W. Carmel Dr. Fraud

Jan. 3 Indy Automan 969 N. Rangeline Rd. Vehicle Theft 

Jan. 5 Speedway 10005 N. Michigan Rd. Robbery

Jan. 7 Thrifty Car Rental 582 S. Range Line Rd. Theft

Jan. 10 Channel Point Hospitality 9601 College Ave. Fraud

Jan. 10 Marshalls 10025 N. Michigan Rd. Theft

Jan. 10 Marsh 2140 E. 116th St. Theft

Jan. 11 Target 10401 N. Michigan Rd. Fraud

Jan. 15 St. Marks United Methodist 4780 E. 126th St. Theft

Jan. 17 Best Buy 10025 N. Michigan Rd. Theft

Jan. 22 Taylor Homes 1909 W. 136th St. Theft

Jan. 23 Target 10401 N. Michigan Rd. Theft

Jan. 23 Best Buy 10025 N. Michigan Rd.  Theft

Jan. 23 Electronics Evolutions 535 W. Carmel Dr. Burglary

Jan. 24 Summit Realty Group 12955 Oold Meridian St. Burglary

Jan. 25 Best Buy 10025 N. Michigan Rd. Theft

Jan. 26 Target 10401 N. Michigan Rd. Theft

KAR auction raises funds for United Way – Carmel-based KAR Auction Services, a provider 
of used vehicle auction services, has announced that its team of more than 12,000 employees 
has raised $127,427 for United Way of Central Indiana. KAR’s United Way fundraising campaign 
is part of the company’s yearlong corporate giving, which serves a variety of local and national 
nonprofit organizations.



businessleader.bz • February 2014   15Carmel Business Leader

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 2/28/14.

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

• Car, Truck and Motorcycle Accidents
• Biking Accidents
• Slip and Falls on Residential
   and Commercial Premises
• Injuries from Explosions, Fires, Railing
  or Stair Collapse 
CALL 317-525-7754 OR 317-576-8620

HAVEL LAW OFFICE, PC
11650 Lantern Road, Ste.214, Fishers, IN 46038 | www.havel-law.com

Providing Personal Attention to your Personal Injury Claims

Linda Havel

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 2-28-14)



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


