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Where Carmel Business Comes First

When competitors targeted Zeke Turner’s business with a proposed building moratorium,  
he announced additional plans to build even more…and it worked / P8

Calm under pressure
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By Chris Bavender
Luck and strategy.
Those are two of the key reasons why GadellNet Consulting – 

a small business outsource IT group – opened its second office in 
Carmel almost two years ago. 

The company was started in St. Louis by Joe Gadell in his garage 
shortly after graduation from St. Louis University. As the company 
picked up business, Gadell moved operations to his basement and 
brought in friend and fellow SLU alum Tom Stemm as a partner.

“I was with Ingersoll Rand at the time, and Tom approached me 
and said they had a business and the ability to grow and was I in-
terested in joining,” Smarrelli, also a SLU alum, said. “Now there 
are 34 of us and we are growing like a little weed.”

The three saw what Indianapolis was doing in technology and 
believed the tech focus was similar to St. Louis – where success 
was snowballing. 

“What Carmel has is tech by association. Indianapolis is pushing 
it so hard. But, also, there are (few) major businesses here, and our 
business focus is on small businesses,” Smarrelli said. “The core of 
our delivery is to companies in the 25-200 or 250-or-so employ-
ee range. The volume of business on the north side of Indianapo-
lis is great. There are a lot of entrepreneurs – people moving their 
business here or starting one – and seemed to be wise to place our 
business here (Carmel). If you take our enthusiasm for small busi-
ness and couple that with Indianapolis as a whole becoming kind 
of tech centric then you have a recipe for outstanding growth in a 
short period of time.” 

GadellNet’s Carmel office has seven employees – the original 
business plan called for three - with plans to grow that number to 
10 by the end of the year.

“We are certainly beating the expectations I had and I am the 
true definition of an optimist,” Smarrelli said. “I thought three was 
aggressive but the number of clients and sheer scope of things - 
we’ve been smart but also pretty lucky, too.” 

Lucky that – despite not having a sales staff – word of mouth from 
satisfied clients has led to that increased business, Smarrelli said.

“Six hundred and some percent growth in the last four years and 
infinite growth in Indianapolis since we are just starting from zero 
and we have no sales staff – no one calling on clients,” he said. “One 
hundred percent word of mouth. We have aligned ourselves with 
a lot of amazing clients who repay the favor through referrals – we 
have been very fortunate our clients are so vocal. The good thing 
about Indy is that it’s not so big like Chicago – there is a family at-
mosphere. Everyone knows everyone else and we are very lucky 
that we have had a lot of warm introductions from other clients.” 

While the company’s success might lead to thoughts of reach-
ing out to larger organizations, Smarrelli said he doesn’t see that 
happening.

“The small business culture and budget and speed with which 
they operate – the software is different and the infrastructure dif-
ferent,” he said. “So, as a result we will never change it but as we 
grow we can hire better people and do things quicker and faster 
but never shift our focus off of small business. Also, it’s fun – on a 
daily basis I get to interact with entrepreneurs and small business 
owners. I like the interaction – talking to people who are willing to 
take a risk to run their own business.”

The company also gives back to the community that has so 
warmly welcomed them. Smarrelli is on the Hamilton County 
United Way board and is chair for this year’s campaign with its 
$3.4 million goal.

So, where do they go from here? 
“For us right now, the focus is on Indianapolis and the hope is by 

end of 2015 we can pick where the next one (office) is or even two 
but for right now it’s how do we take Indianapolis by storm and 
grow the business here,” Smarrelli said. “We are enthusiastic about 
where we are and it would be silly to divert our attention now so 
we will focus on helping to grow Indianapolis and continue to sup-
port the St. Louis office.” 

Positive word-of-mouth critical to tech firm’s success
From left, Nick Smarrelli, Joe Gadell and Tom Stemm have seen their tech business explode in growth in Carmel. (Submitted photo)

Carmel Chamber events

May 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 uti-
lize the many opportunities the Chamber has to of-
fer. This free event is at 8 a.m. May 6 at Clare Bridge 
of Carmel - Brookdale Senior Living, 301 Executive 
Drive in Carmel. For more information call 846-1049.

Ribbon cutting - North Indy Mosquito Squad will 
make its debut in a ribbon cutting event at the city 
gazebo. This free event is at 11 a.m. May 6 behind 
City Hall in Carmel. For more information call 846-
1049. 

All-county network breakfast - Looking for a 
unique opportunity to multiply your networking 
power? Register by May 2 for this fast-paced joint 
networking event and connect with members of 
six Hamilton County Chambers - 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 distribute. 
This event is from 7:30 to 9 a.m. May 8 at Harbour 
Trees Golf Club, 333 Regents Park Ln. in Noblesville. 
For more information call 846-1049.

May luncheon – Pedcor CEO Bruce Cordingley will 
discuss plans for the completion of Carmel’s City 
Center. This event is $20 for members who prepay 
and $25 for guests and walk-ins. The luncheon is 
from 11:30 a.m. to 1:30 p.m. May 14 at The Foun-
tains, 502 East Carmel Drive in Carmel. For more in-
formation call 846-1049. 

Ribbon cutting at The Joint Chiropractic Clinic - 
Join us for the grand opening and ribbon cutting of 
our new bronze member 3:30 p.m. May 15. The Joint 
Chiropractic Clinic is at 1412 S. Range Line Rd. in Car-
mel. For more information call 810-1333.

The art of negotiation - Younger than 40? The Ar-
rows Young Professionals Lunch & Learn and learn 
why the ability to negotiate effectively is impor-
tant whether you use it in your business role or your 
personal life. We’ll welcome local attorney Abdul 
Hakim-Shabazz at 11:40 a.m. May 21 for a look at 
negotiation skills and what it takes to arrive at a suc-
cessful outcome. Reservations are required by May 
20. This event is at Eddie Merlot’s, 3645 E. 96th St. in 
Indianapolis. For more information call 846-1049.

Ribbon cutting in the park - Please join us for a 
ribbon cutting at Founders Park at 3 p.m. May 27. 
For more information please contact Lindsay Labas, 
marketing director, at llabas@carmelclayparks.com 
or 573-4020. The park is northeast of the intersec-
tion of 116th Street and Hazel Dell Parkway.

All-county business after hours - Meet up with 
members of the Carmel, Fishers, Hamilton North, 
Noblesville, Sheridan and Westfield Chambers to 
maximize your networking opportunities. Reserva-
tions requested. This event is at the Palomino Ball-
room, 481 S. County Road 1200 E. in Zionsville. For 
more information call 769-4180.
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Diary of a  
‘marketing strategist’
I realize the irony of this article, since I introduce my-

self as a “marketing strategist.” Marketing is the term peo-
ple recognize, so I have to start with it. 

In truth, marketing is a terrible 
word that represents many things, 
and yet nothing at the same time. 
In general, anything done to in-
tentionally grow a business usual-
ly falls in the categories of market-
ing or sales in our cultural lingo. 

So what is a better alternative?
Two realities

There are always two realities in 
our world: What we think is real, 
and what is actually real. 

We are constantly moving from 
one to the other as we discover 

and learn, but we are always in both. When trying to grow 
a business, the job of marketing is to connect the dots 
with the target audience to apply the products and ser-
vices to their own needs and wants. To do this, we have 
to either exploit the world they know, or educate them on 
the world they don’t.

Exploitation isn’t always bad
So when I say I am a “marketing strategist,” I am ex-

ploiting the cultural conditioning I am in. People are fa-
miliar with the word, so I use it knowing that it at least 
leads in my direction. 

Likewise, most businesses have to put a familiar foot 
forward. The question is where to go next. Do you appeal 
to your customers’ worst fears, greed and ignorance? Or 
do you try to educate, edify and challenge them? 

Exploitation is easy and often produces fast results. 
You can feel like you are “outsmarting the world” when 
you are at the top of the curve. 

However, ultimately it burns out like a leaf in a bon-
fire as you just played the unfortunate role of accidentally 
educating everyone on how many people are out to take 
advantage of them. 

Your bridges will be burnt, your brand mud and your 
reputation will be as good as Anthony Weiner’s.

Education always wins
Businesses that win in the long run are the ones capa-

ble of bringing their customer base into a “new reality.” 
It is a harder battle at the beginning and often requires 
constant battling with investors with the willingness to 
keep things lean. 

You doubt yourself the most as all the exploiters seem 
to be cashing in, but when the market gets wise, it’s the 
educators they flock to. It is more sustainable, more stable 
and just all-around more satisfying to be in an education-
centered business.

Clarity on content
Content marketing, (two obscure words in a row), is 

based on this idea that you don’t just sell, you add value 
by building a world around your products and services. 

Again, just doing “content” doesn’t do much, but pro-
viding your market with great educational resources 
means your customers will have better expectations, be 
more loyal, have more confidence in you (trust) and talk 
in a more informed and positive way about you.

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

Chris “the brain”
Growth

That’s a question we’ve asked ourselves more than once re-
cently. As a small business, there have been very few constants 
on the sales side of the operation, which was launched in 2006. 
People come and people go, as is the case in many small busi-
nesses with which we are 
familiar.

As we do periodically 
with independent mar-
ket research, we’re find-
ing it high time we get 
everyone together for 
some sales education. 
The end game: Walk the 
walk and talk the talk in 
unison – all in the name 
of elevated customer-
centric encounters.

And so, as you’re read-
ing this, we’re hunkering down in a conference room some-
where in Carmel, taking a hard look at a new way to sell. It 
might be akin to teaching old dogs (with all due respect) new 
tricks. The key is in everyone embracing the new system.

That got us thinking about others in our midst, and it leads 
us to this question: What is the sales culture at your business? 
When was the last time you reviewed it? When was the last 
time you spruced it up? Does everyone interact with custom-

ers in the same manner?
Some of you may be thinking, Ah, yes, Clone School. If you 

are, we believe you couldn’t be farther from the truth. There 
is a certain science attached to such education, and once it is 
learned, it must be practiced, drilled and rehearsed with regu-
larity – until it becomes old hat.

Does your sales organization have habits on any level that 
leave you grinding your molars at night? Do you wonder if sales 
executive A actually kept the decision maker at the fore in ev-
ery interaction with customer B? If you’re really honest and 
you’re like us, that keeps you up at night. Without a clearly de-
fined sales culture, it should keep us up at night.

When we were a startup, and the culture was “go like hell” 
out of necessity, it worked so well that we never shifted into 
neutral, so to speak, to reassess where we were and how we 
got there. We’ve had quite a lot of success, thankfully, but it’s 
well past time (seven-and-a-half years in) to solidify the future.

Is the training going to be a be-all, end-all for us? Absolute-
ly not, and here’s why: Some will adopt it; others will say their 
mousetrap is better. We hope it’ll be universally embraced and 
practiced, but that’s not reality. It’s human nature to become 
disturbed by being forced to change horses in the middle of 
the stream, yet that’s what we shall be asking of our sales team. 

And the reason we’ll be asking that is because our custom-
ers deserve nothing less.

What is your business’ sales culture?

brian Kelly & steve Greenberg
From the Backshop
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LaPorte
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Lake
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Centier has 48 locations
in Lake, Porter, La Porte, St. Joseph, Marshall, 

Allen, Tippecanoe, and Hamilton counties. 

Preserving independent hometown 
banking for generations to come.

largest 
private

Indiana’s

bank.
    family-owned

Since 1895

Member FDIC

574.0436 ext. 3903
CENTIER.COM
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316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

Need I/T
support?

Call on us at any time
for services including:

Hardware Troubleshooting
Software Troubleshooting
Internet/Email Setup and Assistance
Networking & Servers
Application Setup and Support
Regular Computer Maintenance
Backup & Disaster Recovery
Virus Protection & Removal
Internet Security Troubleshooting
Remote Access & Diagnostics
Service Plans & General Consulting

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around the corner.

Businesses around the world depend on

Computer Troubleshooters.
We’re the “computer experts”...

the people to call when your computer breaks down, when 
your machine or software needs to be upgraded, when 
viruses attack or even when you’re about to throw your 

computer out the window.

317-867-0900
Computer Troubleshooters

Saint Mary-of-the-Woods
C o l l e g e

Aspire Higher. Advance Your Career.
MASTER OF LEADERSHIP 

DEVELOPMENT
1 Year-Hybrid, 

Online Program

Choose the best MLD track for 
your career.
 •   Financial Leadership
 •   Individualized Path
 •   Not-for-Profit Leadership
 •   Organizational Leadership

“I wanted to be a better leader for the guys I work with daily. When you go into 
it and you get done your confidence is overwhelming, you don’t feel like there is 
any challenge out there that you’re not willing to take, it’s almost like, hey what’s 
next, someone give me something, give me a challenge.” 

Scot Kellett, 2013 MLD Graduate
Midwest Delivery Operations Supervisor, Duke Energy

Start in August! Apply Today.
800-499-0373 • www.smwc.edu/indy-mld

You get paid to do that?

Sweep the leg, Johnny!

Name: John Adamson
Title: Sensei 

Business: Adamson’s Karate Studios

By Lana Bandy
How did you get start-

ed in karate? My parents 
started the company (in 
Carmel) the year I was born 
- in 1977. Now we have 
nine locations around cen-
tral Indiana. I took over as 
an instructor here in 1995. 
I did some math the other 
day and realized I’ve taught 
more than 25,000 karate 
classes in my lifetime. 

What do you do as a 
karate teacher (or sen-
sei)? During the daytime, 
I spend my time commu-
nicating over email with 
parents and students. I an-
swer questions they have. 
I also do my own personal 
martial arts growth during 
the day, jujitsu, CrossFit 
and martial arts. I volunteer 
a lot of time with enrichment 
classes and helping with stuff going on in the 
schools or the parks department. Then in the 
evenings, I teach about five classes a night.

Who are your students? Their ages range 
from four-year-olds to adults in their 30s and 
40s. We usually have kids and families do it to-
gether in an all-ages class. Our saying is, “The 
family that kicks together stays together.”

Why do parents 
(and students) feel 
karate is a good ac-
tivity in which to get 
involved? From the 
kids’ perspective, it’s a 
fun sport that’s individual. There’s something 
in us that enjoys doing things outside a team. 
You can focus when it’s an individual thing. 
You get a rush when it’s just you on the mat. 
Also, there are lots of connections to Ninja 
Turtles, Power Rangers and coverage in the 
media that kids respond to. Kids like char-
acter development. We work with parents to 
establish personal achievement goals for the 
kids. Whether it has to do with study habits, 
how they treat their siblings, respecting their 
parents, we provide another level of account-
ability. Parents like the structure of the class-
es. They (the kids) all stay right there and do 
what they’re told to do. 

What do participants like about it? Ka-
rate is not just competition. I think it’s more 
fitness and socializing. I don’t think many 
people in Carmel are too worried about fist-
fights in a bar. But we do work on self-de-
fense techniques because it’s important to 
know. But if you come in for self-defense, you 
usually stay for the social and fitness aspects. 
The kids here have known each other for sev-
en or eight years. That helps when it comes to 
developing relationships, like in high school - 
you’re with friends you’ve had from being on 
the same team for that long.

Can anyone practice karate, or do you 
need certain skills going into the classes? 
That’s one of the best things about karate. 
If you take up basketball and you’ve never 
played before, people in the gym are usually 
well-versed. In karate, everyone starts out at 
a white belt and you’re in a room with other 
white belts. Anybody can start at any time.

How long does it 
take to get a black 
belt? It depends on 
the art that you’re 
studying. In Taekwon-
do, it takes about two 

years. In jujitsu, it can take 10 years and ka-
rate can be between four and seven years. For 
us at Adamson Karate, it’s about four years.

Do you and your students participate in 
competitions? Yes! I was just in Japan as an as-
sistant coach with USA AAU. We’ve also been 
to Slovenia, Serbia, Italy and Scotland, and 
we’re supposed to go to Hungary and Poland. 
We have lots of international competitions. 
One of our biggest successes was when I took 
14 students to Italy a couple years ago. We were 
the biggest team in the United States from one 
dojo to compete at the junior worlds. There 
were 45 athletes from all over the United States, 
but 14 were from here. We brought home some 
medals - almost as many medals as competi-
tors, ten or so. 

What do you like best about your job? 
The long-term relationships I’m able to de-
velop here. Several students come in taking 
classes with me when they’re six-years-old, 
stay here until they go off to college and then 
come back after they graduate. I had one stu-
dent for 20 years and I’m only 37!

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.

John Adamson and his daughter, Faith, instruct people in martial arts at 
Adamson’s Karate. (Staff photo)
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By Bill Dragon
Zeke Turner, the CEO of Mainstreet Property Group, is on a 

mission to transform the nursing home industry. 
From his suite of offices in Clay Terrace Mall, 

Turner is directing an ambitious construction proj-
ect to build seven new hotel-like rehabilitation and 
therapy properties in Indiana by 2016. 

All that while fending off a legislative attack that 
specifically targeted his business with a moratorium 
on new building.

Turner, originally from Marion, graduated from 
Taylor University and spent two years working on 
Wall Street with an investment banking firm before 
returning to Indiana in 2002 to found Mainstreet. 

For four years, Mainstreet bought existing nursing homes 
and assisted living facilities and found operating companies to 
run them. And while this proved successful, Turner decided in 
2006 to change the focus of Mainstreet. 

He decided he really didn’t want to own nursing homes and 
assisted-living facilities anymore. Looking at his industry’s 
landscape, he really wanted to be an agent of change. 

Turner wanted to shake things up and offer something new. 
“I decided that, if I was going to be involved in this industry, 

I was going to be a force of change”, said Turner. “The industry-
average age of a nursing home is 40 years. Assisted-living prop-
erties average 25 years old.” 

Change was needed
So, in 2006, Mainstreet built their its “new-concept” hotel-

like facility to replace the traditional nursing home. While it 
failed to gain popularity as a long-term care facility, its upscale 

accommodations proved a winning concept with consumers 
looking for a pleasant environment for short-term rehabilita-
tion of about two to three weeks. 

“Instead of the building filling with people who 
were staying years, it was being populated for a cou-
ple of weeks at a time by those needing short-term 
rehabilitation,” he said.

It represented a new niche in the healthcare mar-
ket for Mainstreet.

“It’s the idea of handling transitional care where, 
instead of recovering in a hospital, you can go to 
one of our facilities where there’s great food, a mov-
ie theater, a private room with private bath - all with 
a hospitality feel,” Turner said. “Then, when they are 

done with their recovery and rehabilitation, they can go home.”
And Turner said he is excited about where Mainstreet is po-

sitioned in the marketplace to provide short-term, hotel suite-
style facilities for transitional care.

“We’re sitting at the epicenter of that transformation. And, 
nationwide, there’s still very little product (facilities) available 
in that space.” 

A new niche in rehabilitation services
Right now, nursing homes are filling about 25 percent of the 

need for rehabilitation services, and hospitals are providing the 
bulk of such services. But that involves shuffling patients from 
post-surgery rooms to another room for the rehabilitation time. 
And it’s using beds they would prefer to keep available for more 
urgent needs. 

The idea of patients simply going home to rehabilitate pos-
es its own set of problems. Family members having to change 

work schedules to become the caregiver is not always an op-
tion. There is a need for new, innovative options for rehabili-
tation services, and Mainstreet is focused on filling this need. 

“Why don’t we create a beautiful space, with private rooms 
and private baths (a hotel) that can do high-level medical ser-
vices and offer that as part of the equation?” Turner asks.

Such an offer is proving appealing on several levels. 
“It makes sense to the hospitals, because people are being re-

leased earlier. It makes sense to the physicians, because they can 
follow their patients to our facilities and see that they are getting 
well. The insurers and medical providers who pay for the ser-
vices get a much lower-cost service. And (patients) gets a much 
more desirable residence to live in while they’re getting this care.”

How Mainstreet operates: Think ‘low-risk’
Turner’s company now has 31 employees. Mainstreet is the 

private development company. But there also is a publicly-
traded subsidiary, HealthLease Properties REIT on the Toron-
to Stock Exchange. 

HealthLease spent $372 million last year to acquire four fa-
cilities Mainstreet built in addition to acquiring 25 existing fa-
cilities in eight states and Canada. 

A third company handles the operation of 10 investments. 
This all makes for annual revenues exceeding $200 million.

Mainstreet works with a selected clientele of operators and 
pre-leases with them before even building a facility. 

“We will choose the market and the site,” Turner said. “We 
bring an operator in and sign the lease right then. We’re never 
speculative.”

By doing this, Mainstreet maintains a very low level of fi-
nancial risk. 

When competitors targeted Zeke Turner’s business with a proposed building  
moratorium, he announced additional plans to build even more…and it worked

Calm under pressure
The Wellbooker facility in Westfield was built by Mainstreet Property Group. (Submitted photos)
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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

Currently under construction is the Carmel 
facility (as yet unnamed) at 121st and Pennsylva-
nia streets, across from the Renaissance Hotel. 
Twenty other properties are also under devel-
opment at the present time. Sixteen properties 
have already been built, representing an invest-
ment of about $300 million.

Competitors fight back
Mainstreet, of course, isn’t alone in devel-

oping high-quality facilities across the coun-
try. But its willingness to build in competitors’ 
back yards has raised concerns among other 
Indiana nursing home operators. 

Those concerns resulted in a push in the 
state legislature, backed by other nursing 
home groups, to pass a five-year ban on con-
struction of skilled-nursing facilities. 

Under the proposal, renovations of existing 
facilities or construction of assisted-living fa-
cilities would have been allowed to continue. 

But Mainstreet wanted the market to de-
cide.

“Existing facilities are inadequate to meet 
the needs of the next generation, who are look-
ing for more than sterile, 30-plus-year-old fa-
cilities,” Turner said. “Competition typically 
creates more choices, better quality of care 
and improvements to existing physical struc-
tures.”

The primary argument competitors had in-
volved a feeling that Mainstreet was building 
facilities to capture only those patients covered 
by the federal Medicare program or by private 
insurance. 

Its competitors argued that segmenting the 
market that way was unfair to other nursing 
homes that generally use profits they make on 
those patients to offset losses incurred from 
the lion’s share of patients whose stays are paid 
for out of the Indiana Medicaid program. 

A promise by Mainstreet to bring some 
3,000 jobs and build 24 facilities in Indiana if 
the moratorium wasn’t passed was persuasive 
enough, though, to convince the lawmakers to 

change the proposed moratorium from five 
years to two. 

Ultimately, the idea of any moratorium was 
scuttled before the legislature adjourned last 
month. Mainstreet and other members of the 
Indiana Alliance of Quality Senior Living, a 
coalition of interests opposed to any nurs-
ing home moratorium, successfully persuaded 
enough lawmakers that free-market conditions 
should determine what consumers wanted.

“Since 2008, the development of new, state-
of-the-art health facilities in Indiana has creat-
ed 10,000 jobs and has made an impact of $2.5 
billion in towns like Crawfordsville, Mishawa-
ka and Lawrenceburg - communities thirsty 
for jobs,” Turner said. “The alliance played an 
active role in defeating this legislation. In the 
end, its defeat will mean more choices for In-
diana seniors.

It’s what baby boomers want
Turner said that his company has done both 

demographic and social surveys on as to what 
baby boomers want in rehabilitation facilities. 

“Contrary to popular opinion, baby boom-
ers want to remain in their communities where 
their grandchildren are. While 81 percent sur-
veyed say they’d ‘rather die than go to a nurs-
ing home,’ another 80 percent say they would 
select a hotel-like environment facility (for re-
habilitation) if available. And, most important-
ly, they want to get their care within a mile of 
their home. Carmel residents want to stay in 
Carmel. Westfield residents want to stay in 
Westfield.”

Turner also said his faith plays a very im-
portant role in how he operates Mainstreet. 
He unabashedly will tell you he seeks practical 
and spiritual wisdom daily from the Bible as 
he directs his business and that all success - as 
well as setbacks - are part of God’s will. 

It’s an approach to doing business from a 
servant attitude. 

“Mainstreet’s mission is to transform lives,” 
he said

An example of a resident’s private room at one Mainstreet Property Group’s facility
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23-year-old opens bridal store with modest prices

Alyssa Kelley, the owner of Beloved Brides in Carmel, will host a bridal event on May 11. (Staff photo)

By Chris Bavender 
From the invitations to the flowers to the 

reception venue and food, anyone planning a 
wedding can tell you getting married can be 
expensive. 

And, don’t forget the dress. 
From hundreds of dollars to thousands, 

finding that perfect gown can stretch an al-
ready tight budget.

Alyssa Kelley wants to change that. The 
23-year-old Carmel High School graduate 
opened Beloved Brides – a bridal consignment 
and redesign shop - on Valentines Day.

“When I was in college I knew I wanted to 
do something with bridal – I didn’t necessarily 
know what part of it I wanted to be doing,” she 
said. “I worked in a bridal store for two years 
and then a consignment store for three years 
and while at college I came up with a business 
plan for a redesign type of store – so in the 
end I combined that idea with the experience 
I already had and thought that since there is 
nothing in the Carmel area like this I’d open a 
consignment and redesign store.”

A redesigned dress is typically a family 
wedding gown handed down from mother 
to daughter that the bride wants to wear but 
needs to alter to better reflect her personal 
style.

“These are usually older styles and they want 
to modernize it – that is the concept,” Kel-
ley said. “The one I am working on now had 
sleeves and a boat neck, and I’ve turned it into 
a sweetheart neckline and added lace in cer-
tain areas - making it more the style the bride 
wants for her wedding day but still keeping the 
dress in the family.”

The consigned gowns – or pre-loved as Kel-
ley refers to them – are brought in by brides 
who don’t see any reason to keep them hidden 
away in a closet.

“Reusing things is very popular now,” she 
said. “The pre-loved dresses are like brand new 
– you are still getting a gorgeous dress but at a 
less expensive price.”

Beloved Brides also stocks never worn dress-
es with the tags still on them. Some came from a 
bridal store that closed, while others are brought 
in by brides-to-be who opted for another dress, 
or from weddings that were canceled.

Kelley also is hosting a bridal event May 11. 
“I will have a cake place bringing in samples 

and hair and makeup demos and we will do 
door prizes and discounts on bridal accesso-
ries,” she said. “Brides will be able to see the 
different industries here in one place and get 
ideas for their wedding.”

For more information call 810-1630.

briefs

By Chris Bavender 
You could say it’s one-stop shopping for your voice. The Voice Clinic 

of Indiana is offering medical, surgical and therapeutic treatment for vo-
cal issues.

After eight years with the IU hospital system, Dr. Stacey Halum decided 
there was no time like the present to open her own practice.

“When I came here eight years ago I was the first ENT doctor in the state 
who had done a laryngology fellowship – which specializes in voice disor-
ders,” Halum said. “It’s a new specialty that has not been around long. I was 
at a stage in my life where I really wanted to provide a comprehensive clin-
ic for patients. We have a neurologist come in once a week, a speech lan-
guage pathologist five days a week, etc. We pretty much offer everything in 
one setting. It’s the way I was trained as a fellow, and I wanted to set that 
up for my patients.”

Halum started seeing patients in January at a temporary location and 
moved into the clinic space at 1185 W. Carmel Dr. in early April with a staff 
of six. A new laryngologist, Dr. Noah Parke, will join the staff after complet-
ing his fellowship at Harvard.

“Then we have a lot of other phenomenal people we are collaborating with 
to help improve patient care,” Halum said. “We want to give the immediate 
benefit of care all in one area – one stop shopping so to speak was our goal. 
We will have latest research plus the best of clinical care for voice disorders.”

When it comes to vocal issues, – Halum said the most common prob-
lem is hoarseness. 

“Sometimes it is not that severe but at a point they have no control over 
their voice – it’s fading by the end of the day,” she said. “Their quality of life 
is affected because they can’t communicate well with their spouse or on the 
phone. Sometimes, in trying to compensate for voice loss, they will strain 
so much that they start getting throat pain and finally go to the doctor.”

The cause can range from polyps to nodules to neurological issues or 
even cancer.

“If you have more than two weeks of hoarseness we recommend getting 
seen to make sure it’s not something dangerous,” Halum said. 

Medical specialist said time was right to open new clinic

Dr. Stacey Halum specializes in treating voice disorders. (Submitted photo)

Rotary seeking nominations for ser-
vice award – The Rotary Club of Carm-
el is seeking nominations for its Rotary 
Outstanding Service Award. This award is 
bestowed annually upon a non-Rotarian 
who demonstrates dedication to Carmel 
and Clay Township through community 
service. Nominations are due May 16 and 
should be sent to Beth Jenneman at bjen-
neman@carmel.lib.in.us. For nomination 
criteria visit http://bit.ly/1jsVST9.

Carmel company to expand – Heart-
land Sweeteners of Carmel, a producer 
of drink mixes and zero-calorie sweeten-
ers, announced plans to expand, creating 
up to 160 new jobs within the next three 
years. The company will invest $21.2 mil-
lion to renovate and equip its Indianapolis 
packaging facility. The company also an-
nounced plans to add resources to its Clay 
Terrace Mall headquarters to meet the ram-
pant growth in demand for its products.

CNO Financial among most trustwor-
thy – Carmel-based CNO Financial Group, 
which provides life and health insurance 
to middle-income workers and retirees 
through its brands Bankers Life, Colonial 
Penn and Washington National, recently 
earned a place on the Forbes 2014 list of 
the 50 Most Trustworthy Financial Compa-
nies in America. 

Entrepreneur files
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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

At AlphaGraphics Carmel, we pride ourselves on our commitment to finding new and 
exciting ways to help our customers succeed.  From creative print techniques and 
cutting-edge technology to unique and original designs, we strive to provide our 
customers with the best products possible.  We help you take your bright ideas and 
turn them into practical solutions.

Discover innovative solutions to all your business print, 
signage and marketing needs at AlphaGraphics Carmel.

turn your 
bright ideas

realityinto a

business Crime watCh

briefs

up the ladder

Date Business Address Description

 March 24 Carmel Classic Autos 921 N. Range Line Rd. Criminal mischief

 March 25 Midland Arts & Antique Mall 488 Gradle Dr. Theft

 March 26 I Cut Grass 11450 Mears Dr. Theft

 March 27 Schaffer Powder Coat 4518 W. 99th St. Theft

 March 27 Hogan 4518 W. 99th St. Theft

 March 29 Sunglass Hut 14551 Clay Terrace Blvd. Theft

 March 31 Bill Estes Chevrolet 4310 W. 96th St. Theft

 April 1 Penske Honda 4140 E. 96th St. Theft of motor 
vehicle

 April 3 Park Place Motors 921 N. Range Line Rd. Criminal mischief

 April 3 INDOT N. Range Line Rd./  
N. Meridian St. Criminal mischief

 April 3 Park Place Motors 921 N. Range Line Rd. Criminal mischief

 April 3 Mike Albert Leasing 4150 E. 96th St. Theft of motor 
vehicle

 April 3 Marsh 2140 E. 116th St. Theft

 April 3 Lowe’s 14598 Lowes Way Theft

 April 5 Automax 9728 N. Michigan Rd. Theft of motor 
vehicle

 April 5 Kohls 9895 N. Michigan Rd. Theft

 April 8 Target 10401 N. Michigan Rd. Theft

 April 8 Applebee’s Restaurant 10325 N. Michigan Rd. Theft

 April 11 Lowes 14598 Lowes Way Theft

 April 11 Best Buy 10025 N. Michigan Rd. Theft

 April 11 Meijer 1424 W. Carmel Dr. Theft

 April 11 Primeline Lanscaping 3606 Brunswick Dr. Theft

 April 12 La Beaute Spa 3940 E. 96th St. Theft

 April 12 Gamestop 14405 Clay Terrace Blvd. Theft

 April 13 Sycamore Farms HOA 11497 Regency Ln. Criminal mischief

 April 14 Electro Reps 220 N. Range Line Rd. Theft

 April 14 La Beaute Spa 3940 W. 96th St. Theft

 April 16 Traditional Concepts LLC 13821 Foxdale Lake Dr. Theft

 April 16 Marsh 2140 E. 116th St. Theft

 April 17 Best Buy 10025 N. Michigan Rd. Theft

 April 18 Stake N Shake 635 E. Carmel Dr. Theft

 April 19 Steak N Shake 635 E. Carmel Dr. Theft

Women in remarketing award – Carmel-based KAR Auction Services, a provider of used-
vehicle auction services, has announced that ADESA Vice President of Marketing Carol 
Sewell has been selected as one of Auto Remarketing’s 2014 Women in Remarketing. The 
annual Women in Remarketing award highlights outstanding women in the industry who 
have a history of going above and beyond through innovation, mentorship, philanthropy, 
education and more. 

ManorCare names new medical director – ManorCare of Summer Trace hired Dr. Azita 
Chehresa of Community Health Network as the new Medical Director of Assisted Living. Dr. 
Chehresa is a board certified geriatric and family medicine physician who works with the 
Community Touchpoint Healthy Aging Transition Services. Her research specialties include 
improvement of quality of care to elders, geriatric depression and dementia.

UN Communications announces new hires – UN Communications Group hired two new 
employees. George Grimes has been named controller. Grimes has served as controller for 
several local companies including ProCLAD and ASI Limited. Joe Dial, a 30-year veteran in 
the print industry, also joins UN Communications as customer service manager. 

Lakeland names new executives – Lakeland Financial Corporation and Lake City Bank 
have announced that David M. Findlay assumed the role of President and Chief Executive 
Officer. Findlay, 52, was previously President and Chief Financial Officer. In addition, Lisa M. 
O’Neill has been named Executive Vice President and Chief Financial Officer.

New senior chaplain appointed – Mark Fidler was recently appointed as senior chaplain 
at the Hamilton County Sheriff’s Office. He steps in to fill the void left by the recent death of 
Chaplain Tom Burton. Fidler has worked as a volunteer, a part-time chaplain, and a full-time 
chaplain with the Hamilton County Sheriff’s Office. He also serves as director for the Junior 
Law Enforcement Academy and works with the Sheriff’s Chaplaincy Conference.

Executive committee appointees – The law firm of Bose McKinney & Evans LLP has an-
nounced that partners Sandra Perry and Christopher Janak were elected to the firm’s executive 
committee for three-year terms. The purpose of the executive committee is to consider and ap-
prove significant firm policies of the partnership, subject to partner input as appropriate, and 
generally to consider significant overall management and administrative matters of the firm.

Hamilton County Alliance name 
change – The Hamilton County 
Alliance has announced a name 
change to better reflect its new fo-
cus on attracting corporate invest-
ments and jobs with a new market-
ing strategy titled: Invest! Hamilton 
County Indiana. The alliance will re-
turn to the original name of Ham-
ilton County Economic Develop-
ment Corporation and will redirect 
80 percent of its effort on sales and 
marketing to increase awareness 
of the county’s business climate 
among corporate decision makers 
and site consultants. 

World-renowned leaders to speak — Community 
business leaders can access the knowledge and ex-
perience of world-renowned leaders by attending 
Leadercast at The Fishers Banquet Center in Fishers 
on May 9. Thet event is broadcast live from Atlanta to 
hundreds of sites around the world. This year’s speaker 
lineup includes: Andy Stanley, Archbishop Desmond 
Tutu, Malcolm Gladwell, Randall Wallace, Bill McDer-
mott, Laura Schroff, Dr. Henry Cloud, Simon Sinekand 
Former First Lady of the United States Laura Bush. 
Leadercast exists to positively change the way the 
world thinks about leadership. This year’s theme — 
Beyond You — challenges leaders to focus outward 
rather than inward. Tickets are $99 and include break-
fast, lunch and a participant journal. For more infor-
mation visit www.leadercast.com.

Crime Watch / Briefs
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By Chris Bavender
Making a positive difference. It’s in the ban-

ner across the top of Circle City Veterinary 
Specialty and Emergency Hospital website and 
it’s the philosophy the staff strives to live by.

“That is our goal – are we making a positive 
difference in the lives of people in our com-
munity such as the postman, companies we 
contract with, etc?” said Sallie Mayer, Circle 
City Veterinary facilities and public relations 
manager.  “Are we pleasant, do we listen, do we 
understand, do we correct our errors, do we 
make a positive difference? We try to live by 
it and so far I think we are doing pretty good.”

Circle City Veterinary opened its doors in 
2006 helmed by Terry Grieshaber. The veter-
inarian – who specialized in dermatology – 
decided the Indianapolis area needed another 
option for advanced care. 

Since its start, the specialty and 24-hour re-
ferral hospital has grown to include a full team 
of board-certified surgeons, a critical care spe-
cialist and an internist. An oncologist and oph-
thalmologist are slated to join in the coming 
year.

And, from day one it’s not just been about 
on-site care, but education and community 
service. 

For example, staff members participate 
in the Indy Canine Cancer Walk – hosting a 
booth and providing vets to take care of any 
emergencies that might arise. They also work 
with the Canine Companions for Indepen-
dence Walkn’ Roll, are a sponsor of the Indy 
Disc Dog event at the Fishers Freedom Festi-
val, and support efforts by such groups as Re-
Tails Rescue, the Bulldog Club of America res-
cue, Indiana Sheltie Rescue and many, many 
others. 

They even work with the Zionsville Fire De-
partment to provide disaster kits for families 
who have had a fire.

“If it’s catastrophic where the family can’t 
be in the home and they have pets we will 
take those pets in and give them free board-
ing and free exams because of the exposure 
to the smoke and fire,” Mayer said. “That gives 
the family a bit of a window to find housing 
for which is kind of cool. The families can go 
to hotels but sometimes they don’t allow ani-
mals there.”

Another way the practice gives back: work-
ing with the Exotic Feline Rescue Center in 
Center Point, Ind.

“Dr. (Matthew) Lemmons – who is a board 
certified dentist – participates with his dental 
college and their philanthropic wing and they 
go to the Feline Rescue Center and take care 
of any of the dental work the big cats need,” 
Mayer said. “They will do root canals, etc. – 
all kinds of dental work – on their own time 
and all for free.”

Circle City Veterinary often loans out its 
conference center free of charge to various 
groups, and is also the site of the Companion 
Animal Loss and Memory Pet Loss support 
group that started three years ago.

Circle City Vets give back in more ways than one

The team at Circle City Veterinary Specialty and Emergency Hospital contribute to a multitude of charities. (Submitted photo)

“Coleen Ellis (Two Hearts 
Pet Loss Center) volunteers her 
time to the group,” Mayer said. 
“We recognize that families 
who have lost close pets – pets 
they consider a part of their 
family - have a great deal of 
grief and there is no real ven-
ue for them to seek any kind of 
counsel.”

Grieshaber was awarded 
the Purdue University School 
of Veterinary Medicine Dis-
tinguished Alumnus Award in 
2008 because of his contribu-
tions in education and the com-
munity at large, Mayer said.

“The groups that we have 
supported and helped and 
worked alongside are extreme-
ly appreciative,” Mayer said. 
“They are just wonderful to 
work with and we get as much 
- if not more - enjoyment work-
ing alongside them than they do 
us. We are just very humbled by 
the work these groups do.”

Work that Circle City Veter-
inary will continue to support 
in any way it can. 
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Woodhouse Day Spa aims for high end of market

Terri Smith of Woodhouse Day Spa said that maintaining tight control of employees’ hours is critical to success in 
a competitive market. (Submitted photo)

By Bill Dragon
Terri Smith opened Woodhouse Day Spa, in 

Merchants Square shopping center in Carmel 
in 2006. As a successful franchised operation, 
Smith expanded in 2013 to include locations in 
Zionsville and the Geist area. 

She had been a regional sales manager, 
working for Este Lauder, when she decided 
to move back to Carmel in 2000. Being a big 
“spa-goer” herself, Smith noticed a need for a 
spa locally that matched her spa experiences in 
Chicago and New York. 

“I wanted to open a luxurious spa that 
served people in an unpretentious way,” said 
Smith. “We have an amazing staff that really 
enjoys serving people.”

And that, she feels, has been the secret of 
her success locally despite the fact that the lo-
cal market is crowded with competitors.

Smith also thinks it’s important to note that 
many of her company’s services are organic 
with a wellness approach. They don’t do Botox 
or anything medically-related you might find 
at other spas. The facials are European-style.

The approach has attracted a wide variety 
of customers that now frequent Woodhouse. 
And 38 percent of them are men. 

With 19 massage therapists on staff, many 
specializing in deep tissue and sports mas-
sage, the spa is popular with a lot of athletes. 
Also, Woodhouse has a private men’s waiting 

room so they don’t have to intermingle with 
the women. 

“It’s got a country club atmosphere, and 

men love that,” Smith said.
People from 20 to 60 years of age and all 

demographics come to the spa. It’s not just a 

place that the wealthy patronize.
“Massages are so therapeutic for your mind, 

body and soul, people don’t see it as a luxury, 
but as a necessity,” she said.

A popular service is the Minkyti facial - a 
30-minute European facial. Also popular is the 
detoxifying body wrap in a Vichy shower. But 
its number one treatment may be the 80-min-
ute deep-tissue massage.

Another money-making effort that Smith 
has discovered is targeted gift certificates that 
capitalize on Mother’s Day, Valentine’s Day 
and Christmas. 

“We call it a ‘no take back gift’, since no one 
wants to return a gift card to a spa,” she said.

New clients are found through advertising, 
although a lot of them come as referrals from 
satisfied customers. 

Smith also said that controlling expenses in 
the operation of a large spa is important. With 
42 employees at the Carmel location alone and 
six sets of washers and dryers, controlling op-
erational expenses is makes all the difference. 
In total, seventy two employees work at the 
three locations.

“We distinguish ourselves from our compe-
tition by our level of service,” Smith said. “We 
pride ourselves on providing a Ritz-Carlton lev-
el of service and we use their training processes. 
And we use very high-end products in our spas.” 

Risky Business?
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By Bill Dragon
Michael Joyce was recently named president of 

First Merchants Trust Company.  
As one of the largest trust companies in Indiana, 

First Merchants Trust pro-
vides traditional wealth ad-
visory services to individu-
als, foundations, endowments 
and corporations. It is part of 
First Merchants Corporation, 
headquartered in Muncie,  
where it was founded during 
the panic of 1893 by some ser-
vice-minded local business-
men who recognized a need 
for a new bank. 

And First Merchants is expanding into Carmel and 
with plans to open a branch on Michigan Road within 
the next two months.

“We manage about $1.6 billion dollars in assets 
with a staff of about 50 employees,” Joyce said. 

With a commitment to provide “a service-driven 
alternative to the regional and national banks,” First 
Merchants’ philosophy is to connect with customers 
within the communities it serves. 

“The strength of big and the service of small is our 
corporate motto,” he said. “We can offer our clients 
all of the services they would expect from full-service 
banks, but at a service level they can only get from a 
community-based organization.”

First Merchants faces the same challenges as other 
banks with the advent of mobile banking. And Joyce 
acknowledges that changes are taking place in his in-
dustry. 

“Within the next 12 to 24 months, mobile bank-
ing transactions nationwide are expected to exceed 
in-branch transactions,” Joyce said. “However, studies 
show that’s only how some people want to interact for 
some banking transactions.”  

But when more detailed interactions are needed - 
such as borrowing money or making a more signifi-
cant financial decision - people want someone they 
can talk to.  

“And they want someone locally with whom they 
have a relationship bound in trust,” he said.

The dilemma facing banking in general involves 
answering this question: “How to you deliver to the 
mobile demands of the millennial generation while 
still providing the services expected and desired by 
older generations of customers.”

“Historically, banks have dictated how you interact 
with your money,” Joyce said. “Now, customers are 
dictating how they want to interact with their money.”

While trust departments still deal primarily with 
generations older than the millennial, they also have 
to interact with the younger generation which repe-
sents the beneficiaries of those trusts.

In short, First Merchants is evolving as it discov-
ers how its customers want to use technology to in-
teract while still providing the local, personal service 
desired for significant and important decisions. And 
Joyce is leading the charge locally.

“Trust really matters,” he said. “Trust is still a hu-
man experience. It’s not an app.”

Joyce leads  
First Merchants’  

Carmel expansion

Main Street retail spaces fill up for summer
By Pete Smith

When The Pint Room opened at the corner of Main Street and 
1st Avenue NW, it gave craft brew devotees a place to call their own 
in downtown Carmel.

With a 124 craft brews on tap – 45 to 50 of which are from local 
brewers – customers might have felt overwhelmed at the sheer ar-
ray of possibilities. So that’s why the owners offered special 4.5 oz. 
glasses that cost $1-$2 so that people can get a taste of something 
new without the need to buy an entire flight.

And beer isn’t the new restaurant’s only attraction. Co-own-
er Derek Rapkin said The Pint Room aims to offer “five-star bar 
food.” It offers Kobe beef in all its burgers and even employs Ex-
ecutive Chef Ryan Sunderland to ensure it menu offerings are all 
high-quality.

“Everything is made fresh in-house,” Rapkin said, noting that the 
menu will also vary by season so that it’s always new.

He also doesn’t want families to be deceived by name and think 
the restaurant is only a bar.

“We don’t just attract the hipsters and craft beer people. It’s 
family-oriented, too,” Rapkin said.

The Pint Room even goes so far as to offer a kids’ menu, and 
Rapkin said no one will be looked at weird for coming in with 
their kids.

The restaurant is planning two areas for outdoor seating. The 
first would be similar to the setup that Muldoons employs across 
Main Street and would require eliminating two parking spaces on 
the east side of the building. The second would be a patio that ca-
ters more to adults on the interior of the Sophia Square building. 

Rapkin said he is hopeful to have both implemented sometime 
this summer.

It’s one of a number of exciting business openings on Main 
Street as the summer season starts to prompt an influx of cus-
tomers.

Scotty’s Brewhouse has opened on the other corner of the So-
phia Square building adjacent to the Monon Trail, and Pad Thai 
restaurant was expected to open just behind Scotty’s.

Plans are also in the works for many of the vacant spaces re-
maining on Main Street, pointing to the value businesses are plac-
ing on its summer foot traffic.

A new tutoring company opened with a storefront on Old Me-
ridian Street across from Meijer. Eye Level Learning is an inter-
national supplementary education program that offers assistance 
in Math and English. 

“Concentration and confidence are increased, analytical skills 
are sharpened, and study habits are developed. This really helps 
parents with frustration,” said Janet White, an Eye Level Learning 
regional manager.

Eye Level was founded by Young Joong Kang in South Korea. 
Originally the company was called Enopi, which means Eye Level 

in Korean. The name was a result of viewing things from a child’s 
point of view in order to offer the best help. 

“The teaching is delivered with the students’ perspective in 
mind,” White said. “We offer help to all levels. We try to build a 
strong foundation and close the gaps. The curriculum is individ-
ually based. We can change things on the spot if there’s any dif-
ficulty.”

Eye Level is located at 12545 Old Meridian Street in Carmel. For 
more information call 810-1626.

Carmel’s comic book fans are sure to remember The Foolery, 
a Main Street mainstay for Carmel kids looking for diversion or a 
place to trade baseball cards in the ’90s. Owner Bob Williams first 
opened the store in 1988 and ran it for eight years, before decid-
ing to sell the business in 1996. But now he has plans to rebuild, 
starting over at a storefront at 25 W. Main St. nestled between 
The Christian Science Reading Room and the Old Town Tavern. 
And this time around he plans to make it a family affair. His wife 
and 12-year-old son plan to pitch-in to make the business feel like 
home. The store will have an eBay and online presence as well. For 
updates visit www.thefoolery.org.

Another entrepreneur who grew up shopping at The Foolery 
said he plans to open a comic book store this month, too. Owner 
Matthew Hastings said opened Fanboys! comic book store next to 
Roma Ristorante in the Monon Square shopping center near the 
intersection of 126th Street and Range Line Road. “There will be 
no snobbery,” he said. “Part of our mission is to not be the Comic 
Book Guy from ‘The Simpsons,’” he said.

Henry’s Tavern took over restaurant space on the south end of 
Clay Terrace Mall. Henry’s will offer lunch and dinner seven days 
a week, with late-night kitchen hours. Both the lunch and dinner 
menus feature an array of made-from-scratch appetizers, salads, 
artisan sandwiches, burgers, pastas, meats and fish, sourcing local 
items whenever possible. For more information visit www.henrys-
pubandgrill.com.

Just in time for lazy summer mornings, a new Carmel breakfast 
specialist plans to open up shop next to The Fountains. Jack’s Do-
nuts plans to open the week before Memorial Day weekend at a 
storefront at 516 E. Carmel Dr. The shop will feature 47 different 
types of donuts – each available every day. For more information 
visit www.jacksdonuts.com.

A local chocolatier is bringing her award-winning confections to 
301 E. Carmel Drive with Chocolate for the Spirit. The store fea-
tures artisan creations and unique treats like Pure Nacional Organ-
ic Dark Chocolate, the rarest chocolate in the world. Owner Julie 
Bolejack said she’s one of 11 chocolatiers that has access to it. The 
storefront, which will be located near Vine and Table and McNa-
mara Florist, will feature a tasting bar, gelato, espresso and custom-
made chocolates. For more information visit www.chocolateforth-
espirit.com.

The Pint Room will try to appeal to families as well aficionados of craft beer. (Staff photo)
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As an entrepreneur, you are part of an enthusiastic, opti-
mistic and quick-thinking bunch - traits that can serve you 

well in business. 
However, these characteristics 

also can lead to reactionary deci-
sion-making, employee frustration 
and customer confusion. Diving 
head-first into the exciting seed of 
an idea is what drives you. The pain 
staking process of defining a mis-
sion, locating a willing customer 
base and creating compelling brand-
ing can often fall to the wayside. 

Without a clear direction, you 
run the risk of stakeholders not un-
derstanding what they are meant to 
do with your gold mine of an idea. 

Taking a step back into the basics of Marketing 101 can 
help you avoid building a fractured, murky business model.

Invest in research first
You think your idea is fantastic. Will anyone else? 
Apportion launch resources into investigating the via-

bility of your idea. The cursory Google search for competi-
tors does not count. Consult with trusted thought leaders 
in your indentified industry. Survey potential customers. 

If you are concerned about someone stealing your idea 
during this research phase, consult a lawyer about the best 
way to protect yourself. 

Create a business plan
Think business plans are a waste of time? You are forget-

ting that no one excels at everything. 
As the complexities of building a business expand, you 

will have to make decisions about areas outside of your ex-
pertise. Without a clear plan on how to deal with them, it 
is easy to get distracted by bright shiny objects or to make 
quick, uninformed decisions. 

While surprises always happen, planning for every-
day business can allow for better management of the un-
knowns. 

Also, remember that employees and strategic partners 
cannot read your mind and you are not always around to 
communicate your vision. For them to support your suc-
cess, they will need a business plan to follow. 

Understand your target market
Guess what? Chances are most of your customers are 

not exactly like you! Understanding the nuances of the peo-
ple who will buy from you will create successful marketing 
messaging. 

Who are they? Where are they looking for you? What 
do they need to hear for them choose you over your com-
petitors? 

Release your deep understanding of yourself and focus 
on understanding your customers. 

The creativity and energy of the entrepreneurial spirit 
opens exciting opportunities. However, taking the time to 
investigate, plan and understand offers the clarity needed 
to engage partners, employees and customers alike.

Jennifer Riley Simone is the principal at Fresh Figs Marketing, a small busi-
ness multi-channel marketing firm in Carmel. Visit www.freshfigsmarket-
ing.com for more information.

Jennifer  
riley-simone

Invest in clarity 
to find your 

marketing mojo
Well, President Barack Obama did it again. In the name of 

malfeasance and misinformation he signed yet another execu-
tive decree. This time, he signed a document that said if you 
ever do work with the federal government, you 
have to disclose pay grades for everyone in your 
organization. 

He also said there can be no regulations in your 
business banning employees comparing their vari-
ous income pay levels. One thing that is sacrosanct 
in most every business: People do not talk about 
their pay. 

I have given people quite large raises for merit. 
At the same time I awarded the raise I said, “If this 
raise ever gets made public by you, I will take the 
raise back. I would do this, rather than pay every-
body else at your paygrade the same as you, which 
could be financially debilitating. I will just take your 
pay grade and reduce it down to where it was before your raise.” 

Believe me, when an employee gets a handsome raise, he 
understands the art of confidentiality. In this day and age, with 
all these regressive laws, he sometimes scratches his head and 
wonders if it’s even legal to pay him more than everyone else.

Yes, enter your president. I believe some of his staffers lit-
erally sat around in a small room trying to play gotcha with 
Republican businessmen and women, not caring the least bit 
about the fallout that might result. 

One guy hit upon an idea. He said, “If we forced people 
whose businesses provide services to the federal government to 
share everybody’s pay plans with everyone else, we could cre-
ate absolute havoc in their business. This would create mayhem 
and drive everyone’s income up. In so doing the federal govern-
ment would unwittingly force a raise on all those employees.”

The new executive order says that now you can compare 
your pay with anyone in the business that is willing to share 
his pay rate with you. And now, there’s not a thing the com-
pany can do to stop it. Now, if you demand confidentiality of 
pay plans with your employees, you will be breaking the law! 

Of course, this causes nothing but hurt feelings toward other 
employees in the business and hurt feelings toward manage-
ment. That’s how these young Democratic clowns designed it. 
This confidentiality of pay scale is a basic tenent in the world 
of business.

So what was the president’s reasoning, you ask? 
He did it all in the name of equal pay for women. What he 

fails to acknowledge is that in 1963, the equal pay for women 
act was passed and it has stood the test of time. 
Now, when Republican congressman and senators 
state their outrage for this kind of trick and deceit-
ful presidential executive order, the president sug-
gests that we are only mad because we don’t care 
about women and equal pay. 

As we enter the next election cycle, he knows 
that more women than ever are taking to the ballot 
box. He wants to create this phony-baloney theory 
that Republicans hate women. So what he does is 
drum up some program that is going to do noth-
ing but cause havoc in America’s small businesses 
that are doing business with the government. It is 
done with intent and malice. This is one more way 

the federal government is abusing their intrusion into your and 
my businesses. 

Interestingly, about every worker has some protection un-
der the law for worker abuse. But the least protected person 
out there is a white male. 

The president is also aware that while traditionally the white 
male has dominated college-graduate ranks, at this point there 
are more women entering college than men. This means the 
next generation of college graduates will have more qualified 
women going into jobs than men. Therefore, any residual pay 
disparity is quickly fading. 

Have no illusions, the president is fully apprised of this. 
Recall, during the last election cycle the president found a 

half a dozen ways that, “Republicans hate women.” 
Well all is fair in love and war. I don’t fault him. He probably 

just out-smarted the Republican hand. 
This story seem to have traction for the Democrats. How-

ever, now he’s intentionally ruining the quality of life in many 
American businesses for some trumped-up charge that he 
knows is not true so he can squawk about an untrue story that 
the GOP doesn’t want to pay women as much as men. 

He’s fully aware that they are paid 95 percent of what men 
earn, and the gap is closing. This is your federal tax dollar at 
work for you. 

President wrong on  
disclosing employee salaries

howard hubler
Advice

Carmel rotary Club briefs

The Carmel Rotary Club has the following events 
planned for May. All of the events are at 12:15 p.m. at the 
Oak Hill Mansion, 5801 E. 116th St. unless otherwise in-
dicated. The buffet opens at 11:30 a.m. Meal cost is $12. 
Meeting only cost is $2. For more information contact 
Rotary President Ray Kramp at 809-0068 or visit www.
carmelrotary.com.

May 9 – Rotary Interact and the Bill McFadden 
award.
May 16 – Dr. Martin Kaefer will be the featured 
speaker.
May 23 – Nancy Barbee will be the featured speaker.
May 30 – Katie Lawson will talk about the Rotary 
Youth Exchange.

Century 21 Scheetz wins award – Carmel-based Century 21 
Scheetz has been named a Platinum Award winner by the Car-
tus Broker Network, a worldwide leader in employee relocation 
solutions. The Platinum Award is the highest level of Excellence 
Awards to principal brokers and is based on performance re-
sults related to a wide variety of goals including customer ser-
vice, cost management, and effective analysis and marketing of 
homes. 

Energy Star designations awarded – Two Carmel buildings 
have earned the Energy Star label from the Environmental Pro-
tection Agency. The buildings, One and Two Penn Mark, are at 
116th and Meridian Street. They are owned by True North Man-
agement Group and are managed by Summit Realty Group. An 
Energy Star certified property uses less energy, is less expensive 
to operate, and causes fewer greenhouse gas emissions than 
other buildings of similar size. 
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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

CALL
TODAY!

NEW YEAR, NEW YOU!

Cindy Sams, FULL-BODY FITNESS
(317)250-4848

Indy's #1 Weight Loss
Specialist

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

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

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.

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

“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 5/31/14.

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

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

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

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED
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Carmel City Center
732 S. Range Line Road
Carmel, IN 46032
Cell 317.752.0228
Direct 317.819.4246
EFax 317.819.7450
smckee@century21ras.com
www.century21ras.com

Steve McKee
Associate Broker/Realtor

Each office is independently owned and operated.

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

• Commercial/Residential
• Gutter Cleaning

• Fully Insured • Free Estimates

15% OFF GUTTER
& WINDOW CLEANING

(O�er expires 5-31-14)

Fast & Affordable Firearms Training

www.indianajim.com•317-258-5545

MAID SERVICES
THAT WOW!

$20 OFF
NEW CUSTOMERS

OFFER GOOD UNTIL 5/31/14

VISIT MYMAIDINDY.COM
CALL 317.732.5071

TO BOOK NOW!

Chaudion “Full Service” Auctions
22690 S. R. 19 - Cicero, IN 46034 (South of Cicero)

ELITE ON-SITE AUCTION SERVICE
ESTATES • ANTIQUES • REAL ESTATE

Only 3% Fee on Real Estate
Check our website @ www.cwchaudion.com

(317) 984-9200 - Cell 409-6112
Hamilton County’s #1 Auction Team Since 1920

Chaudion 3rd Generation Since 1964

“OUR FAMILY WORKING FOR YOU”

CHAUDION “FULL TIME” AUCTIONEER

(317) 409-6112

“barefootable”

v Quality golf course fertilizers
v 30 years expertise
v Committed to your lawn
v Results guaranteed

Chuck Easton
317-408-0751

yardnut@gmail.com

www.ductz.com   317.773.9831

Duct Cleaning & Dryer Vent Cleaning

DUCTZ of Noblesville/Carmel

Mention this 

ad & get 10% 

off any service 

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

A closer look

It’s time to thank Carmel police

Jon Quick

I have always respected police officers. 
Years ago when I was in grade school, I 
was appointed to be a school crossing 
guard. Every morning I would 
be posted at a busy intersec-
tion, and I would step out in 
the street with a stop sign on a 
long pole allowing kids to cross 
safely. 

Sgt. Sam was the school po-
lice officer who supervised us. 
He was one of those jolly and 
friendly fellows. He taught us 
law, order and good ethics. 
Years later I visited him. 

Long retired, Sgt Sam was ill. 
I thanked him for his service and all that 
he taught me. It was an emotional last 
meeting. I will never forget him.

My involvement in law enforcement 
continues. I graduated from the FBI Citi-
zens’ Academy. I then served on the Acad-
emy Board. Former CIA Director George 
Tenet was part of a speakers series when I 
managed WIBC. We became friends and 
are still in contact today. 

For 12 years I’ve been a board mem-
ber of Crime Stoppers. I salute our Crime 
Stoppers Director, IMPD Sgt. Steve Du-

Bois, and our own Carmel po-
lice chief, Tim Green, who also 
actively serves with us.

It’s frustrating when the me-
dia reports about things law 
officers do wrong. Yes, many 
times it’s justified. Proportion-
ately, though, we need much 
more positive reporting.

Tenet was ambushed for mis-
takes the CIA allegedly made in 
regard to the Sept. 11 attacks. 
Yet there has been little report-

ing about the thousands of victories by 
the CIA and the FBI. Many of them were 
planned terrorist attacks that could have 
been some of the worst ever.

Law enforcement officials are not invin-
cible. The vast majority of them are good 
human beings, have families and experi-
ence the same personal issues as we all do. 
Sometimes even more. Yet they are always 
there protecting our businesses and our 

homes.
I had the honor to tour CIA headquar-

ters. Accompanied by Tenet, he emotion-
ally talked about the “brave 
men and women” around the 
world who risk their lives pro-
tecting us daily.

Certainly there is political 
controversy here that can be 
debated forever. Still, consider 
the broader picture.

Indianapolis psychologist 
Carol Juergensen Sheets (Car-
olTheCoach.com) said, “When tragic 
events happen, it is important to remem-
ber the positive experiences that are oc-
curring simultaneously to keep us real-
istic and balanced. Officers spend their 
lives protecting us. We need to be grateful 
for their due diligence and compassion. I 
have worked with many officers and have 
conducted workshops for them. We need 
to be remindful of their courage and their 
passion for our safety.”

You may not be aware that this year 
Carmel received the distinction of being 

the Safest Suburb in America, according 
to real estate blog movoto.com.

You can help keep it that way. Get involved 
with your neighborhood watch 
group. Enroll in the Carmel Police 
Academy. Discover more ways at 
www.carmel.in.gov . 

“It is an honor to represent 
our city along with all the men 
and women working at the Car-
mel PD,” Green said. “These 
people take pride in their as-
signments, and are focused on 

providing a professional level of services 
that our community both expects and de-
serves. I am proud of each and every one 
of them.”

Not that you are going to be thank-
ful next time you get a ticket, but maybe 
we need to think again. Considering the 
world today, it’s quite a gift to live in the 
Safest Suburb in America.  

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-plus year ex-
ecutive manager at both CBS and Emmis Communications.



Protect 
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matters
most

317.846.5554  |  shepherdins.com  

Shepherd 
can help you 
make the right 
decisions for 
your life.


