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Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals representing 
small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone interested in 
improving individual leadership skills, learning more about Johnson County and making connections. Find out how you can 
become part of the class of 2016. Visit us on our website at www.leadershipjohnsoncounty.org for more information or to apply 
for the next LJC class. Application deadline is March 18th, 2015. A $50 discount is given to applicants who apply by March 1, 2015. 

“As a real estate professional and a 4 year resident in Johnson County, I have 
gained a tremendous awareness for the quality of life that exists in Johnson 
County – we’re one big family with exceptional people!  The program has 
brought together leaders that effectively support our community and 
opened my eyes to diverse opportunities to positively affect where we 
live. The monthly meetings have contributed to my own skills refinement 
which have helped take my business to a new level.  As the 2015 Women’s 
Leadership Scholarship Fund recipient, it has been an honor and a privilege 
to be part of LJC!”  

Jobea Trefny
Carpenter Realtors

Associate Broker

What Leadership Johnson County 
has meant to me?
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Rick Myers is publisher of the Southside Business Leader. 
E-mail: rick@businessleader.bz

OPINION

Rick Myers
FOUNDER

/PUBLISHER

We all like a 
party, who 
doesn’t, right?

For the Southside 
Business Leader 2015 
will definitely be a year 
to celebrate as the publi-
cation will be marking its 
9th year in the market. 

Many people who are 
not familiar with the 
Cover Party concept will 
ask: “What is a Cover 
Party?” Very simply, it’s a celebration of the in-
dividual who graces the cover  in a three-month 
period. We invite those folks, their employees, 
friends and family to celebrate their success 
with others. We present them with a framed 
copy of the cover and give them an opportu-
nity to talk about their business. We believe it’s 
a unique opportunity to network as well. 

This year there will be a few changes. First off 
we have traditionally announced the location of 
the Cover Parties in advance. Because it’s our 
9th year anniversary, and because we want to 
be free to make changes on the fly, we’re hold-
ing off making that advanced announcement. 
The only venue that I can promote in advance 
is Simons Bitzer, which will host the May 21 
Cover Party. Our final two dates will be Aug. 
20 and Nov. 19. 

Finally, cover parties will now begin at 4:30 
and end at 6:30 p.m., and they will be on Thurs-
day nights instead of the traditional Tuesday 
night. Our February Cover Party will be held at 
the University of Indianapolis’ Stierwalt Alum-
ni House at the corner of Windermire St. and 
Otterbein Ave., just one block south of Hanna 
Ave. I hope you can join us. To RSVP, please 
email coverparty@businessleader.bz or call 
(317) 918-0334 by Feb. 18. 

………………………
Don’t forget the Greater Greenwood Cham-

ber of Commerce’s 2015 Taste of the Southside, 
Feb.  22, 4:30-7 p.m., Valle Vista Golf Club and 
Conference Center, 755 E. Main St., Green-
wood. Early access is from 4-7 p.m. and tick-
ets are available only online for $40. Visit  www.
greenwoodchamber.com. General admission 
(4:30 to 7 p.m.)  tickets are $35 each, and they, 
too, are available online or select locations. 
For more information, contact the chamber at 
(317) 888-4856. 

Cover Party dates, 
new times, etc.

From the Publisher›FINANCE DISPATCHES
n THE RIGHT TIME TO REFINANCE 
Since mortgage rates have recently 
been declining, many financially savvy 
individuals are taking the opportunity to 
refinance mortgages. A November 2014 
report from mortgage analytics firm Black 
Knight Financial Services claims that at 
least 7.4 million homeowners with 30-year, 
fixed-rate loans can be refinanced. Even 
for people planning to sell their home 
within the coming years, refinancing to 
an adjustable-rate mortgage could save 
some money down the road. Though 
ARMs can be chancy, sellers may never 
have to deal with adjustments being 
raised. – MSN Money

n BILL AND MELINDA GATES TAKE 
ON BANKING According to Bill and 
Melinda Gates, mobile banking may be 
a great source of good in the not-so-
distant future, and may even help to 
lift millions of people out of poverty. 
The Bill and Melinda Gates Foundation’s 
annual letter, published in January, cited 
mobile banking as “one of four exciting 
breakthroughs that will help improve the 
lives of people in poor countries faster 
in the next 15 years than at any other 
time in history.” Though the outlook is 
positive, there are still many obstacles to 
overcome—the lack of access to mobile 
phones, regulations and a lack of physical 
locations for people to store funds as hard 
currency. In the Foundation’s letter, Gates 
stated, “Entrepreneurs in developing 
countries are doing exciting work—some 
of which will ‘trickle 
up’ to developed 
countries over time.” 
– CNN Money

n WHAT’S IN A 
B AC KG R O U N D 
CHECK? Though 
it appears the job 
market is improving 
and unemployment is 
lower than it’s been in years, background 
checks are part of the process that keep 
many from getting employment. Some 
reports are very basic and will turn up 
major red flags: criminal records, sex 
offenses, bankruptcies, drug test results 
and education/income history. Other 
background checks can be specific for 
the job. For example, a person applying 
for a truck driving position may have 
their records checked for serious traffic 
violations or DUIs. If any employer decides 
not to hire you, it must send an “adverse 
action’ letter which will contain contact 
information of the firm that conducted 
the background report. – CNN Money

“…it’s a celebration of the  
individual who graces the cover 

in a three-month period.”

MAYOR - GREENWOOD

RE-ELECT MARK

�

MYERS
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Gus Pearcy is a contributing columnist to the Southside 
Business Leader. He may be reached at (317) 403-6485 
or pearcy.gus@sbcglobal.net. Gus blogs frequently at 
guspearcycommunications.wordpress.com.
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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.

Our View› Quote of the Month›

OPINION

St. Peter: (At the Pearly Gates to a newcomer) 
Who goes there?
Newcomer: It is I!
St. Peter: Go to Hell! We have 
enough English teachers here.

Your personal belief system 
aside, this joke indicates a 
certain disdain for sticklers 

of grammatical correctness. Once I 
became a writer, I started to pay more 
attention to these yawn-inducing 
rules. But, I sympathize with other 
English class snoozers who missed 
the lessons on punctuation and the 
uncanny resemblance of “loose” and “lose.”

Since my days in class, society has em-
braced texting acronyms, jargon, slang and 
ever-changing nuances of words that were 
deemed harmless a scant decade or two ago.

Yes, English is changing all the time. Shake-
speare invented 1,700 new words in his writ-
ing.  Many, such as elbow, negotiate, bump 
and secure, are regular, accepted words. At 
one time, persons was the plural of person in-
stead of the now widely-accepted people.

It has been said that only 20 people in the 

world know how to properly use a semi-colon; 
I’m not one of them.

Still, there are persons who 
cling to the suggested rules and 
think poorly of other persons who 
or whom don’t use the rules they 
learned. Think about the archaic 
typing rule that required two spaces 
after a period. It is no longer neces-
sary because our software automati-
cally adds one and a half spaces after 
every period. (Mind blown yet?)

In business, it is important that 
we have a loose (?) command of 
these rules because one misspelling, 
misused word, or ill-placed comma, 

could scuttle a deal. How many of you judge 
the intelligence of someone who overuses “lit-
erally” when they don’t really mean it. We’ve 
all heard stories of resumés being tossed be-
cause of one typo.

In a recent NPR article, a poll of readers 
asked what was the most misused word or 
phrase. The No. 1 faux pas was when to use 
“I” or “me.” Typically, it’s not “she and me” but 
“she and I.” The Chicago Manual of Style offers 
a quick test to determine proper usage. Sim-

ply remove the extra pronoun and try the sen-
tence with just I or me. Is the test simple for 
you and I or you and me? “The test was simple 
for I,” sounds awkward and will brand you as 
“simple” in some circles.

Who cares? (I know that’s what your or 
you’re saying about now.) Perhaps no one you 
know. But today, typing emails, social media, 
texting is becoming a much larger part of our 
daily lives and you never know who is going 
to see what you write. Seeing that the life of 
these writings last forever on the inter-tubes, 
conceivably some of these could be used in a 
lawsuit against you. I’d hate for a jury to find 
against you because you didn’t know the dif-
ference between to, two and too. Now, your 
best friends may not care, but bad habits are 
hard to break. Just try to get the gist of the 
right way to write. 

You may have to go to Hell to find a good 
English teacher, but while they are here it is 
worth listening to their English drivel because 
it reflects mightily on your competence.

Gus Pearcy
COLUMNIST

Battle of the Century: I vs. me
Humor›

State of
Southside Business

While the rest of the nation at-
tempts to digest the president’s re-
cent State of the Union address (we’re 
sensing a lot of upset stomachs – we 
had our Tums on hand), we can ear-
nestly say that we are proud of our lo-
cal businesses and citizens who have 
become so involved in local legisla-
tion and particularly the incubation of 
new businesses and starts ups in our 
Southside community.

In January, for example, Green-
wood’s Common Council passed a 
resolution regarding the revitalization 
of Greenwood’s downtown area. Now, 
technically the Council voted to pass 
it 9-0, but it was the incredible sup-
port from Greenwood’s business own-
ers and citizens that made the brunt 
of the effort – especially throughout 
the planning process with HWC Engi-
neering and Axis Architecture.

The Greater Southside Business Al-
liance is growing as well and they are 
currently in the midst of planning an 
“Indianapolis / Southport / South-
side coworking space” that would 
provide office space for start-up or 
smaller businesses and facilitate en-
trepreneurial growth and collabora-
tion on the Southside. Think-tanks 
such as these are precisely what we 
need to take advantage of Indiana’s re-
cord-low unemployment rates and the 
apparent economic uptick.

And do we need to reiterate the 
University of Indianapolis’ President 
Robert Manuel’s role in all this? Since 
2012, he’s invested countless hours 
into the strengthening and revitaliza-
tion of the Southside. Check out the 
cover for what he’s got slated for this 
year and beyond.

While we are surrounded by en-
couraging prospects, good news and 
improving business, we also realize 
that there’s still a lot of mountain left 
to climb. And though we don’t have 
a crystal ball hidden away divulging 
the secrets of the universe to us, we’re 
confident that the Southside will see 
positive changes in its business cli-
mate throughout 2015.

All that’s left is to make it happen. 
And – if we can go back to the moun-
tain metaphor for a moment – it’s not 
a race to the top; we’re all hiking the 
trail together. Steady as we go, South-
side!

Start with good people, 
lay out the rules, 

communicate with your 
employees, motivate 

them and reward them. 
If you do all those things 

effectively, you can’t miss.

Lee Iacocca, American 
businessman 
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By Nicole Davis
Every institution builds build-

ings, says University of India-
napolis President, Robert Manu-
el. Those buildings are necessary 
to do their work. What UIndy 
is building with facilities like its 
health pavilion to open in August 
2015 is about more than that. They 
are building a structural founda-
tion that is cohesive to the com-
munity as a whole.

“Anything in isolation is less rel-
evant than anything connected,” 
Manuel says. 

Manuel came to UIndy as its 
ninth president in 2012. He says at 
the time, people were telling him 
that higher education was broken. 
He said he took a step back and re-
alized that it was not. It was a mat-
ter of creating a design that works 
and they would continue to be suc-
cessful.

“How do you continue make 
your education institution rel-
evant?” Manuel says, “That’s the 
same question any business has. 
How do you continue to make your 
business relevant? We are a mission that has a 
business model attached to it. That’s what will 
make us succeed. The university is creating its 
own path forward for its circumstances, for 
our time and our community. It’s that creation 
of our plan to our circumstances that will keep 
us relevant in the long haul... I realized we had 
to think of ourselves differently. So the first 
business question was how do we create ex-
periences for students that prepare them for a 
changing workforce and do so in a way that al-
lows us to invest in things that are core for us: 
teaching and learning.”

The first step to figuring out that design was 
to discover what the community really want-
ed. Manuel says they spent 18 months speak-
ing with the community and figuring out its 
needs to come up with a plan that served the 
university’s mission.

“My job was to figure out how to support 
and bring those things to life,” Manuel says. 
“The thing that has made us successful over 
the past three years is that we’ve very clearly 
articulated the community’s voice. Everything 
we are doing relates back to three things: ad-
vance the institution, meet the community 
need in our area or extend and make relevant 
the student experiences so that they can trans-
fer successfully from classroom to workroom.”

The university released a strategic plan 
which included projects such as a $28 million 
investment in a health sciences center, reno-
vation of its library and the replacement of the 
campus apartments on Shelby Street to create 
attractive housing options for students. 

Manuel says when he came in, he looked 
hard at the programs and expenditures of 
UIndy and made sure money spent is “laser-
focused” on developing the programs and ini-
tiatives the community made. 

 “You can’t really plan five or 10 years out 
and be accurate,” Manuel says. “But you can 
have a vision for what the future will be. I have 
a five-year plan that is a rolling plan. It keeps 
inching down the road. As you get closer, you 
can extend what that vision will be. I always 
hope to look five years out and use what we 
see in our current work but always be aware 
that you might hit a bump in the road and 
bring that into your planning early enough.”

All of the planning and incorporation of 
the community’s needs has already brought 
in new businesses to the area, which has nu-
merous groups making an effort for redevel-
opment and growth. Among other achieve-
ments, the introduction of the health center 
is bringing organizations into the Southside 
community such as Neuro Hope, a rehabilita-
tion program for people with spinal injuries; 
Joys House Adult Day Service, a nonprofit 

providing physical, mental and financial re-
lief for family caregivers; and the Metropoli-
tan Indianapolis/Central Indiana Area Health 
Education Center.

 “I don’t think when we said we wanted to 
be a community anchor, that we understood 
how powerful that could be,” Manuel says. 
“I’m glad it turned out to be that way.”

As Manuel continues to look forward to 
the next step of the plan, he says there is still 
a great potential for growth and betterment 
with connecting the community to the univer-
sity. He says the mayor’s office in Indianapolis 
has been one large partner in including them 
in conversations on a larger scale, such as the 
potential transportation route which have a 
light rail connection at Shelby Street and Han-
na Avenue. The university hosts 350 events a 
year. He says developers look at this when they 
are considering investing in an area. The foun-
dation is already in the area. They just have to 
bring amenities in such as retail shops, restau-
rants and medical and health services.

 “This is not a one or 5-year project,” Man-
uel says. “It’s a generation of change. You have 
to be able to commit to that as a leader. If you 
don’t, you are not really taking into account 
that you’re really impacting lives in what you 
do. You have to be able to commit to it for the 
long haul.”

How did Robert do it?

Getting to know Robert Manuel...
•	 I’ve got three kids and their soccer, 

ballet and horseback riding have 
become my own hobbies.

•	 I’m finding I have passions for jazz, 
classical music, theatre and athletics 
as a result of being here at the 
university and having all of these 
activities I am able to go to.

•	 I love photography and would love 
to retire in a role where I could 
photograph football games and 
major sporting events.

The List

University of Indianapolis
1400 E. Hanna Ave.

Indianapolis, IN 46227
Uindy.edu

(317) 788-3368

COVER STORY

Submitted Photo

Best Advice: Understand that complex 
problems are best engaged with the 
“AND” principle. Either/or solutions 
usually leave out possibilities and 
create divisiveness.

Worst Advice: As a leader, I feel 
responsible for my decisions – no 
matter where the advice comes from, 
or how good or bad it is. My answer 
to the “secret to success” question 
below explains how I have reduced the 
number of actions I take that stem from 
“bad advice.”

In Five Years… I expect the questions 
that animate my leadership to be 
different. I expect that the success we 
are having in economic development 
will create new questions, and I look 
forward to engaging them as they 
appear. I plan for success, though I 
expect nothing but change when 
thinking about a future that is five 
years away. 

Best Business Decision: Taking time 
to complete a comprehensive strategic 
plan at UIndy before making major 
decisions. This allowed me to see what 
the community, both internal and 
external, hoped we would accomplish. 
It was a powerful way to align initiatives 
with capital and with individuals’ 
motivations and passions.  

Secret to Success: Create a team that 
has talents and areas of expertise that 
you don’t have. If you do this, you can 
create a fully functioning team that can 
appropriately advise and answer some 
of the most difficult questions.

Robert Manuel talking with Health Pavilion construction crew, Sept. 2014.

STRATEGIC MANUEL
President Robert Manuel is transforming UIndy into a stronger anchor 

institution by finding the community’s voice while building a strategic plan
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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
COLUMNIST

Confidence holds steady

A new year of opportunities surrounds 
Johnson and southern Marion County 
residents as new businesses continue 

to pop up overnight. A strong base of new 
restaurants, neighborhood shops 
and other retail centers continues 
to flourish. Medical facilities 
surround assisted and senior living 
communities as demographic shifts 
become apparent. Baby boomers 
produce a new demand in the market 
expecting the same amenities as 
home.   

Residential real estate develop-
ment shows signs of strong recov-
ery as housing permits climb back 
to similar numbers as before the re-
cession. Production builders are on 
the hunt for residential land served with city 
water and sewers. Abandoned subdivisions 
left over from builders 
no longer in business 
are a hot commodity. 
Positive growth in the 
commercial arena al-
ways follows a healthy 
residential market. 
Interest rates remain 
steady and new pro-
grams with three per-
cent interest rates are 
available for first time 
home and move up buyers. 

The small number of custom builders who 
survived the recession search for custom 
home lots or land that can be divided into 
mini plats. The trend for estate lots has re-
turned and new roof tops of large homes are 
being built throughout Johnson County.

Goodwill Industries of Central Indiana con-
tinues its zoning battle to change 27 acres of 
commercial land to industrial zoning. The site 
located on the east side of Emerson Avenue 
and south of County Line Road was turned 
down by Greenwood city officials. Goodwill 
proposes a 125,000 square foot distribution 
center at the site. City officials and Goodwill’s 
legal department continue to work together to 

resolve zoning issues. 
The development of a rapid transit all-elec-

tric bus route is in the planning stages. May-
ors from Greenwood, Indianapolis, Carmel 

and Fishers are proposing a 28 mile 
bus route on Madison Avenue south 
to Hamilton County. The south side 
mayors believe the bus route would 
be an excellent redevelopment op-
portunity for Madison Avenue and 
attract new retail to the area. Two 
areas being considered are South-
port Road and County Line Road.

Horizon Bank opened its doors at 
900 U.S. 31 South. Brand Southport, 
LLC purchased an 85,000 square 
foot retail building at 7565 U.S. 31 
South. Sugar Grove Shoppes wel-

comes Vista Cleaners at 4800 W. Smith Val-
ley Rd. Select Physical Therapy leased 2,000 

square feet at South-
pointe Office Park at 
1030 E. County Line 
Rd.

At Home, located at 
7665 Shelby St., moved 
in to the former Gar-
den Shop.  Gene No-
len Racing, a local 
G r e e n w o o d - b a s e d 
racing business, will 
begin construction on 

a 5,000 square foot building located south of 
Pushville Road and U.S. 31. 

Road construction is everywhere and work-
ers fight the weather to make improvements. 
The stoplight at State Road 135 and Smokey 
Row Road is finally blinking its lights. Smith 
Valley Road construction at State Road 135 
is moving slowly but the façade on the new 
Walmart center is moving quickly. 

As the population grows, changes both 
good and bad come with it. Johnson County is 
still a great place to call home.

REAL ESTATE

Gus and Maryann Rojas 
have over 50 years of 
combined experience 
working in high profile 
food and beverage service 
companies throughout 
the United States. Five 
Star Catering is now able 
to share their culinary 
expertise with the 
community.

We look forward to serving 
you and your guests!

•	 Holiday Celebrations
•	 Family Gatherings
•	 Office Parties
•	 Reunions
•	 Graduations
•	 Weddings
•	 Seminars
•	 Trade Shows

2353 E. Perry Road
Plainfield, IN 46168
317-839-9990
info@fivestarc.com
fivestarc.com/thepalms

Dennis Stephenson, Rich Kidwell, 
Tom Kidwell, Gus Rojas 
& Maryann Kuntz Rojas

The Palms is located 5 miles west of the 
Indianapolis International Airport.

“As the population grows, 
changes both good  

and bad come with it. 
Johnson County is still a 

great place to call home.”



Food • Fun • Networking

2015 COVER PARTY

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

Thursday, Feb. 19
4:30-6:30 p.m.

Stierwalt Alumni House (UIndy)
at the corner of Windermire Street

& Otterbein Ave. (1 block south of Hanna Ave.)
Indianapolis, IN

Guest parking is available in the business  
parking spaces in the lot behind the house  

or on neighborhood streets.

Join us for the Southside Business Leader’s 
February Cover Party. Enjoy wine and hors 
d’oeuvres and mix with colleagues and 
your peers from throughout the Southside 
during this fun and casual after-hours 
business affair as we honor: December 
cover, Frank Mascari, Spalding Jewelry; 
January cover, Jack Christy, Christy’s 
Auction; and February cover, Robert 
Manuel, University of Indianapolis.
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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/.

THE PERSONAL TOUCH

Scott Flood
COLUMNIST

Whether you’re trying to demonstrate your 
expertise to customers and prospects, or just 
wanting your employees to speak 
with a common voice about your vi-
sion, regular publications can be a 
powerful tool. Whether you choose 
email or print for your publication, 
you must do five things if you want 
it to succeed and endure.

1. Have a specific objective. 
Publications with vague objec-

tives invariably become a mishmash 
of this, that, and the other. Assem-
bling each issue is a challenge, and 
readers never know what to expect. 
Objectives should sound like “We’ll explain 
recent regulatory actions to C-level manag-
ers and provide advice about compliance.” 
Or “We’ll strengthen our brand image among 
employees by sharing stories of how other as-
sociates have delivered excellence to custom-
ers.” 

2. A firm schedule. 
To be an effective communications tool, 

a publication must be consistent 
and regular. That’s not for the read-
ers’ benefit – it’s for the organiza-
tion producing it. If distribution 
plans are vague, the publication is 
destined to die. Management must 
commit to a certain number of pub-
lications each year and determine 
when they should arrive. The com-
munications team will then devel-
op a schedule outlining when every 
step must be completed, and then 
make sure every participant knows 
what’s expected and when.

3. Empower an enforcer. 
Someone must have the responsibility for 

driving the process and keeping everyone on 
their toes and on time. When people know 
they’ll be held accountable, they’re much 
more likely to cooperate. One approach is to 
outsource management of the publication to 
a freelance writer, graphic designer, ad agen-

cy or PR firm. Outsiders don’t face the same 
internal pressures as staff people, so they can 
push, prod, and nag as needed.

4. Get top management’s buy-in. 
If top management decrees that the publi-

cation is a priority for the organization, it will 
get the attention it needs to succeed. The CEO 
doesn’t need to work on each issue, but if she 
makes it clear that she expects it to get done 
on time, it will. 

5. Make it relevant. 
If your publication contains current, practi-

cal information that will help readers do what-
ever they do more effectively, they’ll make the 
time to read it. But if your publication is noth-
ing more than a thinly veiled “Gosh, aren’t we 
wonderful” missive, not even the best sched-
ule and most skillful enforcer can save it. 

Before you start a publication…

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

Office apparel has come a long way, baby! 
There are now compatible style and 
color options for your entire crew in 

just about every shape and size. Furthermore, 
office gear can be used as a way to thank your 
loyal employees, improve comradery 
in the workplace and market your 
brand. In today’s business climate, it’s 
not all about looking alike, but rather 
creating a sense of unity and fostering 
positive attitudes. A culture that is 
welcoming to your customers and 
productive for your employees makes 
a winning formula.  Imagine your 
employees loving where they work so 
much that they are willing to invest in 
logo apparel to wear at work and on 
their time off!

Story:  
Smith & Smith Law Firm (whose name has 

been changed to protect the innocent!)
Smith & Smith, a large law firm (500+ em-

ployees including partners) out of Illinois, had 
just been through a logo change and merger. 
Three of the firm’s partners were in charge of 
rolling out the new logo and one of the ways 
they wanted to do so was to allow everyone 
who worked in the firm to purchase new 

logo’d apparel. In order to spur sales, the firm 
decided to pay 33 percent of all orders.  They 
picked eight styles that staff could choose 
from, all of which were appropriate to wear in 
the office on casual Fridays. Samples were on 

hand and they set up a one day sale. 
Orders started rolling in and by 10 
a.m. over 10 employees had asked 
if they could order regular sweat-
shirts and t-shirts. After explain-
ing that they would not be able to 
wear these items to work, they still 
wanted to buy. Employees said, “I 
would like something to wear to my 
kid’s soccer games.  You never know 
who you will meet.  I have been con-
nected to more clients through my 
kid’s activities than I can count.” A 
younger employee stated, “I would 

like a workout shirt with the firm’s name on it 
so when I go to class, I can prove I have a job 
with a big law firm!”

Begrudgingly, the partners decided to allow 
“non-casual Friday items” for sale.  Fast for-
ward to 1 p.m. and over $12,000 dollars in or-
ders. The partners were panicked! Remember, 
they had agreed to pay for 33 percent of all or-
ders.  Needless to say, the strategy was a huge 
success. They realized just how much each in-

dividual cared about their role with the firm.  
If you average their spending (33 percent of 
$12,000), the cost was $7.92 per person to cre-
ate an infectious PR campaign for their new 
logo and brand. 

Moral of the story:
Trust that your employees value where they 

work and are proud of it! They want others to 
know, too. The value of their workplace stays 
with them even when they aren’t in the office. 
Being a resource for potential customers, even 
at the soccer fields, is good old fashioned word 
of mouth marketing. What company doesn’t 
want more of that? Add in a logo’d t-shirt that 
is visible and number of impressions for your 
logo increase exponentially and increase the 
credibility of the wearer.

Is your company logo engaging and impact-
ful and one that your employees want to share 
with their friends, families and sports fans? If 
so, you may have just made company logo’d 
apparel high on the priority list for your 2015 
marketing plan. Unique logo’d office gear is all 
the rage. Make it go-to work for your company.

Stretch your marketing dollar  
with logo apparel

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities.



THURSDAY, MARCH 12, 2015
INDIANAPOLIS COLTS COMPLEX • 8:30AM-11:00AM

Be Inspired, Be Motivated,
Be Challenged,

Be A Difference,
Be A Sponsor

INDIVIDUAL SPONSOR LEVELS
•  $250 + Valedictorian
•  $249-$200 Salutatorian
•  $199-$100 Deans List
•  $99-$50 High Honors
•  $49 & Below Honorable Mention
* Table Sponsorship Available for $450 
Table of 10 for Speaker Showcase includes
  Continental Breakfast & Refreshment

P.O. Box 17342  |  Indianapolis, Indiana 46217  |  info@indyscbp.com  |  www.indyscbp.com
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If you are a business leader who enjoys sharing your Catholic Faith and Christian 
beliefs with other like minded business people, this is the event for you. In 
addition, it is all done for a great cause, raising money to help needs based 
Catholic families continue their children’s faith based education at the parochial 
school of their choice.

Lori Borgman
Author

Danny O’Malia
Indy’s Trusted Servant

Catholic Person
of the Year
Dan Elsener
Pres. Marian University

      ** If you are interested in attending the event, a $100  
donation will secure a seat for you. We also have Corporate 
Sponsorships available that include a table for 10, an ad in our 
program and promotion of your business on our website and 
social media. If interested, details are available on the website 
or contact an SCBP member.

50/50 Fundraising Program
Now you can direct half of your sponsorship dollars to the Indianapolis 
Area Catholic School of your choosing. Ask your SCBP representative 
member for details.
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Arcade Rescue 911
5002 Madison Ave., Suite L8

Indianapolis, IN 46227
(317) 847-8073

Visit arcaderescue911.com 
or facebook.com/ArcadeRescue911

Photos by 
Nicole Davis

Top left: Chris Kruetzer says all arcade games can be repaired; the challenging part is often just finding the games and parts for 
the games that people want. Top, middle: Kruetzer repairs small parts like circuit boards in a back room of Arcade Rescue 911.
Remaining photos: Arcade games repaired/in need of repair.
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Chris Kruetzer’s hobby of fixing arcade games turns into a growing 
business at Arcade Rescue 911 in Perry Township

By Nicole Davis
Chris Kruetzer has eight arcade games in his basement, al-

though he doesn’t play them much. It’s more about the ambi-
ence and nostalgia. He lets friends and family come over and 
use them. He says he gets more enjoyment out of restoring 
a game and someone’s memories of that game. That interest 
is the reason he opened Arcade Rescue 911, located at 5002 
Madison Ave., Suite L8, Indianapolis.

“Going into this, it wasn’t the idea to start a business,” Kru-
etzer says. “It’s always been a hobby from day one. For a long 
time it was an extension of my garage. I moved here to have 
heat and lights. Going into five years later we realize there is 
a demand for it. Now I see I’m on the cusp of something that 
can be a lot bigger.”

Kruetzer, a Southport High School graduate, says he got into 
electronic repair while enrolled in Central Nine Career Center. 

Afterwards, he began subcontracting for Sony to do electron-
ic repair before moving to Texas and opening an auto repair 
shop. Kruetzer said 10 years ago he began tinkering with game 
repair in his garage, after moving back to his hometown.

“Everybody remembers some sort of game in their child-
hood,” Kruetzer says. “There’s always somebody looking for 
something but getting the old stuff is challenging. We can get 
everything working; everything is repairable. We just have to 
stop and see what people want... Pac Man, they made a lot of 
them. Things like Donkey Kong, Star Wars, those are hard to 
find and the value is going up. The most challenging part is 
finding the pieces. It’s like a dog chasing its tail – it never ends.”

Kruetzer serves both individuals and businesses. He will 
work for Chuck E. Cheese’s or Dave & Buster’s to repair their 
games, and said ‘fun centers’ are a large part of his business. He 
also tries to sell about 300 games a year, and says the hunt for 

products is never complete.
“Last fall we were in a school house from 1920 that had been 

used as storage,” Kruetzer says. “All these old games had been 
stored there. We’re literally digging through boxes from 1970s 
to 90s. It’s neat to see all this stuff, wipe the dust off and bring 
these things back to life.”

Kruetzer sells a lot through eBay, Facebook and word of 
mouth. He says it’s amazing the reach that social media has, 
and he’s shipped a game as far as Denmark. He says the busi-
ness has grown “leaps and bounds” through the last five years. 
He has three additional people helping him out in the shop. He 
says his wife, Elly, and two children will sometimes lend a hand 
in the shop, too.

“Ten years from now, we’ll still be working on games, just 
different games,” Kruetzer says. 

Shall we play a game?

“Everybody remembers 
some sort of game in their 
childhood. There’s always 

somebody looking for 
something but getting the 
old stuff is challenging. We 

can get everything working; 
everything is repairable.” 

~ Chris Kruetzer
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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.

I have been studying and utilizing Ken 
Blanchard’s Situational Leadership for about 
eight years now. It has been a game changer 

in the way I have developed as a leader and how 
I have looked to help others develop. Everyone 
has greatness embedded in them and our job 
as leaders is to unlock this potential. 
I have been preparing to help a 
good friend of mine teach a group 
of Express offices in Canada how to 
utilize Blanchard’s tools and it has had 
me in reflection of my own personal 
leadership style. The reflection 
brought me to five things that I think 
are the keys to unlocking the potential 
of others.  

Help others figure out what mat-
ters 

Most people struggle with a path. 
They struggle with looking into the future. 
What is the next step? What should I focus 
on? Good leaders help others with the confi-
dence they need to move forward into the un-
known and help clear the path. They help with 
clarity around knowing what matters and the 
significance behind it.    

Help them grow and develop
This is what situational leadership is all 

about. It’s leading an individual through the 
development stages of the tasks in his posi-
tion and making sure the leadership match-
es up with each task development level. One 
of the keys here is helping others figure out 
that we are never done learning and that we 
all have the ability to learn, grow and develop. 
Sometimes it even means taking a step back 
and relearning.

Show them and they will follow
I have said often that others will follow 

when they see things done successfully. Peo-
ple want to be successful and are willing to be 
lead by those who they see doing things well. 
Good leaders take the time to show others 

what a good job looks like.

Help them see the why
The “why” can be the most pow-

erful tool for a leader. When some-
one understands the reason behind 
the process or solution, he then be-
comes vested and understands the 
purpose. A good leader lets him fig-
ure out the “why” as part of the pro-
cess. The leader then helps set the 
goals around how to get there. It’s 
important that the leader includes 
them in this process so they become 

committed to the outcome.

Allow them to fail
This is where I see many leaders fail. They 

refuse to allow others to fail. We have all heard 
the quotes around failure. One of my favor-
ites is the Wayne Gretzky quote, “You will 
miss 100 percent of the shots you don’t take.”  
Michael Jordan also says, “I’ve failed over and 
over and over again in my life, and that’s why 
I succeed.” Failure is the way to discover suc-
cess. Leaders need to allow others to fail.

These few things have helped me unlock the 
potential in many of the people I have led over 
the last few years and are the things I attri-
bute to my team’s success. It’s not what I have 
done, rather what I have helped others figure 
out they are capable of doing.

Are you unlocking  
the potential of others?

Mike Heffner
COLUMNIST

PERSONNEL MATTERS

Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Carolyn Goerner
COLUMNIST

No matter how many ways you try to 
communicate with your employees, 
chances are they still get much of their 

information from the internal rumor 
mill known as the office “grapevine.” 
Research confirms that this informal 
sharing of data is often remarkably 
accurate, although stories do get 
distorted for dramatic effect. This 
week’s study looked at employees’ use 
and perception of the office grapevine 
and found that, while nearly all 
workers used it, very few preferred to 
get important company information 
there. The bottom line is that your 
employees turn to the grapevine for 
information when they have few 
other options.

Still, the grapevine does have some positive 
effects for most organizations. First, much 
grapevine communication happens along 
informal channels, so information is being 
shared amongst people from different areas 
in your company. There are many benefits to 
open communication channels across orga-
nizational boundaries. Second, your work-
ers need social interaction at work. It relieves 
anxiety, and this can be important in times 
of uncertainty. At the most basic level, the 
grapevine facilitates the human drive for so-
cial bonds, a natural and healthy impulse.

On the other hand, information flowing on 
the grapevine can be distorted. This could in-

crease rather than squelch employee anxiety. 
Additionally, research demonstrates that em-
ployees react negatively toward their compa-

nies when information is revealed 
via the grapevine more quickly and 
accurately than the organization 
provides it.

Your best practice is not to squash 
the grapevine, but use it. Listen to 
what is being said, for the topics can 
shed clues on areas where employ-
ees are nervous or unsure. Correct 
large errors and lies when you can, 
of course. But understand that em-
ployees will often express concerns 
to one another that they will not 
or cannot say to managers, so the 

themes discussed there are important sources 
of feedback.

Managers can also view the grapevine as 
a barometer of, or even a challenge to their 
own communication effectiveness. Strive to 
provide clear, direct, and correct informa-
tion to employees before they have to hear it 
“through the grapevine.”

…………………………………………………………
Whitworth, B., & Riccomini, B. (2005). Man-
agement communication: Unlocking high-
er employee performance. Communication 
World (March-April), 18-21.

The internal rumor mill
BIZ MANAGEMENT

“Strive to provide clear, direct, and correct  
information to employees before they have  

to hear it ‘through the grapevine.’”
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Compiled by
Nicole Davis

Sporting science 
and strength

Hyperformance Athletic Development was 
formed around helping an athlete improve 
physically and mentally. It’s the interaction 
with each athlete that comes through the door 
that has made the business a worthwhile en-
deavor for founders, Jeremy Swinford and 
Kevin Ahaus.

“Every kid leaves here with a smile on their 
face even though they had a hard workout,” 
Swinford says.

Ahaus and Swinford are both graduates in 
Fitness and Sports Studies at IUPUI. Ahaus 
is a graduate of Southport High School and 
Swinford graduated from Lutheran. They 
formed Hyperformance Athletic Develop-
ment L.L.C in September 2011 after research-
ing and earning support from professionals at 
local universities. They have trained with ath-
letes of all ages, but primarily serve those of 
middle school, high school and college-age. 
The business operates out of The Gathering 
Place in Greenwood, which they say has been 
a perfect facility as they knew they didn’t want 
a standalone site and their location on a stage 
in the part of the gym overlooking a track lit-
erally puts them in front of athletes every day.

“It allowed us to create something from 
scratch and blend in with their motto and 
cleanliness and attention to detail,” Ahaus 
says. “We have the best spot in this building 
for what we do. The exposure is awesome. We 
want this site to become the best site it can be 
with our interns, trainers. Our goal is to ex-
pand beyond this into other facilities. Our vi-
sion is multiple Hyperformances in the area.”

Hyperformance partners with local univer-
sities such as the University of Indianapolis, 
IUPUI and Franklin College to take in interns. 
They said having a variety of interns allows 
them to stay up-to-date on advancements in 
each sport and to individualize their training 
to each athlete.

“Keven and I strive to utilize our connec-
tions with the universities to make this the 
most science-based, athlete-driven business,” 
Swinford says. “We can’t stress that enough. 
What we’re building, we’re building so it 
stands the test of time and is done properly.”

What is the most valu-
able piece of advice 
you’ve been given?

“Part of the reason we 
started this is we were dis-
pleased with the way we 
saw this business/industry 
run. We wanted to focus on 
the athlete, the individual. 
Doing it right is not quick-
ly profitable, but if you do 
it right, it’s sustainable.” – 
Swinford

“Trying to incorporate everyone’s input to 
our input will help us as well. The experts in 
this field, who know the body and training, is 
what we’ve modeled this after.” – Ahaus

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

“Steady growth. We’ve worked with 
new interns at local universities to con-
tinue to evolve our protocols, our work-
outs to help get a sense/to reach more ath-
letes and promote what they are training 
for. It allows us to promote ourselves as 
more experienced professionals in the field.”  
– Ahaus

“We’ve continued to expand and update 
things. The more business we’ve created, the 
more we’ve continued to upgrade our facility 
and that gives more to our clients.” – Swinford

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

“For us, in my opinion, is the stereotype of 
training kids or a young athlete. They think 
parents are going too far or making it not fun 
for the athlete. For us, we want to make sure 
the athlete loves what they do. There are a lot 
of stereotypes in training kids, so we try to ed-
ucate people.” – Swinford 

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

“I wish I would of studied business more, 
but other than that, I wish I would have done 
this earlier. We have a lot of people/parents 
guiding us. They have set us up for success. 
They tell us what we’re doing is right. It’s easy 
to own your own business; you just have to 
have a passion to do it. We’re learning every 
day.” – Ahaus 

What is the hottest new trend in your in-
dustry?

“We’re in sports performance. It’s kind of 
a trend on its own. People are understanding 
and figuring out that there is a place for sports 
training. Training at school or with a coach is 

not enough. This is mainly 
working on athletics as a 
whole.” – Swinford

“Schools are starting to 
have strength coaches and 
more of a group setting, 
which is awesome, but they 
don’t quite give the individ-
ual attention that we do.” – 
Ahaus

Jeremy Swinford and Kevin Ahaus offer athlete-driven 
training through Hyperformance Athletic Development

NOW THAT WE’VE BEEN OPEN

Hyperformance Athletic 
Development

The Gathering Place
1495 W. Main St.

Greenwood, IN 46142
www.hyperformancead.com/

Photo by Nicole Davis

From left, Intern Shelbie Rae Whitaker, Founder Jeremy Swinford, Intern Brad Mohr, Founder Kevin Ahaus.

We’ll get the job done. Fast!

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 confi-
dence 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 willing to work with you re-
gardless 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.

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221
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Compiled by 
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Party like a pop princess
Kelly Angel says she never expected the large amount of 

community support she would have when she opened Pout 
in Pink, a boutique and party center in Greenwood, last July. 
Things like spots being filled within five hours of announcing 
they would throw a Frozen Ball for young girls in the commu-
nity to come dressed as a princess and meet Elsa, a princess 
in the Disney movie. They’ve held more than 50 parties in the 
party center in five months.

“We couldn’t be happier with the opening of the store,” Angel 
says. “Meeting the people in the community has been amazing. 
I grew up here, I have coached here. We really do live in a won-
derful community that supports small business.”

As a mother of five, Angel says she wanted something that 
would allow her to be a mom and a successful business wom-
an at the same time. She still works part time in health educa-
tion. She says since opening her own business, it has allowed 
her freedom to attend her children’s school events and be with 
them more. Plus, they help with some of the behind-the-scenes 
tasks at the boutique. She said it’s been a good lesson for them 
on what it’s like to work hard.

Angel said on the boutique side of the store, they make an ef-
fort to sell one-of-a-kind merchandise. There are five people in 
the Southside community that make the handmade items such 
as head wraps, jewelry or leggings. 

“We hope to continue to grow and still continue to offer 
quality products at affordable prices and still be able to oper-
ate a thriving business,” Angel says. “Everybody will be given 
excellent, one of a kind service with our boutique. We really do 
go over and beyond to create that atmosphere and people ap-
preciate that.”

What inspired you to open this business?
What inspired me was my 3-year-old daughter and the lack 

of unique clothing options and places to celebrate birthdays 
and functions on the Southside. I’ve always had a love for cloth-
ing and trends that inspire people to better themselves. I’m a 
teacher by nature, so this had allowed me to continue what I 
do. On the boutique side of it, I have two sisters and my mom. 
We like to shop together. This allows mothers and daughters to 
come shop together. We have one-of-a-kind, mommy and me 
fashions which I think are cute.

What did you do to prepare for opening the business?
My husband, Paul, and I flew to Arizona because they’re 

huge for boutiques. We did a lot of going to fashion markets to 
get an idea of the quality and price points. We wanted to price 
it so everyone can come here and have that boutique experi-
ence. Every piece of furniture in here, my husband and I have 
recreated and repainted from antique shops. We also wanted to 
focus on bringing in employees who can fit in well, so we have 
a former Center Grove cheerleader and a former Center Grove 
teacher and my family as well that work well 
with our customers.

Who is your ideal customer/client?
Any ladies or girls looking for a unique 

shopping experience with good-quality 
clothing, accessories and one-of-a-kind 
fashions. Women who enjoy having one-of-
a-kind jewelry. We want moms who enjoy 
shopping with their daughters. On the party 
side, any birthday girl looking for a unique 
experience. We have a spa party, princess 
party and other unique party themes. The 

Greenwood’s Kelly Angel opens Pout in Pink to 
give every mother and daughter a one-of-a-kind 

shopping or celebratory experience

Kelly Angel offers both children and women’s apparel in Pout in Pink’s boutique.

Pout in Pink
3100 Meridian Park Dr., Suite N

Greenwood, IN
(317) 883-9577
Poutinpink.com

Pout in Pink Greenwood  
is on Facebook

Photo by Nicole Davis

“We couldn’t be happier with the opening  
of the store. Meeting the people in the community  

has been amazing. I grew up here, I have  
coached here. We really do live in a wonderful 

community that supports small business.”
~ Kelly Angel

busy family; we do everything from invitations to the planning, 
so if someone wants a nice party and doesn’t have the time or 
energy, this is for them.

How do you plan to be successful?
I think our success will come from our one-of-a-kind cus-

tomer service. Our girls here work well with each individu-
al that walks through the door. We can offer that service that 
large retail doesn’t offer anymore. We can keep offering fresh 
looks at affordable prices. Our party center will thrive with us 
making each girl feel special.

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

 A lot of people are surprised that 100 percent of what is 
done in the store is done by my husband and I. Every bit from 
ironing, tagging, cleaning and inventory. I’m here sometimes 
overnight. There’s a lot that goes on behind the scenes. In five 
months, we’ve done over 50 parties. It’s been busy.
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Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

There are pundits all around us with 
advice for people to have their very best 
year… this year. It seems those same 

people are sharing advice every year, 
yet it’s a message that never grows 
stale. To have a great year this year, 
take stock of what you accomplish as 
you go along. Celebrate the victories, 
all the victories.

One definition of success offered 
by the legendary Earl Nightingale is 
“Success is the progressive realiza-
tion of a worthy goal or ideal.” The 
key portion of this statement is the 
progressive realization, the journey. 
My advice for a great 2015, or any 
year for that matter, is to enjoy the journey.

Enjoying the journey makes lifestyle possi-
ble. All too often, many miss the possible en-
joyment of the journey and consequently the 
end result is a let down. I have heard people 
say, “Is this all there is?” That tragic question 
shows they missed the journey entirely. How 
sad.

How do you enjoy the journey? Here are 
three easy ways for you and me to make sure 
we do not miss the enjoyment and benefits of 
the journey.

1. Journal. 
Write down your thoughts, your dreams 

and your fears. And include the achievements 
and successes, too. 

2. Put good things in your mind. 
Read and listen to good, uplifting books and 

audios. Share positive ideas and thoughts with 
colleagues and clients.

3. Take time to reflect on both of 
the above. 

Review your journal and your 
planner or calendar and what you’ve 
read or listened to. One more tip: 
share what lessons you have learned 
and realizations with a peer or 
friend.

My friend and client, Patric 
Welch, keeps a jar for the accom-
plishments his family has through-

out the year. This year my friend and client, 
Lacey Verbik, gave her clients a jar with note 
papers to record and keep their accomplish-
ments in. At the end of the year or periodi-
cally throughout the year, I can review what 
accomplishments I have made in my business 
and with my family. 

Make sure you set yourself up for success 
by creating a list of your accomplishments and 
review them periodically. As you see yourself 
and your business grow, I am sure you will 
make the time to enjoy the journey!

Jack Klemeyer
COLUMNIST

2015: Enjoy the journey
COACH’S CORNER

A.L. Smith Professional  
Corporation 
(317) 889-3050 
843 North State Road 135, Suite A 
Greenwood, IN 46143

Alerding CPA Group 
(317) 569-4181 
4181 East 96th Street 
Indianapolis, IN 46240 
www.alerdingcpagroup.com

Brawley & Associates, PC 
(317) 731-7655 
6838 South East Street 
Indianapolis, IN 46227 
www.brawleycpa.com

Council Business Solutions 
(317) 493-2125 
3830 East Southport Road, Suite C 
Indianapolis, IN 46237 
www.councilbusinesssolutions.com

Ehlen Heldman & Company, P.C. 
(317) 786-8001 
130 East Epler Avenue, Suite A 
Indianapolis, IN 46227 
www.ehccpa.com

Ensign CPA Group 
(317) 885-2620 
972 Emerson Parkway, Suite F 
Greenwood, IN 46143 
www.ensigncpagroup.com

Fiducial Business Centers Inc. 
(317) 356-6348 
6635 East 21st Street, West Building 
Indianapolis, IN 46219 
www.fiducial.com

Lawrie CPA Group 
(317) 886-7456 
7855 South Emerson Avenue, Suite A 
Indianapolis, IN 46237 
www.lawriecpagroup.com

Potts, Hannah, & Fischer, P.C. 
(317) 888-1400 
5120 Commerce Circle, Suite A 
Indianapolis, IN 46237 
www.tepotts.com

Profitable Bookkeeping  
& Tax Solutions 
(317) 690-0958 
310 West Main Street 
Greenwood, IN 46142 
www.profitablebooks-indy.com

Shaub CPA Group 
(317) 888-2047 
584 North Emerson Avenue 
Greenwood, IN 46143 
www.shaubcpagroup.com

Sherman & Armbruster, LLP 
(317) 881-6670 
609 Treybourne Drive, Suite A 
Greenwood, IN 46142 
www.shermanandarmbruster.com

Simons Bitzer & Associates, PC 
(317) 782-3070 
8350 South Emerson Avenue 
Suite 100 
Indianapolis, IN 46237 
www.simonsbitzer.com

Stephen Plasterer, CPA 
(317) 888-8878 
3195 West Fairview Road, Suite C 
Greenwood, IN 46142 

Taxwright 
(317) 620-1512 
390 North Madison, Suite 103 
Greenwood, IN 46142 
www.taxwright.net

Veros Partners 
(317) 781-9300 
5935 South Emerson Avenue 
Suite 100 
Indianapolis, IN 46237 
www.verospartners.com

Wagner & Richards, CPA’S 
(317) 882-6550 
720 Executive Park Drive, Suite 2300 
Greenwood, IN 46143

greenwoodchamber.com

65 Airport Parkway, Suite 140
Greenwood, IN 46143

info@greenwoodchamber.com
Ph: 317.888.4856 
Fax: 317.865.2609

facebook • twitter • l inkedin

IN NEED OF 
ACCOUNTING SERVICES? 

Check out this list of members with  
the Greater Greenwood Chamber



16   February 2015 • businessleader.bz Southside Business Leader

3925 River Crossing Pkwy, Suite 300  |  Indianapolis, IN 46240  |  317.472.2200 / 800.469.7206  |  somersetcpas.com

Somerset CPAs and Advisors provides more than just traditional CPA services.  We offer a 
broad range of capabilities and services that address the diverse needs of each of our clients.  
With years of experience, formal training, industry-specific knowledge and dedication, we 
are able to provide personalized solutions for you based on a solid understanding of your 
business and the issues unique to your industry.

Somerset’s expertise covers a variety of industries, including:

Any firm can give you an opinion.
We will give you a partner.

AN INDEPENDENT MEMBER OF

ALLIANCE USA

find us on...

Visit us online at somersetcpas.com to learn more about our people and how we can help  
you achieve and surpass your financial goals.

entrepreneurial
health care
manufacturing & distribution
not-for-profit
real estate

agribusiness
architecture & engineering
construction
dealerships
dental

PEER TO PEER

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

As a businessperson, I don’t need to 
convince you that any new legislation 
on your business usually means more 

limits on your liberty and a percent 
or two off your gross profit. Did you 
know that in the last few years with 
the congressional “freeze,” Congress 
has been limited to passing less than 
a couple of hundred bills a year? And 
yes, many of those bills are to name 
a new bridge or post office. No joke! 
That means outside of Obamacare, 
the impact of legislation on the 
average American business has been 
relatively negligible. 

Now, why do I say “relatively” 
here? Because 
if your business 
guild tells you of 
some new legis-
lation that you 
need to be ad-
vised of, it prob-
ably came from 
some bureau-
crat in the execu-
tive branch with 
implied powers 
to legislate your 
business. This 
implied power 

comes from the president himself and is al-
lowed under the constitution, any addition-
al can be viewed as bureaucratic overreach. 

We call this government meddling, 
Obama style.

Forgetting the above overreach, 
do you realize that you have operat-
ed your business for the better part 
of four years without any new feder-
al legislation telling you how to run 
your business and the world has not 
come to an end! The point is, if going 
forward, we had to live only with the 
laws currently on the books and no 
more, and the only new ones would 
be state regulations, those you could 

possibly impact, 
the world would 
still be a pretty 
good place. Your 
business would 
run just fine in a 
safe environment. 
You still may want 
your kids to join 
you in the busi-
ness. 

As a conserva-
tive, this is a les-
son for everyone, 
liberal and con-

servative alike. Note: All regulation cost per-
cents off gross profit margins. “Don’t let good 
be the enemy of great,” as Bill Clinton likes to 
say. Yes, you can suggest to your congressman 
a needed piece of legislation, generally for re-
straining someone else’s trade in your back 
yard, but it comes at a cost; more hostile legis-
lation in the long run than friendly legislation. 
I am older than you, trust me on this one! 

As I close, consider this. We are about to 
embark upon a new Republican-dominated 
congress. I believe that these adults will get 
things done, much in a bipartisan way. Just re-
member from recent history, less legislation is 
better legislation. Folks, understand the mis-
sion statement here: these congressional peo-
ple get their meaningful purpose from creat-
ing legislation. When they come to visit you at 
your office with their tin cup, they always tell 
you of legislation they plan to put on the book 
that impacts your business. Many times in the 
past they have told me this and I have tried 
not to act stupid and I say, “Great, we need 
that,” just to be polite. No more for me. Now, 
I say we have made it this far without this bill; 
don’t feel you need to limit more American 
liberty just to get my vote. If he truly under-
stands the free market, he will appreciate your 
comments. Train these guys, less is best. 

Howard Hubler
COLUMNIST

No Congressional bills are good Congressional bills

“We are about to embark upon 
a new Republican dominated 
congress. I believe that these  

adults will get things done, much 
in a bipartisan way. Just  

remember from recent history, less 
legislation is better legislation.”

› BIZ BRIEF
Donna Crawford and 

Katie Bowman join 
Weichert, Realtors®

Weichert Realtors® 
Tralee Properties, 
located at 500 US 
Hwy 31, Green-
wood, recently an-
nounced the addi-
tion of two realtors: 
Donna Crawford 
and Katie Bowman. 
Crawford is serv-
ing buyers and sell-
ers in Indianapolis, 
Greenwood and 
Whiteland. She is 
a member of the 
Metropolitan Indi-
anapolis Board of 
REALTORS®. She is 
a graduate of REAL 
University and is 
NAR Certified. Prior 
to real estate, Crawford was in the cus-
tomer service industry for 30 plus years. 

Donna Crawford

Katie Bowman

TECHNOLOGY DISPATCHES
n FACEBOOK TO DISTRIBUTE AMBER 
ALERTS The social media giant is now 
working with the National Center for 
Missing & Exploited Children to be an 
official distributor of AMBER Alerts—
alerts which are already visible on TV, 
radio, mobile phones and billboards. 
Since AMBER Alert’s inception in 1996, 725 
missing children have been found after an 
alert had been issued. Advantages to the 
partnership with Facebook include the 
network’s ability to quickly share detailed 
information and photos, though whether 
or not a user will see a particular AMBER 
Alert depends on a person’s location and 
“the range of the target area determined 
by law enforcement.” Whether or not this 
implementation will increase the number 
of children found in the coming years is yet 
to be seen. – Yahoo Tech

n SPOTIFY TO IMPROVE MUSIC 
“DISCOVERY” In an attempt to thwart the 
same type of person who might judge a 
book by its cover, Spotify is making a slight 
change to its music-streaming experience 
that will allow users to “preview” albums 
and songs before actually selecting and 
perusing through them. This new feature, 

dubbed “Touch Preview” hopes to make 
finding new music easier. Not only is this 
adjustment an attempt to improve user 
interface, but it’s also part of Spotify’s 
business plan—the more users click 
through the app and listen to more songs, 
the more revenue Spotify will see from ads 
and streaming. – CNET

n MICROSOFT UNVEILS WINDOWS 10 
AS FREE UPGRADE For Microsoft users 
currently working with operating systems 
Windows 7, Windows 8.1 and Windows 
Phone 8.1 will be able to upgrade to 
Windows 10 for free “for one year after the 
operating system launches.” This has come 
as welcome surprise to many who expressed 
displeasure with Microsoft’s unveiling 
of Windows 8—which made numerous 
users forego upgrading and staying with 
Windows 7. Stipulations include various 
hardware and software requirements along 
with the exclusion of the Enterprise OS and 
Windows RT/RT 8.1. 
– PC World
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Jeff Binkley is the Founder and Managing Director of Binkley 
Wealth Management Group. He can be reached at Jeff@
thebinkleygroup.com or (317) 697-1618.

MONEY MATTERS

Wall Street likes data.  Ironic since 
many, many buy or sell decisions 
end up being based very little on 

data but rather based on emotion or 
more often, a slick sales presentation.  
In this column I want to focus on data 
in a re-examination of the timeless 
investment question:  When it comes 
to selecting a mutual fund, how much 
does past performance matter?   

I like data. You could say I’m a 
data junkie. I don’t like false confi-
dence… of which there is a lot of on 
Wall Street. The sole job of a mu-
tual fund manager is to outperform 
his respective index with his wise, 
well-researched and well 
thought out investment 
selections.  But how ef-
fective are they? 

In trying to answer 
that question for myself 
and on behalf of my cli-
ents, I uncovered an an-
nually published study 
which now I wait for every January with bait-
ed breath.  That study is called “The S&P Per-
sistence Scorecard.” You can find it yourself 

via a Google search or at spindices.com. The 
study looks at hard performance data com-
paring results over time between actively 

managed funds and non-managed 
(passive) index funds and exchange 
traded funds (ETFs).  

From the just-released-end-of-
year 2014 study:  “When it comes to 
the active versus passive debate, the 
true measurement of successful ac-
tive management lies in the ability 
of a manager or a strategy to deliver 
above-average returns consistently 
over multiple periods. Demonstrat-
ing the ability to outperform repeat-
edly is the only proven way to differ-

entiate a manager’s luck 
from skill.”  

 You have limited time 
and my editor keeps me 
to limited words, so let 
me digest this multi-
page study for you into 
an easily understand-
able idea:  There is an in-

verse relationship between a top performing 
fund staying at the top and the time period 
looked at. For example, looking at the three 

year period from September 2011 thru Sep-
tember 2014, in 2012 there were 681 domestic 
(US) funds in the top 25 percent of all 2700 
domestic funds in the study.  By September 
2014 there were 9.84 percent (67) still in the 
top quartile.  Looking at the five year period 
from 2009 to 2014, there were1.27 percent (8) 
still in the top quartile. In other words, out 
of 2700 mutual funds, and 2700 mutual fund 
companies, managers, research departments, 
and sales and marketing forces to support, 
only 8 funds beat their non-managed, non-re-
searched, and much less expensive index. 

 What’s an investor to do? Take a look at 
your mutual fund portfolio, its performance 
and its expenses. If you’re paying for perfor-
mance through commissions, management 
fees, and marketing expenses sucking dollars 
away from your bottom line, and your perfor-
mance doesn’t beat its benchmark index, con-
sider chucking all that expense and instead 
invest in a portfolio of index funds and ETFs. 
Remember, you’re the one who gets to keep 
every dollar you don’t pay Wall Street or your 
mutual fund salesperson. 

Jeff Binkley
COLUMNIST

Uh oh, not again!  
What your mutual fund salesperson doesn’t want you to know

“I like data. You could say 
I’m a data junkie. I don’t 
like false confidence…” 

• 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:

317.539.2024 • 800.531.6752
www.raystrash.com

“Is your company’s New Year’s resolution to go green? Call Ray’s and find 
out about all of its exciting recycling programs. Whether you need a small 
container for office recycling, or large-scale equipment to handle excess 
packing materials, and things in between, Ray’s has you covered. Ray’s Trash 
is the only call you need to make for your recycling and waste removal needs. 
We offer consultants to review your needs and design a competitively priced 
custom program for you. Call us today to schedule a review of your property’s 
disposal plan.”

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.
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FEBRUARY CHAMBER 
MEETINGS AND EVENTS

5 – Greater Greenwood 
Chamber of Commerce 
(February Membership 101); 
Feb. 5, 8:30-10 a.m.; Greater 
Greenwood Chamber of 
Commerce, 65 Airport Pkwy., 
Suite 140, Greenwood. 
For more information call 
(317) 888-4856 or visit 
greenwoodchamber.com.

8 – Greater Beech Grove 
Chamber of Commerce 
(Networking Luncheon); Feb. 
8, 11:30 a.m.-1 pm.; Hornet 
Park Community Center. 
For more information, call 
(317) 759-2873 or visit 
beechgrovechamber.com.

10 – Greater Greenwood 
Chamber of Commerce 
(Legislation Matters 
Luncheon – Greenwood 
State of the City); Feb. 10, 
11:30 a.m.-1 p.m.; Valle 
Vista Golf & Conference 
Center, 755 E. Main St., 
Greenwood. For more 
information, call (317) 488-
4856 or visit greenwood 
chamber.com.

12 – Greater Beech Grove 
Chamber of Commerce 
(Networking Night with 
Franklin Township Chamber 
and Southside Business 
Alliance); Feb. 12, 5-7 p.m.; 
MainSource Bank, 8740 S. 
Emerson Ave., Indianapolis. 
For more information, visit 
beechgrovechamber.com.

22 – Greater Greenwood 
Chamber of Commerce 
(2015 Taste of the 
Southside); Feb. 22, 4:30-7 
p.m.; Valle Vista Golf & 
Conference Center, 755 
E. Main St., Greenwood. 
For more information, call 
(317) 488-4856 or visit 
greenwood chamber.com.

NEWLY INCORPORATED

Brooks Medical
Richard B. Brooks
637 Brookview Dr.
Greenwood, IN 46142

Clean Service Industries
William M. Hill
P.O. Box 7037
Greenwood, IN 46142

Faithful Witness 
Fellowship
Lynda Morgan
2054 Modesto Court
Greenfield, IN 46140

Gregory C. Owens 
Enterprises, LLC
Gregory Owens
The Pizza Shack

Hembrees
Carrie Harden
4972 Lambert Hill Lane, 
Apt. A
Nineveh, IN 46164

The Little Skin  
Care Shoppe
Veronica M. Chouinard
3299 Hurst St.
Whiteland, IN 46184

Loren Scott Consulting
Loren Scott
269 N. Jackson St.
Franklin, IN 46131

Mach 3 Karting
Clint Gantt
398 ½ Second St.
Franklin, IN 46131

R L Lucas Plumbing
Rickie Lucas
2121 Bridlewood Dr.
Franklin, IN 46131

Tagibbenslaw
Tony Gibbens
1411 Windsept. Dr.
Greenwood, IN 46143

The Tattered & Torn Shoppe
Jackie Gentner
6875 State Rd. 144
Greenwood, IN 46143

Tom’s Barbershop
Jeff Davis
338 Market Place Dr.
Greenwood, IN 46143

Veterinarian Advisory 
Committee
G. Thomas Blankenship
C/O G. Thomas Blankenship
7050 Madison Ave.
Indianapolis, IN 46227

Whiteriver Bass Masters
David M. Titara Jr.
900 N. 700 W.
Bargersville, IN 46106

GREATER GREENWOOD 
CHAMBER OF COMMERCE 
NEW MEMBERS

A.L. Smith Professional 
Corporation
843 N. State Rd. 135, Suite A
Greenwood, IN 46143
(317) 889-3050

Aboutium LLC
1090 State Rd. 135
Greenwood, IN 46143
(317) 865-6557

Allen Commercial Group
1 Virginia Ave., Suite 200
Indianapolis, IN 46204
(317) 882-7850

Beaman Associates
5110 Madison Ave.
Indianapolis, IN 46227
(317) 783-2343

Binkley Wealth 
Management Group
6319 E. US Hwy. 36
Avon, IN 46123
(317) 697-1618

Blankenship & Haas
7050 Madison Ave.
Indianapolis, IN 46227
(317) 783-3167

Builder Resource Group
3985 S. Morgantown Rd.
Greenwood, IN 46143
(317) 281-8087

C & J Promotions
6111 Bramshaw
Indianapolis, IN 46220
(317) 251-3669

Clean Zone Marketing, Inc.
14350 Mundy Dr.,  
Suite 800, #228
Noblesville, IN 46060
(317) 430-2939

Dietel Richardson Team/
My Agent
1637 W. County Line Rd.
Greenwood, IN 46143

Duke Realty
510 E. 96th St., Ste. 250
Indianapolis, IN 46240
(317) 808-6975

Fast Park
8550 Stansted Rd.
Indianapolis, IN 46241
(317) 241-7275

Forest Lawn Cemetery
1977 S. State Rd. 135
Greenwood, IN 46143
(317) 535-7556

Golden Age Home  
Health Care LLC
1711 S. State Rd. 135, Ste. A
Greenwood, IN 46143
(317) 893-2449

Greg Hubler Chevy
13783 State Rd. 67
Camby, IN 46113
(317) 831-0770

Heavin Chiropractic LLC
130 E. Epler Ave., Ste. C
Indianapolis, IN 46227
(317) 757-5106

Indy Procare  
Physical Therapy
747 E. County Line Rd.
Greenwood, IN 46143
(317) 881-6617

Krukemeier Machine  
& Tool Inc.
4949 Subway St.
Beech Grove, IN 46107
(317) 784-7042

Landtree Realtors
1570 E. Main St.
Greenwood, IN 46142
(317) 888-3331

Madison Ave. Associates
7470 East 82nd St.
Indianapolis, IN 46256
(317) 817-9730

McDonald’s
2524 E. County Line Rd.
Indianapolis, IN 46227
(317) 888-0112

Network Electric Inc.
3260 Graham Rd.
Franklin, IN 46131

Premium Auto, LLC
370 S. Madison Ave.
Greenwood, IN 46142
(317) 412-2000

RE/MAX Select Linder/
McClurg Team
484 S. State Rd. 135, Ste. B
Greenwood, IN 46143
(317) 514-6275

Ritters Frozen Custard
4949 E. Stop 11
Indianapolis, IN 46237
(317) 889-1468

Style Encore
7657 Shelby St.
Indianapolis, IN 46227
(317) 889-1700

Sullivan Law Office, LLC
P.O. Box 1387
Greenwood, IN 46142
(317) 984-3491

The Library  
Restaurant and Pub
2610 S. Lynhurst Drive
Indianapolis, IN 46241
(317) 243-0299

Truster Building  
& Fence LLC
P.O. Box 542
Bargersville, IN 46106

VIP Home Solutions
540 N. Madison Ave.
Greenwood, IN 46142
(317) 883-4847

Warweg & Company, Inc.
P.O. Box 357
Greenwood, IN 46143
(317) 885-8983

We Fix
1306 Secretarial Lane
Indianapolis, IN 46217
(317) 714-7591

WPB Constructors Inc.
4710 Carson Ave.
Indianapolis, IN 46227
(317) 786-4521

SBA GUARANTEED LOANS

Boone County

Mike’s Five Star Truck 
Wash, Inc.
602 Friend Way
Lebanon, IN 46052
$395,000
Premier Capital Corporation

Fort Wayne Audiology 
Consultants, LLC
55 Lexington Ct.
Zionsville, IN 46077
$35,000
First Federal Savings Bank 
(Huntington)

Hamilton County

AES Restaurants, LLC & 
Focus Realty Group
4000 W. 106th St., Ste. 125
Carmel, IN 46032
$375,000
Ridgestone Bank 

The Abbey Tap House, LLC
12702 Meeting House Rd.
Carmel, IN 46032
$122,100
The Huntington  
National Bank

Beaver Gravel Corp.
16101 River Ave.
Noblesville, IN 46062
$150,000
Indiana Business Bank

Darlington Cookie Co.
8001 E. 196th St.
Noblesville, IN 46062
$475,000
$104,000
Premier Capital Corporation

Hamilton Designs, LLC
11086 Westoves Dr. 
Noblesville, IN 46060
$37,400
The Huntington National 
Bank

Jazzy A Trucking, LLC
10643 Summerwood Ln.
Fishers, IN 46038
$6,600
The Huntington National 
Bank

Jung Design, Inc. 
10857 Pine Bluff Dr.
Fishers, IN 46037
$56,000
Newtek Small Business 
Finance, Inc. 

The Pickled Pedaler Corp.
499 Banbury Rd.
Noblesville, IN 46062
$40,000
Fifth Third Bank

Plan B Marketing, Inc.
12 W. Main St.
Carmel, IN 46032
$430,000
Merchants Bank of Indiana

Sage Construction, Inc. 
16529 N. Gray Rd.
Noblesville, IN 46062
$98,000
The Huntington  
National Bank

Town and Country  
Land Works, Inc.
12071 E. 131st St.
Fishers, IN 46037
$107,100
Chase Bank 

Richard C. Weber,  
D.D.S., LLC
9780 Lantern Rd., Ste. 110
Fishers, IN 46037
$100,000
Chase Bank

Hendricks County

Indy Metal Finishing, Inc.
451 Southpoint Circle, 
Ste. 40
Brownsburg, IN 46112
$400,000
Ridgestone Bank

Sunrise Logistics, Inc
3671 Pickwick Circle
Plainfield, IN 46168
$34,400
The Huntington  
National Bank

Johnson County

Whiteland Vet, P.C.
6540 N. U.S. Hwy. 31
Whiteland, IN 46184
$233,800
Village Bank & Trust

Marion County

A2R, Inc.
5535 Macy Dr.
Indianapolis, IN 46235
$90,000
PNC Bank

Action Enterprises of 
Indianapolis, Inc. 
1105 Prospect St.
Indianapolis, IN 46203
$3,520,000
$100,000
Stock Yards Bank & Trust Co. 

Action Towing, LLC
3898 N. Keystone Ave.
Indianapolis, IN 46205
$33,200
$10,000
The Huntington  
National Bank

Allied Logistical  
Services, Inc.
400 S. Ritter Ave.
Indianapolis, IN 46219
$136,000. $50,000
The Huntington  
National Bank

All Points  
Transportation, LLC
6470 Michigan Rd.
Indianapolis, IN 46268
$50,000
The Huntington  
National Bank

BAMC, Inc., dba Gelaburst
300 S. Carroll Road
Indianapolis, IN 46229
$540,000
Ridgestone Bank

Buds & Suds  
Enterprises, Inc.
11693 Fall Creek Road, 
Ste. D
Indianapolis, IN 46256
$50,000 
The Huntington  
National Bank

Canine Safety Corp.
9413 E. Thompson Rd.
Indianapolis, IN 46238
$50,000
The Huntington  
National Bank

Cheema Brothers, Inc.
4921 W. 71st St.
Indianapolis, IN 46268
$150,000
Golden Pacific Bank

Creative Carpets 
Company, Inc. 
7252 E. 86th St.
Indianapolis, IN 46250
$9,600
The Huntington  
National Bank

Dream Street Graphic, Inc.
6011 E. Hanna Ave., Ste. I
Indianapolis, IN 46203
$75,400 
The Huntington  
National Bank

E.M. In The Best Hands 
Cleaning Services, Inc.
4045 N. Kitley Ave.
Indianapolis, IN 46226
$25,000
KeyBank

Energy Systems 
Maintenance, LLC
1936 S. Lynhurst Dr.
Indianapolis, IN 46241
$2,900,000
Ridgestone Bank

Glana Group 2, LLC
7254 Stones River Dr. 
Indianapolis, IN 46259
$136,700
The Huntington  
National Bank

Indy Fuel Mart
2801 Massachusetts Ave.
Indianapolis, IN 46218
$668,000
Indiana Statewide CDC

JMIN 1, LLC
8857 Boehning Lane
Indianapolis, IN 46219
$209,600
The Huntington  
National Bank

Magic Nails, LLC.
1004 C N. Shadeland
Indianapolis, IN 46219
$25,000
The Huntington  
National Bank

Master Movers, LLC
1433 Sadlier Circle W. Dr.
Indianapolis, IN 46239
$326,500
Merchants Bank of Indiana

Modern Glass, Inc. 
3340 Madison Ave.
Indianapolis, IN 46227
$40,000
Chase Bank

Nimo, Inc. 
5906 Edgewood Trace Blvd.
Indianapolis, IN 46238
$25,000
KeyBank

Posters 2 Prints, LLC
5136 E. 65th St.
Indianapolis, IN 46220
$50,000
The Huntington  
National Bank

Rocket Epicurean  
Ventures, LLC
602 N. Park Ave.
Indianapolis, IN 46204
$500,000
Indiana Business Bank

Craig E Schroeder, PC
4404 N. Franklin Rd.
Indianapolis, IN 46226
$368,000
Evolve Bank & Trust

Simply Drive Executive 
Search, LLC
5201 W. 86th St.
Indianapolis, IN 46278
$50,000
The Huntington  
National Bank

Stevens Mortuary
6202 N. Michigan Rd.
Indianapolis, IN 46268
$237,000
Premier Capital Corporation

Taste, Inc. 
5164 N. College Ave.
Indianapolis, IN 46205
$25,000
The Huntington National 
Bank

Technetics Corporation  
of America, Inc.
8383 Craig St., Ste. 300
Indianapolis, IN 46250
$145,000
Indiana Business Bank

West 16th Street  
Phoenix, LLC
1160 W. 16th St. 
Indianapolis, IN 46202
$880,000
$200,000
Regions Bank

Shelby County

Colour Palette Corp. 
514 N. Harrison St. 
Shelbyville, IN 46176
$100,000
First Merchants Bank

PLANNER OF NOTE



During the year 2014, the Greater Beech 
Grove Chamber of Commerce (GBGCOC) 
grew its membership by 38 percent, and the 
organization is keeping the energy and mo-
mentum going by encouraging members and 
local businesses to get involved, both with the 
Chamber and the community.

“To experience this level of growth in one 
year is a testament to the direction and com-
mitment our board and leadership have 
shown over the past several months,” said 
Melody Stevens, GBGCOC president. “The 
Chamber has a vision of bringing the business community together 
in an effort to make the Greater Beech Grove area a dynamic place 
to live and work.”

Members and local businesses looking to get more involved with 
the Chamber can visit the organization’s website, beechgrovecham-
ber.org or attend one of the monthly meetings. 

After celebrating tremendous growth in 2014, the New Year wel-
comes newly-elected Chamber officers and board members. Offi-

cers are elected by the board of directors and 
serve a one-year term, while board members 
are elected by the membership and serve for 
three years. 

Beginning in January, Melody Stevens, 
community relations director for Beech Grove 
City Schools, took the reigns as president of 
the Chamber. This is the second time Stevens 
has served in this position, with the first in 
2011. Jim Coffman, owner of Eckstein Shoes 
and Repair, serves as vice president; Linda 
Melton, service central regional manager for 

AAA Hoosier Motor Club, is secretary; and Liz Schoettle, director 
of the Beech Grove Public Library will continue to serve as trea-
surer.

The Chamber is also excited to welcome four new members to the 
board of directors: Amanda Bryan, director of marketing, residen-
tial senior living, Altenheim; Amey Lupinskey, marketing manager, 
Franciscan St. Francis Health; Dr. Jacob Koziel, Koziel Family Chiro-
practic; Brian Ruckle, sales manager, The Southside Times.

Greater Beech Grove Chamber Sees Significant Growth,  
Elects New Officers, Board

About the Greater  
Beech Grove Chamber  

of Commerce
Established in 2007, the Greater Beech 
Grove Chamber of Commerce partners with 
businesses to build a dynamic community 
that benefits the greater Beech Grove area.

President: Melody Stevens
Vice President: Jim Coffman

Secretary: Linda Melton
Treasurer: Liz Schoettle Jim Coffman

Vice President

ABOUT US

BEECH GROVE CHAMBER NEWS Greater Beech Grove Chamber of Commerce 
Mailing address: PO Box 702, Beech Grove, IN 46107  
Building Location: 3841 S. Emerson Ave. # B, Indianapolis, IN 46203
Office: (317) 759-2873  • Email: info@beechgrovechamber.org

WELCOME NEW MEMBERS

Jersey Mike’s Subs
Amanda Henson

8857 Boehning Ln.
Indianapolis, IN 46219
Phone: (317) 579-2508

beechgrovechamber.org

EVENTS CALENDAR

• Feb. 12: Monthly Meeting 
11:30 a.m. – 1 p.m. 
Hornet Park Community Center

• Feb. 12: 5-7 p.m., after hours networking 
event with the Franklin Township 
Chamber of Commerce and  
Southside Business Alliance 
MainSource Bank 
8740 S. Emerson Ave., Indianapolis, IN.  
Wine tasting and snacks.

• March 12: Monthly Meeting 
7:30 – 9 a.m. 
Hornet Park Community Center

• April 9: Monthly Meeting 
11:30 a.m. – 1 p.m. 
Hornet Park Community Center

• May 14: Monthly Meeting 
11:30 a.m. – 1 p.m., location TBD

• June 11: Monthly Meeting 
11:30 a.m. – 1 p.m. 
Hornet Park Community Center

• June 14: Summer Concert  
in Sarah Bolton Park

• June 19: Golf Outing 
Sarah Shank Golf Course, 8 a.m.

1. What does your business provide?  I provide quality Chiropractic 
care with an emphasis on wellness. At the office I use a wide array 
of Chiropractic and soft tissue techniques to address the various 
musculoskeletal needs of the patient. We also offer wellness, 
lifestyle and nutritional counseling to compliment and augment the 
Chiropractic care.  Numerous supplements and topical analgesics are 
sold at the office as well.

2. What makes your business unique? Wellness and time spent 
with patients. Wellness is the core of the office. I strive to help teach 
people how to live a healthier life so they can live at a higher quality 
of life. Each visit, I spend an average of 20 to 30 minutes with the 
patient. 

3. What are the greatest obstacles and/or challenges your 
business has faced or is facing? How were they overcome? The 
vast majority of people that come to the office are in pain, but pain 
is not my primary concern. Helping people get back to their optimal 
function is a primary concern, and that takes time and repetition. 
Just like going to the gym, results do not happen overnight.

4. What is the business’s biggest accomplishment in the past 
year? The biggest accomplishment of the business this past year is 
by far opening the business! This has been a dream since applying 
to chiropractic school. There was so much work and energy put into 
opening the office.

5. Where do you see the future of the business? The business will 
continue to grow and will reach more and more people.  Serving and 
helping more people will be an absolute blessing and I look forward 
to doing so. I also foresee the business becoming more entwined 
with the community.

6. Why do you belong to the Greater Beech Grove Chamber of 
Commerce? I belong to the Chamber for a number of reasons. The 
Chamber allows me to show that I’m committed to the community 
and local businesses. The credibility, networking opportunities and 
exposure are invaluable.

707 Main St. Beech Grove, IN 46107
Hours: Monday-Friday 9 am – 6 pm

kozielchiropractic.com
Ph: (317) 731-7826

Email: kozielfamilychiropractic@gmail.com
Koziel Family Chiropractic on Facebook

Years in business: Less than 1

CHAMBER NEWS

BUSINESS SPOTLIGHT

Koziel Family Chiropractic

Melody Stevens
President



 
 

 

Pre-employment

 Drug & Alcohol Testing 

 Physicals and Immunizations 

  DOT/CDL Exams 

  Vision/Hearing Screenings 

 
On-the-Job 

 Injury Prevention                           

 Injury Treatment/Worker’s Comp 

 Independent Medical Evaluations 

 Job Specific Ergonomic Evaluations 

 
Return to Work 

 Physical and Occupational 
 Therapy & Rehabilitation         

 Fitness for Duty Testing 

 
Wellness Programs

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

THE STRENGTH IT TAKES

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

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

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

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

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

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

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

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

Contact 765.349.6777 to schedule a consultation.


