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Pre-employment

 Drug & Alcohol Testing 

 Physicals and Immunizations 

  DOT/CDL Exams 

  Vision/Hearing Screenings 

 
On-the-Job 

 Injury Prevention                           

 Injury Treatment/Worker’s Comp 

 Independent Medical Evaluations 

 Job Specific Ergonomic Evaluations 

 
Return to Work 

 Physical and Occupational 
 Therapy & Rehabilitation         

 Fitness for Duty Testing 

 
Wellness Programs

 
On-Site Mobile Health Coach
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IU Health Occupational Health  |  789 E Morgan Street  |  Martinsville, IN 46151

THE STRENGTH IT TAKES

Trust in our strength and 
make your business stronger.
Indiana University Health now offers area employers convenient and easily 

accessible Occupational Health services. Conveniently located off of Highway 37, 

our facility is a short drive from Indianapolis’ south side. We work with employers 

of all types and of all sizes to develop cost-efficient and effective work-related 

medical care: From pre-employment physicals to injury care to back to-work 

solutions. Quality care is located less than 20 minutes from where your

employees work and live. Call us today to learn how we can help you make a 

difference in the lives of your employees – and the health of your organization.

Contact 765.349.6777 to schedule a consultation.
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TomWoodLexus.com

Tom Wood Lexus is the only dealership in central 

Indiana that combines the quality of Lexus with 

the reliability of the area’s most trusted name in 

automotive. We take pride in providing you a

world-class ownership experience from the 

purchase of your new or pre-owned Lexus, to all 

of your service and financing needs. Get the car 

you want, the way you want—at Tom Wood Lexus.

4160 E. 96th Street   |  317.580.6888

Hours of Operation:

Sales:
Mon, Thurs: 9 am - 8 pm
Tues - Wed, Fri: 9 am - 6 pm
Sat: 10 am - 6 pm

Service:
Mon, Thurs: 7:30 am - 8 pm
Tues - Wed, Fri: 7:30 am - 6 pm
Sat: 8 am - 6 pm

Ask about our concierge service

An Ownership Experience 
Like No Other

Rick Myers
FOUNDER

/PUBLISHER

Half of 2014 is now officially over.  What 
have you achieved thus far in your 
professional life, your personal life? Did 

all of those goals you set 
for yourself before the 
new year slip away on the 
January ice? 

It has been an inter-
esting six months in-
deed. Ups and down 
for all of us. I’ve talked 
to many business own-
ers who told me Janu-
ary and February were 
excruciatingly pain-
ful. How you survived 
or didn’t survive most 
likely says a great deal about you and your ap-
proach to business. 

I am a big sports nerd. If there is an athletic 
contest on television my wife says I’ll watch 
it. That’s not entirely true, but close enough.  
Most recently, I thought the first part of the 
post season of the NBA playoffs was fantastic, 
and the NHL was absolutely spectacular. 

I don’t know if I’ve ever witnessed as many 
overtime games as I did this NHL playoff sea-
son. Bottom line is, for me, sports are attrac-
tive - not only entertaining - because you can 
learn from them. Winners and losers; pretty 
black and white, and you can apply some of 
the winner’s technique to your business.

Let’s use the NBA World Champion San 
Antonio Spurs as an example. 

I’ve listen to countless sports radio shows 
and overwhelmingly what has been talked 
about in regards to the Spurs’ success is the 
professional atmosphere the franchise, under 
head coach Gregg Popovich, has created. The 
team is all business, the insiders say, at every 
facet of the game - in the locker room, out 
in public, on the court, etc. Interestingly, the 
team’s mantra is do more with less – basically 
keep it simple.  They do that. They simply win.

We tend to complicate even trivial matters 
when it comes to business. In a small busi-
ness, owners wear many hats, and because of 
that it’s a “do whatever needs to be done” at-
titude, when in fact it would be much more 
profitable, and much more efficient if they 
kept it simple.

Here’s to a wonderful rest of 2014.

Simplistically 
Successful

FROM the PUBLISHER

n Health benefits of Camel milk?
Camel’s milk, according to scientific 
studies reported by the Citizen-Times, 
has less cholesterol than cow’s milk as 
well as more protein, iron and vitamin C. 
“And it’s tasty,” said Dr. Frank King, who 
raises 23 camels on his farm near Ashe-
ville, N.C. And though no research cur-
rently supports this, several people who 
have tried camel’s milk claim it may have 
anti-inflammatory properties and bene-
ficial effects on the brain. – Newser

 
n Exercise important 
 for breast cancer patients
According to Medical News 
Today, patients suffering from 

breast cancer who do not ex-
ercise sufficiently may expe-

rience a decreased quality of 
life and/or compromised survival rates. 
Research shows that breast cancer pa-
tients with higher levels of exercise or 
activity have a 34 percent reduced mor-
tality rate. – Fox News Health
 
n Inflammation linked to  
diabetes and depression?
A new study claims that people with di-
abetes and depression may experience 
more inflammation in their blood than 
those with only diabetes. Of the 1,227 
people diagnosed with type-2 diabetes 
in the study, those who reported hav-
ing symptoms of depression tended to 
be heavier and younger. Researchers 
hypothesize that the best way to com-
bat both depression and diabetes is bal-
anced diets and regular exercise. 

– Reuters

n Full moon messing  
with sleep?
Despite the fictitious nature 
of werewolves, a new study 
in the journal Current Biol-
ogy seems to suggest that 
people may get lower 
sleep quality around 
the time of full moons—
sleeping an average of 20 minutes less 
than during a new moon. – CNN Health

n Don’t delay measles vaccine
Dr. Simon Hambridge, an expert in pe-
diatric vaccination with Kaiser Perman-
ente’s Institute for Health Research Col-
orado says that giving vaccinations too 
closely together is not unhealthy as vac-
cination myths would have you believe. 
Delaying the measles vaccine until after 
a child is 15 months old may raise his or 
her risk of seizures, a new study reported 
in the journal Pediatrics. – CNN Health

HEALTH DISPATCHES 

“How you survived or didn’t survive  
most likely says a great deal about you  

and your approach to business.” 
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Yes, we want your letters: 

Readers of the Southside Business Leader are en-
couraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

VIEWS

Much like the woodpecker, I will 
continue to peck at human foibles. 
Jackhammering through dense skulls 

until I reach the elusive refrigerator 
light that will illuminate the error 
of our ways and cleaning out moldy 
thinking. Today’s skull is the boss.

Here are seven things I would 
teach my boss:

1. Become results oriented - Stop 
telling people how to get things 
done. Set goals and expectations, 
and let the employees figure out the 
path. Of course, you can make sug-
gestions, but give employees auton-
omy when you can.

2. Delegate responsibility, not 
just tasks - Employees want recognition, but 
they also crave your trust. Give it to them by 
giving them important tasks. If you can’t trust 
your employees, you have much bigger prob-
lems than I can address here.

3. Stop with the fear-mongering - Do you 
really want people to fear you? If so, get a vid-
eo game.

4. Encourage vacations - If it is a real ben-
efit, encourage employees to use it. You know 
if you’ve set up a company culture that allows 
guilt-free vacations or not.

5. Pay enough to make a living - Savvy em-
ployers understand that money is 
not the only type of compensation. 
You have to pay near the market av-
erage in order to keep employees, 
but if you add in some of these oth-
er benefits mentioned before, you 
will have a loyal employee for a long 
time.

6. Share the giant screen TV - 
What is attractive about telling peo-
ple to duck without explaining the 
incoming heavy object? Sure, timing 
is a factor, but at some point it needs 
to become evident why. Same with 

edicts from on high. There’s almost a reason 
for every move. Let your people in on the big 
secret. Trust them with sensitive issues. Al-
low them to contribute to the solution. Face 
it: you’re going to need them to accomplish 
it. Orders without explanation breed mistrust 
and satisfaction takes a nosedive. Make sure 
your employees understand their purpose. 
Why did so many soldiers willingly go off 

to fight in World War II? Their purpose was 
strong enough to die for.

7. Become a student of human behavior - 
As a manager of people, it helps if you know 
what makes them tick. You’d be surprised. 
Most managers are promoted because of their 
expertise in the industry, without regard for 
how they treat their teams. Most of our lives, 
we’ve been programmed to believe that peo-
ple will intelligently act in their best inter-
est. But people, for a variety of reasons, are 
not rational. Their motivations are sometimes 
not even evident to them. In the last 40 years, 
there have been so many studies about how 
people make decisions or don’t decide and it 
can really baffle the boss.

Being a boss is not easy, but refrain from 
blaming your own pressures to treat oth-
er people like they are replaceable cogs in a 
profit-making machine. They need more from 
you and from their workplace. No one excuses 
the actions of a domestic abuser, despite their 
own upbringing. They are expected to do bet-
ter. So are you.

Gus Pearcy
COLUMNIST

Seven things I will teach my (next) boss
HUMOR

In Toon with Southside Business by Julie 
Bickel

The road to success is 
not easy to navigate, 
but with hard work, 

drive and passion, it’s 
possible to achieve the 

American dream.

~ Tommy Hilfiger,  
founder of  

Tommy Hilfiger  
Corporation

Though the economy has been 
bouncing back in more ways than 
one – job recovery is on the rise, 
more college graduates are en-
tering the work force now and a 
wide array of other positive indi-
cators – small businesses can still 
struggle in urban and suburban 
markets.

A classic example of this is the 
floundering metro areas that are 
hemorrhaging educated, hard-
working citizens seeking safe, at-
tractive places to live. This is a 
problem for businesses because 
it reduces the likelihood of at-
tracting the kind of personnel 
who will help increase revenue, 
bring in new clients and ulti-
mately help company growth.

Small and family-owned busi-
nesses that don’t always have big 
advertising bucks or other means 
to entice their ideal employees or 
clientele are forced to come up 
with unique ways of drawing not 
only good employees but people 
who are also invested their fu-
tures and the future of your com-
munity and market.

The most recent addition to the 
workforce, Generation Y (other-
wise referred to as millennials), is 
coming out of college with more 
debt than any previous genera-
tion, and they are eager to go 
anywhere for respectable, hon-
est work. Southside businesses 
stand to gain a great deal from 
investing in their employees. 
With all the right ingredients (an 
able and enthusiastic workforce, 
businesses willing to participate 
and invest in their communities), 
communities can come together 
nicely in a joint effort of progress 
and self-actualization. 

The challenge is now in your 
hands. Grab those employees 
who seek to keep business and 
employment local.

Keep business 
and employees 

local
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By Nicole Davis
The coal mining business is ever-changing, 

says Felson Bowman, CEO of Solar Sources, 
Inc., headquartered in Perry Township. After 
40 years of adapting and grow-
ing, Solar Sources is the largest 
independently-owned mining 
company in the state. 

“We look in the long-term 
and what has made Solar Sourc-
es successful,” Felson says. “The 
secret to a company like ours is 
highly-skilled and highly-moti-
vated people.”

Before founding Solar Sourc-
es, Felson had worked as a Mar-
ion County Deputy Sheriff. He 
graduated from Indiana Uni-
versity School of Law and be-
gan practicing law. Through his 
practice, he learned about con-
struction and mineral leases. He 
knew Hoosier Energy was hav-
ing trouble finding coal for its 
power plant. Felson started Solar 
Sources, Inc. in June of 1974 to 
mine and supply coal to Hoosier Energy. They 
were in operation by December of ’74, min-
ing 250,000 tons of coal in 1975, which made 
them the largest producer in the state.

Felson and his family moved to the Center 
Grove area in 1974. The headquarters was ini-
tially on Madison Avenue, along with his law 
firm. They outgrew the space, moved to Valle 
Vista Country Club and eventually leased and 
then purchased the current building at 6755 
Gray Rd., Indianapolis. He says the company 
has grown slowly through the years to its cur-
rent position. 

 “Coal mining is different from a business 
where you come in, you want to project, you 
want to grow, you want to increase your sales 
each year,” Felson said. “The investment in coal 
mining is so great that you can’t really plan, 
say ‘I’m going to expand, I’m going to build.’ 
You have to move with the market. When the 
market goes down, you can’t expand. To stay 
in this business you just have to be better, fast-
er and cheaper. We look more for the long-

term of our company, not short-term profit.”
Solar Sources has three surface mines in 

operation and one underground mine not 
active yet, with 250 employees. Felson says 
proper maintenance is of great importance, 
with things such as their trucks with tires 
costing approximately $30,000 each. He says 

planning, proper care and maintenance is vi-
tal to sustainability.

 Felson says the secret to his company’s suc-
cess is having highly skilled and motivated 
people who care about their jobs and treating 
those employees properly. Employees get paid 
a waged salary and receive paid incentives. He 
says they have good pension benefits, time-
based service awards and good medical plans, 
which have increased in coverage even with 
the new rules introduced by the Affordable 
Care Act.

“We have highly-motivated, well-paid em-
ployees that are very skilled at what they do,” 
Felson said. “We have very little, if any turn-
over in skilled positions. After 40 years, I have 
grandchildren of people that started work-
ing for me in 1974. Our chief mechanic is the 
grandson of our first mechanic. When you 
work more than 250 people, you have to learn 
how to get along with them, how to get the 
best of them.”

That’s one thing that has not changed. In an 
issue of Coal People magazine, March 1989, 
Felson was quoted, “We have a unique com-
pany. We pay our people well, better than the 
norm. We have no supervisors. A man that 
needs a supervisor at my company needs a 
new job,” and “We believe in taking care of our 

employees and, they in turn, will 
take care of the company.”

This concept has proven ef-
fective thus far. When the com-
pany first started, there was a lot 
of competition between other 
mining groups. Since then, most 
of those companies have closed, 
moved or filed bankruptcy. Fel-
son says they take pride in main-
taining a reputable business, 
doing things such as restoring 
ground to attractive, function-
ing properties once the mining is 
completed.

“A lot of (the challenge) now 
is the regulatory changes that 
we’re running into,” Felson said. 
“The current administration is 
attempting to stop coal mining. 
All of their regulatory actions 
are to make the mining of coal 

more expensive or shut it down all together. 
They make rules and regulations that make it 
more difficult to mine, which raises the cost. 
Their stated objective is to make fossil fuels 
electricity expensive enough that wind and 
solar panels would be competitive. To make 
those competitive, your electric bill would be 
four or five times higher than it is now.”

Felson says it gives him pride to continue 
to run the business, with his son, Fred, as the 
president and daughter, Jackie Bowman Pon-
der as the general counsel. As far as the future 
of the company – Felson says his goal is still to 
mine and produce coal that satisfies his cus-
tomers.

 “I enjoy what I do,” Felson said. “I feel I have 
an obligation to the employees that has made 
Solar Sources successful. There are a lot of 
challenges. We just look at it as something we 
have to do.” 

Best advice: To be in a long-term busi-
ness, you must learn to be careful of the 
commitments you make. You must honor 
all of those commitments even if in the 
short term it has no benefit for you be-
cause in the long term you will reap the 
benefits from honoring it.

Worst advice: You tend to ignore that 
type of stuff and it goes out of your mind. 
Because we’re in such a long-term busi-
ness, it’s from people that attempt to have 
you think of short-term benefits.

Best business decision: Going into the 
coal business to start. I was a practicing 
lawyer that had a good practice and it has 
taken years to see the benefits of that.

In 5 years… We would like to still be in 
business mining coal. The current Federal 
administration is doing all it can to dam-
age carbon-based fuels. It’s going to be a 
very tough five years because of the rules 
and regulations being done and we have 
to find ways to cope with that.

Secret to success: Long-term planning. 
Our biggest asset is our employees and 
taking care of our employees and that’s 
the secret to our success.

How did Felson do it?

Reasons to do business  
with Solar Sources, Inc. …
n  Solar Sources has limited customers, 

namely power plants that use coal 
to produce electricity. We’ve been 
in business for 40 years, with these 
customers. We have a reputation of 
supplying coal to them in a timely 
manner, which is why we continue 
to be in business.

The List Perry Township coal mining business, Solar Sources, Inc., reaches  
40 years in operation with CEO Felson Bowman at the helm.

FEATURE

COVER STORY

From left, Solar Source Inc.’s president Fred Bowman, CEO Felson Bowman 
and counsel Jackie Bowman Ponder.

Photo by Nicole Davis

Solar Sources, Inc.
6755 Gray Rd.

Indianapolis, IN 46237
(317) 788-0084

*$50 membership savings account required. Rate subject to change & effective 5/1/14. 60-month term. Current IMCU loans exempt. Subject to credit approval.  

Southside Branch
5047 Madison Ave

788-4693

Stop 11 Branch
5940 E Stop 11

887-0686
Greenwood Branch

1115 N Madison Ave
881-3877

Center Grove Branch
1604 S SR 135

859-8034

...With Great Rates

Auto Loan Rates As Low As

2011-2014 models

1.9%
APR*

Why Go Anywhere Else?
imcu.org

Mine-dful management
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BUSINESS BRIEF

Prestige Lawn Solutions

CALL TODAY! (317) 524-9100
www.prestigelawnsolutions.com

Emergency - 24 Hour Service
Tree Removal
Lot Clearing
Gutter Cleaning
Dirt Work

Erosion Control
Fall Clean-up
Rip Rap
Fence Install and Repair

$50 Off 
Tree Removal

The solution to all your outdoor needs

ENTREPRENEURSHIP DISPATCHES 

n Wait to become CEO?
President of Stanford University, John Hen-
nessy, recently told Bloomberg that startup 
founders and entrepreneurs should wait 
to become a CEO and work with some-
one more experienced instead. Hennessy 
claims that young entrepreneurs are inex-
perienced in hiring, negotiating, and deter-
mining the value of a good deal. 

– Business Insider

n Tips for student entrepreneurs
Making the most of the resources at your 
disposal while in undergraduate and grad-
uate programs is vital for up-and-coming 
entrepreneurs. Talking with mentors, pro-
fessors, career services, and a wide array of 
other outlets can make the difference be-
tween building a successful company or 
letting it fail right after college. 

– Entrepreneur.com

n E-mail tips for business owners
1. Make your subject line specific.
2. Keep your message brief.
3. Include bullet points.
4. Praise the person.
5. Be aware of your tone.
6. Double check for typos.
7. Guard email addresses.

8. Don’t abuse “reply all.”
9.  Ask permission before sending  

large attachments.
10. Give the recipient time to respond. 

– Entrepreneur.com

n Four topics to jog blog posts
If your company markets itself online, blog-
ging is a great way to build and increase 
your following. However, most reasons en-
trepreneurs don’t blog is because they are 
unable to come up with topics to write on. 
Here are a few tips to jog the mind and clear 
out writer’s block: “What makes you mad?” 
“What questions do people ask you?” “What 
do you want to learn about?” and “Making 
top-lists.” These are a few idea-developing 
topics that may lead to better posts in the 
future, too. – Entrepreneur.com

n Spending time vs. spending money
How can you differentiate when to spend 
time or when to spend money? Some au-
thors argue that frugality buys more time, 
while others argue that it’s more important 
to delegate tasks to be completed efficient-
ly. Paying a specialist to do a task in a frac-
tion of the time it would take you may save 
money via time, even if their services are 
expensive. – Entrepreneur.com

Brenda Richards is a commercial real estate at Carpenter 
Realtor. She is interested in new business and real estate in 
Johnson County. Brenda can be reached at Brenda.richards@
comcast.net.

Brenda 
Richards

COMMERCIALLY SPEAKING

REAL ESTATE

Sleepless in Greenwood

Not a chance! Three new stores promise a 
great night’s sleep. Pure Sleep Mattress 
has opened on US 31 across from 

Greenwood Park Mall. The Mattress 
Guys has located its business next to 
Greenwood Lighting center. Mattress 
Maxx has located on US 31 next to 
Kittle’s Furniture.  Buying a mattress is 
now a new car experience as shoppers 
compare prices! 

A trip to Mashcraft Brewing on 
State Road 135 will make mattress 
shopping easier for everyone. The 
new brewery offers hundreds of va-
rieties. Radio Active Interiors has 
opened on US 31 S. offering Furni-
ture “redefined.”  A great place for 
bargain hunters and inquiring minds. Pop-
eye’s Chicken is drawing crowds to its new 
location in the Kroger Center on State Road 
135.

Smith Valley Centre welcomes Wuzzler’s 
Grill & Spoon located on the end cap where 
Margarita’s Mexican Restaurant was locat-
ed.  Wuzzler’s plans an opening date of July 
21. Great menu items include the Red Li-
ons famous fish ‘n Chips, grog house chick-
en, maple grilled Salmon and not to mention 
Tater Skewers! Center Grove graduate Walter 
Bolinger, owner, has even created the Trojan 
Burger which is sure to be a winner! Margar-
ita’s Mexican Restaurant has relocated to a 
larger space within the retail center.

Fresh Thyme Farmers Market had its grand 
opening on June 12. The fresh produce and or-

ganic food offers area residents healthy food 
at affordable prices. Rocker Signs & Graph-
ics has located to Greenwood Oaks Business 
Center at 500 Polk St.

The long time Hostess Bakery on US 31 N. 
is now Ziebart Rust Proofing.   Just 
another sign of change as we go out 
with the old and in with the new. 
Greenwood Park Mall draws thou-
sands of regional shoppers to the 
area. The mall is once again offering 
a summer concert schedule. 

Residential real estate continues 
to recover from a harsh winter. The 
demand for professional office space 
and high traffic retail on State Road 
135 and US 31 remains high. The 
northeast corner of County Line 
Road and Emerson Avenue contin-

ues to be the hot spot for hotels, new restau-
rants and gas stations.  I-65 is in the path of 
progress as Greenwood’s economic growth  in 
industrial users is on the fast track.

Greenwood schools draws approximately 
200 students outside its district to enroll this 
fall. The school board believes the students 
will generate income within the community to 
area businesses. If school enrollment grows, 
the school will receive additional money to 
hire teachers and provide college level class-
es. Today even schools have to look to provide 
ways to increase the needed funding to com-
pete with other local schools.

HOCH finds new home
Architects and engineers from HOCH have moved their new offices at the Mozzo at 531 Virginia 
Ave. in the Holy Rosary neighborhood in downtown Indianapolis. The company has relocated 
from Fishers and will have 8 -10 employees. The Mozzo is a four-story mixed use building 
including 65 residences as well as the commercial space. It was built by Milhaus on the site of 
a former Bureau of Motor Vehicles office. The Mozzo (meaning “hub” in Italian) was designed to 
complement the area’s mix of historic and modern architecture. 
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A lot has changed in the last few years. And we’re 
all wondering how many more hits we can take. 
It always looks bad when you’re down, but rest 
assured we will get back up. We should know, 
in the last three years Express Employment 
Professionals has helped over 1 million people 
find jobs. Because where others see adversity, 
we see opportunity… and we are on a mission… 
for one million more.

(317) 888-5700   707 S. Madison Ave., Greenwood, IN 46143
ExpressIndySouth.com

BUSINESS LOCAL

Michael Budensiek and Paul Elmore opened their first business together, U-Fit, nine months ago.

Photo by Nicole Davis

The progress is personal

Compiled by Nicole Davis

Everyone is looking for something differ-
ent in fitness and no matter their age or fitness 
level, personal trainers at U-Fit Indy will make 
them feel comfortable, says Michael Buden-
siek. He and Paul Elmore opened the train-
ing facility at 300 Commerce Pkwy. in Green-
wood more than nine months ago after having 
worked together, traveling to train clients for 
two years.

 “People are starting to notice how we’re 
different. Everything we do is lifestyle taught,” 
Budensiek says. “We know you can’t crash 
diet for 60 days and expect results to last. 
Most places you work out with a trainer 30-60 
minutes. Sometimes you get the same train-
er, sometimes it’s different. Here, we focus on 
relationships. We try to help you fix what is 
going on. You will see more results with the 
same trainer. We teach them strength, nutri-
tion, weight training, cardio and how to get 
their family involved.”

Opening U-Fit has given Budensiek and El-
more an advantage with their branding and 
branching out with things such as helping 
companies set up wellness programs. Their 
clientele has increased by 4-6 people per 
month, which Budensiek says is a nice, steady 
growth in the industry. He says within the 
next three years, they hope 
to grow from six trainers to 
12, expanding to a second lo-
cation.

“Our goal is to become 
such a stronghold in the 
Southside community that 
anyone who hears about U-
Fit knows to expect serious 

results,” Budensiek says. “We have a 100 per-
cent guarantee because know if you follow the 
program, you will see results.”

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

Once your goal is set and your plan is in 
place, work the plan every day with consis-
tency, passion and drive, just like the very first 
day you started. Even when the going is tough, 
just continue working the plan.

How have things changed since you start-
ed your business?

We have been in business for two years. We 
just opened this location (the first of our own) 
nine months ago and it has opened doors of 
opportunity for us in several areas of fitness 
which we have always wanted to reach into.

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

Our biggest challenge to date would have to 
be just getting our name out there and build-
ing our brand. We are still in the process of 
doing this but we have become really active 
with the Greenwood Chamber, having booths 
at our local health fairs and helping local busi-
nesses get wellness programs set up for their 
employees.

What is the hottest new 
trend in your industry?

You are starting to see a 
lot more fitness competi-
tions pop up as well as Ex-
treme weight loss television 
series and game shows.

NOW THAT WE’VE BEEN OPEN

Micheal Budensiek and Paul Elmore help clients  
find fitness results that last at U-Fit in Greenwood

FINANCE DISPATCHES 

n How much money makes happiness?
According to CNNMoney’s American Dream poll, conducted by ORC International, many 
Americans believe they don’t even need a six-figure salary to be happy. Just over 50 percent 
of the people polled said it would take less than $100,000. Nearly a fourth of the people 
who took the poll said between $50,000 and $74,999 was an ideal income. 6 percent said 
money can’t buy happiness (no matter how much). 

– CNN Money

n Securing first investor crucial
No multi-million dollar company today was able to get off the ground without that initial 
investor. The time and effort a lead investor puts into researching your company (and its 
potential marketability) is a signal to other investors that you might have a good idea 
worth putting money toward. After securing your first investor, you put your company in a 
better position to negotiate with future prospects. 

– Entrepreneur.com

n Men lagging behind women in job recovery
Though the U.S. economy finally recouped all 8.7 million jobs lost during the financial crisis, 
men still have 699,000 fewer jobs now than in December 2007. This has been attributed to 
male-dominated industries like construction and manufacturing which were hit hard by 
the recession. Some suspect that men will begin transitioning into traditionally women-
dominated professions like nursing and teaching. – CNN Money

n New Netflix members to pay $1 extra
Online movie and television streaming company, Netflix, recently announced that new 
members will pay $8.99 per month while existing subscribers can continue to pay only $7.99 
for up to two years. As for a reason to the price increase, Netflix cited, that it was “in order to 
continue adding more movies and TV shows.” Since 2008, Netflix has seen an increase in 30 
million subscribers. – CNN Money



8   July 2014 • businessleader.bz Southside Business Leader

Greenwood’s Paul Totten 
awarded with DAR 

Distinguished Citizen certificate
On June 8, the Mary Bryan Chapter of the National Society of the 
Daughters of the American Revolution surprised Paul Totten of 
Greenwood with a DAR Distinguished Citizen certificate and medal 
at his home. Totten is a WWII veteran, as well as a prisoner of war 
in the Philippines. After his return to Greenwood, he became an 
active member in the business community as a realtor and holding 
numerous offices in the Greenwood community. He has been an active 
participant in planning and fundraising for the War Memorial to be 
placed in Freedom Park.

From left, Jeri Dixon, National Defense; Paul Totten; and Catharine Pollachek, Regent.

FACES OF FREEDOM

SALUTE
SIGNATURE HEROES

H

“To all our service men and women 
past and present, THANK YOU!”

COMPLETE AUTOMOTIVE REPAIR

6025 Madison Ave.
Indianapolis, IN 46227

787-5345 • beckservicecenter.com

“Thank you to all who have served 
to protect our freedoms.”

Call toll free: 1-888-652-9663
jacksonsystems.com

“Thank you for YOUR service”

3150 South Madison Ave., Indpls, IN 46227
(317) 787-0989 • www.meineke.com

“Freedom is not free! 
We support our veterans.”

255-A S. State Rd. 135, Greenwood, IN 46142
next to “Penn Station Subs”  (317) 888-VACS 8227

T h e

VAC U U M
C E N T E R

“We would like to thank  
you for your service!”

247 S. State Rd 135 • Greenwood, IN 46142
(317) 300-0104 • Scandinavian-Imports.com

CARPET
COUNTRY

(317) 888-3501 • carpetcountry.net
280 South SR 135 • Greenwood, IN 46142

A Division of 
Rode Co. Inc.

Thank you to all who served to protect all our freedoms!

We carry all brands of… Carpet • Laminate • Vinyl Hardwoods 
Ceramic • Hunter Douglas Blinds • Designer Rock Flors • Area Rugs

H

H

BUSINESS BRIEF
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By Nicole Davis
Life-long Southport resident, Roger Har-

ris, will be the Grand Marshal in this year’s 
4th of July parade for the city. An owner of Re/
Max Select in Greenwood, who also serves as 
secretary on the Southport Redevelopment 
Commission, Harris is retired military, having 
served in Vietnam.

 “It was quite a surprise when mayor called 
me and asked, would I do this?” Harris said, 
“It should be quite interesting...  We do like 
the parade since it comes right by our house.”

Harris was drafted in February of 1970. He 
had his initial training at Fort Knox and then 
at Fort Polk in Louisiana. By the 4th of July, 
1970 he was in Vietnam. 

“It was just part of where I was going,” Har-
ris said. “I knew where I was headed – right to 
Vietnam. You just roll with the punches, make 
it happen.”

Spending most of that his time in the field, 
on Sept. 1 of that year he stepped on a land-
mine, resulting in the amputation of his leg, 
below the knee. He spent some time recover-
ing in Japan before being transferred to Valley 

Forge in Pennsylvania. 
“The time in the hospital was like living in a 

college dorm,” Harris said. “Nobody was really 
sick; you were just missing some body parts. 
We had a good time.”

He had his final surgery in Feb. 1971 and 
was officially retired from the military that 
July. Harris says he’s not had any real trouble 
with his leg since that final surgery, and it’s just 
become a part of his life. Once he returned 
home, he graduated from Indiana Central 
College, now the University of Indianapolis. 
He married his wife, Helen, in 1974 and they 
have a daughter, Audra Collie and son, Zack, 
and three grandchildren. He and Helen will 
ride in the parade together this July 4.

“It’s very nice they would think about for 
that,” Harris said. “I was in the military a short 
time, 18 months total, but it’s always nice to 
be recognized.”

The July 4th Parade & Festival in South-
port will take place from 10:30 a.m. – 3 p.m. 
The parade will start at Southport Elementary 
with festival events taking place at Southport 
Park, 6901 Derbyshire Rd. For more informa-
tion, visit southportevents.org.

Top left: Roger Harris received 
his Purple Heart in 1971. 
Bottom left: Harris stands in 
Chu Lei, Vietnam in July 1970. 
Bottom, center: Harris in his 
dress blues in February 1970. 
Bottom, right: Recent photo 
of Harris. (Submitted Photos)

Re/Max Select owner Roger Harris to Grand Marshall  
this year’s Southport 4th of July Parade & Festival

FOCUS
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Our idea is to get the dogs into a home where they are going  
to be loved and cared for. People have been very gratuitous. They donate food, 

towels, other things we need. We have a couple dozen volunteers, a handful that is 
constant. We would certainly like to increase that amount. 

~ Moe Tibbetts

“

“

Photos by Nicole Davis

Left: Moe Tibbetts holds a puppy born March 24, after 
Tails and Trails Rescue pulled its pregnant mom from 
an unfit home on March 20. Top, left: dogs at play in an 
outdoor pen at Tails and Trails Rescue. Top, center: The 
rescue facility. Top, right and bottom, right: dogs at the 
rescue facility.

Tails and Trails Resort
1641 W. County Line Road

Greenwood, IN
317.865.6003

tailsandtrailsresort.com
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By Nicole Davis
Moe Tibbetts started adopting out dogs 

when a neighbor found a box of puppies in an 
alley and brought them to her. Tibbetts gave 
the puppies a bath and got them all placed in 
homes. Seeing the amount of stray dogs that 
need homes, in 2005 she started Tails and 
Trails Rescue and Tails and Trails Resort, at 
1641 W. County Line Rd., Greenwood. The res-
cue has grown ever since, adopting out nearly 
100 animals last year and has already reached 
more than 100 this year.

 “Not only do we save lives of the dogs, but 
we also make people very happy,” Tibbetts says. 
“These dogs that were once cast away bring so 
much joy to their adopters. Many of the past 
adopters will keep in contact and will become 
volunteers.”

The recue pulls mainly from high-kill shel-
ters in Indiana and surrounding states. An all-
volunteer organization, Tails and Trails Rescue 
is working on its 501c3 status. Tibbetts works 
outside of the shelter, selling real estate. A few 

months ago, the first board of directors was 
created consisting of 11 members.

Gary and Linda Magee, owners of Deck the 
Walls in Greenwood, serve on the board and 
have volunteered since December. Gary says 
after discovering the rescue and adopting a 
deaf Border collie, he and Linda knew they 
wanted to get involved more with the organi-
zation.

“Moe has a way with dogs,” Magee says. “She 
knows them. They love her. When she’s work-
ing with potential people looking to adopt, she 
has something that encourages them to do it. 
She has done well over 100 adoptions so far 
this year. For a small operation, it’s a pretty in-
credible number. She works hard. She’s very 
personable about the people that come in. She 
prepares the dogs well in such a way that makes 
you want to take them home.”

Tibbetts says along with the creation of the 
board, she hopes to have a greater ability to 
host more fundraisers and get a better program 

going to get the dogs into and out of the rescue 
quickly, into good homes. Gary says he hopes 
to contribute to the fundraising efforts through 
getting donations and grants that will eventu-
ally help move the current facility to something 
better suited for keeping the dogs and tending 
to their medical needs. Currently, many of the 
rescue dogs are placed in foster homes.

Tibbetts says she ensures that all of the dogs 
are all vetted and if they are not spayed before 
leaving, they are scheduled for the procedure.

“Our idea is to get the dogs into a home 
where they are going to be loved and cared for,” 
Tibbetts says. “People have been very gratu-
itous. They donate food, towels, other things 
we need. We have a couple dozen volunteers, 
a handful that is constant. We would certainly 
like to increase that amount.”

For more information, visit facebook.com/
tailsandtrailsrescue, TailsandTrailsResort.com 
or call (317) 445-3544.

Happy TAILS to you
Greenwood’s Tails and Trails rescue continues to grow in its 

ninth year with more than 100 animals already adopted

Photos by Nicole Davis

Submitted Photo
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T. Boone Pickens, an energy entrepreneur and 
billionaire from Texas, joined for the grand 
opening of Kinetrex’s second liquefied natu-
ral gas plant in Beech Grove on June 13, along 
with Citizens Energy Group. Pickens’ 2008 en-
ergy policy titled “The Pickens Plan” promotes 
enhanced U.S. energy security through a re-
duction in OPEC oil dependence and an ex-
panded use of domestic resources. The South-
side Business Leader, via his communication 
staff, asked Pickens about how to become a 
successful business entrepreneur. He said the 
following: 

1. (Have) a strong work ethic.
2. Have a concrete plan. A fool with a plan can 
beat a genius with no plan.
3. Once you have the plan, stay focused. If you 
are hunting elephants, don’t get distracted 
and start chasing rabbits.
4. Be willing to make tough decisions. Don’t 

fall victim to the ready, aim, aim, aim syn-
drome. You have to be willing to fire.
5. Be careful who you take advice from. Ask 
yourself these three questions: 1) Are they 
smart? 2) Do they have a conflict of interest? 
3) Do they love me?

T. Boone Pickens visits Beech Grove  
for Kinetics Energy Grand Opening

BUSINESS BRIEFS

The Southside’s newest senior living commu-
nity opened the doors to residents and visi-
tors this week in Johnson County.  Blooming-
ton-based CarDon and Associates introduced 
Aspen Trace, at 3154 S. State Rd. 135 in Green-
wood, to the public during an open house 
Sunday and to area professionals on June 10. 
This fourth CarDon Southside property is lo-
cated south of Stones Crossing Road on SR 
135 and is in close proximity to communities 
of Greenwood, Bargersville, Center Grove. Dr. 
Stephen Moore, president and chief execu-
tive officer of CarDon and Associates, said dur-
ing comments prior to a ribbon cutting that 
they designed this community to meet the 
needs of the residents and the families. "This 

community is a different vision of the future. 
We have tried to bring into Bargersville some-
thing new and we have tried to give our resi-
dents a new living experience," Moore said. 
This community offers specialized health ser-
vices and living arrangements for up to 150 
residents. Vice President Dan Moore said As-
pen Trace uses a "pod concept." "It allows us to 
have separate neighborhoods in one building 
giving us the ability to offer six different lev-
els of care to cater to special needs groups. We 
have a dementia unit, a special care unit, as-
sisted living… The pod concept has a central 
corridor that connects these neighborhoods," 
said Dan Moore.

Vice President Dan Moore and President and CEO Dr. Stephen Moore, brothers and two of CarDon and Associates 
four owners, cut the ribbon to officially open on Tuesday the fourth CarDon southside property Aspen Trace at 
3154 South SR 135 in Greenwood. From the left are Bargersville Council President Kenneth Zumstein, CarDon 
General Council Mike Delph, Dan Moore, Dr. Stephen Moore, Chief Development Officer Scott Rigney, Chief 
Operating Officer Connie Brewer, and Chief Financial Officer Kent Rodgers.

Southside seniors’ newest home is Aspen Trace 

Photo by Brian Ruckle

Submitted Photo
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BUSINESS TIPS

Developments in cloning have been 
amazing, but unless your customer base 
is made up of sheep, they 

haven’t meant much to marketers. 
That said, there’s a way you can “clone” 
your best customers so that you can 
do business with more of them.

The better you know the reasons 
your customers chose you and what 
they really think about you, the bet-
ter you’ll be able to target other 
people who are likely to do busi-
ness with you. The fancy market-
ing term for this is “customer mod-
eling.” Once you create a model of 
your ideal customer, you can use 
what you’ve learned to make more effective 

decisions. 
When I’ve asked most business owners 

what led their current customers to choose 
them, most weren’t sure. The dead giveaway 

is when they answer questions like 
that with “I think …” instead of “I 
know …” statements. “I think most 
people find us on the internet” or “I 
think most of our customers are re-
ferred by friends.” It’s almost never 
“I know that 63 percent of our busi-
ness is a direct result of our cable 
TV advertising.” 

Want to know an amazingly pow-
erful, amazingly effective way to 
learn how your customers found 
you and why they chose you? Ask 
them. Just take a moment or two to 

ask a couple simple questions of every cus-

tomer. Questions like “So how did you find 
us?” and “What brings you back?”

You can make the questions part of the reg-
ular cash register conversation, just as many 
businesses do when they ask their custom-
ers for zip codes. Not only will you gain some 
valuable insight, but you’ll also create an op-
portunity for your employees to engage cus-
tomers. 

If six out of ten customers mention that 
they came to you because they heard you on 
the radio, you may want to increase the per-
centage of your budget that goes into radio 
commercials. If most cited the sign out front, 
you’ll want to give thought to putting more 
effort into your front windows and possibly 
beefing up the sign.

The more you know about your customers 
and why they make the choices they do, the 
better you’ll be able to position your business 
to serve them. By asking questions and act-
ing upon their answers, you’ll prove that their 
business matters to you. And the good things 
they say about you to their friends and col-
leagues will send more clones your way.

Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: sfwriting.
com/blog/.

Cloning your customers for increased profits

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“The better you know the reasons your customers  
chose you and what they really think about you, the 
better you’ll be able to target other people who are  
likely to do business with you. The fancy marketing  

term for this is ‘customer modeling.’”

PERFORMANCE

Do you realize you have an ally right in 
your own backyard? It is called your 
local chamber of commerce. 

I have heard people complain about 
their chamber and I have even used 
this column to challenge chambers to 
step up their game. This might sound 
like an “I was against it before I was 
for it” message but let me explain.

Your local chamber of com-
merce is a great resource and can 
be a source for business, for refer-
ral partners and for contribution to 
your community if you play it cor-
rectly. 

Like any complaint, the upset or 
disappointed individual will usually tell 5 to 

20 others all about their issue before they let 
the source of their frustration or disappoint-
ment know they were let down. Think about 
that for a minute in your own business. I be-

lieve that is the root of why, if you 
believe your chamber is not work-
ing for you, it is not.

A very good friend of mine did 
not renew his chamber member-
ship because he said, “I couldn’t 
track any new business coming to 
me as a result of being a member of 
the chamber.” That simply was not 
true and here is why … there is a 
three pronged effect called Visibili-
ty, Creditability and Profitability de-
veloped by BNI (Business Network 
International) founder Dr. Ivan 

Misner. Let me explain each prong:
• Visibility – Be seen, otherwise out of 

sight, out of mind.
• Credibility – Develop the relationship so 

that people understand your value and how to 
refer business to you.

• Profitability – Cultivating relationship 
with the right referral sources will result in 
profitable business relationships.

You see, my friend did in fact get at least 
one piece of business that I am aware of  and 
probably more that I am not aware of, and 
it came from his (at the time) regular atten-
dance at the local chamber of commerce. One 
thing is for sure … him not being there now 
will affect his business at some point in the 
future. 

Here is the fix … Join the chamber, ask the 
executive director for what you need and for 
her help. You will be amazed at all the re-
sources they can bring to bear on your behalf. 
When you do join… show up! Show up and 
build relationships and ask for what you need 
and you will see what your membership in a 
chamber can do for you. 

Chamber not working for you?

Jack Klemeyer
COLUMNIST

Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

COACH’S CORNER

“Your local chamber of commerce is a great resource and 
can be a source for business, for referral partners and for 
contribution to your community if you play it correctly.” 

FINANCE DISPATCHES

n McDonald’s U.S. sales continue 
downward trend
With the influx of competition in the 
fast-food breakfast market, McDonald’s 
is struggling to keep sales up. Sales fell 1 
percent in the U.S. in May and has not re-
ported a growth in same-store sales since 
October 2013. Internationally, however, 
sales were up 0.9 percent in May. Compa-
ny’s chief operating officer, Don Thomp-

son, said McDonalds needed 
to focus on offering fewer 
products with better execu-
tion. – Entrepreneur.com

n Amazon to compete with PayPal
Amazon launched a new e-commerce 
service recently called Amazon Payments 
that will allow users to send and receive 
money and shop online at other web-
sites, not just Amazon. The service will 
be available for mobile and desktop use. 
The launch coincides with another event 
where CEO Jeff Bezos is expected 
to reveal Amazon’s 3-D smart-
phone. – CNN Money

n Minimum wage  
hike gains support
A poll conducted by CNNMon-
ey, found that 71 percent of people in 
their survey favored raising the feder-
al minimum wage. While 90 percent of 
Democrats supported the hike, only 54 
percent of Republicans agreed. Currently, 
the federal minimum wage is $7.25 per 
hour, though President Obama and oth-
ers have proposed an increase to $10.10. 
Recently, Seattle’s city council approved a 
gradual increase to $15 per hour—which 
would be the highest in the nation. 

– CNN Money

n Raising money for startups
Perhaps the most daunting part about 
diving into a startups is the initial invest-
ment. According to data from the Center 
for Venture Research at the University of 
New Hampshire, however, success rates 
for startup companies seeking angel in-
vestors/funding. Startups pitching angel 
investors had a 21.6 percent success rate 
compared to only 14 percent in 2007. 

– Bloomberg Businessweek 

n New labor law?
A new law in France protects approxi-

mately 1 million employees in the 
technology and consulting sector 

from checking e-mails or taking 
calls from their place of employ-

ment while off the clock. France’s 
35-hour work week has been 
around since 1999, though smart-

phones and accessibility of technolo-
gy are making it easier for employers to 
overstep that boundary. – Yahoo Finance
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TECHNOLOGY DISPATCHES

Food • Fun • Networking
2014 COVER PARTY PLANNER

RSVP to coverparty@businessleader.bz 
or by calling (317) 918-0334.

Save the date!

August 19
5:30-7:30pm

Indiana Members Credit Union
1115 N Madison Ave., Greenwood

n New “Heartbleed”: “Handshake bug”
A new problem has surfaced with OpenSSL regarding the 
computer’s handshake with websites. The bug allows hackers 
to operate between you and a website—via connection to 
the same or a public WiFi network. While this bug isn’t as bad 
as Heartbleed (the only major browser it affected is Google’s 
Android mobile OS), it has shown another weakness in the 

OpenSSL code. – CNN Money

n Turing test passed by computer
The Turing test, which was created by well-known computer scientist, Alan Turing, over 
60 years ago has finally been passed. A program running on a Russian supercomputer 
designed to imitate a 13-year-old boy called Eugene Goostman was able to fool 33 
percent of the judges taking part in the 2014 Turing Test in London. If a computer is 
mistaken for a human more than 30 percent of the time based on five-minute keyboard 
conversations, it passes. – Yahoo Tech

n New keyboard tech to improve laptops
The new Maglev Keyboard from Darfon utilizes magnetism that revolutionizes the 
typing process on laptop keyboards and will make for even slimmer laptops than 
what’s currently available. Maglev Keyboards will be available during the final two 
quarters of 2014, according to Darfon, though it’s unclear which OEMs have picked up 
this particular keyboard concept. – Yahoo Tech

n Apple’s iWatch one to watch
The latest announcement from Apple at their Worldwide Developer Conference has 
analysts wondering whether or not consumers are interested in wearing the tech 
gadget. The product is rumored to be launched later this year or early next year. The 
iWatch’s apps, with the new iOS 8 software, would be able to communicate 
with each other per the user’s permission. – TheStreet

n Airplanes controlled by thought?
EU-funded “BrainFlight” project hopes to bring 
thought-controlled flight from science fiction to reality. 
Scientists from the Institute of Flight System Dynamics and 
the Berlin Institute of Technology claims to have translated brain impulses into control 
commands, thereby allowing pilots in a plane simulator to achieve flight and specific 
maneuvers without the use of controls or pedals. – FoxNews Tech

n WiFi on the moon
Researchers from NASA and MIT, after three years of development, 

are ready to debut the moon Internet. Laser technology will transmit 
data to and from the moon, resulting in upload speeds of 19.44 megabits 
per second and download speeds of 622 megabits per second—all while 
spanning the 238,900 miles between the Earth and moon. – FoxNews Tech

n Apple to acquire Beats?
Various news reports cite that Apple is currently in a negotiation 

process to procure Beats Electronics for $3.2 billion. Though iTunes 
is still the largest music “store” on the globe, digital music sales are 

slowing, according to recent trends. Not only that, but certain experts and analysts 
aren’t sure Beats is worth the money. Could Apple be rearing to go on a costly 
deal that ultimately flops? – CNN Money
 
n Drones banned from national parks
Recently, Yosemite National Park in Calif. announced that drones 
would no longer be allowed within park boundaries. The drones, 
which had been used privately to accrue scenic footage and even 
footage of hikers and climbers, are being cast out by a clause in the 
Code of Federal Regulations that states: “delivering or retrieving a person or object by 
parachute, helicopter, or other airborne means, except in emergencies involving public 
safety or serious property loss, or pursuant to the terms and conditions of a permit” is 
illegal. – CNN Tech
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You know that you are finally getting a 
bit smarter in life when you can think 
ahead of a national issue. As I write this 

column, we are knee-deep in “Veteran-gate.” 
Let’s compare it to another phony 
scandal that occurred, say two phony 
scandals before, Obamacare-gate. 

As I write this article a few weeks 
before it is published, the dots have 
not been connected in the nation-
al media between the two, but they 
should by time this article becomes 
paper and ink. The fundamental 
problem between the Veterans Ad-
ministration problems and Obam-
acare problems are one and the same. 
If you overly institutionalize either of 
the above issues, service will be the 
first thing to fail. It is endemic in the situation. 
By service, I mean service in all forms: quality of 
service, timeliness of service, cus-
tomer satisfaction of service 
and the like. 

Start with a beautiful Ruth’s 
Chris Steakhouse piece of 
meat and put it through the 
food service at the best VA hos-
pital. By time it gets portioned 

and to the patient in bed, it is just an ordinary 
piece of meat. Then you scream over who is to 
blame! No one is to blame; the environment 
took say 10 percent of efficiency off each han-
dlers skills. Perhaps no one really missed it, but 
10 percent efficiency lost from a dozen stations 

of care. You really reduced the qual-
ity of that steak! Yes, some hospital 
general managers could make a bet-
ter steak than others by reducing the 
10 percent efficiency drop somewhat, 
say a point or two, but the system still 
stinks!

In business, we have seminars as to 
how to bring a new product to mar-
ket. These seminars are studying busi-
ness models. If you invented a new 
widget, and market studies said it was 
a great product, how will you bring it 
to market? This is what the seminar 

will help you determine. Will you open a widget 
store? Will you get a sales staff and try to sell it 
on shelf space in stores? Will you just sell it on-

line? I could go on for a bit here 
but you get the idea; there are 
dozens of ways. 

Now, let’s just suppose 
you were in a group of folks 

charged to reinvent health-
care and bring it to the mar-
ketplace. You were in a room of 

Howard Hubler
COLUMNIST

Howard Hubler can be reached at howard@hubler.com.

PEER TO PEER

Opening the gates at the top
BUSINESS TALK

some of the brightest health care minds in the 
nation. You sat for days pondering the problems 
of the current situation, price, portability, previ-
ous conditions and the like. Would the finished 
model resembling Obamacare be recommend-
ed, federalizing healthcare? I heartily suggest 
not! It would not even be among the top few rec-
ommendations. Many readers do not know this, 
but the federal government was full of stop signs 
for healthcare. Once dismantled, this group 
would see some obvious other solutions to bring 
the product to market.

Rest assured – the problems that we are see-

ing today in the VA are the same problems that 
we will see in a few years in Obamacare. Yes, 
better managers can do more than less effective 
ones, but their hands are tied. They are trying to 
bring a product to market with the worst pos-
sible model imaginable. When you build health-
care around the federal bureaucracy model, that 
is all you can expect. Let’s hope this glimpse into 
the future on the backs of poor veterans will of-
fer a wakeup call on what Obamacare has in 
store for us before it is too late! 

BUSINESS BRIEF

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

Taylor rejoins CGCS in new role
In late June, Center Grove Community 
School Corporation’s Board of School 
Trustees announced the hiring of Jason 
Taylor at its monthly board meeting. Taylor 
will be chief technology officer for the 
school corporation. He returns to CGCS, 
and former position of data integration 
manager, from Monroe County School 
Corporation. 

Jason Taylor

Reach the 
best markets 

in metro 
Indianapolis.
To advertise, 
call 300-8782
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BUSINESS PERFORMANCE

Erin Smith
COLUMNIST

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

I stumbled across a formidable article in 
forbes.com this past week discussing 
performance goals and mastery goals. 

What’s the difference you ask?
Most sales folks will tell you that 

they have to meet a “quota.” They 
discuss being diligent setting and at-
taining goals. The number of calls 
directly impacts the number of ap-
pointments set, which then leads 
to conversion ratios, then to quali-
fied leads and so on. Sound familiar? 
These are considered performance 
goals. Die-hard sales gurus live for 
this stuff because ultimately these 
steps get you to the close, which 
provides great satisfaction and in-
creases the Benjamin’s in your pock-
et. Jim Keenan, author of the article “What it 
Takes to Consistently Make Quota May Sur-
prise You” purports that those who lust after 
the quota are often motivated by external fac-
tors like approval, rewards and other compar-
ative measures. What do you think happens to 
these folks after the 10th “no” of the day? They 
become deflated and their world darkens in 
failure. How many sales folks do you know 
that operate like this? Performance goals rely 
heavily on external data and don’t show the 
true level of skill and talent of an individual. 
For example, an average sales person in a hot 

territory may be seen as the top dog with the 
highest sales numbers, but put him/her in a 
less than average territory and falter.  

Perhaps focusing on “mastery” goals would 
take you further on your success journey. Mr. 
Keenan suggests that sales people have either 
a mastery or performance orientation. Mas-

tery orientation stems from an in-
ternal drive to become better at 
whatever they are doing. The fo-
cus is on learning, then mastering 
the skill. Once that is achieved, the 
numbers, or “quotas,” seem to fol-
low.  Those with mastery orienta-
tion are less inclined to feel deflated 
by missing a performance goal, be-
cause for them, it is about the learn-
ing experience. They don’t just run 
through the checklist of calls and 
appoints. They put their heart and 
passion into learning the skill that 

is going to make them better at their craft … 
selling. 

So, if you are the quota driving sales man-
ager, sales person or business owner, take a 
moment to ask yourself if you are really driv-
ing sales or if you need to concentrate on a dif-
ferent behavior/process that will get you the 
sales success you dream of.  

YOUR BUSINESS

Sales goals: Mastery  
vs. performance

Grilling up the grub

Summer, winter, spring or fall – get the fla-
vor of charcoal grilled food any time of year 
with The Tailgate in Franklin Township. Af-
ter wanting to open a business for years while 
working in the restaurant industry, Paula Tur-
pen, along with her husband, Denny, made 
those dreams a reality mid-June with the 
opening of the restaurant/bar in the theme of 
one big party – serving foods people would 
bring to tailgate.

“The feedback, they say the food is fantas-
tic,” Paula says. “They like the flavor of it, be-
ing cooked on a charcoal grill. We’re doing 
something different that anyone around here 
does.”

Why did you open this business?
It’s been a dream. I’ve 

been a manager of sev-
eral different restaurants 
growing up. I decided I 
wanted to go into busi-
ness for myself and open 
up a restaurant.

What did you do to prepare for opening 
your business?

A lot of hard work, just finding a space to 
lease, getting permits, the renovation and 
making it our own. It went by so fast and now 
we’re open.

Who is your ideal customer/client?
I want to attract clientele that wants to 

come in, have a nice dinner, with a Cheers sort 
of atmosphere. The slogan on the back of the 
shirt is ‘Where old friends come to meet new 
friends.’ It’s a neighborhood bar/restaurant.

How do you plan to be successful?
Offing the way we cook that no one on the 

Southside has. We cook on an indoor charcoal 
grill, so it’s like a cookout all of the time.

What would we be sur-
prised to learn about 
you or your company?

I finally did it. I’ve been 
telling people for years 
I was going to do this... 
I’ve had people quit their 
jobs to come to work for 
me because of the type of 
person I am.

OPEN FOR BUSINESS

Compiled by Nicole Davis

The Tailgate bar/restaurant gives charcoal-cooking 
year-round in Franklin Township

Paula Turpen at The Tailgate.

Photo by Nicole Davis

n Mad cow disease in Texas
According to health officials at the Centers for Disease Control (CDC), mad cow disease 
has caused its fourth ever death in the United States. The Texan patient had been 
traveling “extensively” to Europe and the Middle East, where most fatal cases of mad cow 
disease are prevalent. Consuming contaminated meat causes Variant Creutzfeldt-Jakob 
Disease (Variant CDJ) in humans, and is fatal. – CNN Health
 
n Fertility in young males affected by Marijuana
A recent study published in the journal Human Reproduction, saw that men under 30 who 
smoked cannabis regularly had fewer than 4 percent regular sperm in their sperm count. 
As more governing bodies begin to consider the legalization of marijuana, researchers 
fear that an increase in recreational use will bring to light various other adverse health 
effects. – CNN Health
 
n U.S. birthrates changing pace
According to a report by the CDC and Prevention’s National Center for Health Statistics, 
birthrates among teens and younger women dropped to record lows in 2013, while 
birthrates in older women much higher. The fertility rate overall in the United States 
dropped to a record low of 62.9 births per 1,000 women. Carl Haub, senior demographer 
with the Population Reference Bureau, attributes the decrease to “educational efforts to 
prevent teen pregnancy and that economic factors.” – Reuters

HEALTH DISPATCHES 

BUSINESS LOCAL
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Mike Heffner is the owner of the Greenwood Express Employment Professionals franchise. Contact Mike at mike.heffner@
expresspros.com or visit www.expressindysouth.com.

This past month, I am not sure I could have 
put my mind to task any more than I have.  
We decided to expand and open a new 

location. Our current office has been 
successful, it should be easy to open 
another one and do the same thing, 
right?  It’s easy to forget how hard it 
is to get things started. I realized that 
much of what we do daily is stored in 
our brains and isn’t written down in a 
manual somewhere.  It also became 
apparent to me, after almost having 
a meltdown last week, that I had 
made things more difficult than they 
needed to be.  

Not sure if you have ever seen 
the show Dirty Jobs or know much 
about its host, Mike Rowe. I watched him 
speak a few months ago and he said that he be-
lieves people need to work harder and smarter. 
I didn’t think much about it then, other than I 
agreed with him. Recently, after the month or 
so of my life being out of whack, I looked back 
on what he said and wanted to share a couple 
things with you. I personally believe that we 
have mixed up the term smarter and harder. I 
think we should always work hard but we can 
definitely work smarter. Hard work doesn’t al-
ways have to mean that you lift something or 
you exert yourself strenuously. Hard work can 
just be tasking the mind and putting it on over-
load. What I can tell you is that whether you 
work hard physically or you work hard mental-
ly – you still need to find a way to turn off your 
mind and body at the end of the day or over a 
weekend. It seemed like my mind was always 
engaged and always on. I didn’t sleep well, ex-
ercise much at all and recreation was me sitting 
in a chair with a beer and the remote.  It’s hard 
to be productive when you are not functioning 
well on all cylinders. I slipped into the trap of 
working harder but not smarter.  

So – as I reflect on my month, I would share 
with you these three things I hope to work on 

in the near future.  It will take some time to get 
out of the bad habits that I have created for my-
self.  

Take more breaks - Stephen Covey says we 
need to “preserve and enhance the greatest as-
set you have – you.” He shares how important 

it is to have physical, emotional, men-
tal and spiritual balance. This past 
month, I was out of balance. I didn’t 
rest my mind or body like I should 
have. The Institute for Leadership 
Fitness has found that our brains 
are only able to remain focused for 
90 minutes; then we need at least 15 
minutes rest. 

Take time daily to focus - I think 
we try too hard to do tons of things at 
once. We get lost in what Covey calls 
The Whirlwind.  This is all the things 
that make up our daily job. The “stuff” 

that we do that makes us feel busy. One of the 
things that helps me stay on task is take time 
daily to make sure I am focused on doing the 
right things. It’s not rocket science. It just takes 
discipline to carve out 10 minutes or so every 
day to plan.

Focus on the right things - Our office utiliz-
es Covey’s 4 Disciplines of Execution (4DX) to 
help avoid The Whirlwind as much as possible. 
Notice I use the word “avoid.” Covey teaches 
that you must focus on the tasks that are the 
leading indicators to hitting your Wildly Im-
portant Goal (WIG). 4DX also teaches that you 
should not measure more than two or three 
things as leading indicators. If you have chosen 
those well and focus on the top two or three 
things and execute on those items, you should 
be well on your way to hitting your WIG. 

The good news is that I have hired good peo-
ple over the years who have helped me in the 
midst of not getting it all right. I feel pride to-
day knowing that even though I didn’t execute 
well in the last month or so, I have surrounded 
myself with some of the best people that a guy 
could ask for.

Working smarter
PERSONNEL MATTERS

Mike Heffner
COLUMNIST

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

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
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A client asked me the other day what I 
think the market’s going to 
do this summer. I gave him 

my standard answer, “My crystal ball 
broke a long time ago.” With that said, 
I shared some data with him and 
asked him what the market’s going 
to do this summer. He looked at me 
thoughtfully and mumbled, “There 
really are no clear answers in this 
market are there?” Indeed.

I think it can be pretty well ar-
gued that this has been a market 
driven by momentum rather than 
by economic realities. Why do 
I say that? What justifies me 
to make that statement? Look 
at the data. The market con-
tinues to shrug off surprises in 
numerous economic reports, 
both positive and negative. 
Back in April, we had the pos-
itive surprise of a pretty excit-
ing employment report show-
ing 288,000 jobs created. The 
market showed almost no re-
action. In April, initial reports showed that 

GDP growth slowed to only 0.1 
percent in the first quarter. Market 
response? Ho Hum. At the end of 

May, that report was re-
vised downward dramati-
cally to show a shocking 
-1.0 percent GDP growth 
in the first quarter (FYI 
for our readers in Rio Lin-
da, negative GDP growth 
means recession). And 
the market completely ig-
nored it.  Consumer sen-
timent and spending still 
remain subdued (some 
would say “in the toilet”) 
but the market just press-

es higher. 
This situation is 

eerily similar to what 
we saw back in the spring and 
summer of 2011. Back then, as 
now, investors were bullish and 
complacent. The Investors In-
telligence Sentiment Survey 
in April of 2011 was at 57 per-
cent bulls, 15.7 percent bears.  
At press time (mid-June 2014), 

bullish sentiment now stands at 63 percent, 

the second highest level in the survey’s entire 
history. Bearish sentiment stands at 22.2 per-
cent, which represents a decline from the pri-
or week’s reading – this sentiment survey is 
a contrarian indicator meaning high bullish-
ness readings have historically been indicative 
of market tops. 

What happened back in the summer of 
2011 when the market was shrugging off bad 
news and bullishness ran rampant? The SPX 

sold off about 7 percent from May 
to the last week of June, rebounded 
to re-test the May highs by the first 
week of July, then late July through 
early October had a brutal 19 per-
cent correction before finally re-
covering in March of 2012. Talk 
about a roller coaster!  

What’s an investor to do?  Like 
the answer to so many questions: 
It depends. If you are fully invested 
now, why not think about creating 
some “dry powder” (cash) to take 
advantage of what likely will be a 
volatile end to the summer and fall. 
If you already have some “dry pow-
der” on the sidelines, guard your-
self against momentum driven ir-
rational exuberance and keep some 
of it liquid and ready for when this 

market finally does run out of steam. It could 
indeed be brutal again.  Wouldn’t it be nice to 
have some investable cash ready to take ad-
vantage of those panicked bulls … instead of 
being one?

Jeff Binkley
COLUMNIST

Jeff Binkley is the Founder and Managing Director of Binkley 
Wealth Management Group. He can be reached at Jeff@
thebinkleygroup.com or (317) 697-1618.

MONEY MATTERS

Uncertainty is the only certainty 

Southside Business Contacts
Get your card in front of more than 15,000 households on the Southside.


To advertise, call today!

(317) 300-8782

YOUR BUSINESS

CARD COULD

BE HERE!

Kridan 
Business 

Equipment

Since 1972
Contact… 

Gregg Furr
gfurr@kridan.net
824 E. Troy Ave.
Indianapolis, IN 46203

www.kridan.net

Office: (317) 783-3217
Cell: (317) 677-4864
Fax: (317) 787-3999

Our brands…Contact Diana Cowan
Account Representative
824 East Troy Avenue
Indianapolis, IN 46203
dcowan@hartmansupply.net
ph: (317) 783-2041
fax: (317) 787-3999
toll free: (877) 574-3266

hartmansupply.net
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JULY CHAMBER MEETINGS  
AND EVENTS

8 – Franklin Township 
Chamber of Commerce 
(July Meeting); July 8, 
11:30 a.m. with location 
to be announced. For more 
information, visit ftchamber.
com.

10 – Greater Beech Grove 
Chamber of Commerce 
(Monthly Networking 
Luncheon); July 10, 11:30 
a.m. – 1 p.m. at Hornet 
Park Community Center. 
For more information, visit 
beechgrovechamber.org.

17 – Greater Greenwood 
Chamber of Commerce 
(2014 Chamber Golf 
Classic); July 17 at Hickory 
Stick Golf Club, 4422 Hickory 
Stick Blvd., Greenwood. Cost 
is $125 for individuals, $500 
for foursomes. For more 
information, call  
(317 888-4856.

27 – Greater Beech Grove 
Chamber of Commerce 
(Summer Concert Series); 
July 27 at Sarah Bolton Park. 
For more information, visit 
beechgrovechamber.org.

NEWLY INCORPORATED
BUSINESSES

Burkes Realty Group
Christopher S. Burke
935 S. Shore Ct.
Franklin, IN 46131

EDS Trading Post
Tiffany Rogers
6390 Oriole Dr.
Nineveh, IN 46164

Euphoria Spa
Brittany D. Reed
425 E. Jefferson St.
Franklin, IN 46131

GJC Talent
Vicki Fulkerson
239 N. Main St.
Greenwood, IN 46143

Grass Scapes Co.
Jeremy Doty
372 S. State Rd. 135
Greenwood, IN 46142

Hamages
Justin Haun
451 N. Forsythe St.
Franklin, IN 46131

Inspire Salon & Spa
Amy Barger
4829 E. 250 S.
Franklin, IN 46131

Liberty Home Improvement
Mike Shoptaugh
4695 Old Smith Valley Rd.
Greenwood, IN 46143

MS MS Call Center
Mary L Robinson
1167 N. Aberdeen Dr.
Franklin, IN 46131

Patient Access 
Transportation
J Joan Massengill
1135 S. Point Dr.
Franklin, IN 46131

Pittman Residential
Albert Pittman
65 Pine Ct.
New Whiteland, IN 46184

Red Sun
Xiong Lin Huang 
4428 Valley Trace Lane
Indianapolis, IN 46237

Rogers K12 Consulting
Katie Rogers
364 Linden Ridge Trail
Greenwood, IN 46142

Samantha Carson DBA
Samantha Carson
6379 Clary Lane
Greenwood, IN 46143

Speech Social Committee
Karyn Todor
372 S. State Rd. 135
Greenwood, IN 46142

NEW MEMBERS

Greater Greenwood 
Chamber of Commerce 

Fite Plumbing
410 S. Chestnut
Monrovia, IN 46157
(317) 996-6100

Low T Center
549 E. County Line Rd., 
Building 4, Suite D
Greenwood, IN 46143
(317) 300-9674

Comfort Suites – 
Southport
4125 Kildeer Dr.
Indianapolis, IN 46237
(317) 791-9610

IU Health Morgan Hospital
2209 John R. Wooden Dr.
Martinsville, IN 46151
(765) 349-6500

Aspen Trace
3154 S. State Rd. 135
Greenwood, IN 46143
(317) 535-3344

Emerson House
5510 S. Emerson Ave.
Indianapolis, IN 46237
(317) 409-1392

Simple Cakes by Laura
407 U.S. Hwy. 31 N.
Greenwood, IN 46142
(317) 362-5463

Supercuts 
120 W. Smith Valley Rd.
Greenwood, IN 46142
(317) 893-4724

Bone Dry Roofing
4825 W. 79th St.
Indianapolis, IN 46238
(317) 873-6005

SBA GUARANTEED LOANS

Boone County

Kinetisource, Inc.
4504 Skipping Rock Ct. 
Zionsville, IN 46077
$100,000
First Financial Bank (OH)

Wolf Run Golf Club, Inc.
601 S. 900 East
Zionsville, IN 46077
$3,788,000
Ridgestone Bank

Hamilton County

BB Franchising, LLC
E. 209th St.
Noblesville, IN 46062
$305,000
First State Bank of Porter 

Collision Cure Fishers, Inc.
11175 Allisonville Road
Fishers, IN 46038
$402,000
Indiana Statewide  
Cert. Dev. Corp.

F and M Express, LLC
16842 Greensboro Dr.
Westfield, IN 46074
$25,000
The Huntington  
National Bank

Jewelry Gallery, Inc.
17425 Cary Road
Westfield, IN 46074
$25,000
The Huntington  
National Bank

KRMR Corp.
15298 Evanston Close
Noblesville, IN 46062
$233,000
Community  
Reinvestment Fund

Mark Consulting, LLC
6084 Ramsey Dr.
Noblesville, IN 46062
$20,000
The Huntington  
National Bank

Mathoo’s Eggrolls, LLC
12922 Oxbridge Pl.
Fishers, IN 46037
$7,000
$37,700
The Huntington  
National Bank

North Side Contractors Inc.
Rippling Brook Way
Carmel, IN 46033
$50,000
Bank of Maumee

OE Mobile Audio, LLC
10707 E. 106th St.
Fishers, IN 46037
$38,000
The Huntington  
National Bank

PCW Two, LLC
9805 Michigan Road
Carmel, IN 46033
$3,077,000 
$350,000
Regions Bank

Point Blank Range & 
Gunshop
1250 City Center Dr.
Carmel, IN 46032
$1,447,000
Indiana Statewide  
Cert. Dev. Corp.

PT Holdings, LLC
10412 Allisonville Road
Fishers, IN 46038
$349,000
PNC Bank

SM Supplies Inc.
12378 Berry Patch Ln.
Fishers, IN 46037
$115,000
Chase Bank

Wayfare, LLC
136 S. 9th St., Ste. 450
Noblesville, IN 46060
$100,000
First Merchants Bank

Hendricks County

Brighton  
Developments LLC
7416 S. 825 East
Plainfield, IN 46168
$25,000
BMO Harris Bank

Containmed, Inc.
481 Southpoint Circle, Ste. 2
Brownsburg, IN 46112
$525,000
The Huntington  
National Bank

Dave’s Plumbing  
and Drain Service
4736 E. C.R. 200 South
Avon, IN 46123
$12,000
The Huntington  
National Bank

Integrity Vision Care, LLC
40 E. Garner Road, Ste. A
Brownsburg, IN 46112
$25,000
$60,000
Star Financial Bank

Peach Brands, Inc.
N. Green St.
Brownsburg, IN 46112
$250,000
Salin Bank & Trust Co.

Johnson County 

Dhillon, Inc. 
2935 Welcome Way
Greenwood, IN 46143
$27,000
The Huntington  
National Bank

Napier Estates, LLC
1398 W. S.R. 44
Franklin, IN 46131
$150,000
$220,000
Mainsource Bank

Precision Cut Lawn 
Service, LLC
775 Leisure Ln.
Greenwood, IN 46142
$20,000
Chase Bank

Marion County

Adamance, Inc. 
6857 Hawthorn Park Dr.
Indianapolis, IN 46220
$50,000 
The Huntington  
National Bank

Arnold’s Building & 
Construction
6115 Gregory Dr.
Indianapolis, IN 46241
$23,100
$25,000
The Huntington  
National Bank

BGW Construction, LLC
7718 Hillcrest Dr.
Mooresville, IN 46158
$40,000
Chase Bank

BIC, LLC
5730 Brookville Road
Indianapolis, IN 46219
$40,000
The Huntington  
National Bank

The Cake Bake Shop, Inc.
6515 Carrollton Ave.
Indianapolis, IN 46220
$300,000
First Merchants Bank

Carry on Freight, Inc.
2303 Valley Creek Ln., #L
Indianapolis, IN 46229
$47,300
The Huntington  
National Bank

CC Holdings II, Inc.
500 E. Ohio St., Ste. 102
Indianapolis, IN 46204
$2,500,000
Bank of Geneva

Ceres Basket, LLC
934 N. Grant Ave.
Indianapolis, IN 46201
$10,000
The Huntington  
National Bank

China Happy Feet, LLC
5612 E. Washington St.
Indianapolis, IN 46219
$50,000
The Huntington  
National Bank

Containmed, Inc.
1404 Main St.
Speedway, IN 46224
$150,000
The Huntington  
National Bank

Express Precision 
Components, Inc.
2750 S. Arlington Ave.
Indianapolis, IN 46203
$20,200
Chase Bank

Garrity Stone, Inc. 
3137 N. Ritter Ave.
Indianapolis, IN 46218
$50,000
$42,000
Chase Bank

Hahn Systems, LLC
5762 W. 74th St.
Indianapolis, IN 46278
$350,000
Ridgestone Bank

Hannah Business 
Coaching, Inc.
6521 E. Rolling Valley Ct.
Mooresville, IN 46158
$261,000 
Community  
Reinvestment Fund

H.K., Inc.
1401 W. Ray St., Ste. A
Indianapolis, IN 46221
$255,100
The Huntington  
National Bank

Indy Airport Hotel, LLC
5601 Fortune Circle
Indianapolis, IN 46241
$2,736,000
Ridgestone Bank

Innovative Fabrication, LLC
801 S. Emerson Ave.
Indianapolis, IN 46203
$1,700,000
BMO Harris Bank

King of Hearts, LLC
11085 N. Cooney Road
Mooresville, IN 46158
$30,000
Wells Fargo Bank

The Lift, Therapeutic 
Massage
540B Virginia Ave.
Indianapolis, IN 46203
$15,000
$36,000
The Huntington  
National Bank

Mid America 
Manufacturing Solutions
1216 Indy Place
Indianapolis, IN 46214
$50,000
First Merchants Bank

Preferred Community 
Services
6330 E. 75th, Ste.120
Indianapolis, IN 46250
$50,000
The Huntington  
National Bank

Quinn Custom Gutters, LLC
1202 S. Sheridan Ave.
Indianapolis, IN 46203
$75,000
The Huntington  
National Bank

Racer Cartage &  
Logistics, LLC
1724 Stout Field Terrace
Indianapolis, IN 46241
$100,000
The Huntington National 
Bank

Sage Salon
3223 Washington Blvd.
Indianapolis, IN 46205
$119,000
First Merchants Bank

LD Smith Plumbing, Inc.
4646 Rookwood Ave.
Indianapolis, IN 46208
$38,500
The Huntington  
National Bank

Software Sysytems, Inc. 
4521 Independence Square
Indianapolis, IN 46203
$324,500
Regions Bank

Thomas Caterers of 
Distinction
4440 N. Keystone Ave.
Indianapolis, IN 46205
$2,550,000
Ridgestone Bank

WB Pizza, LLC
6165 Allisonville Road
Indianapolis, IN 46220
$20,000
The Huntington  
National Bank

Wechnet, LLC
4022 N. Illinois St.
Indianapolis, IN 46208
$10,000
Chase Bank

Who North America, Inc. 
2040 S Lynhurst Dr., Ste. A
Indianapolis, IN 46241
$50,000
The Huntington  
National Bank

PLANNER OF NOTE
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Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone 
interested in improving individual leadership skills, learning more about Johnson County and making connections. With 
over 500 graduates of the program, LJC continues to make a positive impact on our community. Come be a part of the next 
great class of leaders! 

Leadership Johnson County 
is a great training opportunity for 
educators within the community. 
The combination of experiential 
learning activities, personal leadership 
development and Myers Briggs Type 
Indicator assessment form the basis 
for learning over this nine month 
program dedicated to fostering an 
understanding of and appreciation 
for collaboration. Leadership Johnson 
County is a fantastic program for 
life long learners interested in 
better incorporating the concepts of 
collaboration into their lives and their 
classrooms. 

Pictured to the left are some of 
our LJC alumni educators who are 
graduates of the program: 

From back, left: Mark Appleton - Indian Creek; Benji Betts - Center Grove;
Rich Arkanoff - Center Grove; Becky Morrison - Edinburgh and Jan Jones - Whiteland.


