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Own a business?  Take 30 minutes to hear 
about our commercial banking solutions and get a 
$30 gift card! Visit our new banking center 
today at 10210 N. Michigan Road in Carmel.

317.554.8260  |  FIRSTMERCHANTS.COM

GIVE US 30 MINUTES, 
AND WE’LL GIVE YOU $30

COMMERCIAL BANKING SOLUTIONS

THE STRENGTH OF BIG THE SERVICE OF SMALL

Carmel entrepreneur McVey at reins of emerging  
concierge-level firm focused on containing health costs / P8
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By Chris Bavender
When Mark Thacker and his wife, Pam, decided to climb 

Mount Kilimanjaro in Tanzania reaching the summit was their 
only goal. But, along the way, the couple realized the journey 
was about far more.

“My wife and I are blessed to go on 
nice trips and we come back and share 
pictures and have nice memories and 
move on,” Thacker, owner of Propelis 
Consulting said. “But, this time, before 
the climb we had gone to an orphan-
age with a bunch of supplies given to us 
by our church and it really impacted us 
and, in some ways, our lives were trans-
formed. We wanted a way to continue to 
help those kids and the organizations that support them.”

That desire, in part, to “not let that spirit die” and to raise 
money for the children, led to Thacker authoring Beyond the 
Mountaintop: Observations on Selling, Living and Achieving. In 
the book, he shares not only the story of how he and his wife 
stepped out of their comfort zone to attempt the climb, but 
how scaling a mountain is a little bit like sales. 

“I have been in sales for 30 years but about four years ago I 
started a company that does sales consulting and helps small 
companies build sales infrastructure they don’t often have,” 
Thacker said. “I am part of a peer group at Strategy Forums, 
and, in talking to the group about the book and concept and 
sharing stories of the climb of Kilimanjaro; it seemed there 
were a lot of similarities in the preparation to scale it and how 
to help clients.”

Similarities, he said, such as the practice and preparation for 
the climb and trial hikes.

“It’s a lot like sales reps practicing their presentations. And, 
you have to have the right tools to scale the mountain, which 

is the same in sales,” Thacker said. “And, our guides practiced 
servant leadership and that I believe is the right way to lead 
teams. There were just so many similarities that jumped out to 
us when we plotted out the book’s table of contents and what 
ended up being 20 chapters includes not only what happened 
to us prior, during and after the climb but what I ask clients to 
do within their organizations.” 

Thacker doesn’t see a penny, however from book sales. All 
proceeds are split between Pack for a Purpose and the Make a 
Difference Now non-profit organizations. 

“My wife had done some research before we left and the mo-
tel we stayed at was connected to a group called Pack for a 
Purpose – an organization based out of Raleigh NC. They ask 
you to take extra bags - which are usually free on international 
flights - and pack supplies from lists they have,” he said. “Then, 
when you arrive there are drop off points - most typically hotels 
– and they give the supplies to local children. The only differ-
ence for us was that because we had a day between landing and 
starting the climb we asked if we could take it to the orphanage 
and give it to the kids ourselves. It was an amazing experience.”

Thacker said seeing the children and knowing their donation 
was making a difference in their lives made it far more than just 
another charity.

“We saw the kids and hugged the kids and played ball with 
them and got to know them. It became more personal to us,” he 
said. “When we left the kids were waving to us and singing and 
it was really something. We hadn’t even been on the ground 24 
hours and not begun the climb but felt we could go back home 
and still have had an amazing trip.”

He plans to continue to help both organizations – not only 
through book sales – but through on the ground, hands-on 
work.

“In November we are going to Nepal to try and climb a little 
beyond the Everest base camp – it’s a two week climb – and 

Pack for a Purpose has an organization there,” he said. “We al-
ready have three suitcases full of supplies for a school in Nepal 
and we plan to do the same thing and deliver it to the kids and 
make sure they get exactly what they need.”

As for additional books, Thacker said he has a few ideas.
“I never thought I’d do one but I enjoyed the process an aw-

ful lot,” he said. “I think when I started the consulting business 
I realized that – at the core – I am a teacher and educator. I love 
to motivate folks and a book is a way of getting information out 
so I think it fits with what I love to do.”

Beyond the Mountaintop is available online at http://be-
yondthemountaintop.com/ or through Amazon and Barnes & 
Noble. More information on Pack for a Purpose is available 
at http://www.packforapurpose.org, and to learn more about 
Make a Difference Now, visit http://www.gomadnow.org.

Feature

Mark Thacker – Beyond the Mountaintop
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and Achieving
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Accounts of the swashbuckling Athos, Ara-
mis and Porthos from Alexandre Dumas’ clas-

sic novel, The Three 
Musketeers, recall the 
adventures of the king’s 
elite guard in the dan-
gerous and intrigue-
filled age before the 
French enlightenment.

But most of all, we 
remember their motto 
– six simple words that 
continued to resonate 
even as we left behind 
the vivid imaginations 
and fantasy of child-

hood: All for one, one for all. It is really fairly 
simple. But in these words is firmly planted the 
idea that, in this fight at least, we are brothers. 
That we will succeed and fail, rise and fall and 
laugh and cry together.

The book tells of a young d’Artagnan on his 
way to join the ranks of musketeers and the 
perils that might forestall his desire. He is a 
contributor. Albeit somewhat clumsy and im-
mature, his instinct to serve is strong; and 
gratefully, he ultimately prevails to be accept-
ed into the merry band. 

Like our imagined hero, many of us seek a 
method to add value. We care for our commu-
nity and are willing to do something about it.

The Hamilton County Leadership Academy 
serves to connect those like-minded knowing 
that in unity there is strength. 

As Dumas continues the storyline in sub-
sequent books, d’Artagnan ultimately ascends 
as leader of the musketeers. But he comes to 
know that not all headship comes at the point 
of a sword. In fact, leadership is not pounding 
the table; it is identifying the gaps and serving 
to fill them. The best among us are ever vigi-
lant, seeing need and striving to provide rem-
edy – and where no solution is evident, then 
to bring comfort.

HCLA’s tag is Learn, Connect, & Lead. One 
could add Experience, Interact, & Serve. While 
never dismissing the first duty of personal re-
sponsibility, the most successful quickly come 
to know the value of teamwork – however it 
may be expressed – and seek the company of 
others similarly aware. 

Certainly, d’Artagnan may boast a more ad-
venturous journey to learn, connect, and lead, 
but his is no more important or filled with po-
tential for impact than our own. 

Terry Anker is an associate editor of Current Publishing, LLC. 
You may e-mail him at terry@currentincarmel.com.

Attitudes shape behaviors that define results. That has been a 
maxim for a long time. Do you agree with it? Not to go all Psychol-
ogy 101 on you here, but there is, to us, a lot in that statement.

We’ve been in the publishing business for more years than we care 
to admit, and we’ve worked with all types at ev-
ery stop along the way. (Quick aside: It would be 
horribly boring if we were all the same, wouldn’t 
it?) That means we’ve been in elbow-to-elbow sit-
uations with hard-charging, Type A folks (birds 
of a feather, we suppose); the laid-back, unflap-
pable sort; the moody, sullen, woe-is-me variety; 
and the “I got this/I’m in control” (the Alexander 
Haig) kind of associate.

The common denominator, then, is the task at 
hand. Everyone has one, just as each of us, on 
some level, has an attitude. We strongly believe 
that the attitude – good or bad – is a guaranteed 
contributor to fuel for behavior. If we don’t like 
the way we’re treated, or the amount of work expected of us, or 
any of a number of other items, our behavior will bear that out. Is 
it wrong? Not necessarily, although it can be overly burdensome to 
those in the immediate vicinity and the business at large. Is it dis-
concerting? Yes, less-than-stellar behavior is extremely bewildering, 
especially when observed from our perch here at World Headquar-
ters. And here’s why: We each have two families for which to care, 
the one at home and the one at the office. There’s pressure associated 
with both, and neither is a responsibility we take lightly.

Here’s something of a case study for your consideration. John (not his 
real name) has been given a slew of tasks that are part of his bailiwick, 

and he’s none too thrilled about it. He wears the resulting emotions on 
his sleeve, and, clearly, others including us notice. So that sort of atti-
tude, if you will, will craft his behavior. He may slam shut a drawer or 
door; he may slam-dunk something into the trashcan; or he may effect 

other actions that are defined as behavior. It’s at this 
point, in our estimation, when the wheels come off 
the track. And, dare we mention, it not only is highly 
unprofessional, but it is nearly unpardonable when 
deployed on a continuing basis. Has either of us lost 
a wheel on occasion? Bet your next paycheck each 
of us has. But is it constant, predictable behavior? It 
most certainly is not.

Decorum has a lot to do with it. Inasmuch as 
we comprise a professional operation here, we’re 
not all examples of Carnegie-like propriety, nor 
should we be. Here, each is allowed to be who he/
she is or what he/she is. Still and all, there are ex-
pectations, and among them are these:

•	 Treat each other as you wish to be treated.
•	 Exceptional customer servitude should be practiced inside as 

readily as we practice it outside in the field.
•	 If you’re having a bad day, tell us why. We will do our best to 

understand and attempt to help you through it.
Some irritants that cause less-than-model employee behavior are 

just “life in our business.” At some point, the burdened either needs 
to fish or cut bait. We don’t like to write that, but it is just fact.

Does this ring true in your enterprise? How do you handle it? 
Share your solutions with us and, eventually, your fellow readers, at 
info@youarecurrent.com.

The business of attitudes, behaviors and results
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From the Backshop

E S TA B L I S H E D  2 0 0 7  Issue 0085
Times-Leader Publications, LLC,  

in conjuction with Current Publishing, LLC
30 S. Range Line Rd., Carmel, 46032

Phone: 317.489.4444
Fax: 317.489.4446

E-mail: info@businessleader.bz

Founder and Publisher 
Richard K. “Rick” Myers

President 
Brian Kelly

Advertising Sales Executive 
Dennis O’Malia 

dennis@youarecurrent.com, 317.370.0749

Design/Production  
Zachary Ross

 Copyright 2014 ©Times-Leader Publications, LLC/ Current Publishing, LLC All rights reserved.

Terry Anker

What’s your 
method to 
add value?



4   August 2014 • businessleader.bz Carmel Business LeaderNews / Improvement

By Bill Dragon
One of Carmel’s largest corporate citizens is CNO Finan-

cial Group. Tucked away on College Dr. just off Pennsylva-
nia St. are the headquarters operations to about 1,600 em-
ployees. It is primarily a top-tier holding company for three 

insurance subsidiaries, Bankers Life, 
Colonial Penn Life and Washington 
National Insurance. Banker’s Life ac-
counted for 61 percent of total reve-
nue in 2013. The group develops, ad-
ministers and markets supplemental 
health insurance, annuity, individu-
al life insurance and other insurance 
products. The company distributes 
these products through three distri-
bution channels: career agents, pro-

fessional independent producers and direct marketing. 
Originally incorporated in 1979 as Conseco Inc. the com-
pany emerged from the ashes of Chapter 11 bankruptcy in 
2003 and the name CNO Financial Group Inc was adopted 
in 2010.

Last year was a good one for CNO Financial, as their 
stock price rose by nearly 90 percent, well above that of its 
peer and the industry. And, since 2012, the company has 
received seven ratings upgrades from key ratings agencies: 
Moody’s Investors Service, Standard & Poor’s, Fitch Rat-
ings and A.M.Best. It also earned a place on the prestigious 
Forbes 2014 list of the 50 Most Trustworthy Financial Com-
panies in America.

Ed Bonach, CEO of CNO Financial Group, explained that 
his company is focused on serving the “middle market.” He 
defined the “middle market” as customers with income of 
$25,000 to $100,000 per year and assets between $250,000 
and one million dollars. For CNO Financial, customers in 
the middle market represent a “sweet spot”. As those cus-
tomers turn 65 and qualify for Medicare, Banker’s Life has 
Medicare supplemental or Medicare advantage products 
available for them. And, they have the financial security 
products like annuities that these retiring customers may 
desire. “It’s a much underserved market and we have distri-
bution channels to reach that market.” 

Giving back to the community is a passion of Bonach 
and his entire executive team. Leading by example, they 
“walk the talk”, each being involved with various charitable 
and civic causes. With a corporate focus on the financial 
and physical well-being of Middle America and the mili-
tary, the three biggest organizations CNO Financial Group 
support are the United Way, the Alzheimer’s Association, 
and the American Cancer Society. “Several of my direct re-
ports serve on boards of these organizations,” said Bonach. 
And he is active in several civic organizations himself, in-
cluding Board Member, Greater Indianapolis Chamber of 
Commerce, Board Member, Indiana Sports Corporation 
(ISC), Board Member, Boy Scouts of America-Crossroads 
of America Council, and Board of Visitors Member, Marian 
University Academy for Teaching and Learning Leadership. 
Bonach feels being engaged in the community makes good 
business sense. “By having employees involved and giving 
back to the community we are helping to make this a vibrant 
community and a great place to live.”

CNO Financial Group 
committed to serving  

the Middle Market and 
the local community

Here’s a great grammar check from inc.com that should 
prove helpful to you in composition of correspondence and 
presentations:
•	 Irregardless and unthaw - These are not words. “Re-

gardless” and “thaw” are sufficient and don’t need any 
senseless prefixes mucking them up.

•	 Bring and take - When using these words as commands 
think in terms of direction. People bring things toward 
you and take things away from you. Correct examples: 
“Please bring your report to my office;” and “Please take 
this report to the receptionist.”

•	 Alot and a lot - Fortunately spellcheck catches this one 
most of the time, but know this: If you’re trying to say 
you have an abundance of something there should be a 
space in “a lot.”

•	 I, me, and myself - The question of how to refer to 
you along with other people is commonly misunder-
stood. Most people know to say the other person’s name 
first when it happens at the beginning of the sentence; 
“Mark and I went to the meeting.” But when this same 
phrase happens at the end of a sentence people get con-
fused, often thinking the same usage of “I” is appropri-
ate, which it isn’t. Instead, it should be “The CEO met 
with Mark and me.” The easy way to remember this one 
is to imagine removing the other person’s name. It would 
sound weird to say “The CEO met with I,” right? As for 
“myself,” only use it if “me” or “I” would sound awkward 
in its place, such as “I kept the secret to myself.” Saying, 
“Mark and myself will attend the meeting” only makes a 
speaker look silly when a simple “I” would have sufficed.

•	 Impact, affect, and effect - Using “impact” as a verb 
has become so ubiquitous we’ve pretty much given up 
on this one, but if you want to say things like, “The cut-
backs greatly impacted the bottom line,” know that the 
grammar geeks of the world may cringe. Why? Because 
“affected” is what you really mean and once upon a time 
“impact” was used strictly as a noun. Maybe you’ve never 
mastered the difference between “affect” and “effect” and 
use “impact” just to be safe. If that’s you, it’s time to un-

derstand these words now. “Affect” is a verb that means to 
do something that causes an “effect,” which is noun. Just 
think of the “a” in “affect” also is used in “action,” which 
is what verbs do.

•	 Loose and lose - The first one means your dog escaped 
his kennel, your change is clinking in your pocket, or your 
clothes are too big. “Lose” is what happened to you when 
you can’t find your keys, you have to settle a bet, or were 
beaten in a game.

•	 Overuse of apostrophes - Apostrophes indicate one 
of two things: Possession or letters missing, as in “Sara’s 
iPad” and “it’s” for “it is” (second “i” missing). They don’t 
belong on plurals. When you have more than one of 
something there’s no need to add an apostrophe. Same 
thing with your last name. If you want to refer to your 
family but don’t want to list everyone’s first name, write 
“The Johnsons” not “The Johnson’s.” Years also shouldn’t 
have apostrophes. For example, “1980s” is correct but 
“1980’s” is not.

•	 Principle and principal - These words are easily con-
fused. One definition for “principle” is “a moral rule or 
belief that helps you know what is right and wrong and 
that influences your actions,” according to Merriam-Web-
ster.com. As for “principal,” think of the person who pre-
sides over a school, someone who’s first in rank. Here’s a 
trick for keeping the two straight: The “a” in principal is 
first in the alphabet, just like a principal is someone who’s 
first in rank.

•	 Lay and lie - Generally, if you can replace the word in 
question with some variant of “put” or “place,” use “lay.” 
If not, use “lie.” So, it should be, “I need to lie down” and 
“He laid his keys on the table.” “Lying down” gets confus-
ing when you’re talking about doing it in the past, how-
ever. For example, it should be “Mark lay on the bed after 
coming home from work yesterday.”

•	 Over and under – These are spatial terms. Period. Do 
not use over when you mean “more than,” and do not use 
under when you mean “less than.”

You are as you write, so clean up the grammar

Bonach
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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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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

iPAD2 STILL TOP TECH GADGET - True Apple devotees might write off the iPad 2 as last 
year’s news, but don’t be fooled. This is still the tablet to get for slimness and size. It’s actu-
ally thinner than the new iPad, but the screen is still plenty bright and clear. And, starting at 
$399, the iPad 2 is a hundred bucks cheaper than Apple’s latest model. That’s actually a great 
value considering it gives businesses just about every-
thing they would want in a tablet. The iPad 
2 is small enough to easily slide 
into a briefcase or a large 
purse without 
weighing 
you down, 
but power-
ful enough 
to handle criti-
cal business tasks. 
It’s great for writing e-mails 
and reports, perusing documents 
or even basic videoconferencing. It also 
makes a flashy sales presentation tool.

- entrepreneur.com

BECOME MORE PERSISTENT - Master the art of habits. The key to developing persis-
tence is to make it a habit. Get started doing something for less than 60 seconds ev-
ery day. Gradually, it will turn into a habit and ultimately changing your behavior and 
brain. Also, develop percentage thinking (the law of averages). Say you want to get 
10 customers for your business to be profitable. If you focus on 10 meetings to get 10 
customers, if the first one that falls through that will mean you have failed. Go big and 
accept a lesser percentage. Don’t focus on succeeding or get sidetracked by your fail-
ures; find your percentage rate first.

- fastcompany.com

OakTree Financial Advisors, 12900 N. Me-
ridian St., has been in business since 2000 
helping individuals and families develop and 
implement long-term financial plans that are 
personalized to their individual 
needs. 

Several years ago, the compa-
ny looked at all the money it was 
spending on holiday gifts of can-
dy sent to clients. OakTree Finan-
cial partner Chris Baker explained 
how the company changed that 
practice. 

“We used to send candy or boxes 
of cookies on holidays to our cli-
ents. We realized they really didn’t 
need that stuff and we should be using the 
money instead to give to local charities.” Bak-
er said the company now donates that money 
to charities and advises their clients what char-
ities are supported through periodic letters of 
appreciation. 

To support charity donations, OakTree re-
cently began hosting client events such as an 
Indians ballgame at Victory Field or Sympho-
ny on the Prairie at Conner Prairie where they 
invite some of their top clients. “We use those 
events to leverage our support of charities.”  
Baker said they try to pick charities where the 
money is going to stay locally in Central Indi-

ana. “We tell our clients what charity we are 
sponsoring and that we will match whatever 
they donate at the event.”

The recent client appreciation day held at an 
Indians baseball game proved very 
popular. “We invited all our clients 
to that one. A lot of them brought 
friends or families. In total, 370 
people showed up. With matching 
contributions, a total of $3,876 was 
donated to Little Red Door Cancer 
Agency. Smaller client apprecia-
tion events are also hosted by Oak-
Tree through the year such as beer/
wine tasting events where forty to 
fifty clients may attend.

Supporting the Little Red Door Cancer 
Agency is particularly passion of OakTree, as 
both principal owners have experienced can-
cer striking their families. Established in 1945, 
Little Red Door is the oldest, local cancer re-
source in central Indiana striving to make the 
most of life and the least of cancer, helping 
over 7,500 Hoosiers each year. “We both have 
been touched by family and friends who have 
had cancer. My wife had breast cancer. And Ed 
lost his mother to cancer,” said Baker.  He add-
ed that OakTree has been blessed with great 
success and supporting local agencies is a way 
to give back to the community.

OakTree Financial shows support for Little Red 
Door Cancer Agency through $3.8K donation
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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

GO PAPERLESS! - The cost of paper, ink, mailing sup-
plies and postage may seem minimal at times, but it 
can add up to a large business expense. Going paper-
less by not printing unless absolutely necessary, tran-
sitioning to a digital invoice and bill-payment system, 
and filing all important paperwork on your computer 
instead of a file cabinet can help you reduce some of 
the most common recurring business costs.

- sbinformation.com

chris “The Brain”
Growth

So you’ve probably heard the phrase: “Work 
ON Your Business, Not Just In It.”  But many 
business leaders strug-
gle with finding a sol-
id compass by which 
to know if they are ac-
tually improving their 
business, or just throw-
ing spaghetti against a 
wall trying one fad or 
another. So as captains 
of old used the North 
Star to know if they 
were going the right di-
rection, so you can use 
SIMPLICITY to know 
if you are actually making real progress.

Simplicity is the closest thing  
to the bottom line

Of course, every business owner will ulti-
mately only feel successful when the bottom 
line improves. However, you can’t just make 
the bottom line “go up.” The whole point of 
business strategy is that we are trying to fig-
ure out all the things which AFFECT the bot-
tom line, like trying to move an antenna to get 
better reception. Simplicity is going to be the 
most direct impact on your bottom line. Let 
me show you how...

Defining simplicity
Simplicity is demonstrated in your company 

in the following ways:
•	 How many steps does it take for a cus-

tomer to find and order a product or in-
teract with you?

•	 How reports and people do you have to 
collect to get a complete snapshot of your 
business (ROI, P&L, Trends, Job Queue, 
Accounts Receivable, etc.)?

•	 How much time is lost in your business 
due to confusion and miscommunica-
tion?

•	 How much time does it take and how dif-
ficult is it to communicate with all your 
customers?

•	 What is your ratio of management/ad-
ministration to production, or how many 
managers do you have per productive em-
ployee?

•	 How much time and manpower is spent 
tracking and ordering inventory?

•	 How much time does it take to investigate 
an issue if a client has a problem?

•	 How easily can your current and poten-
tial customers articulate your value? How 
easily can your sales people effectively ar-
ticulate your value?

•	 How much time does it take to manage 
your sales process?

These are all things which drain time, re-
sources, and energy which can all be overcome 
with process improvement, technology strat-
egies, and thought-out messaging. It is a “no-
brainer” to draw a line between simplicity and 
the bottom line. If you can run your business 
in less time, you can make more money. If your 
customers can access great products, service, 
and support quickly and effectively, they are 
more likely to buy more and evangelise their 
experience.

Simplicity is hard,  
but that’s no excuse

To many business leaders brush off com-
plexity as inherent to their business, as if they 
are helpless and can’t do anything about it. 
“Well sure, that’s easy for THAT company, 
but we are different, our business is harder.” 
Let me tell you something, simplicity isn’t easy, 
it’s just simple. Nothing is harder than sim-
ple. Like watching an Olympic gymnast, they 
make it LOOK easy. Companies who have sim-
ple and streamlined services and products are 
not “lucky” or “have it easy,” they are probably 
working harder than you.

Simplicity is power
When things are complicated, they are very 

hard to change. In today’s world, businesses 
often live or die on their ability to pivot. If ev-
erything is complicated and bloated in your 
business, then you are a sitting duck. Simplic-
ity means agility. The ability to move a whole 
organization quickly and in-sync is vital to 
adapt to market changes.

If you want your business to grow, focus on 
simple. Evaluate your progress by how much 
time you are taking out of tasks, how many 
steps you are eliminating, and how much in-
formation you are making accessible and auto-
mated. It’s like going to the gym, it’s slow but it 
always pays off if you keep it up. 

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

Simplicity keeps it simple

THE 80/20 RULE - As it turns 
out, the maxim is exponen-
tial … that 4 percent of your 
top customers (20 percent × 
0 percent) generate 64 per-
cent (80 percent × 80 per-
cent) of your sales. Takeaway: 
Find more clients like them.

- forbes.com
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Carmel entrepreneur McVey at reins of emerging concierge-level firm focused on containing health costs
By Bill Dragon

Brose McVey has latched onto an idea that may well change 
the landscape of health care in Carmel and surrounding areas.

The former candidate for Congress and longtime entrepre-
neur, McVey, a Carmel resident, now is the CEO, of Expedite 
Healthcare, LLC, founded nearly a year ago.

The company seeks to provide for the primary-care needs 
of employers and individuals by offering a cost-effective program 
focused on preventative health and wellness and personal re-
sponsibility, he said.  Dr. James D. Pike, a physician who 
believes personal and comprehensive primary care is 
the key to healthier, happier people and significant 
reductions in healthcare costs, is the founder of the 
enterprise. 

Pike, a graduate of the University of Health Sci-
ences, College of Osteopathic Medicine in Kan-
sas City, Mo., has been serving patients in the 
Indianapolis area for two decades. Certified in 
internal medicine, pulmonary care and critical 
care, McVey says Pike embraces a personal ap-
proach, and does not simply treat health issues.  
He serves as chairman of the Dean’s Advisory 
Committee at the Marian University School of 
Osteopathic Medicine.  It was on this committee that 
Pike shared an idea with fellow committee member 
McVey.  His idea was to launch a cost-effective clinic, 
one focused on the needs of small businesses and indi-
viduals. McVey so liked the idea that he joined Pike in 
making the dream a reality and now leads the com-
pany.

“Dr. Pike had the vision to see what’s wrong 
with today’s healthcare system and that 
there were small businesses and in-
dividuals who weren’t en-

joying the kind of options and opportunities that were available 
to big businesses,” McVey said.  

The idea behind Expedite HealthCare is to provide small busi-
nesses with healthcare options they can provide in a cost-effec-
tive way for their employees.  However, there are plans for in-
dividuals, too. 

“(Pike’s) real passion is in serving 
small business, but fortunately 

we’ve been able to develop the 
concept to include individ-

ual health plans also.  We 
can help an individual, 
a family, or small busi-
ness.” Pike serves as the 
chief medical officer of 
Expedite. At his and 
McVey’s combined 
disposal, there is a 
team of nurses, as-
sistants and admin-
istrators.

Expansion 
being planned

Expedite has only one 
location today, 6040 W. 

84th St. in the Traders Point 
area on the northwest side of 

Indianapolis.  The clinic is open 
Monday through Friday, 8 a.m. 

to 5 p.m. But additional 

sites are in the works. “The site for our second clinic location is 
expected to be in the Carmel area,” McVey said.   

Over time, McVey said Expedite’s desire is to have a network 
of locations throughout the central Indiana area.  The plan is to 
“have anyone (patient) be able to go to any of the sites for their 
care,” he said. Such a network of clinics also will enable regional 
employers the flexibility to offer employees care at convenient 
locations. 

As Expedite has grown, it has added a team of advisors with 
current and former connections to local hospitals such as IU 
Health and St.Vincent for support and expertise. 

Direct primary care
Expedite’s approach to healthcare is a simple one, McVey said, 

that being a focus on primary care, which encompasses the vis-
its you make to your doctor’s office for wellness and sick care.  
Expedite’s vision is to change the experience of those visits by 
improving the relationship with your family doctor.  To do this, 
the insurance companies and third parties are removed from the 
situation.   

“We throw the insurance companies and the third parties out 
of the equation. In (their) place we build a very direct relation-
ship with the patient,” McVey said.  The result is a doctor that 
will have more time to spend with you and talk to you during 
your visit.  

In place of billing insurance, Expedite uses a “cash monthly” 
payment model for services.  “For less than the cost of a tank of 
gas, you can enjoy unlimited, high-quality healthcare for the en-
tire family,” McVey said.

McVey said the business model takes a chapter from the 
trending concept of what is known as concierge healthcare.    

“It provides the benefits of concierge care, but at a price most 
people can afford,” he said. While concierge healthcare may in-
volve insurance billing, Expedite’s does not. “The costs aren’t 
there, the red tape isn’t there, and the headaches (associated with 

insurance billing) aren’t there,” he said. In its place, Expedite 
has a billing program, which provides a way for individu-

als and families to budget their basic healthcare costs 
on a monthly basis. 

Making it more personal
McVey said some of the principals in the con-

cierge-care market have voiced support for Expe-
dite’s approach.

“They understand that our model fills a need at 
the individual and small-business level for a lot 
of people who can’t afford traditional concierge-
level of services,” he said. “We give those people 
a way to enjoy a better relationship with their 
physician instead of feeling ‘like a victim of it.’ 

Further, the premise involves eliminating 
wait times. “The goal is to provide same- or 
next-day appointments and no wait time when 
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you arrive,” McVey said.  In fact, the clinic layout enables the pa-
tient to walk right into the exam room, eliminating a need for a 
lobby waiting area. “We don’t want people waiting around in a 
crowded, noisy waiting room,” he said.  

McVey said patients should expect to spend more time when 
visiting his doctors. “The average doctor sees 3,000 to 5,000 pa-
tients.  Our doctors see 800 to 1,000.”  The goal is to staff another 
physician to a clinic if a doctor’s patient level gets above those 
numbers.  And, the ability to go “online” and schedule your ap-
pointments is a unique approach Expedite offers. 

“If you get up in the middle of the night and feel bad and need 
to schedule an appointment for that day, you can get on your 
computer and schedule it,” McVey said. Expedite tries to ensure 
your ability to see the same doctor each time.  “Everything is de-
signed to make it easy and accessible to interact with your prima-
ry-care doctor. That’s where it’s affordable and effective in pre-
venting chronic diseases from forming.  You want to develop a 
relationship with your doctor before you’re sick or hurt.”

McVey said the goal is to “make it a good value and a good ex-
perience.  Then, health trends improve, costs go down and fami-
lies are happier.”

Fighting the future?
Whether any of us likes it, health insurance plans gradually are 

moving customers to higher-deductible plans. McVey has an an-
swer: “We provide a way for people to budget their primary care 
costs, just like they would for their cell phone bills.”  

Expedite, in an effort to keep cash in the customer’s pock-
et, also has partnered with Marsh to offer discounted drug-pre-
scription plans, and a lot of radiology and lab work is provided 
“at cost” by the clinic, he said. 

Expedite does an analytical evaluation of your overall health 
to enable the doctor to understand your health condition. Said 
McVey: “The analytics tell us whether you’re high risk for diabe-
tes or hypertension.  It’s that predictive modeling that allows the 
doctor to proactively treat you through medications or suggested 
lifestyle changes before the symptoms occur.”  

For more information, visit http://www.expeditehealthcare.
com or call 317-378-8030.
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Wardrobe consultant: A constant thread in fashion help

Amy Micon styling some Doncaster clothing.

By Lana Bandy
What do you do as a wardrobe consultant? 

I represent a company by the name of Don-
caster, which is about 82 years old. They have 
a design team in New York City that comes up 
with collections four times a year. They are sold 
exclusively at private trunk shows. I’m the only 
person in Carmel to represent Doncaster. At 
the trunk shows, clients can try on samples and 
then order. But more than selling product, I’m 
coordinating it – showing people how they can 
wear an item to work or pair it with jeans for a 
casual look. I try to offer advice on how many 
different ways an item can be worn. It is invest-
ment dressing, so you find as many ways to 
wear an item as possible. That’s the consulting 
part of it – trying to figure out how to get the 
most bang for the buck.

How did you get started? My father was 
a garment manufacturer of children’s clothes. 
I majored in marketing at IU and then after 
college, worked at Blocks. I stayed home 20 
years and raised my kids. When my youngest 
was in high school, I decided I needed to do 
something. I was first a Doncaster client. (My 
consultant) wanted an assistant, so I trained 
with her for two years and then moved to 
Bridgewater and decided to do it on my own.

Why would someone shop this way as 
opposed to shopping in a store? It’s a ser-
vice as well as a product. Somebody places an 
order and everything is shipped to me. I take 
it to them, they try it on and we make sure it 
fits. If we need to change the size or it needs 
to go back, I do that. Women who are very 
busy like the efficiency of it all. I help them 
design a maximum number of looks with a 
minimum number of pieces. We are trying to 
build a wardrobe, not randomly buy pieces. 

Some of my clients shop here exclusively be-
cause it’s easy and I know 
what they like. There’s 
something for everyone; I 
just have to figure out their 
lifestyle.

What type of clothing do you offer? The 
lifestyle is casual to black tie, sizes 2 to 24. 

high-end designers like Chanel, Versace and 
Gucci are using. But our prices are much bet-
ter because (they’re sold) through private set-
tings. The price point is from $150 to $1,000. 
They are great products for the price, and 
with service that is hard to find any more. 

Are there any other product offerings, 
like accessories? Yes, we do handbags, jew-
elry, belts and scarves. Usually they are de-
signed to coordinate with the clothes. For 
example, if a collection has persimmon in it, 
we’ll probably have a persimmon belt as well. 

What are some fashion trends we will 
see this fall? Lofty, thick sweaters that are 
airy but lofty. Menswear is on trend for the 
fall, as is taking the same print in two dif-
ferent sizes and mixing them together, for 
instance a large houndstooth print with a 
smaller one. And mixed media – taking two 
different fabrics and putting them in the 
same garment. In terms of colors, jade and 
oxblood are big colors, as are blues like lapis 
and byzantine.

What one fashion tip do you have that 
might help women with their wardrobes? 
Before buying something, ask yourself, “Where 
would I wear this?” That way you make intelli-
gent decisions instead of emotional ones. 

What do you like best about your job? I 
love the women I meet. They are interesting 
and have all kinds of lifestyles. Some come to 
every show and some come once a year. I get 
to learn everything about them. It’s easy be-
cause I believe in what we offer. 

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.

It’s so nice that we offer petites and women’s 
sizes. That’s how I started 
because I’m 5-feet tall. 
They’re classic and don’t 
really go out of style. What 
is unique about our cloth-

ing is that the materials are from Italy, Bra-
zil, France and England – the same mills that 

Name: Amy Micon
Title: Wardrobe Consultant

Love ‘em or hate ‘em, you have to admit that celebrities 
such as Miley Cyrus (or the Kardashians, even) know a thing 
or two about branding themselves. While it might not seem 
like the Queen of Twerk could teach you anything about run-
ning your business, dig deeper and find the lessons.

It is possible to reinvent yourself: Think back about 
seven years. Cyrus wasn’t known for her onstage antics, but 
for her cute face on The Disney Channel. She had a success-
ful career as a young actress, but decided she wanted to tar-
nish her pristine image and get a bit of grit under her nails. 
The result? Constant press (not much of it positive) and 
a booked-solid singing tour. Takeaway lessons: You don’t 
have to stick your tongue out and wink to reinvent yourself 
like Miley. Just set a goal for what you want to be known 
for, and work your tail off to shift into that reiteration of 
your brand.

Bad press is still press: What should have been an em-
barrassing moment for Cyrus (her behavior at the Video 
Music Awards) ended up launching her career full-throttle 
as a bad girl. Today, months after the offending event, she’s 
still getting fresh mentions of the twerk-a-thon, with more 
than 7.4 million search results. That’s boosting record sales. 

Takeaway lessons: You’re not encouraged to seek negative 
publicity, but rather, if you end up with it (in the form of 
a negative Yelp review, a nasty Tweet, or a less-than-rosy 
product review), make the most of it. Find a way to leverage 
it to get your brand back on top.

Stay relevant to your audience:  To whom does Cyrus 
appeal these days? Certainly not parents. No, she’s catering 
to those same tweens and teens that grew up watching her 
on “Hannah Montana.” They’re older and crave something 
less bubblegum, less safe. And she delivers. Takeaway les-
sons: Are you capturing your audience as it evolves? Find 
ways to remain relevant to it on its journey through busi-
ness ownership by offering more products. 

Stay connected with your fans. No business – least of 
all a teenage singer – will thrive long without interaction 
with fans and customers. Cyrus is big on social media (her 
18.2 million followers on Twitter are a testament to this), 
and her fans avidly read what she has to say. Takeaway les-
sons: No matter how big or small you are, stay connected to 
your network. Respond promptly to messages on social me-
dia, and be accessible.

-allbusiness.com

Maybe celebs have this branding thing down pat
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12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

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

317-867-0900
www.CTCarmel.com
info@ctcarmel.com

Need I/T
support?

Call on us at any time
for services including:

Hardware & 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
PC & Mac Sales

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

cArmel roTAry cluB

noTeworThy

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

Aug. 1 - Allison Melangton, CEO of Indiana Sports Corp
Aug. 8 - Rotary Fun Day
Aug. 15 - Carmel Mayor Jim Brainard: State of the City address
Aug. 22 - Susan Barrett, Angel Tree Prison Ministry
Aug. 29 - District Governor Tom Branum

Date Business Address Description

July 20 C.E. Reeve Roofing, LLC 805 W. City Center Dr. Theft

July 20 Plum Creek Golf Club 12338 Medalist Pky. Criminal Mischief

July 18 Target 10401 N. Michigan Rd. Theft

July 17 Target 10401 N. Michigan Rd. Theft

July 17 Ardsley Management Springmill Rd. / 
Ponds Pointe Dr. Theft

July 15 West Clay Owners Associat Meeting House Rd. / 
Hoover Rd. Criminal Mischief

July 15 Kroger Pharmacy 1217 S. Rangeline Rd. Fraud/Deception

July 15 Victoria Secret 14360 Clay Terrace Blvd. Theft

July 15 Khols 9895 N. Michigan Rd. Theft

July 15 Weas Engineering 11546 Creeksice Ln. E. Theft

July 12 Target 10401 N. Michigan Rd. Theft

July 11 Goodwill 1122 Keystone Way Theft

July 10 Pulte Homes of Indiana 4409 Repass Dr. Burglary

July 9 City of Carmel 12120 Brookshire Pkwy. Criminal Mischief

July 9 Star Leasing Company 4810 Northwestern Dr. Theft

July 2 Target 10401 N. Michigan Rd. Theft

June 30 Ten Point Trim 4750 Northwest Plaza Dr. W. Theft

June 30 Row 7 Couture 10850 TOWNE RD Theft

June 28 Woodland Clubhouse 10700 Lakeshore Dr. E. Theft

June 27 Target 10401 N. Michigan Rd. Theft

June 26 Carmel High School 520 E. Main St. Fraud/Deception

June 25 Rosewalk on Main 35 Rosewalk Cir. Theft

June 25 Jack’s Donuts of Carme 516 E. Carmel Dr. Fraud/Deception

June 24 Edward Rose of Indiana 1411 Fairfax Manor Dr. Theft

June 23 Schafer Powder Coating 4518 W 99th St. Theft

SWIMMING TO AN ADDITIONAL LOCATION - Goldfish 
Swim School is planning a second Indiana location more 
than a year after opening at Merchants Square in Carmel. 
The Michigan-based franchise is expected to take over a for-
mer hardware store at 11581 Geist Pavilion Drive, near 116th 
Street and Olio Road. The Carmel site, which opened in April 
2013, features a custom 4-foot-deep pool (kept at a com-
fortable 90 degrees), a dozen cabana-like private changing 
rooms, a snack bar, a pro shop and a blow-dry bar for post-
lesson coiffing.

TRANSFORMATION COM-
ING - The Fishers strip-
mall space that formerly 
housed Mudsock Books 
& Curiosity Shoppe will 
be transformed into Blue 
Danube Deli/Market. Reno-
vations are planned for the 
1,200-square-foot shop at 
11850 Allisonville Rd.
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Productivity: Try these 6 tips to amp up yours
Tim Ferriss, author of the international bestseller, The 

4-Hour Workweek, in a recent blog and podcast, focused on 
increasing productivity.

He offered a veritable six-pack of ideas.
Manage your mood. Most productivity systems act like 

we’re robots – they forget the enormous power of feelings. 
If you start the day calm it’s easy to get the right things done 
and focus. But when we wake up and the fray is already upon 
us – phone ringing, emails coming in, fire alarms going off – 
you spend the whole day reacting. This means you’re not in 
the driver’s seat working on your priorities, you’re responding 
to what gets thrown at you, important or not.

Don’t check email in the morning. To some people this is 
utter heresy. Many can’t imagine not waking up and immedi-
ately checking email or social media feeds. Why is checking 
email in the morning a cardinal sin? You’re setting yourself up 
to react. An email comes in and suddenly you’re giving your 
best hours to someone else’s goals, not yours. You’re not plan-
ning your day and prioritizing, you’re letting your objectives 
be hijacked by whoever randomly decides to enter your in-
box. Is this really how you want to start your day?

Before you try to do it faster, ask whether it should be 
done at all. Everyone asks, “Why is it so impossible to get 
everything done?” But the answer is stunningly easy: You’re 
doing too many things. Want to be more productive? Don’t 
ask how to make something more efficient until after you’ve 
asked, “Do I need to do this at all?” Research shows CEOs 
don’t get more done by blindly working more hours, they get 
more done when they follow careful plans. OK, you’ve cleared 
the decks. Your head is serene, you’ve gotten the email mon-
key off your back, and you know what you need to do. Focus.

To focus, eliminate distractions. Ed Hallowell, former 
professor at Harvard Medical School and bestselling author 

of Driven to Distraction, says we have “culturally generated 
ADD.” Has modern life permanently damaged our attention 
spans? No. What you do have is more tantalizing, easily ac-
cessible, shiny things available to you 24/7 than any human 
being has ever had. The answer is to lock yourself somewhere 
to make all the flashing, buzzing distractions go away. Focus 
is a function, first and foremost, of limiting the number of 
options you give yourself for procrastinating. CEOs achieve 
here by working from home in the morning for 90 minutes 
where no one can bother them. We know what some of you 
are thinking: I have other responsibilities. Meetings. My boss 
needs me. My spouse calls. I can’t just hide. This is why you 
need a system.

Have a personal system.  We’ve all spoken to a lot of in-
sanely productive people. You know what none of them said? 
“I don’t know how I get stuff done. I just wing it and hope for 
the best.” Not one. Your routines can be formal and scientific 
or personal and idiosyncratic, but either way, pro-
ductive people have a routine. Defining rou-
tines and systems is more effective than 
relying on self-discipline. Self-dis-
cipline is overrated. Allowing 
yourself the option to do 
what you have not 
decided to do 
is disem-

powering and asking for failure. Develop routines so that de-
cision-making is only applied to the most creative aspects of 
work, or wherever unique talent happens to lie. Great systems 
work because they make things automatic, and don’t tax your 
very limited supply of willpower. What do we see when we 
systematically study the great geniuses of all time? Almost all 
had personal routines that worked for them. How do you start 
to develop your own personal system? Apply some “80/20” 
thinking: What handful of activities are responsible for the 
disproportionate number of your successes? What handful of 
activities absolutely craters your productivity? Rearrange your 
schedule to do more of the former and to eliminate the lat-
ter as much as possible. So you’re all set to wake up tomorrow 
with a system and not be “reactive.” How do you make sure 
you follow through on this tomorrow? It’s simple.

Define your goals the night before.  Wake up know-
ing what is important before the day’s pseudo-emergencies 
come barging into your life and your inbox screams new com-
mands. Define your one or two most important to-dos before 
dinner, the day before. Establish a closing ritual. Know when 
to stop working. Try to end each workday the same way, too. 
Straighten up your desk. Back up your computer. Make a list 
of what you need to do tomorrow. Research says you’re more 
likely to follow through if you’re specific and if you write your 
goals down. Studies show this has a secondary benefit: writ-
ing down what you need to do tomorrow relieves anxiety and 
helps you enjoy your evening.

The word “productivity” sounds like we’re talking about ma-
chines. But the irony is that much of being truly good with time 
is about feelings. How should you strive to feel when working? 
Busy, but not rushed. Research shows this is when people are 
happiest.

- theweek.com

in Brief

NIGHTENGALE IN HALL OF FAME - Nightin-
gale Home Healthcare Inc. is among a small 
group of companies that have won the Best of 
Carmel Award for three consecutive years. This 
distinction has qualified Nightingale Home 
Healthcare Inc for the 2014 Carmel Business Hall 
of Fame. Nightingale was selected for the Award 
in the Nurses category. When learning about 
the award, Dr. Dev Brar, President of Nightingale 
Home Healthcare, said, “This (award) is a matter 
of great pride because it is only possible by hard 
work from everyone in the field and the office.” 
Each year, the Carmel Award Program identifies 
companies that are believed to have achieved 
exceptional marketing success in their local 
community and business category. These local 
companies are credited for helping the posi-
tive image of small business through service 
to their customers and the community. Various 
forms of information were gathered and ana-
lyzed to choose the winners in each category. 
The 2014 Carmel Award Program focuses on 
quality, not quantity. Winners are determined 
based on the information gathered by both 
the Carmel Award Program and data provided 
by third parties. Nightingale Home Healthcare, 
which is home-based in Carmel, serves patients 
in 14 states and 16 cities. Additional informa-
tion about the company may be found at www.
homecareforyou.com.

JONES JOINS CENTIER BANK - Michael E. Schrage, presi-
dent and CEO of Centier Bank, announced that Elizabeth 
Jones has joined Centier Bank as assistant manager. Her 
office is at Centier Bank’s Carmel Banking Center, 568 E. 
Carmel Drive. Jones has serviced the greater Indianap-
olis area since 2008. As a member of the Carmel bank-
ing team, she will oversee daily operations management 
and customer service. Jones is a resident of Indianapolis, 
where she lives with her husband. She is an active sup-
porter of the local Knights of Columbus. Since 1895, Cen-
tier Bank has transformed from a small community bank 
into the largest independently owned and operated 
bank in Indiana. For more information on Centier Bank 
services, visit centier.com.

DAVID & MARY SALON SPA CLOSES - High-end David 
& Mary Salon Spa has closed its Clay Terrace location af-
ter months of grappling with road construction, frigid 
weather and the loss of several key employees. Own-
ers David and Mary Miller posted a note to the business’ 
website recently, calling it “the most difficult decision 
that we have made in our 30 years” of operating the sa-
lon. They said the last six months have been particularly 
challenging, and the aftermath has “drastically dimin-
ished our operating capital to a degree that we are no 
longer able to recoup or recover at this location.” But the 
Millers and the remaining staff plan to stay together, of-
fering their services at the Salon Lofts co-op on 146th 
Street in Westfield’s Cool Creek Village retail center. “We 
look to our new home as a fresh start,” they wrote.

HARGROVE WINS HORIZON BANL HONOR - Susan Hargrove, business 
banker in Carmel, is Horizon Bank’s Be Horizon Star Advisor for June. Earli-
er this year, Hargrove’s grandmother had a stroke and helped her grandfa-
ther during the hospital stay and recovery. After one hospital visit, Hargrove 
decided to let her grandfather pick a place to have an adult beverage and 
get something to eat. He chose a bar in a less than desirable area of town, 
but they went anyway. This place only accepted cash, which Hargrove did 
not have and she planned to visit an ATM, which one of the patrons recom-
mended not to do for safety reasons. Instead, this patron offered her cash to 
pay for the meal, and told Susan she could pay back next time she was in the 
area. Turns out this patron was a business owner in downtown Indianapolis, 
so Hargrove made it a point to return the money to him at his business. This 
led to a conversation about the business in which she asked how she could 
help them. They were in need of refinancing for their building, plus obtain-
ing some working capital in order to grow, but the loan had to be completed 
by July 1.

MACARONI GRILL CESASES OPERATIONS - 
Romano’s Macaroni Grill closed its restaurant 
off 116th Street just west of Keystone Park-
way recently. Crews removed its sign from the 
building. A note on the door directs custom-
ers to the nearest location, 5720 W. 86th St., 
Indianapolis. The Italian-themed chain has 
served Carmel for 12 years, the note said. A 
spokeswoman told the Carmel Business Lead-
er that the restaurant’s lease expired, and the 
company does not plan to look for another 
site in the city.

PIZZOLOGY TO WEST 
CLAY - Local restaura-
teur Neal Brown is add-
ing Pizzology Pizzeria + 
Pub to the Village of West 
Clay. Opening is set for 
late September. The eat-
ery will occupy for space 
once housing Pamfilio’s 
Italian Restaurant space 
in the Brenwick Building 
at 12821 E.
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grow your business now

Brought to you by the publishers of 

Extend your brand and 
advertising message 
to more than 4,000+ 

Carmel businesses by 
U.S. Mail every month. 

For as little as  
$300 a month

489.4444
info@businessleader.bz

Where Carmel Business Comes First

July 2014 | Issue 0085 www.businessleader.bz

Local businessman capitalizing on Midwest’s undiscovered  stars to find new actors for New York or L.A. productions / P8

Carmel has talentCarmel has talent

For the Carmel Business Leader
The Federal Unemployment Tax Act tax rate 

normally is 0.6 percent of wages paid up to a 
limit of $7,000 per worker, or $42 per employ-
ee per year.

However, employers in as 
many as 13 states and the 
U.S. Virgin Islands – yes, in-
cluding Indiana – may pay 
an increased FUTA tax rate 
in January 2015. It’s based on 
FUTA taxable wages paid in 
the affected jurisdictions 
during 2014.

For-profit employers pay 
federal and state unemployment insurance 
taxes on wages paid. The FUTA tax rate is 
nominally 6 percent, but includes a credit of 
5.4 percent for payment of state UI taxes, mak-
ing the effective FUTA tax rate 0.6 percent.

However, when state UI funds are depleted, 
states draw from a designated federal loan ac-
count, and if such loans are not repaid within 
two years, part of the 5.4 percent FUTA tax 
credit is reduced, thereby increasing the effec-
tive FUTA tax rate in affected states. When 
this “credit reduction” applies, the FUTA tax 
typically increases by 0.3 percent, or $21 per 

employee, payable in January of the follow-
ing calendar year with Internal Revenue Ser-
vice Form 940. This credit is further reduced 
annually by 0.3 percent until loans are repaid.

In addition, because 
many of the jurisdictions 
affected will have had 
outstanding FUTA debt 
for five years, they may 
be subject to a special 
benefit-cost ratio add-on 
tax in 2014, which could 
increase the FUTA tax 
by more than the typical 
0.3 percent per year. The 

BCR add-on is less predictable but more sub-
stantial; for example, Indiana’s effective FUTA 
rate is expected to increase from 1.8 percent 
to 2.1 percent due to credit reduction alone in 
2014. If deemed to be in effect, the BCR add-
on tax would add another 1.2 percent, for a 
total of 3.3 percent. The combination of credit 
reduction and BCR could result in a five-fold 
increase over the normal FUTA tax rate. 

For additional information, go to http://
www.irs.gov/Businesses/Small-Busi-
nesses-&-Self-Employed/FUTA-Credit-
Reduction?cid=elq_sales_enablement.

Unprecedented FUTA 
increases may apply for ’14
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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!

 FIRM. TONE. TIGHTEN.

Find Your Weight Loss
Package here:
www.fb�tness.com
GET FIT! STAY FIT, FOR LIFE!

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

LOSE WEIGHT NOW...
AND KEEP IT OFF!

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.

“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 8/31/14.

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

WINDOWS • DOORS • OUTSIDE LIVING
Your Local Window
& Door Specialists

Super Service Award Winner
2013 • 2012 • 2011 • 2010

See our reviews online

136 East Main Street,West�eld, IN

LegacyWindowAndDoor.com
317.488.1464

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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Toys, Glassware,
China, Pottery, Coins,

Trade Books, Trains and
much more.

Specializing in Antique & Vintage Items
Onsite   -   Online/Proxibid   -   E-Bay Consignments

Sandy Flippin
PO Box 725
Plain�eld, IN 46168

Of�ce: (317) 495-8482
Fax: (317) 203-5506

Website: www.aclassactauction.com
E-mail: scamp45450@aol.com

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

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

• Commercial/Residential
• Gutter Cleaning

• Fully Insured • Free Estimates

15% OFF GUTTER
& WINDOW CLEANING

(O�er expires 8-31-14)

Fast & Affordable Firearms Training

www.indianajim.com•317-258-5545

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

HERE FOR YOU AND YOUR FAMILY
Protect Your Assets

For Your Children and Grandchildren

• Estate Planning & Reviews
• Wills
• Trusts
• Pet Trusts

3501 West�eld Rd, Suite 101 • West�eld IN
(317) 913-2828

info@hoppenrathlaw.com • www.hoppenrathlaw.com

Law O�ce of                 Wesley N. Hoppenrath

Member of the Indiana
and Indianapolis
Bar Associations

• Power of Attorney
• Health Care
   Directives
• Living Wills

www.ductznoblesville.com • 317.773.9831

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

Commentary

Whenever syndicated columnist Charles Krauthamer ap-
pears on TV, I always tell my wife that he is the smartest man 
on television. Typically, those people that think as I do, I always 
credit for being very smart. Go figure.

A year or two ago, I would do some 
public speaking and I would also meet 
with small businesses and talk about the 
current state of the economy. One thing 
that we often would visit or speak on is 
what the extended unemployment ben-
efit cost the small business owner. Why 
is this of concern? For two reasons:
•	 When people get comfortable with 

receiving the unemployment ben-
efit in the first place, which gener-
ally happens in the first week, they 
are less inclined to seek new em-
ployment opportunities. Many of us hire people in the 
$30,000-to-$40,000 a year range. The folks in this range 
seem to be the ones that are most satisfied just to live off 
the benefit. This means if you are on full benefits, the of-
fer $35,000-a-year job no longer seems attractive. You can 
make more than that sitting at home! We have all surely 
experienced putting a one-column, job-wanted ad in the 
newspaper, and no one really qualified shows up; maybe 
fewer than 10 folks even show for an interview. This was 

in an 8-percent unemployment job market! Out of frustra-
tion, you run the same add next week in two columns for 
almost double the cost, and this gets a few more stragglers 
than the previous week. Week three, out of sheer despera-
tion, you put Monster.com and other e-recruiters into the 
mix. Additionally, in Week 3 you go three columns wide 
with color. Now you get 15 candidates and you hire your 
best candidate of the three-week ad campaign. Remember 
the old days when a one-column ad during the weekend 
would attract 15 to 20 qualified people? And that was be-
fore Monster.com piling on in addition to the paper! Today 
these people would rather sit at home and watch “Duck 
Dynasty.”

•	 People who don’t know otherwise believe the unemploy-
ment benefit is “free money” that falls from the govern-
ment coffers like rain. If they did not give this cash to you, 
it would just go to some third-world nation anyway, right? 
Wrong! Small business owners such as you and me pay for 
that money. We pay a percent of our payroll into an un-
employment fund. When unemployment extended bene-
fit weeks get greater in number, our percentage withhold-
ing factor just goes up to compensate, and this deducts 
even more cash from our own payroll. We have to then 
pay more to cover the extended weeks! Should the state 
unemployment fund run dry, the government steps in to 
assist as a last resort.

So we pay twice, first in real money, and second – and here 
is the irony – we are paying for our potential employee not to 
answer our ad! Yes, this is the insult. Here is the logic: my staff 
and I work hard to create a payroll that can be taxed for unem-
ployment benefits just so a future potential “new hire” can just 
stay home and live off the fruits of our labor! 

Patently True
President Barack Obama would tell you that this is “patently 

false.” I would tell him that this is “patently true.” I am the guy 
placing the job-wanted ads, so I know.

So, let’s go back to Krauthamer. In a recent article, he was 
quoting the president for bragging about a drop in the unem-
ployment rate. Obama thought that he did this all by himself. 
No! The extended unemployment benefits finally ran out sev-
eral months ago. When the Republican house blocked renew-
ing them, the president announced that this would cause the 
end of the Republic, as we know it.

Well, what really happened is without extended benefits, a 
greater percentage of these people that were “gaming the sys-
tem” under the extended benefits program, not really looking 
for work, were now seeking a job. Yes, they finally got a job! Per-
haps it was not the job they were seeking, but they were finally 
off the “public dole” that we paid for! Huh? Remember former 
President Bill Clinton’s “welfare to work-fare” program? Seems 
like the same thing happened then, too.

Jobless bennies: We actually pay twice

howard hubler
Advice



Protect what
matters most.

317.846.5554  |  shepherdins.com  

Shepherd Insurance can 
help you with the important 
decisions for your family, 
home, auto and business.

Tom Coverdale
tcoverdale@shepherdins.com


