
➤Wellness…Adjusted!      Page 15
Jacob Koziel helps clients live a healthy 
lifestyle with Koziel Family Chiropractic.
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David McRee celebrates 10 years of continuous 
growth with Perry Township-based RESQ Health & 
Safety Training. Page 5

RESQ
McRee

➤ Salon Service, Southport Style 
Michael Nichols focuses on genuine service 
as Sage a salon grows into its new South-
port location. Page 13

➤ Coffee & Counseling
Brian and Michelle Peters run Greenwood 
nonprofit Coffeehouse Five to offer free 
counseling to the community. Pages 10-11
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 Physicals and Immunizations 

  DOT/CDL Exams 
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Return to Work 
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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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You’d think that 
with all of the 
technology that 

we have at our disposal, 
communicating would be 
very easy. 

Not for me. 
I struggle daily to keep 

up with the enormous 
amount of emails I re-
ceive, many of which are 
as irrelevant as you can 
imagine – and checking 
them on my laptop, phone and iPad doesn’t 
make it any easier.

Access to anyone is now greater, but is it 
any better? Does it enhance our lives? Many 
of those who text and email want immediate 
response. And, like so many others, it’s just 
simply to difficult to respond ASAP.

Most recently, I told those on my team to 
please not email each other on the weekends 
– or me. If nothing is on fire it can all wait un-
til Monday – and if it’s that important, please 
call me on the phone or call your colleague.

On a related note, a real pet peeve of mine 
is when someone is trying to make a point in 
an email by using all caps. The only word I can 
think of is rude.

I don’t want to sound like a dinosaur. I do 
appreciate technology – if used properly it is 
an amazing tool. But I think we use it just be-
cause we can sometimes. I recently had a con-
versation with someone who has gone back to 
using her old alarm clock because when using 
the phone she tends to want to pick it up and 
read emails after the alarm goes off.

Put away that phone for a while on the 
weekend – forget you have a computer. You 
might really enjoy yourself. 

…………………

We’re happy to welcome Mark Ambrogi to 
the Times-Leader Publications family, parent 
company of the Business Leader. He is a vet-
eran of the daily newspaper wars and recent-
ly departed the Indianapolis paper where he 
worked a variety of beats – including sports, 
education and features – for more than 29 
years. A versatile writer, he’ll do the same for 
us. You may reach him at ambrogi@ss-times.
com, Mark Ambrogi on Facebook, or @mark_
ambrogi on Twitter. It’s good to have him on 
our team.

All things tech 
in moderation

FROM the PUBLISHER

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   |   888.928.2572

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

Indy’s Exclusive
Home for Lexus

BUSINESS DISPATCHES 

■ FIVE MORNING RITUALS TO BOOST 
PRODUCTIVITY
1. Seven minutes of exercise; 2. Enjoy a 
green smoothie to go; 3. Pick three things 
to accomplish for the day; 4. Block your 
calendar to achieve those goals; 5. Refocus 
after lunch. – Entrepreneur.com

■ SOLUTIONS FOR SMALL  
MARKETING TEAMS
For small businesses, employees often fill 
multiple roles. But one that can often get 
overlooked is a genuine content market-
ing strategy. Lack of sheer manpower can 
be difficult, but there are ways around 
making a large investment in time and re-
sources. Email newsletters, for example, 
are a great and cost-effective way to keep 
customers and clients’ informed – they 
can, however, become annoying if utilized 
too frequently or without substantive ma-
terial. Blogging is a less in-your-face ver-
sion of newsletters; they allow business 
experts a forum to showcase their exper-
tise and build customer trust. 

– Entrepreneuer.com

■ LIVE YOUR COMPANY’S  
PHILOSOPHY
According to Joe Judson, President and 
CEO of Fusion Logistics, a company’s suc-
cess, profitability and momentum depend 
upon how well a company’s employees 
adhere to the core philosophies behind 
the organization. He writes, “There are 
three things every leader should execute 
to ensure everyone within an organization 
understands and appreciates the compa-
ny’s history and foundation: 1) The lead-
er must be visible and credible inside of 
the organization. 2) All messaging must 
remain clear and consistent. 3) The lead-
er must own the communication around 
best practices, best ideas and organiza-
tional beliefs.” – Entrepreneur.com

■ BUILT VS. BOUGHT  
SOFTWARE SOLUTIONS
For some startups, “off-the-shelf” software 
may be a good starting point since it’s rea-
sonably priced and quick to implement. It 
may also give you an idea of how the soft-
ware doesn’t meet all your needs, which 
can lay out a roadmap for future custom-
ization should it be decided that custom 
software is needed. Building custom soft-
ware is expensive, however, but can be 
very beneficial for expanding businesses 
or those who are looking for a competitive 
edge in their market. Despite the initial in-
vestment cost, custom software allows for 
a specifically tailored method to suit your 
company’s precise needs. – Forbes.com

ENTREPRENEURISM
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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

Humans have an interesting ability to 
predict stuff as opposed to animals. 
We can predict the result of a baseball 

traveling 45 m.p.h. when it intersects 
with a kitchen window. We don’t 
necessarily have to eat chocolate-
drizzled brussel sprouts to determine 
it won’t taste good.

However, we are pretty bad at 
predicting how happy events will 
make us. Harvard (pronounced 
Hah-vahd) professor Daniel Gil-
bert and his buddies came up with a 
name for this quirk in our prefron-
tal cortex. They call it an Impact 
Bias or the inability to predict how 
happy an event will make us.

Take winning the lottery, for instance. 
Many of us assume that being put on easy 
street with a cool $36 million will be the jolt of 
happiness that will make us happy for the rest 
of our lives. I constantly hear people vowing 
to move to California because they hate Indi-
ana winters. Both of these will make us happy 
for a while, but give it a year. Gilbert contends 

that most of these people settle down into real 
life and forget their good fortune. The reality 
is that we adapt to the money boost or the lack 
of snow and ice and then again focus on the 
drama that is our life. 

Technically, it is called Hedonic 
Adaptation and we can all fall victim 
to it. Think of it as: Happiness fades.

Inevitably, some research team 
was going to tie this to money. In 
2009, behavioral economist Daniel 
Kahneman and Angus Deaton did a 
weekly survey of 450,000 households 
in all 50 states to determine the cor-
relation between household income 
and day-to-day contentment. They 
were looking for an income plateau 
that maximized happiness. What 
they found was a magic number of 

$75,000 a year for the whole house of earners. 
The accumulation of wealth and goods con-
tinued to increase until $75,000. Beyond that 
there was no measurable increase in happi-
ness. That’s the magic number: $75,000. 

Now, the good doctors were careful to focus 
on the day-to-day component. In their study, 
they admit that, while more than $75,000 

won’t make a difference on a daily basis, it will 
make one think they have a better life overall.

Specifically, in Indiana, all this talk about a 
less expensive standard of living is hurting us. 
Hoosiers will see the income/happiness pla-
teau at a cheaper $68,025 a year. In Hawaii, 
the same bang for your buck rises to $122,175.

So what? Well, I think this can relieve some 
of the stress of chasing the big dollars. We 
sometimes forget that all life is relative and 
perhaps happiness is closer than we think.

It should be noted that the 2010 Cen-
sus pegged middle income households me-
dian revenue was right around $45,000. This 
means that many of us will be striving for an-
other $30,000. But then you can quit. Won’t 
that be nice?

I wonder what will happen if suddenly all 
households reached the $75,000 plateau. 
Knowing the human condition, I suspect that 
there could be more happiness to be found in 
the next $25,000.

Gus Pearcy
COLUMNIST

The $75,000 magic number
HUMOR

We’ve been through a lot already 
this year, and it seems the controver-
sy over minimum wage is now on the 
plate for Americans and businesses 
alike to either swallow or send back to 
the kitchen. 

Fast-food walkouts are just one 
form of protest that have taken place 
but as more time passes and the situ-
ation becomes direr, who knows what 
could happen?

The most recent Obama-backed 
bill to raise federal minimum wage 
from $7.25 to $10.10 in incremental 
steps has been stopped in its tracks 
by Republican members of Congress, 
though numerous states have already 
passed legislation that meets the 
$10.10 figure.

But how exactly will this affect In-
diana’s economy and businesses? And 
what does it mean for small business 
owners and employees?

According to the United States De-
partment of Labor, a June 2014 survey 
found that 3 out of 5 small business 
owners supported the wage increase 
to $10.10. They cited the following 
reasons: “58 percent say raising the 
minimum wage would increase con-
sumer purchasing power. 56 percent 
say raising the minimum wage would 
help the economy. In addition, 53 
percent agree that with a higher min-
imum wage, businesses would ben-
efit from lower employee turnover, 
increased productivity and customer 
satisfaction.”

The same, perhaps, cannot be said 
for behemoth franchise and retail 
stores popping up and putting local 
mom-and-pop shops out of business. 
Do we really want to support paying 
menial workers $10.10 to flip burgers?

Though the Department of Labor 
cites majorities in favor of the wage 
hike, we’d support caution and some 
thoughtfulness on the matter. In the 
past, raising minimum wage has put 
pressure on small business owners 
who have to make cutbacks – hours, 
benefits, you name it. We’re all in fa-
vor of local businesses getting ahead, 
but hiking minimum wage seems 
counter-intuitive to that effect. 

What are your thoughts? Share 
them with us at news@businesslead-
er.bz.

An uphill  
hike for  

minimum wage? When you’re 
surrounded by people 
who share a passionate 
commitment around 
a common purpose, 
anything is possible.

~ Howard Schultz, chairman  
and CEO Starbucks
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By Nicole Davis
David McRee clutches his hand over his 

heart. What’s wrong with him? As he makes 
the students in his advanced cardiac life sup-
port class assess the situation and diagnose 
the condition, he smiles and laughs with 
them while they provide an answer. As RESQ 
Health & Safety Training reaches its 10th 
year in business, owner McRee hasn’t slowed 
down yet. The business has continued to grow 
in services and clients, something he says will 
continue to happen in the future.

“At the end of the day, it’s what the best thing 
is for our customers,” McRee says. “What do 
they need? The need their certification or they 
can’t go back to work tomorrow. It’s very im-
portant to them. We know that and we take it 
very seriously... Customer service is the key. 
Give them what they ask at a reasonable price: 
good quality training, timely. We try to have 
a non-stressful atmosphere. They come here, 
they’re relaxed. They learn better. Those are 
the reasons we have repeat customers.”

McRee is retired as an EMS supervisor in 
Putnam County. He worked for Community 
Hospitals and saw they had an overflow in 
people who needed advanced CPR and oth-
er training. McRee says he saw an opportu-
nity, bought four mannequins and Commu-
nity Hospital began referring clients to him. 
He hosted training classes out of his garage 
in Greenwood for two years. By the time they 
reached a need for 10 mannequins, McRee 
said they took a building off of U.S. 31 on the 

Southside of Indianapolis for another two 
years. They moved again to 6845 S. Madison 
Ave., Indianapolis, eventually purchasing that 
building where they are currently headquar-
tered. 

 “It’s been great to be a part of the commu-
nity,” McRee says. “We sit on the outskirts of 
Southport and Indianapolis. We have satellite 
offices in Fishers, Carmel and in Fort Wayne. 
Our headquarters is here in Southport and 
there’s no other place I’d want our company 
to be based.”

RESQ will reach its 10th year in business 
this month, offering training in everything 
from CPR to pediatric and advanced cardi-
ac life support, stroke and more. McRee says 
they trained 500 students in the first year. In 
2013, they awarded more than 15,000 certifi-
cations. There are 20 staff members, full and 
part-time. He says through the years they’ve 
experienced many elements of success and it 
looks better every day.

 “After 10 years, we decided we had owned 
a couple ambulance companies 15 or 20 years 
ago,” McRee says. “We thought, let’s do that 
again. Let’s stick with the RESQ theme. RESQ 
Ambulance Service was born. That began in 
Aug. 1 of this year, so that has been our new-
est challenge. I look around and say, what 
were we thinking? Like anything else, it’s slow 
going at the beginning. We just keep working 
our way at it.”

In addition to the ambulance service, RESQ 
will offer wheelchair transportation services 
on Nov. 1, taking disabled patients from home 
to the doctor’s office. McRee says he is talk-
ing with high school guidance counselors to 
introduce more students to CNA training. He 
says students can go to school during the day, 
take the classes in the evening and obtain a job 
right after completing school. This program is 
something he says they also look to expand in 

2015.
Located just outside the Southport city 

boundaries, McRee says they work to give 
back to the neighborhood and surrounding 
communities. They are members of the Great-
er Southside Business Alliance. He says they 
are always in events such as Southport’s July 
4 parade. They sponsor different sport teams 
including Southport and Greenwood. McRee 
coaches second grade basketball in White-
land. Any supplies or services needed for the 
business, McRee says they always look local 
first.

“We have to work together as business-
men and support each other in the commu-
nity,” McRee says. “We’re all small business-
men. We try to work with one another in the 
community here. We reach out to one another 
try to keep as much business as we can local-
ly. We have been blessed with our element of 
success. We want the Southport community 
to flourish. We don’t want the blighted neigh-
borhoods you’ll see around Indianapolis.”

McRee says he is looking to retire in five 
years and hand down the business to his 
daughter, Amanda Tames, who works as 
RESQ’s director of operations. He and his 
wife, Donna, who is a hospice nurse and pro-
gram director for RESQ’s certified nurse’s aid 
program, will step down but will still help with 
some parts of RESQ.

“It’s an ongoing journey right now and 
we’re learning that we’re probably to a point 
we want to continue to give the best customer 
service and continue to grow the company but 
it’s time to start slowing down and enjoy life 
too,” McRee says. “I look for the management 
team to continue to grow the transportation 
service, work with school districts and with 
transportation services.”

Best Advice: Have dependable, good 
employees. Take a lot of vacation days.

Worst Advice: Sometimes the worst 
advice is adding more employees, 
growing your business as fast as you can. 
You want to grow your business on a 
steady incline. It’s better for your clients; 
it’s better for you.

Best business decision: Buying our 
property here on Madison Avenue 
instead of just leasing.

In 5 years... I’d like to retire for the second 
time. I’d like for the training business to 
prosper and the ambulance service to 
be well on its way. I’d like to see all my 
businesses running smoothly and hand 
over the reins to my family. I just want to 
slow down on life.

Secret to success: To stay focused. Stay 
the storm. Keep your eyes on what you 
originally set out to do. Give things time 
to cultivate and come together. Also 
appreciate the little successes; a new 
vehicle or new clients.

How did David do it?

Reasons to do business with RESQ:
•	 We’re one of the few places, 

businesses, that you can receive 
your CPR certification card on 
the same day that you take your 
training.

•	 We have professional American 
Heart Association instructors that 
offer quality service.

•	 We’re price competitive for our 
training services.

•	 We’re professional and pleasant. You 
are the customer and the customer 
is number one.

The List

David McRee celebrates 10 years of continuous growth  
with Perry Township-based RESQ Health & Safety Training

FEATURE

COVER STORY

David McRee opened RESQ Health & Safety Training 10 years ago this October.

RESQ Health
and Safety Training

Corporate headquarters: 
6845 S. Madison Ave.

Indianapolis, IN 46227
(317) 786-7260

Resqtraining.com

RESQ McRee

David McRee plays a patient while Dr. Helen Flippin 
works to help him with a medical problem. Photos by Nicole Davis
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• Front Office
• Customer Service
• Administrative Assistant
• Accounting
• And more!

(317) 888-5700
707 South Madison Ave.  
Greenwood, IN 46143

ExpressIndySouth.com

In today’s competitive marketplace, successful companies are growing and innovating 
by hiring top talent. 

At Express, we help our clients quickly find top local talent allowing them to stay 
focused on other things.  Hiring is difficult and you need a resource that is looking for 
specialized talent everyday on your behalf.  We can help in the following areas:

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

Back in the game

New businesses are ready to join the 
action in Johnson and southern Marion 
County. Players are stepping up to 

commercial opportunities with a little 
more padding on but ready to win! 
Coliseum Construction is building a 
new office/warehouse at U.S. 31 and 
Greenwood Trace. A 7,000 square 
foot strip shopping center will begin 
being built in front of the subdivision 
next year offering retail and office 
space. The construction company 
builds, remodels and restores homes 
damaged by weather or fire.

White River Township’s busy 
State Road 135 continues to show 
signs of growth. The intersection 
of Smokey Row Road and State Road 135 is 
moving quickly ahead with road widening and 
a much needed stoplight. A new retail center 
anchored by Kroger is anticipated in the near 
future. The center will feature a bank, restau-
rants, beauty salon and other neighborhood 
users. Over one hundred acres of residential 
development ground is owned by local devel-
oper Ron Wampler. Residential follows com-
mercial. The new stoplight will provide light 
for vehicles and positive growth in the area.

Any Lab Test has leased 1,600 square feet 
of retail space at 1642 Olive Branch Parke. 
Honey Creek Grove welcomes Center Grove 
Concierge Medicine. The medical office offers 
a new trend with rising insurance costs alter-

natives. A new fitness gym, Aboutium Fitness, 
has opened at 1090 S. St. Rd. 135.

Looking for a new place to hold a party 
for the little girl in your life? Pout in Pink is 
a new boutique that features clothing and ac-

cessories for women, young girls in-
cluding a “mommy and me” line of 
dresses.  The store located at 3100 
Meridian Park Dr., Ste. N,  features a 
party area for themed birthday par-
ties including a “spa party” room. 
The franchise was founded in Ari-
zona in 2008.

Center Grove Dentistry PC has 
leased 2,800 square feet at 1405 W. 
County Line Road.  Style Encore 
leased 2,500 square feet at 7759 U.S. 
31, in Greenwood Place. 

Popular Indy’s Incredible Pizza 
closed its doors in the Shoppes at County Line 
Center.  The 55,000-square foot building fea-
tured a buffet, indoor go-carts, bumper cars, 
laser tag and other games. It will be missed by 
kids of all ages.

Though the real estate game has changed 
dramatically, with players less willing to take 
chances, the clock ticks on.

The unbridled enthusiasm about demo-
graphic shifts, new and improvement of roads 
and new construction shows our community 
is a safe bet for positive growth.   

Faulkner establishes 
practice with Southeast 

Family Medicine
Camra Faulkner, MD, has joined Franciscan 
Physician Network Southeast Family Medicine and 
is accepting new patients. Board-certified in family 
medicine, she joins Richard Rejer, MD; Jason Rieser, 
MD; and John Rau, MD, whose offices are located at 
965 Emerson Pkwy., Suite J, Greenwood. Dr. Faulkner, 
who completed a family medicine residency at St. 
Vincent Health, earned her medical degree from the 
Indiana University School of Medicine. She received 
her undergraduate degree in biology from Marian 
University, where she was an honors student. For 
more information, call (317) 887-1060.

Physician establishes 
Beech Grove practice

Mary E. (Beth) Nagle, MD, has joined Franciscan 
Physician Network Beech Grove Family Medicine 
and is accepting new patients. She joins Adam 
Paarlberg, MD; Richard Beardsley, MD; Paul Driscoll, 
MD; and Patrick Enright, MD, whose offices are 
located at 2030 Churchman Ave., Suite A, Beech 
Grove. Board-certified in family medicine, Dr. Nagle 
recently completed a family medicine residency 
at Franciscan St. Francis Health. An Indianapolis 
resident, Nagle is a member of the American 
Academy of Family Physicians, Indiana State Medical 
Association and American Medical Association. For 
more information, call (317) 786-9286.

BUSINESS BRIEFS
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BUSINESS TIPS

Not long ago, I received a call from 
my father’s cardiologist’s office. The 
annoyed voice pointed out that Dad 

had missed that day’s appointment. 
I gently explained that he wasn’t 
there because he had died from heart 
problems three months earlier. 

The same day, I received a 
mailed response from a food prod-
ucts company I had emailed with a 
simple suggestion about one of its 
products. My email raved about the 
product and noted one minor issue 
they might want to consider. The re-
sponse told me that they were sor-
ry that I was so unhappy with their 
product. 

The cardiologist’s office had installed an 
elaborate computer system to track appoint-
ments and issue patient reminders, but the 
woman who manages patient care records 
apparently doesn’t have any way to commu-
nicate with the woman at the adjacent desk, 
who manages appointment reminders. (But 
why would it be important for a cardiology 
practice to present an image of organization 
and competence?)

The food company missed an opportunity to 
build upon my fondness for its product. Some 
bored customer relations employee skimmed 
over my message, assumed it was just another 
complaint, and pressed the button to generate 
the standard form letter for grouches.

People don’t want to deal with systems. They 
want to deal with people. And while those ten 
complaint letters your company received this 
week may all be tied to the same product or 
service, each customer has a unique relation-

ship with your company. Each of 
those complaints presents you with 
an opportunity to either strengthen 
or further erode that relationship.

If you really value your custom-
ers, you need to provide personal 
service. Machines and systems are 
incapable of doing that effectively. It 
takes people who are willing to take 
the time and show genuine in-
terest. Yes, it takes money, 
but if you view it as an in-
vestment in building busi-
ness instead of as a neces-

sary evil, you’ll probably chalk up a 
healthy ROI.

Compare the examples I cited with 
what happened when I dropped a note 
to the Trader Joe’s grocery chain about 
how impressed I was with their employ-
ees and stores, and encouraging them to 
open additional locations in our area. A 
week later, I received a phone call from one 
of the company’s headquarters staff thanking 
me for taking the time to share my thoughts. 
Care to guess what percentage of my grocery 
dollars is spent in their stores?

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/.

Customer relations ‘machines’  
mangle customer relations

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

PERFORMANCE

I am not sure where I first heard the saying 
“Nature abhors a vacuum.” It might have 
been my dad or maybe Mr. 

Hardin in high school physics class, 
but wherever it was it has always 
stuck with me. Especially now in our 
apparent national stance on world 
involvement and from the supposed 
strategy Hillary Clinton is quoted, 
albeit off the record, as saying the 
President’s directive of “Don’t do 
stupid stuff.”

On the surface it sounds like a 
good idea if you ran your business 
with that directive, “Don’t do stu-
pid stuff.” I mean who in their right 
mind would set out to “do stupid stuff,” right? 
It is one of those tales of the unintended con-

sequence. You have to ask who decides that 
something is stupid. 

Would Harland Sanders have set off to sell 
his chicken out of his station wagon at the age 

of 65 or would that have been stu-
pid? Would Ray Kroc have talked 
to the McDonald brothers about 
having their restaurants all over 
the United States at the age of 52? 
Would he have stuck with it for 30 
years to see it through, or would 
that have been stupid? Would Wal-
ter Disney, from Illinois, have stuck 
with his dream of making Snow 
White, a full-length feature anima-
tion movie, that all of Hollywood 
called “Disney’s Folly”? Or would 
that have been stupid?

There are countless stories of people who 
did stupid things that were actually great in-

novations that we take for granted today. 
What is more, the attitude of “Don’t do stu-
pid stuff” stifles innovation, responsibility and 
action, not to mention it inhibits people try-
ing to make things better for fear it might not 
work.

When there is a vacuum in your busi-
ness (or your life for that matter), you need 
to know that void will be filled by something 
or someone. If that void filling thing is not of 
your design, then there will most certainly be 
consequences beyond your control and out of 
your control.

It is your business. For goodness sake, lead 
it and take responsibility for it. Its success or 
its failure will be caused by the vacuum you 
have left.

Nature abhors a vacuum

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

BUSINESS DISPATCHES 

■ ISIS CONFLICT TO AFFECT  
MARKETS? Though financial markets 
have been stoic in the face of other re-
cent geopolitical issues – like the Russia 
and Ukraine conflict – ISIS could be a 
whole different issue, according to David 
Stockman, former director of the Office 
of Management and Budget. “I think 
we’re stepping into a hornet’s nest that 
will create endless problems as we stum-
ble down the road and elicit one kind of 
blowback after another,” Stockman said. 
Because of the instability in the region 
and the changing of Federal policy will 
disrupt markets in ways they haven’t this 
summer. – Yahoo Finance

■ LENDERS OFFER MORE STUDENT-
LOAN RELIEF For those with decent-to-
good credit and/or a willing cosigner, 
many lenders are once again offering 
private student loan debt consolida-
tion. Websites like cuStudentLoans.org 
represent nonprofit credit unions as well 
as other banks like RBS Citzens Financial, 
Wells Fargo, and Charter One. Other op-
tions even include some at fixed rates 
and ones with “cosigner releases” which 
would allow borrowers to remove a co-
signer after a certain payment threshold 
is met. – Los Angeles Times

■ NAME BRANDS VS. STORE BRANDS
It’s no secret that store-brand products 
generally save consumers on their trips to 
the grocery, but at what cost? Tod Marks, 
senior editor at Consumer Reports, found 
that numerous store-brand products 
were actually higher-quality than their 
leading name-brand counterparts. “Over 
the years we’ve seen a steady increase in 
that quality perception [of store brands]. 
Most people, in fact, think that store 
brands are as at least as good as national 
brands, says Marks. – Yahoo Finance

■ FORECLOSURE AUCTIONS UP
For the first time in almost four years, 
foreclosures are up – approximately 
52,000 homes were added to the auction 
schedule in August, a 1 percent increase 
from this time last year. But according 
to Daren Blomquist, spokesman for 
RealtyTrac, this isn’t a sign of utter doom 
and gloom. Many foreclosures have been 
delayed since 2010 and more recently 
because of newer state legislature to 
ensure borrower handling efficacy. 
Though a problem nationwide, Florida 
was the No. 1 state in total foreclosure 
filings in August with one in 400 
households receiving a notice of default, 
sale or bank repossession. – CNN Money

FINANCE
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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 
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The primary reason for the existence of the coffeehouse  
is to generate revenue so we can serve our community  

by offering free marriage and addiction counseling. 

~ Brian Peters

“

“

Coffeehouse Five
323 Market Plaza

Greenwood, IN 46142
(317) 300-4330

coffeehousefive.com
Hours: Monday – Friday, 7 a.m. – 6 p.m.

Saturday, 8 a.m. – 9 p.m.
Sunday, closed. Worship 

service held at 5 p.m.

Above: Brian and Michelle Peters lounge at Coffeehouse Five; Next page, left/right: Amanda Peters volunteers, making drinks and baking pastries for Coffeehouse Five. Far right, middle: A hot cup of Maple White Mocha.
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By Nicole Davis
What is a “for-benefit” coffeehouse? A sign hangs in Coffee-

house Five explaining the concept behind the nonprofit busi-
ness. It’s “a place where all proceeds are invested in our five 
initiatives for building stronger marriages and families;” prep-
aration, counseling, recovery, training and support. Brian and 
Michelle Peters ran this coffeehouse out of the Gathering Place 
in Greenwood for four years, finally opening their own estab-
lishment July 12 at  323 Market Plaza, Greenwood.

“We try to be a traditional coffeehouse in the sense that we 
have typical coffee offerings (such as) espresso, pastries and 
smoothies but the difference for us is what we do with the 
revenue that’s generated,” Brian said. “The primary reason for 
existence of the coffeehouse is to generate revenue so we can 
serve our community by offering free marriage and addiction 
counseling.”

Brian served on the staff of Community Church of Green-
wood for about 10 years, after coming out of a career as an at-
torney. He was asked to concentrate on adult education but 
the longer he was there, the more he received requests to do 
marriage counseling. This came from his personal experiences. 
As a recovering alcoholic, Brian and his wife had some mari-
tal problems and had to go through couples counseling. Peo-
ple then started asking them for help. Brian said he got some 
more training, doing more research. He found the number one 
barrier to any sort of counseling is cost. The second barrier is 
shame. 

“If you go into a recovery program, often you’ll be rushed 
into a back room of a church like they are ashamed of you,” 

Brian said. “Those two factors, cost and dignity of the process, 
were on the back of my mind. We wanted to help in this area, 
Greenwood. Then tie in my family’s love for coffee. That mixed 
in our minds. We said we’d do a coffee shop but the revenue 
will go to the counseling that my wife and I do. Rather than ask 
people to donate to us, we want to run this coffee shop.”

In the four years they had counseling sessions at The Gather-
ing Place, a sports and fitness facility and ministry of the Com-
munity Church of Greenwood, Brian estimates they worked 
with more than 100 couples, mostly in marriage counseling. 

Last August 2013, he said the ministry wanted to use the 
room where the coffee shop was held for another purpose. He 
found his current location just before they shut down opera-
tion there.

“It’s taken 11 months to get this place open,” Brian said. “But 
at every point, I come to the end and think we won’t make it, 
someone comes and donates materials or service. That shows, 
ultimately, if your desire is to help people, God will honor that, 
although he may test you along the way.”

Brian has his counseling office in a room just inside the en-
trance of the coffee shop. However, he said something that has 
interested him has been the openness of people, their willing-
ness to sit and talk about personal things in an open environ-
ment such as the coffee shop, so that is also an option. His 
counseling is limited to marriage and addiction, as he says his 
personal experience with both issues will allow him to benefit 
people most effectively. He said he continues to learn and find 
better ways to help.

 “The initial step in counseling is comfort level,” Brian said. “I 

tell about myself and you decide if you’re comfortable with me 
because if you’re not, we won’t make much progress.”

As for the coffee shop, the menu is made up from the Pe-
ters family’s favorite beverages, having searched out different 
coffee shops everywhere they’ve traveled. Brian and Michelle 
said a favorite at The Gathering Place was the Nutty Monkey 
smoothie – a mix of milk, banana and peanut butter. 

Everyone working at Coffeehouse Five is a volunteer, includ-
ing Brian and Michelle’s three children. Their daughter, Aman-
da, is the baker and creates the pastries at the shop. 

“As parents, it’s a great thing to have your kids participating 
in something you’re passionate about and they seem to love 
doing it too,” Brian said.

Brian said there have been a lot of people supporting what 
they’re doing, helping families and individuals. He says he 
looks forward to how they can continue to connect with peo-
ple through Coffeehouse Five. He said he would love to see all 
of the seats in the shop full. They opened quietly on a Saturday, 
with no big announcement, and yet the tables filled, with many 
customers sitting on the couches.

“We like the old town Greenwood area,” Brian said. “We’ve 
seen, from the coffee shop side of things, people will come in 
from the downtown Greenwood area and say they’ve been 
watching and waiting for us to open. We feel like we’re part 
of the neighborhood here. I hope as we continue in this loca-
tion is we have great feedback on our coffee, on the pastries we 
bake in-house….  One of the ways I tell we’re on the right track 
is most of my counseling has been referrals. That tells me we’re 
doing something right.”

Coffee & Counseling
Brian and Michelle Peters offer free marriage and addiction counseling 

through revenue generated at Greenwood’s Coffeehouse Five

Photos by
Nicole Davis

Coffeehouse Five
323 Market Plaza

Greenwood, IN 46142
(317) 300-4330

coffeehousefive.com
Hours: Monday – Friday, 7 a.m. – 6 p.m.

Saturday, 8 a.m. – 9 p.m.
Sunday, closed. Worship 

service held at 5 p.m.

Above: Brian and Michelle Peters lounge at Coffeehouse Five; Next page, left/right: Amanda Peters volunteers, making drinks and baking pastries for Coffeehouse Five. Far right, middle: A hot cup of Maple White Mocha.
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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.

Erin Smith
COLUMNIST

YOUR BUSINESS

Recently, I have been spending a lot of 
time researching and learning about the 
impact of mentoring.  Fast Company 

recently published an article about a 
large study from North Carolina State 
University that supports the claim that 
children who have mentors at a young 
age can lead to a more fulfilled career 
in the future. (You can find the entire 
article here: http://bit.ly/1D0Nyn9 ). 
This finding seems logical.  However, 
I wonder how many of us defy logic 
and fail to act to mentor others.  

What would the world look like if 
we were intentional about mentor-
ing? I would like to challenge you 
to take a minute and reflect on the 
mentors in your life. Who are they? What im-
portant decisions did you make in your life 
based on their advice? When was the last time 
you reached out to him/her and said “Thank 
you”?

We all have experiences that we can share 
with others to help them learn and grow. If 
you are looking for a guide to be a great men-
tor, try following these tips:

1. Know your mentee. Take the time to 
learn about what makes your protégé tick. 
The more you know about them on profes-
sional and personal level the more insight you 
will deliver back.

2. Set expectations. Be clear about the men-
tor/mentee relationship for both parties. This 
will prevent ill feelings and miscommunica-
tions in the future. Discuss how much time is 
available and on what premise meeting s will 

take place. Some mentor/mentee 
relationships are very relaxed and 
low key. Others have clear deliver-
ables that each party is counting on.  

3. Ask questions and then listen. 
Listening is a skill we could all use a 
refresher course on. Remember that 
you listen with your entire body, not 
just your ears. Asking questions en-
gages your mentee, but the real nug-
gets come from listening to their re-
sponses and relating to them.

4. Be genuine and honest. Feed-
back is sometimes difficult to hear, 

but the truth is always better in the end.
5. Know when to say “Good-bye.” Most 

mentoring relationships have a life span. Once 
the mentoring relationship purpose is filled it 
is time to help your mentee to move on and 
grow. Be willing to open your network and 
find the next mentor in their life.

Be intentional and consider mentoring our 
youth along with business associates. You will 
learn a lot from them no matter where they 
are on life’s journey. 

Be the catalyst for a fulfilled career in some-
one’s future. So, who will your next mentee 
be?

Fulfilled career:  
Find a mentor

BUSINESS PERFORMANCE
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From left, stylists Tricia Jones, Nicole Portwood, Michael Nichols, Becky O’Connor and Josh Stanley. Not pictured, Ashley Thomas.

Salon service, Southport style

Compiled by Nicole Davis

By Nicole Davis
As stylists settle into the new location of 

Sage a salon, they’re surrounded by a feeling 
of history. The building, 2210 Southport Rd., 
was constructed in 1849 and was what drew 
an interest to relocating in Southport. The 
salon, owned by Michael S. Nichols, opened 
four years ago on Madison Avenue. Having 
started operation in Southport in June, Nich-
ols says they’ve had wonderful response from 
the community.

“We were in a strip mall before - not a lot 
of character,” Nichols says. “We were always 
drawn to historic buildings. When we found 
out this was available, we jumped on it. It’s 
been great. People would walk by and wel-
come us, ask to come in and see the work 
we’ve done.”

When Nichols started his business, he says 
they had two chairs with him and one other 
stylist, Becky. In four years, they’ve grown to 
have six stylists. They interviewed with Ave-
da, a beauty product brand using naturally-
derived ingredients, to allow them to carry 
their products. Nichols says this was an in-
tense process, and they continue to attend 
educational courses to stay on top of trends 
in hairstyles and products. Nichols says as he 
sees the business continue to grow, it’s tran-
sitioned into something better than he had 
dreamed it would.

 “It’s so easy; if you’re good to people and 
genuinely interested in how they feel about 
themselves, the rest takes care of itself,” Nich-
ols said. “We genuinely care about our clients. 
We talk to them and laugh with them. It’s ba-
sic. If you’re nice to people, they come back.”

The building which now houses Sage a sa-
lon was previously a dance studio. The first 
floor was converted into the salon. Nichols 
says they are working to renovate the upstairs 
to house a spa and aim to open that in 2015. 
Through all of the renovation, he says he will 
keep the historic nature of the building.

“We’re excited to be here for hopefully 
many more years to come,” Nichols said. “I 
told the (previous) owner here (Cal Smith) 
that he took care of it for the last 32 years, and 
hopefully I can take care of it for the next.”

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

To keep us the same. As we’ve grown, we’ve 
gotten bigger but our focus is still on genuine 
service. Our clients are the most important 
thing to us. As our website says, they are not 
here for us, we are here for them, to enhance 
who they are. We just want to be casual and 
comfortable here.

How have things changed since you  
started your business?

All of the little details people don’t see that 
take up huge amounts of your time. I never 
realized I would be doing what I love five days 
a week and the other two days a week taking 
care of the other things needed to run a busi-
ness: building maintenance, finance, etc. Be-
fore we bought this building, it was a dance 
studio. It took us six weeks of renovation, do-
ing electrical and plumbing.

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

Time – there’s not enough time to do ev-
erything. I’ve learned how to delegate which 
is huge because I like to do everything myself. 
Our son was born in the middle of (the reloca-
tion). Having enough time is a challenge.

What do you wish someone had told you 
before you started your business?

Listen to your instincts. Start small, trust 
your instincts and invest in your business. 
Trust that inner voice.

What is the hottest new trend 
in your industry?

Hair extensions. They’ve come a long way 
with what we will be offering: light-weight 
quality hair extensions that are better for the 
hair and easy to maintain. Pastel blonde, violet 
or blue shades are huge now.

NOW THAT WE’VE BEEN OPEN

Michael Nichols continues to focus on genuine service as Sage a salon grows into its new Southport location

Photo by Nicole Davis
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Gordon receives promotion
The board of directors of 
Mutual Savings Bank has 
recently appointed Kellie 
Gordon vice president, 
announced President 
and CEO Robert D. Heu-
chan. Gordon will con-
tinue to serve as EDP and 
deposit account services 
officer and network ad-
ministrator for the bank. A Franklin native who 
currently lives in Whiteland, Gordon earned an 
associate’s degree from Ivy Tech State College 
and is currently studying for a bachelor’s de-
gree from Western Governors University. 

Kellie Gordon

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

Did you see the YouTube video going 
around? 45 minutes of a guy trying to 
discontinue his cable service? It was 

a real hoot. The telemarketer could 
overcome the customer’s objections 
faster than he could throw them out 
on the phone. It would be funny if it 
were not that it was true! This was 
all a joke to me, until it happened to 
my family. Our cable service has been 
acting up for two months. We call in 
and they would ask us to do things like 
unplug the box, turn it around and 
upside down, then flip it over a couple 
times and plug it in only to see that 
once again it didn’t help. I wouldn’t be 
surprised if they were placing bets at 
the cable company just to see if I could possibly 
be stupid enough do it or not.  Anyway, I did it 
and it didn’t fix the problem. 

Later, after an hour on the phone, we got 
a cable tech to come to our home. After pro-
gramming completion, the cable guy left. I 
thought all was fine. I picked up my cable re-
mote and went to change channels and the 
battery cover from the remote control just fell 
off in my hands. I put it back on only to find 
that the prongs were sprung and it no longer 

stayed on. I now have duct tape around my 
cable controller. Every time I think about it, I 
still get furious.

Now, you know as well as I do, in order to 
get a new remote, I have to be online for 45 

minutes, I must declare if I’m an 
English-speaking person or a Span-
ish-speaking person. Then I go into 
their queue, “Is this about service, is 
this about the TV, is this about cable 
hookup, is this about the 
Internet, is this about pro-
gramming, press such and 
such number?” Now with 
all the selections, none of 
them will be about a bro-
ken remote cover with 
bent prongs. I now have 
to wait for the rarest com-

modity of all in cable-land… a real 
person, hopefully one who speaks 
English. Then I have to commit to 
be home from work half a day, spend 
45 minutes on the phone, spend a 
half hour in our home and travel 15 
minutes to and from work. The to-
tal time invested is three hours and 
45 minutes to replace a remote con-
trol battery cover that has absolutely 
no real value to it at all. All this be-
cause a guy did not want to invest 

five more minutes in our home the first time. 
I will end this story where I started out. I 

did my share in exposing this consumer deba-
cle. Now, you readers do yours. When you call 
the utility company or you call the cable com-
pany, have somebody video tape it. If you feel 
violated by experience, put it online. Maybe 
with a taste of their own medicine they might 
clean up their act.

Howard Hubler
COLUMNIST

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

PEER TO PEER

It’s only funny until it happens to you

LAWN SERVICE
Grant Key’s

F R E E  E S T I M AT E S
(317) 727-7999

Specializing in…
COMMERCIAL • RESIDENTIAL 

HOA’S • CHURCHES
MOWING • LANDSCAPE MAINTENANCE 

MULCHING • HEDGE TRIMMING 
SNOW REMOVAL • SALTING/DEICING

Your KEY to Quality Service

greenwoodlawncare.net

email: keylawn@hotmail.com

Uria Bookout joins 
Greenwood’s Realty World

Uria Bookout has joined the office of REALTY 
WORLD®–Harbert Company, Inc., a Greenwood 
based full-service real estate brokerage firm, as 
a REALTOR®/Broker Associate. Uria has over 15 
years of customer service experience in the food 
service and academic industries.  She worked for 
Abbey Press and Saint Meinrad Archabbey as a 
computer operator and front desk receptionist 
in Saint Meinrad, Ind. for six years. She may be 
reached at (317) 885-8858. For more information, 
visit HarbertCompany.com. 
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Wellness… adjusted!

Back pain, neck pain, headaches – people 
usually turn to a chiropractor for these prob-
lems. Jacob Koziel, who opened Koziel Family 
Chiropractic at 707 Main St., Beech Grove, on 
Sept. 8, says he wants people to realize that 
there is more to his practice.

“I can use that (definition of chiropractic) 
to get them in here but I really want to em-
phasize people have the ability to greatly help 
themselves,” Koziel says. “You are perfectly ca-
pable of helping yourself; I’m here to help you 
along the way... Everyone needs chiroprac-
tic but everyone needs more than chiroprac-
tic; eating the things they should, exercising 
more.”

Koziel graduated from Manchester College 
with his undergrad in biology and chemistry. 
He attended Palmer College in Davenport, 
Iowa for chiropractic, graduating in February. 
He will continue to further his education and 
is currently working on a wellness certificate.

Koziel says he hopes to not only help people 
with their pain through his chiropractic busi-
ness, but to help people maintain their well-
ness for the long term.

Why did you open this business?
With being a chiropractor, I’ve always had 

the ambitions and intentions of opening my 
own practice. It’s my job to inform people 
and help empower them and help them lead a 
healthy life.

What did you do to 
prepare for opening 
your business?

I went through a lot. 
I scouted a lot of differ-
ent areas throughout 
the Southside of Indi-
anapolis. My wife and 
I live just over a mile 

from the office here. I wanted to be some-
where close to home. Out of all the locations, 
Beech Grove really appealed to me for hav-
ing a small town feel, tight-knit community. It 
took a lot of business planning, getting the fi-
nances in order, overall systems in the office, 
paper work. There were many, many hours 
put into this and a lot of sleep lost.

Who is your ideal customer/client?
Anyone that’s wanting to get better, wheth-

er that’s get better as far as pain, a healthier 
function or living a better life. Ultimately, it’s 
them reaching their goals and I want them to 
be heathier than before they started coming 
here.

How do you plan to be successful?
By really being a trusted member in the 

community, enabling myself to help as many 
people as I can. Some people put a monetary 
value on success. A big thing is how many 
people can I help and make a positive impact 
on their life; that’s my definition of success.

What would we be surprised to learn 
about you or your company?

Me, personally, I grew up in a small town, 
on a farm so I’ve always been a country boy. I 
love to hunt and fish and work outside.

OPEN FOR BUSINESS

Compiled by Nicole Davis

Jacob Koziel to focus on helping clients live a healthy lifestyle through Koziel Family Chiropractic

Jacob Koziel

Photo by Nicole Davis
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2014 COVER PARTY 
PLANNER

RSVP to coverparty@businessleader.bz 
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Save the date!

November 18
5:30-7:30pm

Homebank
1472 South State Road 135

Greenwood, IN 46143
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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.

In a recent talk with a group of about 25 
small business owners, it became pretty 
obvious that one of the issues with hiring 

and retaining workers today is the 
lack of understanding of the various 
generations in the workplace. They 
were struggling to understand and 
manage the various generational 
values and it was affecting the 
performance and retention of their 
teams. Seems fitting then that 
in a recent hiring trends survey 
conducted by Express Employment 
Professionals, 41 percent of leaders 
cited the values of the different 
generations of their workforce as 
being difficult to appreciate.

One of the keys to hiring and retaining to-
day’s diverse workforce is to understand the 
four distinct generations spanning nearly 80 
years. Each one has its own idea of what a ca-
reer and work day looks like, how a company 
should treat its employees, and how employ-
ees should interact with their supervisors. It 
can make it difficult to find a workplace ap-
proach that works for everyone.  Here are a 
few tips on the needs of each generation:

Traditionalists (born 1925-1945)
This generation experienced the end of the 

Great Depression and World War II and is 
now mostly retired or coming to the close of 
their careers. They are most likely loyal, hard-
working, and tend to be quiet about minor 
workplace issues.  Unfortunately, this group 
has information and knowledge that often 
goes untapped in a modern work setting, so 
it’s important to ask for their opinion and ad-
vice in situations. Traditionalists take pride in 
their work and seek positions that make good 
use of their skills and abilities.

Baby Boomers (born-1946-1964)
The nearly 77 million Baby Boomers have 

experienced economic prosperity and many 
have been in or are seeking leadership posi-
tions. They can be perceived as both optimis-
tic and competitive and are considered hard 
working and loyal. On the other side though, 
younger generations often see this genera-
tion’s leadership in a distrusting way because 

of corporate fraud and abuse of political pow-
er. Boomers are starting to reach retirement 
age yet they still want/have to work but not 
necessarily full time. Many seek consulting 
positions and can be a huge asset to compa-
nies that need their knowledge and passion 

for winning at business. They can 
struggle with technology but are 
most often open to learning as they 
want to stay current and up to date.

Generation Xers (born 1965-1981)
Most members of this genera-

tion are in their 30s and 40s. A large 
majority holds a college degree and 
operates in management positions. 
They’ve seen a major recession in 
the economy before and are willing 
to work through lean times to get 
the job done. This generation is very 

focused on their income and career advance-
ment as well as training and development. If 
you are leading and working with members 
of the Gen X, I suggest you provide them 
with opportunities to lead and prove them-
selves. This generation places a high value on 
a work life balance. If you are careful not to 
have many after-hour projects and are under-
standing when they request time off for family 
events, you will see a team member commit-
ted to the success of the company. 

Millennial (1982-early 2000’s)
The newest part of the workforce is enter-

ing at a time when student loan debts are at 
record-breaking levels. This has forced many 
to move back in with their parents. Millenni-
als have a lot to offer businesses that are look-
ing to expand. They bring technical skills and 
knowledge that other generations don’t have, 
and a willingness to work extra hours because 
they most likely haven’t started a family yet. 
If you want to attract and keep the top talent 
from this generation, keep the workplace fun 
and employee-centered and consider if the job 
could be done partially through telecommut-
ing. 

It’s not easy managing a team of age-diverse 
employees, but with a better understanding 
of each generation and what they’re looking 
for, you can increase retention and hire for the 
needs of your organization.

Young and old in the workplace
PERSONNEL MATTERS

Mike Heffner
COLUMNIST

BUSINESS EMPLOYEES

Indiana Members Foundation awards $10,000 in grants
Indiana Members Foundation, the charitable arm of Indiana Members Credit Union, recently awarded 
$10,000 in grants through its Joan Wolfe Legacy Grant Program to four organizations.  Joan Wolfe worked for 
Indiana Members Credit Union for 27 years and was a supporter of Indiana Members Foundation's mission 
to provide school children with the necessities essential for learning and succeeding in their education.  
Joan lost her fight with cancer in March of 2013, but her fight to help children succeed continues with the 
Joan Wolfe Legacy Grant Program. The purpose of the Joan Wolfe Legacy Grant Program is to assist schools 
and community organizations that help children to achieve success in learning.  Central Elementary School 
in Beech Grove was awarded a 2014 grant for its Voyager Passport Reading Program. For more information, 
contact Mandy Emery, vice president community involvement, visit imf4kids.org.   

BUSINESS BRIEFS

Linder earns membership 
in Million Dollar Guild

Mark Linder, with the 
Linder/McClurg Team of 
Re/Max Select, REALTORS, 
of Greenwood, has 
been recognized by the 
Institute for Luxury Home 
Marketing for his recent 
performance in the million-
dollar and above luxury 
home market within the 
state of Indiana. Currently, 
there are thousands of 
licensed agents in Indiana, and only two have this 
international designation. For more information, call 
Linder at (317) 514-6275 or email mlinder@remax.
net.

Mark Linder

Indiana Eye Clinic 
celebrates 35th anniversary
Indiana Eye Clinic, Southside Indianapolis eye care 
and surgery center, celebrated its 35th anniversary in 
August. Dr. Nicholas Rader and Dr. Charles McCormick 
III opened the clinic at the Johnson Memorial 
Professional Building in 1979, and moved to Emerson 
Avenue in Greenwood in 1986, when they opened 
the third ophthalmic surgery center in Indiana. The 
practice has been an eye care technology leader 
since its inception. The practice has grown with 
the community and now has six ophthalmologists 
and two optometrists on staff, plus an experienced 
and dedicated medical support and administration 
team. The clinic provides comprehensive eye exams 
and customized vision plans for nearsightedness, 
farsightedness, astigmatism, presbyopia, cataracts, 
glaucoma, macular degeneration, diabetic eye 
disease or other medical eye conditions, lid and other 
eye surgeries. For more information, visit Indiana Eye 
Clinic at 30 N. Emerson Ave., Greenwood, or visit 
indianaeyeclinic.com.

Gangadhar establishes practice  
with County Line Pediatrics

Sarah H. Gangadhar, MD, has joined Franciscan Physician Network County 
Line Pediatrics and is accepting new patients. She joins Stacey Smith, MD, and 
Shanna Bowman, MD, whose offices are located at 747 E. County Line Rd., Suite 
G, Greenwood, and providing a full range of care for newborns, children and 
adolescents under 18 years of age. Dr. Gangadhar recently completed a pediatrics 
residency at the Indiana University School of Medicne, where she earned her 
medical degree. She received her undergraduate degrees in biology and Spanish at 
IU. For more information, call (317) 528-2020.

Sarah H.  
Gangadhar, MD
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Southside Business Contacts

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 
or Missy Evans
Account representatives 
824 East Troy Avenue
Indianapolis, IN 46203
customerservice@hartmansupply.net 
ph: (317) 783-2041
fax: (317) 787-3999
toll free: (877) 574-3266

hartmansupply.net

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.

Some interesting data came to my attention 
recently. While our U.S. Markets (as 
measured by the S&P 500) seem to be 

running out of steam these past 
few weeks, Europe (as measured by 
the S&P Europe 350) has begun to 
show signs of life. Recently (Sept. 
4) European Central Bank (ECB) 
President Mario Draghi (think Janet 
Yellen or Ben Bernanke with much 
more fashion sense and speaking with 
Italian accents) announced that the 
ECB would perform a 180 from its 
previous course and now cut interest 
rates and start buying up large 
quantities of European bonds.  

Why is this a big deal? Because 
when the U.S. equivalent of the 
ECB (The Federal Open Market 
Committee or FOMC or THE FED) 
began taking these same kinds of 
actions back in 2008, our markets 
responded very favorably.  Not nec-
essarily right away, but over time 
our markets performed very well after these 
Quantitative Easing activities (QE) began 
and continued … and continued. Back in No-

vember 2008, our S&P 500 stood around 800 
points, give or take a few.  

After QE 1 was announced, the S&P 500 
took an initial hit and fell to around 700 points. 
Then five months later (March 2009), the S&P 
500 began a rise the likes of which had rare-

ly been seen in market history and 
now has been hovering around the 
2000 mark.  (Get out your calcula-
tors:  2000 minus 700 equals 1300.  
Divide 1300 by 700 and you get … 
yep, a 185 percent gain). As I said, 
initially the S&P 500 took a hit, kind 
of like what we saw in the Europe-
an Markets when scuttlebutt about 
this European QE plan began to leak 
out. The S&P Europe 350 fell from 
around 1755 in early July to around 
1600 in early August. Now with the 
ECB and Mr. Draghi formally an-
nouncing this more accommoda-
tive policy, the S&P Europe 350 has 
moved back up to around 1650 at 
the time of this writing.   

The future remains uncertain, es-
pecially since Europe is not the U.S. 
It remains clear that oftentimes the 

Europeans don’t get along nearly as well as 
say Hoosiers and Buckeyes, or even Illini and 

Hawkeyes for that matter.  But, if the ECB is 
successful and the European markets do fare 
well with this stimulus program, it may make 
sense to have a conversation with a good fi-
nancial advisor about adding or increasing 
European exposure to your portfolio. And 
another benefit right now: the Euro is near a 
14-month low against the dollar. That means 
more muscle for your US dollar in buying Eu-
ro-denominated stocks.  

Just some ideas to think about. Remember 
though that you should not act on any invest-
ment idea before first sitting down with your 
own trustworthy, qualified investment advisor 
and discussing your personal investment situ-
ation. 

Jeff Binkley
COLUMNIST

MONEY MATTERS

Is it time to re-invade Europe… at least with some of your U.S. dollars? 
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OCTOBER CHAMBER  
MEETINGS AND EVENTS

2 – Greater Greenwood 
Chamber of Commerce 
(October Membership 
101); Oct. 2, 9 – 10:30 
a.m., Greater Greenwood 
Chamber of Commerce,  
65 Airport Pkwy.,  
Suite 140, Greenwood.  
For more information,  
call (317) 888-4856.

9 – Greater Greenwood 
Chamber of Commerce 
(Connections!); Oct. 9, 
8 – 10:30 a.m. Learn 
foundational skills and tips 
to successful networking. 
Cost is $40. Members 
receive 50 percent discount. 

Advance registration 
required. For more 
information, call  
(317) 888-4856.

9 – Beech Grove Chamber 
of Commerce (October 
Networking Luncheon); Oct. 
9, 11:30 - 1 p.m., Benedict 
Inn & Conference Center, 
1402 Southern Ave., Beech 
Grove. For more information, 
call (317) 788-7581.

14 – Franklin Township 
Chamber of Commerce 
(2014 October Meeting);  
Oct. 14, 11:30 a.m., location 
to be announced. For more 
information, visit ftchamber.
com.

30 – Greater Greenwood 
Chamber of Commerce 
(Women Leaders Symposium: 
Here’s to You: Engaged, 
Eager and Growing); Oct. 30, 
9:30 a.m. – 6 p.m., Johnson 
County Armory, 325 Minute 
Man Way, Franklin. For more 
information, call (317) 
888-4856.

NEWLY INCORPORATED 
BUSINESSES

8U Franklin Youth Baseball
David Tilley, 880 Orio Dr.
Franklin, IN 46131

Always Affordable Air
Danial Greene
5990 Horseshoe Rd.
Morgantown, IN 46160

Armor Asphalt
Jacob Western
3099 Mcintosh Dr.
Bargersville, IN 46106

Clute & Walter LLC
Lance Clute
2704 Old State Rd. 37
Greenwood, IN 46143

Gutermuth Design
Stephen Gutermuth
222 Park Forest Dr. N.
Whiteland, IN 46184

Jones Construction
Mary J. Jones
5549 Breaburn Rd.
Bargersville, IN 46106

Old Post Brewing 
Company
Opocofi Brewing LLC
1600 Midland Dr.
Franklin, IN 46131

O T B Engineering
Jason L. Mills
5762 E. 300 S.
Franklin, IN 46131

Paisley Plumbing
Anthony Giger
93 E. Hoover Dr.
Nineveh, IN 46164

Red Alert Softball
Alan Avel
9475 S. PR  
Blackhawk Hills Dr.
Edinburgh, IN 46124

Southside Tennis  
at Center Grove
Ivan L. Smith
151 Marlin Dr.
Greenwood, IN 46142

Stropes Trucking
Nathaniel J. Stropes
4955 W. 400 S.
Trafalgar, IN 46181

Unique Building Concepts
Christina Peed
639 Mountain Pine Dr.
Greenwood, IN 46143

NEW MEMBERS

Greater Greenwood 
Chamber of Commerce 

Autoworld of Greenwood
402 E. Main St.
Greenwood, IN 46143
(317) 888-6203

College Planning 
Solutions Inc.
8079 Rinnie Seitz Rd.
Nashville, In 47448
(812) 720-1183

Sprint
8900 Keystone Crossing, 
Ste. 200
Indianapolis, IN 46240
(317) 660-2283

Zounds Hearing 
3100 Meridian  
Parke Dr., Suite O
Greenwood, IN 46142
(317) 883-9426
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