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Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone 
interested in improving individual leadership skills, learning more about Johnson County and making connections. With 
over 550+ graduates of the program, LJC continues to make a positive impact on our community. Visit us online at www.
leadershipjohnsoncounty.org.

Leadership Johnson County invites you to our inaugural  
The Power of Innovation Leadership Symposium. Our industry leading 

speakers will discuss the shift from executive to collaborative leadership and 
embracing this change. Additional sessions will provide tactical tools and 
best practices for identifying areas of change within your professional and 

personal life and implementing a plan to create positive change.

Douglas R. Austrom, PhD
Doug Austrom is an Adjunct Professor with Indiana University’s Kelley Business School. He teaches courses 
on Leadership and Leading Change for Kelley Direct, Indiana University’s online MBA program. Doug is also 
co-founder and President of Turning Point Associates (TPA), a consulting firm that specializes in organizational 
and individual change and increasing organizational and leadership effectiveness. Doug has over 25 years of 
consulting experience. His work focuses on helping clients adapt quickly and definitively to the uncertainties of 
everchanging and increasingly competitive business environments. 

Richard Gunderman, MD, PhD
Richard Gunderman is Chancellor’s Professor of Radiology, Pediatrics, Medical Education, Philosophy, Liberal Arts,
Philanthropy, and Medical Humanities and Health Studies at Indiana University. He received his AB Summa Cum 
Laude from Wabash College, MD and PhD (Committee on Social Thought) with honors from the University of 
Chicago, and MPH from Indiana University. He was a Chancellor Scholar of the Federal Republic of Germany and 
received an honorary Doctorate of Humane Letters from Garrett Theological Seminary at Northwestern University.
He is a nine-time recipient of the Indiana University Trustees Teaching Award, and in 2015 received the Indiana 
University School of Medicine’s inaugural Inspirational Educator Award. 

Register at www.leadershipjohnsoncounty.org

PRICE: $129 for LJC and Franklin College Alumni; $149 For All Others

n Defeating the Dragons of Resistance:  Personal Leadership Strategies for Achieving Your Goals
Do you have challenges in reaching your personal goals?  Does embarrassment and the fear of failure limit what you want to achieve?  Is 

work/life balance an issue for you?  In this session, Dale Rebhorn will share great ideas from leading thinkers as well as the latest in research 
from the social sciences to help you defeat the “dragons of resistance” and increase your authenticity, integrity, and creativity.  

Dale Rebhorn is the Director of Leadership Studies at Franklin College and the Curriculum Director for Leadership Johnson County.  
Dale brings his experience from both teaching and the technology sector to help students and adults lead more creatively and effectively.  

n Creating Innovative Organizations
Einstein famously defined insanity as doing the same things yet hoping for different results.  By that definition, too many of today’s 

organizations are “insane.”  This session will explore tangible ways to encourage organizations to embrace learning and change to enable them 
to react positively to their changing environments.

Dr. Carolyn Goerner is Clinical Professor of Management at the Kelley School of Business-Bloomington.  Her consulting experience 
encompasses both for-profit and non-profit companies.

Franklin College
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Rick Myers is publisher of the Southside Business Leader. 
Email: rick@businessleader.bz

OPINION

Rick Myers
FOUNDER/PUBLISHER

As we approach our 9th anniversary 
of publishing the Business Leader in 
September, I am reminded of the many 

ribbon cuttings I’ve had the opportunity to 
witness. Celebrating the beginning of a business 
is exciting and I wish those who do so nothing 
but the best.

I’ve seen businesses 
come and go – and I think 
after 9 years of having a 
front-row seat I can iden-
tify what brings a business 
success and what doesn’t.

Business success is 
dependent on passion. It 
may be hard to believe, 
but I have watched some 
businesses start up with 
very little passion. If you 
don’t have that, you bet-
ter get it quick. Passion resonates with cus-
tomers. They enjoy doing business with peo-
ple who are passionate about their business. 
They sense it. Plain and simple. Have passion 
about your business or you can expect to file 
paper with the state to close your business 
faster than you did opening it.

I believe some businesses fail because they 
were launched for all of the wrong reasons. 
Many want to open a business to give them-
selves flexibility in their personal lives. If 
you’re not in it to grow it, then you should se-
riously reconsider starting your own business.

9th Annual Excelerate is May 7
The Business Leader’s 9th annual Excelerate 

Hendricks County is upon us; for more infor-
mation see page 14. For those who are think-
ing about starting their own business – there 
will be resources available in the way of ven-
dors as well as a panel of speakers at 4:30 p.m. 
– these folks will help answer any questions 
that individuals who are looking to start their 
own business may have. In addition, at 5 p.m., 
we will honor the first-ever Hendricks Coun-
ty Business Leader’s Community ICON spirit 
Award winners. They are: Bill Estes Ford, Bin-
kley Wealth Management, Bread Basket Café & 
Bakery, and The Palms. We will end with a key-
note speakers’ session, which will feature Sun 
King Brewing co-founders Clay Robison and 
Omar Robinson. Admission is free. For more 
information, visit  exceleratehc.com.

May Cover Party at Simons Bitzer
Please join us Thursday, May 21, 4:30 – 6:30 

p.m. at Simons Bitzer for our May Cover Par-
ty. The event is sponsored by Simons Bitzer 
and American Family Insurance (Matt Green 
Agency). Please RSVP at coverparty@business-
leader.bz.

A few things about starting 
your own business, etc.

From the Publisher›FINANCE DISPATCHES
n Financial aid tips for choosing college
Acceptance letters are filling mailboxes 
around this time of year and many stu-
dents and parents will be faced with dif-
ficult decisions regarding higher educa-
tion expenses and all that entails. Before 
making any final decisions, be sure to 
know and fully understand the cost of 
admittance and other costs that may be 
incurred (room and board, meal plans, 
books, etc.). Find out whether or not the 
institution will continue providing the 
same financial aid package after the stu-
dent’s first year—generally this is not the 
case. Students and/or parents must reap-
ply every year by completing FAFSA and 
CSS Profile paperwork. And if a student 
receives unequal offers from two different 
schools, reach out to see if one school will 
match the other’s offer. 

– The Fiscal Times
 
n Investing in emerging markets?
According to Mark Mobius, executive 
chairman of Templeton Emerging Markets 
Group, investors should consider rotating 
from U.S. markets into “better-performing 
emerging markets.” In an interview with 
CNBC in late April, Mobius said “[U.S.] earn-
ings will not be as good as people expect 
simply because they have a lot of head-
winds… They hate the banks to begin 
with, so banks are not able to give busi-
ness support that they really need. As a 
result, companies have been conserving 
cash and buying back shares. That doesn’t 

do much for earnings, so expansion isn’t 
really there except in the tech 

space.”  – CNBC 
 
n Audited: 

Now what?
A letter from the IRS can be 

intimidating indeed, especially after the 
April tax deadline. An audit may come in a 
few forms, however, and there’s no reason 
to panic. The letter may be an Adjustment 
letter (which would indicate a change in 
the amount owed or the refund—this can 
be caused by an erroneous number entry 
on filing), a Correspondence Audit (which 
would ask for verification if a W-2 did not 
match income reported by the employer), 
or an Examination Audit (which is an in-
person audit that can take place in your 
home, place of business or an official IRS 
facility). Depending on the nature of the 
audit, it may be wise to seek representa-
tion from an attorney or CPA. Gather all 
the requested documents and schedule 
the appointment. Ultimately, the auditor 
will either confirm your filing and resolve 
the audit, or you will incur penalties and 
may be required to pay additional taxes, 
interest charges and possible legal fees. 

– MoneyTips.com 

find us on...

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

Somerset is an Indianapolis-based accounting, tax and advisory team of 
forward thinking, proactive experts.  Whether you are a start-up business or 
representing a multi-million dollar corporation, Somerset is ready to work 
with  you, not just for  you.

With experts in the following industries, Somerset is capable of helping you 
reach all of your business and financial goals: 

Any firm can give you an opinion. 

We will give you a partner.

 · agribusiness
 · architecture & engineering
 · construction
 · dealerships
 · dental

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

Greenwood - The Greater Greenwood Cham-
ber honored seven companies and busi-
ness people at its Annual Chamber Cel-
ebration held April 16 at Jonathan Byrd’s 
Banquet Center.  The Chamber presents the 
awards annually to acknowledge outstand-
ing business achievement, remarkable con-
struction, and extraordinary volunteerism. 
Included is Ambassador of the Year:  Re-
gina Miller, owner, Geek in Pink Computer 

Repair; Member of the Year:  Brenda Kel-
ley, account executive, Office360; Pride 
and Progress Award - New Construction: 
Endress+Hauser’s Customer Center; Pride 
and Progress Award - Renovation:  City of 
Greenwood’s City Center; Salute Award – 
Large Business:  First Merchants Bank; Sa-
lute Award - Small Business:  Radiological 
Care Services; Salute Award -  Medium Busi-
ness:  Zoë Facility Services.

Greenwood Chamber awards top  
businesses, volunteers 

BIZ BRIEFS

Southport - The 6930 S. Emerson Ave. 
location of O’Charley’s in Southport is 
among several restaurants nationwide to 
undergo a revitalization and reimaging 
plan that features refurbished store 
interiors and exteriors, a new brand mark 
and updated menu items. Inside the 
recently-renovated O’Charley’s, guests will 

find a more expansive floor plan as walls 
have been removed to clear lines of sight 
as well as expose the bar area. The updated 
restaurant also features a signature 
O-shaped booth by the entrance. For 
more information, visit ocharleys.com or 
visit our Facebook page at facebook.com/
ocharleysfans.

Southport O’Charley’s reopens
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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.

Times-Leader Publications, LLC
7670 US 31 S • Indianapolis, IN 46227

Phone: (317) 300-8782
Email: info@businessleader.bz

Founder & Publisher Richard K. “Rick” Myers
Contributing Writer Gus Pearcy

Content Editor Nicole Davis
Copy Editor Katie Mosley

Design/Production Carey Germana

www.businessleader.bz

Copyright 2015© 
Times-Leader Publications, LLC 

All rights reserved.

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

Somehow, corporate America believes that 
more meetings means more business. 
Like everything else in our 

culture, more must be better, right? 
We can spend a third of our work 
lives in meetings. There are meetings 
to touch base, meetings to update 
projects, and meetings to decide if 
we need more meetings. We seem to 
have gotten away from the purpose of 
meetings – to increase business.

Anything else is superfluous.
David Grady explains it this way 

on a TED Talk he gave recently: 
If someone took your desk chair, 
you’d go get it. Think of your time 
as the desk chair. Don’t let anyone take your 
freaking desk chair without a fight.

So I offer tips for making meetings less a 
part of your life and more productive.

Don’t give in to a meeting right away. If 
the purpose of the meeting is not clearly de-
fined, don’t be so quick to RSVP affirmative-
ly. Check with the meeting organizer and ask 
the purpose of the meeting. Ask for an agen-
da. Meetings without an agenda are the great 
time vampires of our businesses. Don’t let one 

of these undefined meetings suck all the time 
out of your day.

On the flip side, if you are the 
meeting coordinator, then make 
sure the meeting has a purpose. 
Then make sure that all the relevant 
parts are available to allow partici-
pants to decide. Plant the right in-
formation. It’s not illegal to do this 
unless you frame someone, then 
we’re talking about crimes.

Have the right people at the meet-
ing. If you have been invited to a 
meeting, find out who is and isn’t 
going to be there. If a final decision 
has to be pushed to the top, make 

sure that your meeting has a clear and concise 
recommendation. If the right people can’t be 
there, don’t go.

Prepare and clearly define expectations. 
Make sure that your meetings are well pre-
pared. If you’re just a participant, make sure 
you are prepared to do your part. Helpfully 
prepare the assembled with expectations and 
get feedback from everyone attending. Distrib-
ute all relevant documents ahead of time and 
ask that they be digested before the meeting.

Don’t brainstorm. Brainstorming can be a 
time suck as well. It’s too polite. Good deci-
sions need to have input from all concerned 
in the meeting. Keep any cookies away, as this 
tends to excite the participants.

Make clear that the meeting zone is a safe 
one. Everyone there has immunity from pros-
ecution. Let them say what they feel as long as 
it adds to the decision at hand. Tar and feather 
those who try to take the meeting away from 
the purpose. It may seem extreme, but trust 
me, you will feel better and more people will 
be wary of taking anything of yours again.

 Consider alternatives to a sit-down meet-
ing. Try a standing meeting. Perhaps you can 
take turns standing on the participants. This 
can speed up meetings. Football players have 
a meeting before almost every play and all of 
them are less than 30 seconds. Invite a player 
to your next meeting. Have a tray of dirt near-
by so that you can draw out everyone’s assign-
ments.

Gus Pearcy
COLUMNIST

How to avoid meeting purgatory
Humor›

End of the road
for common wage
Governor Mike Pence and other 

Indiana GOP legislators are hoping 
to put the nail in the common con-
striction wage law’s coffin—a piece 
of legislation that was adopted in 
the midst of the Great Depression. 
By press time, the repeal had passed 
the Senate and House and is await-
ing Gov. Pence’s John Hancock. 

While nay-sayers fear this will al-
low for less-than-reputable contrac-
tors to take projects away from com-
petitors, legislators will ultimately 
require government contractors to 
undergo a scrupulous qualification 
process—ensuring higher quality 
work in a cost effective manner that 
rewards hard work put in by mem-
bers of the construction workforce. 

The real winners in this whole ex-
change are Indiana taxpayers. With 
government construction projects 
reaching more reasonable prices, 
fewer taxpayer dollars will be re-
quired to help fund such projects.

Free-market wage scales will do 
what the common wage scale has 
failed to—ensure fairness across the 
board.

Wages of all sorts are making 
headlines these days—in Indiana 
and across the country. Common, 
minimum, hazard, severance. Take 
your pick.

Our bet is that minimum wage 
will be the next hot topic in our 
communities as we head into the 
upcoming 2015-16 elections. We’re 
anxious to see which buttons get 
pushed (by whom) and whether 
or not the feds will impose anoth-
er hike before the end of President 
Obama’s final term. 

The Southside Business Leader is published by Times-
Leader publications, LLC. Content published alongside 
this icon is sponsored by one of our valued advertisers. 
Sponsored content is produced or commissioned by ad-
vertisers working in tandem with Times-Leader’s sales 

representatives. Sponsored content may not reflect the views of The 
Southside Business Leader publisher, editorial staff or graphic design 
team. The Southside Business Leader is devoted to clearly differen-
tiating between sponsored content and editorial content. Potential 
advertisers interested in sponsored contact should call (317) 300-
8782 or email sponsored@businessleader.bz.

When your values  
are clear to you, 

making decisions 
becomes easier.

Roy E. Disney, former 
senior executive for Walt 

Disney Company 
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Beck Service Center
6025 Madison Ave.

Indianapolis, IN 46227
(317) 787-5345

Beckservicecenter.com

Best advice: “The upper line is for vanity, 
the bottom line is for sanity.”  A lot of 
people early in their business career, 
myself included, constantly push for 
the higher revenue total, when it may 
be more productive to fine-tune their 
business model instead.

Best business decision: Opting for a 
five-day work week.  The opportunity for 
our employees to use their weekends for 
faith, family and friends proved to be a 
giant morale booster, and immediately 
showed up in the bottom line.

Worst advice:  “You can’t make your 
waiting room non-smoking.”  Long before 
there were smoking laws, I struggled with 
going non-smoking.  Once I did, I had 10 
thank you’s for each complaint.

In five years… I’d like to be able to play 
the piano competently.

Secret of success: Treat people the way 
you want to be treated.  It takes the same 
amount of effort to be positive as it does 
to be negative.  Smile and the world 
smiles with you. Growing up on a farm, 
I learned the value of a hard day’s work. 
Owning a business provides you the 
opportunity to set your own course. The 
ultimate success or failure of the business 
falls directly back on the decisions that I 
make. When it’s all said and done, and a 
fellow sums up his days, I believe that I 
will be able to stand tall and feel pride in 
the career I’ve chosen, and the life that I 
have lived.

How Ben did it?

Getting to know Ben…
•	 I enjoy singing. I sing in the Nativity 

Catholic Church choir, and cantor the 
occasional mass.

•	 I am a big baseball fan. I have 
previously coached in the Franklin 
Township Little League for years and 
am currently coaching the junior high 
baseball team at Nativity. I do cheer for 
the cardinals when they play the reds.

•	 I farm. I started square baling hay 
about 15 years ago so that I could 
teach my boys the meaning of a 
good days work.  I also raise corn and 
soybeans in Bartholomew County.

By Nicole Davis
At Beck Service Center, it’s their job to tell a 

customer what’s wrong with their vehicle, educate 
them and give them options on the repairs. That 
level of communication, along with the friendly 
service from long-time employees, is what Ben 
Stallings says has made the business successful, 
growing five-times revenue-wise since he pur-
chased it 22 years ago.

 “The business has grown beyond my expecta-
tions since I took it over,” Ben says. “It’s all about 
relationships and people. We’re a service industry. 
We depend every day on someone showing up at 
the door. The community is what’s given me what 
I’ve gotten in life.”

Ben grew up in Southern Indiana, moving to 
Indianapolis to live with his aunt and uncle af-
ter losing his parents at a young age. He went to 
work at his uncle’s shop, Beck Service, while in 
high school, sweeping floors and later working 
on brakes. He left to attend University of Dayton 
where he earned a degree in finance. He worked 
in stock broking for nearly four years, and said 
he began looking for a change. While spending some time with his uncle, 
Herman Briggeman, he was asked to help build a new location for Beck 
Service, south of Southport Road. 

Ben began managing Beck Service Center in 1989 and went on to pur-
chase the business in ’93.  

“I closed on the business on my 30th birthday,” Ben says. “As a young 
guy full of ambition, I thought it was the first of many stores. I had visions 
of opening multiple locations. Then, the first store is all-consuming. I had 
probably two years of 80-hour work weeks. I’m a very hands-on guy. It was 
hard for me to get away from the business. That’ probably the toughest les-

son to learn is how to give up control... I liked the way a single operation 
worked. I decided to go bigger in a single operation instead of multiple 
small businesses.”

Bill Amonett became Ben’s business partner in ’96.
“We’ve had a philosophy that we always try to have one of the two own-

ers here all the time we’re open,” Ben says. “It’s freed the two of us up to 
take time off when we need to.”

The business needed more space for parking, so in 2002 it was moved 
to 6025 Madison Ave., Indianapolis. The current location allows for more 
parking space and room to grow as needed. Looking to the future of his 
business, Ben says the biggest challenge is the ever-changing automotive 
industry.

 “Cars are shifting more to more electronics and away from hard part 
failure,” Ben says. “It’s more of an electrical failure. You have to be very 
good in electronics or electrical diagnosis today. Cars will continue to be 
more advanced. The automotive future, we will have to change as a busi-
ness to adapt to the current vehicles.”

Ben says the success of the business is thanks to the community mem-
bers who support it. They began giving all of the teachers at Roncalli High 
School and Jeremiah Gray-Edison Elementary School certificates for free 
oil changes annually. That has expanded to cover teachers at all public and 
parochial schools in Perry Township. 

“We’ve always been proponents of education,” Ben says. “Without edu-
cation, our society would go nowhere. Although oil changes are a small 
token, it’s just a token of appreciation for someone who often does a thank-
less job.”

Beck Service Center also contributes to Special Olympics and little 
leagues in the area. Ben coaches little league baseball in Franklin Town-
ship, the Nativity Catholic School junior high baseball team and CYO 
Baseball. He lives in Franklin Township with his wife, M.J. and five chil-
dren, Ray, Andrew, Kyle, Anthony and Alexandra. 

In the end, Ben says it’s the shop’s trustworthiness and friendly person-
nel that have made the business successful, and what they will continue to 
offer to maintain that level of business and growth. 

“We certainly have the room to expand,” Ben says. “I want it to be a con-
trolled expansion. In my early days it was all about revenue. As I’ve gotten 
older, I’ve realized that it’s all about quality not quantity. Run your business 
smarter and it will take care of itself.”Ben and M.J. Stallings.

Ben Stallings focuses on serving his community both in and outside  
of his Perry Township business, Beck Service Center

‘Beck’oning forward

From left, Ben Stallings, service advisor Russ Dillard, service advisor Randy Chittenden and business partner Bill 
Amonett.

Photo by Nicole Davis

Photo by Nicole Davis



6   May 2015 • businessleader.bz Southside Business Leader

Jim Ittenbach is owner of SMARI, a research company, and he 
offers insights based in his years conducting research.

Jim Ittenbach
COLUMNIST

A recent newspaper article stated that 
within Indianapolis-area communities 
a black man is three times 

more likely to be arrested than a white 
man. An alternative viewpoint could 
say that a black man is three times 
more likely to commit a crime than a 
white man.  

While both statements are sup-
portable by the same facts, one sug-
gests that a problem may exist with 
the way police profile black men, 
while the alternative suggests that a 
problem may exist in the way black 
men are raised.

According to CNN 
anchor Don Lemon in a 
commentary that blew 
up social media, “More 
than 72 percent of chil-
dren in the African-
American community 
are born out of wedlock 
and raised in homes with absent fathers. And 
studies show that the lack of a male role model 
is an express train right to prison.” Not that I 
agree with a belief that the absence of a father 
equates to guaranteed criminality, but that it 
does put extreme burdens upon any family. 

Here are the facts. A black male is three 
times more likely to be born out of wedlock 
(78 percent) than a white male (26 percent). 
A black male is three times more likely to be 

raised by a single parent (67 percent) than a 
white male (25 percent).  Black males repre-

sent 6 percent of our population 
but account for about 50 percent of 
our prison population. Here is one 
more fact: The student dropout rate 
for black males (48 percent) is two 
times that of a white male (22 per-
cent). 

With the focus upon education, I 
believe we are closing upon a like-
ly cause. A recent national research 
study that I conducted revealed that 
the leading indicator of a satisfying 
life was education. Education was 

also the leading indicator 
of a successful marriage, 
continuous employment 
and a sense of happiness.

So which facts reflect 
a symptom and which 
ones a cause? This ques-
tion is easily articulated 

but demands a complex answer.  We can fo-
cus our attention and resources upon police 
training as it will provide better outcomes for 
all. But until we embolden family structures 
that nurture steadfast and willing learners, I 
doubt that these facts will improve. Live long 
and prosper.  

Education as a top priority  
creates a life of satisfaction

BIZ RESEARCH
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“…the leading indicator of a 
satisfying life (is) education.”

Andrew Angle is the owner of Net Gain Associates, Incorpo-
rated.  He can be reached at (317)534-2382.

Last year, the number of daily Google 
searches coming through mobile devices 
surpassed searches from 

computers. On April 21, Google took 
action to better serve the majority 
of users who now use little screens. 
If your business gets revenue from 
search engine traffic, this new Google 
update is likely to make an impact 
... for the worst if your site is mobile 
responsive and for the best for those 
who take action.

If you have ever searched the web 
through a smartphone you probably 
found that some websites look iden-
tical on tiny screens as 
the do on desktop moni-
tors. To read them you 
have to zoom in, drag 
the page side to side, and 
use surgical precision to 
tap the correct buttons 
on the navigation menu. 
Despite the awkward ef-
fort required to use the 
site on your tiny display, at least you were able 
to find a business that offers whatever you 
were searching for, place a call, and maybe 
even become a new customer. The business 
you discovered still gained a new visitor de-
spite the website’s lack of mobile friendliness.

Things are about to change. 
Google announced that the search engine 

giant is testing sites for mobile responsiveness 
and, during the few weeks following, sites that 

don’t pass the mobile test will be 
dropped from the search results for 
smartphone users. For smartphone 
users, this is good news. For busi-
nesses that ignore Google’s warn-
ings, the results could be dire for 
online marketing efforts.

While this update is initially be-
ing aimed at search results through 
smartphones, handing your site’s 
mobile traffic over to your compe-
tition may impact your search po-
sitions on desktop searches as well, 

since Google’s ranking 
algorithm cares so much 
about user engagement. 
When sites lose traf-
fic, they tend to lose au-
thority. It’s the sites with 
higher authority that get 
the higher positions and 
the resulting traffic that 
turns into customers. 

To test whether or not your page passes 
Google’s mobile friendliness test, try the free 
tools available on http://BusinessLeader.bz/
mobiletest and share.

Google’s ‘Mobilegeddon’ strikes:
This is no ordinary update

BIZ WEB

“For businesses that ignore 
Google’s warnings, the results 

could be dire for online 
marketing efforts.”

Andrew Angle
COLUMNIST



Food • Fun • Networking

2015 COVER PARTY

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

Thursday, May 21
4:30-6:30 p.m.

Simons Bitzer
8350 S Emerson Ave #100

Indianapolis

Join us for the Southside Business 
Leader’s May Cover Party presented by 
American Family Insurance (Matthew R. 
Green Agency, LLC) and Simons Bitzer. 
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: March cover, Augustus (Gus) 
Rojas, The Palms Banquet & Conference 
Center; April cover, Marlo & Tracy Webb, 
Metro Printed Products; and May cover, 
Ben Stallings, Beck Service Center.

Presented by
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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/.

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

YOUR BUSINESS

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.

THE PERSONAL TOUCH

Scott Flood
COLUMNIST

The phrase “loose lips sink ships” is more 
than just a handy bit of homespun advice. 
It was a serious warning for 

Americans who lived during the 
World Wars of the last century. It’s 
also valuable advice for social media. 

“Loose lips” was a reminder that 
sensitive data that was discussed 
publicly could be overheard by those 
working for the enemy. An offhand 
remark about a supply ship’s desti-
nation could put it in the crosshairs 
of a submarine’s periscope. 

Even if you don’t refer to the busi-
ness world with military metaphors, 
intelligence about what a competi-
tor may be doing can be amazingly powerful. 
And information that may not actually reveal 
a company’s strategy may damage its reputa-
tion. Just ask companies that have seen “inter-
nal” email messages pop up in the newspaper.

Unfortunately, there are managers and em-
ployees who seem to have little appreciation 
for the potential danger associated with casu-
ally guarded secrets and other information.  
While this lack of common sense about sensi-

tive information has long plagued companies, 
the explosion of social media has exacerbated 
the problem. People who have no compunc-

tion about posting the most inti-
mate details of their private lives 
seem to take a similar approach with 
workplace information. 

It isn’t always sensitive or confi-
dential information about a com-
pany. Sometimes, it’s just a matter 
of airing dirty laundry in a public 
forum. I suspect the posters believe 
that the information is accessible to 
only their friends or connections, 
but these sites have confusing and 
ever-changing approaches to priva-
cy. If a mutual friend comments on 

that employee’s post, a third party may be able 
to see it. The same holds true with email. Con-
sider how damaging archived emails 
have been to companies and elected 
officials in recent highly publi-
cized cases. 

In the current rush to share ev-
erything with everyone, it’s impor-
tant to remember that some infor-
mation needs to be handled with 

discretion. Maybe you really shouldn’t tweet 
those rude comments about the manager you 
dislike. Perhaps you shouldn’t share that facet 
of your company’s planned strategy in a Linke-
dIn discussion group. It probably isn’t a good 
idea to commit some of those ugly thoughts 
about a political opponent to email. Even in 
this well-connected age, some things probably 
are best left to old-fashioned, private, face-to-
face conversations.

Loose lips really did sink ships in the past. 
Today, they can sink your career – or even 
your company.

Loose lips (and posts) sink ships

Erin Smith
COLUMNIST

A great article in Fast Company caught 
my attention recently, “How to Balance 
the Fear of Failure with the Prospect of 

Regret” an excerpt from Jon Acuff ’s 
book Do Over: Rescue Monday, 
Reinvent Your Work, and Never 
Get Stuck. How often do you find 
yourself presented with opportunities 
that seem like “once in a lifetime” 
moments? Or at least you tell yourself 
this in hopes that by doing this 
one thing your business is going to 
increase net revenue by 50 percent or 
profits will surge 200 percent. 

You know the feeling – like hit-
ting the lottery.  Funny how we take 
time to dream about these scenarios 
that would land us on the front page of Entre-
preneur or Fast Company poising with Rich-
ard Branson, and yet, sobering when you re-
alize how very little these come to fruition. 
Instead, betting on the execution of a well 
thought out plan, day to day hard work and 
measuring your business activity will actually 

increase your odds of hitting the jack-pot of 
success.  

So, why are we lured down this path? Acuff 
explains we allow the “what if ” game 
to take over our rational thinking, 
and before you know it, the fear of 
missing an opportunity is equally as 
scary as picking the wrong opportu-
nity. Many times this stagnates our 
growth or even worse, paralyzes our 
decision making capacity.  

Acuff contends that fear of fail-
ure is a much different animal than 
the fear of regret. I had not thought 
about missed opportunities in this 
way before, and I really think it is 
smart. Failure is typically short lived 

and in the moment like losing a contract, 
picking a shoddy vendor or hiring the wrong 
employee. All of these failures can typically 
be righted or the pain of the loss is temporary 
and guides you to a different path where you 
will be faced with new choices.  Regret, on the 
other hand, he likens to a “slow burn.” One 

that is with you when you wake up and when 
you go to sleep, that you never quite shake off.  
His analogy from the article sums it up, “If 
fear is a tidal wave, large and loud and tempo-
rarily very powerful, regret is a small stream 
that cuts a canyon into your heart slowly over 
time.” 

The next time you are faced with a business 
opportunity, instead of asking “what if I miss 
out on something” or “what if this is a once in 
a lifetime chance”, try asking a different ques-
tion to yourself. Try this one: If I choose this 
opportunity and fail, will I regret not trying?  
Your answer may surprise you. Imagine all 
the time you will gain skipping the negative 
“what if ” spiral downward. I am betting on a 
slow and steady rise to success, not the lottery 
version. Although, I do have to admit, I would 
love to meet Richard Branson!

Fear of failure or fear of regret
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A dining dream
Growing up, Mark Henrichs says he was al-

ways called a daydreamer. Henrichs decided 
to take that character trait and incorporate it 
into his Greenwood business, Revery, which 
opened in October. Bar Revery opened in 
March.

“Business has been pretty good so far,” Hen-
richs says. “It’s over-exceeded our expecta-
tions. There’s a need for more upscale restau-
rants here.”

 The business namesake derives from the 
French word reverie, which means to day-
dream. The restaurant which serves fresh, 
fine-dining food has butcher paper and cray-
ons on the tables for everyone to draw on. 
They serve popcorn instead of bread service. 
Each guest gets a piece of cotton candy at the 
end of a meal instead of dinner mints.

“Every day is a new day,” Henrichs says. 
“We’re always tweaking something. We’re al-
ways learning from our customers. We’re al-
ways evolving. We’re always thinking of new 
ways to do something different for the restau-
rant, to add some character and experience to 
the guests that they never had before.”

Henrichs and head chef Danny Salgado 
have put a lot of their own personalities and 
work into the business. They chose to keep 
the wood floors from the original 153 year-
old building in Old Town Greenwood. Hen-
richs used old barn wood from his dad’s farm 
for the décor. They order local food whenever 
possible, which they said became more avail-
able in the spring.  They are currently finish-
ing a patio area, and plan to host outdoor par-
ties in the warmer weather months.

“We’re dedicated to bringing a service of 
good food and drinks to Greenwood,” Salgado 
says.

Why did you open this business?
“I moved to the Richmond Hills neighbor-

hood and I was tired of going downtown to get 
finer, farm-to-table, local food where the food 
is the focus and not the atmosphere. There’s 
not really a place here where you can get more 
upscale farm-to-table food.”  - Henrichs

What did you do to prepare  
for opening your business?

“I went to three banks and got denied for a 
loan. I got the loan on the fourth bank I went 
to. We were initially going to open in Irving-
ton and that fell through. We got with an in-
vestor that believed in us and here we are.” - 
Henrichs

“We’ve watched it grow. There were all 
kinds of walls in here. The original brick was 
covered up. The original floor was covered up. 
We were able to expose all of that.” - Salgado

“My 12 years’ experience, I’ve lived in 5 dif-
ferent states and out of the country. Danny 

has done double that. That really prepared us 
working with great people and learning about 
good food all around. We didn’t just go from 
culinary school 15 years ago to owning a res-
taurant. We paid our dues. We did it the right 
way.” - Henrichs

Who is your ideal customer/client?
“Someone who enjoys food and likes sup-

porting locally-owned business. People that 
are a little adventurous; we do sweet breads, 
off-cuts of meats. We cook everything prop-
erly.” - Salgado

“People that are self-proclaimed foodies 
that like cooking for their families can come 
here and see what we do and go try it at home. 
We get very high-quality ingredients and I 
think our price point is very low. We get bet-
ter stuff here than we did downtown and we 
can charge a fraction of the price because our 
overhead isn’t out of this world.” - Henrichs

How do you plan to be successful?
“Danny and I are here every single day, 12-

16 hours a day. We’re off on Mondays but 
we’re still here ordering and experimenting 
with new ideas and techniques to see how 
things change. We keep evolving with the 
seasons. We’re not doing the same thing over 
and over again. We cook for Greenwood be-

cause in the end, we’re locals and we’re here to 
cook for locals. We want to keep the commu-
nity tight-knit and providing products from 
Indiana as much as possible. We hire local, 
too. We’re training young cooks, 17-28 years-
olds, to be the next chefs when we’re gone. It’s 
about training them and bringing quality tal-
ent here.” - Henrichs

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

“When we go home we don’t eat fine dining 
food. We order carry out. We nitpick all day 
long; when we go home we want something 
else like Chinese carry out, pizza, ice cream... 
We don’t have a microwave or a walk-in freez-
er. Everything that comes in that back door is 
prepped that day and served that day. A cus-
tomer will have to wait 25-30 minutes to get a 
well-done steak. I don’t know if many places 
can say that they cook without a microwave or 
freezer.” - Henrichs

Mark Henrichs offers creative dining experiences  
for customers at Greenwood’s Revery

Revery
299 W. Main St.

Greenwood, IN 46142
(317) 215-4164

reverygreenwood.com

Photo by Nicole Davis

Revery owner Mark Henrichs and lead chef, Danny Salgado.

We’re always  
tweaking something. 
We’re always learning 
from our customers. 

We’re always evolving. 
We’re always thinking 

of new ways to do 
something different for 
the restaurant, to add 
some character and 

experience to the  
guests that they  

never had before.
~ Mark Henrichs
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All Type Clock Shop
3190 S. Keystone Ave.
Indianapolis, IN 46237

(317) 782-0082
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Times are changing
By Nicole Davis

A ticking sound fills All Type Clock Shop as hundreds of 
clocks count the time as it passes. Grandfather clocks line the 
entryway as time pieces of all different sizes are on display 
through the store. 

Joe Morgan has seen a significant change in sales and repair 
work since he started the shop in 1982. Family heirlooms have 
switched from the form of a mechanical, antique clock to more 
electric and battery-operated pieces.

“I still enjoy the antique clocks,” Joe says. “I enjoy saving a 
piece of history. I feel like a caretaker, passing it onto the next 
generations. I enjoy the rare clocks. When someone comes in 
and gives you a story, such as ‘this was my great-grandmas and 
I remember it ticking up on her shelf,’ that’s exciting. It gets you 
motivated... I really hope the antique clocks will be appreciated 
for what they are; the way they were made years ago, hand-

made, I hope people will appreciate the quality of work that 
those guys and gals did back then.”

Growing up, Joe would visit flea markets with his father, 
purchasing antique clocks and reselling them. It started in 
high school when his dad, Denton Morgan, received two of 
Joe’s grandparents’ clocks. The father and son pair each took 
one to restore.

“My dad was very hands-on,” Joe says. “He loved to tinker 
with things, but he really got me into restoration. When we 
would go to the flea markets to buy a clock, we’d buy it for say, 
$25, repair it and sell it for $75. Being in high school, that was 
exciting. My love for clocks grew from there.”

Joe eventually went to work for Rick Weber of Rick’s Clock 
Shop, then the largest clock shop in the Midwest. He opened 
All Type Clocks in a small, two-room building. The business 
has grown, filled with hundreds of clocks and staying busy 

with repairs. He stays up-to-date on the industry as a member 
of the National Watch and Clock Association and is president 
of the local Chapter 18 club. 

“Repair-wise we are booming,” Joe says. “We do a large 
amount of repair and as our title says, all types of repairs.”

Christmas is the shops busiest time of the year, but Joe rec-
ommends getting the clocks in early as it can take time to get 
all of the parts in and work done.

“We try to do every clock like it’s our own,” Joe says. “That’s 
what we’ve always worked at. We try to please people. We can 
make these look beautiful on the outside, but if they mechan-
ically do not run correctly, people aren’t happy so we try to 
make sure we take care with each clock. We take pride in do-
ing it the correct way.”

Photos by 
Nicole Davis

Pictured: Joe Morgan opened All Type Clock Shop 
in 1982, specializing in repair for antique, electric, 

battery-operated clocks, jewelry and more/ 
Grandfather clocks line the entry and aisles of All 

Type Clock Shop. Repair is constant for Joe Morgan 
as he shows the gears one clock in his shop.

Joe Morgan sees a shift from antique  
to electric and battery-operated repairs through 

his years of owning All Type Clock Shop
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

While it is true that different people are 
motivated by different things, when 
it comes to employees, one thing is 

universal. Money motivates behavior. 
The age old question, though, is how 
best to pay people to get the level and 
type of performance that you want.

One form of compensation gain-
ing popularity is stock options. The 
stock option given to specified em-
ployees of the company gives them 
the right, but not the obligation, to 
buy a certain amount of shares of 
the company at a predetermined 
price. The idea behind stock options 
is to align employees’ perspectives 
with those of shareholders. In the-
ory, when employees have compensation tied 
to your company’s performance, they think 
about the big picture and work to ensure that 
their behaviors are in the best interest of the 
organization. Unfortunately, very little re-
search has examined employees’ perceptions 
of and satisfaction with this type of compen-
sation.

Researchers set out to examine this ques-
tion. Generally, they found that companies 
offering stock options significantly outper-
formed their peers that didn’t. Even when 
companies limited stock option plans to just 
the executive level, they saw significant pro-
ductivity gains. However, they did find a dif-
ference in the way that employees viewed this 
compensation.

Executives who received stock options 
tended to see them as something that helped 
their productivity, enhanced their willingness 

to stay with the firm, and strength-
ened their commitment to the long-
term success of the organization. 
These executives tended to retain 
their stock in the organization for a 
longer period of time. On the oth-
er hand, nonmanagerial employees 
tended to view stock options merely 
as a short-term bonus. Unlike exec-
utives, they tended to exercise stock 
options – meaning sell their stock 
– quickly. Consequently, any pro-
ductivity gains seen before the stock 
was granted did not last.

From this research, it appears that firms 
would be best advised to limit stock-option 
compensation to those at the highest levels of 
the organization. Cash bonuses, or other in-
centives intended for short term productivity 
improvements, are better suited for rank and 
file workers.

………………………………………………
Reference: Sesil, J. C., & Lin, Y. P. (2011).The 
impact of employee stock option adoption and 
incidence on productivity: Evidence from U.S. 
panel data. Industrial Relations, 50(3), 514-
534.

Stock options as compensation
BIZ MANAGEMENT

Dan Miller is founder and president of Historical Solutions 
LLC - Ideas and Inspiration Through History. Dan uses history 
to help people strengthen their leadership. His website 
is historicalsolutions.com.

This I believe: the past can help you 
become a better leader. History (a partial 
construction of the total past) 

is a vital resource that can improve 
every leader, yourself included. Ignore 
history and the past, and you waste a 
resource. You lose an opportunity.

My guess is that you want to 
make the most of every opportunity 
you can.

So, I’d like to introduce you to his-
tory as a resource for your leader-
ship. Specifically, let’s take a differ-
ent look at the late 1930s. My hope 
is that you’ll find a key takeaway for 
one specific aspect of your leader-
ship. That aspect is visioning. Looking ahead. 
Trying to see the future and preparing your 
followers for what’s coming.

The late 1930s featured 
two different futures. See 
which of them best de-
scribes the way you see the 
future as a leader.

The first is the World’s 
Fair of 1939 in New York 
City. The theme of the 
World’s Fair was “Dawn of 
a New Day.” True to its la-
bel, this was the first such 
fair to focus entirely on 
the future. More than 44 
million visitors toured ex-
hibitions that included 
“The World of Tomorrow” 
sponsored by General Mo-
tors. The exhibit predicted 
a future where motor traf-
fic would move by radio 
frequencies, a population 
shift from cities to villages 
that specialized in farming single crops, the 
reduction or disappearance of personal pos-
sessions, and a mandated two months’ vaca-
tion for every adult worker.

That was one way of perceiving the future 
in 1939. From a leadership perspective, it was 

“the future as prophecy.”
A second way of the future began in the 

mind of one person.  He was Gener-
al George C. Marshall, newly named 
Army Chief of Staff by President 
Franklin D. Roosevelt. With his ap-
pointment, Marshall bore the brunt 
of responsibility for organizing the 
US Army for a potential war. At the 
time of his promotion to Chief of 
Staff, nations were waging wars sep-
arately in Europe and Asia.

Marshall envisioned a future 
where American soldiers would ex-
perience a very different form of war 
than had been known before. He 

was honest with himself and with others — we 
are unprepared for such a fight. As a result, 
Marshall began to formulate the revolution-

izing of American military 
training.

He started laying the 
groundwork for what 
would become an unprec-
edented scale of war-train-
ing. Known as the Louisiana 
and Carolina Maneuvers, it 
would involve hundreds of 
thousands of new soldiers, 
operate over thousands of 
square miles, use extended 
phases of days and weeks, 
and incorporate dynamic 
design changes. Marshall 
demanded the new—new 
methods, new equipment, 
new strategies, new pa-
rameters. Ultimately, Mar-
shall would replace 75% of 
his top tier of commanders 
after this training was over.

This second way of look-
ing ahead could be termed 
“the future as preparation.”

Be honest with yourself. 
Think back to the last time 
that you as a leader stood 
in front of your followers 
and, as a group, grappled 
with the future. Was it “fu-
ture as prophecy” or “fu-
ture as preparation”?

For me, I don’t take two 
month vacations or work 
in a farm village raising a 
single crop. Also for me, 
I do understand the out-
come of World War II and 

its impact on us today. I’ll go out on a limb and 
say that George Marshall got it right.

1939 visioning: Two futures
BIZ HISTORY

Pennsylvania Railroad PRR S1 6-4-4-6 steam locomotive at the New York 
World’s Fair, July 15, 1939. Photograph is in Public Domain at the Library of 
Congress (Gottscho-Schleisner, Inc., photographer).

George Marshall, 1947. Wikipedia 
photograph used with Creative Commons 
Attribution (Dutch National Archives, The 
Hague).

Dan Miller
COLUMNIST

Carolyn Goerner
COLUMNIST
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Spreading spirit
Growing up in a small town, Dawn and 

Ryan Hoffman said they always had a reliable 
vendor from which to purchase spirit wear. 
They say that they noticed a need for a locally-
owned business in Greenwood that residents 
could talk to for custom apparel on the South-
side. Dawn opened Bleacher Fanz on May 17, 
2014.

“The local support has been very receptive,” 
Dawn says. “It seems that the local communi-
ty is very excited to have this type of shop. We 
have a quick turnover. Customers can come in 
and select one shirt for themselves. They don’t 
have to order in large quantities. Kids like 
coming in and designing their own shirt and 
watching it being made.”

Bleacher Fanz has seen business come 
from Greenwood, Center Grove, Our Lady of 
Greenwood, Whiteland, Franklin and South-
port schools, but they can serve any custom-
er’s needs for custom apparel and do ship 
product. Their retail shop has a collection of 
products from logo and custom apparel, uni-
forms, sublimation, rhinestone creations, let-
ter designs, hair bows, pom-poms, sunglasses, 
jewelry and more. 

The entire family has gotten into the busi-
ness, and Dawn says their children, Bryce 
and Brie are often in the shop, helping after 
school. Dawn says they continue to look for-
ward to growth through word of mouth in the 
community.

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

Before we opened and on-going we gain 
advice from our family and friends. There 
are many valuable pieces we have been given.  
We’d say the most valuable is also our most 
challenging: Pull yourself away from your 
work once the open sign is off.  We could work 
this business 24 hours a day. We are blessed to 
have our reoccurring customers and all new 
customers who walk in our doors.

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

The things that have changed are the many 
ways we are receiving orders.  It’s not just the 
customers arriving in the store on Madison 
Ave. We do have more foot traffic but addi-
tionally more online orders, customers texting 
in orders, emailing orders and Facebook or-
ders. Social media is huge in getting the word 
out there about the new designs we offer.

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

The biggest challenge is to pull ourselves 
away from the store at closing time. There 
is always something to do and we could be 
working 24 hours a day.  

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

From family and friends who own their own 
businesses we knew this would impact our 
family in the amount of time it takes to keep 
the business moving. I feel we researched and 

explored a great amount before we began this 
adventure. I cannot say we “wish someone 
would have told us” before we ventured into 
this business, other than how good it feels to 
see your work on customers. The pride we get 
when seeing our work around town is hum-
bling. We enjoy seeing many kids and parents 
wear our designs or their creations that we 
could make come to life and show it off on a 
shirt. We love having kids come into the store 
and to see their excitement when they care 
create their saying or their own shirts is ex-
citing.  

Dawn Hoffman celebrates the first-year  
anniversary of Bleacher Fanz in Greenwood

NOW THAT WE’VE BEEN OPEN

Bleacher Fanz
640 S. Madison Ave., Suite A

Greenwood, IN 46142
(317) 215-4316

bleacherfanz.com

Photo by Nicole Davis

Dawn and Ryan are pictured with their children, Bryce and Brie.

The local support has been very receptive.  
It seems that the local community is very excited to  
have this type of shop. We have a quick turnover… 

~ Dawn Hoffman
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HENDRICKS COUNTY

Celebration of 
SMALL BUSINESS

For more information, call: 317.300.8782 or visit online at: exceleratehc.com

DON’T 

MISS IT!

2353 East Perry Road
Plainfield, IN

Banquet and
Conference Center

Keynote Speakers:
Clay Robinson and Omar Robinson 

with

Presented by

Clay Robinson Omar Robinson

Hendricks Regional Health: 
Pathway to a Healthy Business

Visit Hendricks Regional Health’s “Pathway to a Healthy Business” 
to learn how you can foster a healthy business environment. Repre-
sentatives from Hendricks Regional Health will provide helpful tools 
and resources on employer health topics including sleep disorders, 
occupational medicine and healthy nutrition.

May 7, 2015
3-7pm

[FREE to Attend]
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PEER TO PEER

BIZ BRIEF
Lisa Franklin joins Family 

Counseling Associates 
Lisa Franklin, MSW, LCSW, CSAYC, joins Re-
nee Heldman, LMHC and Whitney Souders, 
LMFTA in their Greenwood location, locat-
ed off Main Street. Lisa started her career 
as an Elementary School teacher and has 
more than 20 years of experience working 
with children of all ages. Lisa works with 
children, adolescents and their families to 
help them learn ways to improve their lives. 
Lisa has specialized training in Trauma Fo-
cused Cognitive Behavioral Therapy (TF-
CBT), Intensive Behavioral Interventions for 
children with autism, and adolescents with 
sexually deviant behaviors (CSAYC). Renee 
has been counseling individual adults and 
couples more than five years, with experi-
ence working in both private practice set-
tings, as well as inpatient psychiatric care. 
Whitney has experience leading teen drug/
alcohol recovery groups and carries profi-
ciency in treating marital distress, and fam-
ily issues.Lisa, Renee and Whitney offer 
evening appointments and some Saturday 
appointments. For information, call (317) 
585-1060 or visit fcahelp.com/index.html.

It was a year ago at this time that I introduced 
my first gratuitous newspaper column. It 
happened to be the announcement of the 

new Greg Hubler Chevrolet in Mooresville. 
Well, this is my second annual 
gratuitous newspaper column. It’s 
announcing the brand new Christi 
Hubler Chevrolet in Crawfordsville. 
At 27, Christi is probably the youngest 
dealer in the nation, according to 
Chevrolet. She is starting the store on 
her own, and she is not inheriting a 
mature store from her father. 

Now, I have to make this a legiti-
mate small businessman advice ar-
ticle or it will be thrown in the trash 
bin of gratuitous garbage. So here is 
the legitimate tie-in: After a year, I 
reported the Greg’s dealership has been do-
ing very well, profitable every month. Why? 
On principle, it’s because he held on to the 
basic elements of “keeping the customer hap-
py, plus people, processes and products.” A 
year later, he has remained true to his roots. 
Daughter Christi is equally insatiable on her 
desire to adhere to the fundamentals of run-
ning a small business.

Today, I learned a bit of information I find 
rather humorous. Well-run businesses have 
a daily operating control document that tells 

where you are at any given time in the month 
on your profit/loss picture. Typically this doc-
ument would have the critical sales and ex-
pense numbers posted on a daily basis with a 

“rate of travel” net profit affixed to it 
so that at any time of the month, you 
know if your company is profitable 
or not profitable. It is the critical 
tool or dashboard that aware man-
agers utilize. 

I have come to find out that the 
daily operating control document, 
or DOC Greg uses to guide his 
plane, will be the same instrument 
cluster that my daughter will be us-
ing the fly her plane. What is the sig-
nificance of this? It is the fact that 
Greg will be judging his company 

with the identical set of matrix that Christi 
will be using for operating her business. This 
means that of all the critical statistics that a 
dealership creates on a daily basis, they will 
be judging one another on an identical set of 
matrices. As a dad, I’m thrilled at the thought 
that this will invite all kinds of bickering, jeal-
ousy and competition between two highly 
competitive kids. Who is going to win the bat-
tle? The customer, the manufacture and the 
employees, that’s who is going to win.

As a proud dad here, all I have to say that 

it’s all about the basics, satisfying the custom-
er and people, process and product. Game on. 
May the best man, err person win. 

Howard Hubler
COLUMNIST

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

Business profit/loss… the family picture

Christian Maslowski is President & CEO of the Greater Greenwood Chamber. At 800 members strong, the Chamber is known for 
having one of the most active membership bases and some of the best-run events among chambers in the state. Christian may be 
reached at christian@greenwoodchamber.com.

Christian
Maslowski

A trio of companies were honored with 
Salute Awards at the recent Greater 
Greenwood Chamber’s annual 

celebration. The award recognizes 
Chamber member businesses that 
have demonstrated success in growth 
and stability, commitment to quality, 
creative or unique solutions to 
challenges, and/or entrepreneurial 
spirit. 

They are a diverse group, for sure: 
a bank, a building services company 
and a medical equipment sanitation 
service, representing varying sizes 
and ages.

Yet, their 
leaders all have 
something in 
common: they 
share a passion 
for what they 
do. A passion 
for their work, 
you ask? That’s 
right. Perhaps 
like you had for 
your lemonade 
stand when you were a kid, for example. 

Remember those days? You couldn’t wait to 

get to work. 
Recall the thrill of serving that first custom-

er…and pocketing that first quarter? 
Remember the ideas you had to 

expand your business? Small cups 
and large? Cookies to go with that 
lemonde? Free delivery on your bi-
cycle?

And what about that marketing 
effort? Younger siblings recruited to 
wear sandwich signs as they paraded 
up and down the street!

But most of all, remember your 
drive and ambition. Your motiva-
tion wasn’t tempered by concerns 

about legal is-
sues or com-
petition. Heck, 
you probably 
didn’t even 
know what they 
were at that age. 

You just had 
an unfettered 
desire to make 
money, bol-
stered by un-

limited quantities of confidence, optimism 
and passion. 

Well, that was yesterday, and 
this is today. Or is it?

We’ve all been down a long road 
together the past half-dozen years or 
so. Perhaps your confidence and your 
daring have eroded a bit during that pe-
riod. But those three Chamber award win-
ners decided to lead with assurance and 
optimism. They are successful because they 
captured and continue to employ the confi-
dence, focus, and passion they had at the be-
ginning of their business careers.

You can recapture that optimism and ex-
citement from your youth and apply it to your 
business today. Your “lemonade stand” may be 
an insurance agency or a dental practice. No 
matter. Take the opportunity of springtime 
and new beginnings to breathe some enthusi-
asm and spirit into your business. Remember 
why you started or joined your business in 
the first place and the passion behind your 
decision back then. 

Rekindle your passion, then put that ex-
citement to work. 

Business … and Passion

BIZ LOCAL

“Take the opportunity of Springtime 
and new beginnings to breathe some 

enthusiasm and spirit into your business. 
Remember why you started or joined your 
business in the first place and the passion 

behind your decision back then.”
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Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

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

Lately, the often used 
question to start a 
conversation has 

opened a huge can of 
worms. “So, how is work 
going?” The answer is 
usually one that speaks 
to the stress at work and 
normally is not, “It’s going 
great; it’s a stress free 
zone!” I have found lately 
that many people are just 
easily agitated. 

This topic had me do some extra research. 
Did you know that last year a Forbes survey 
of employees showed that 35 percent of the 
respondents contemplated leaving their job 
because of workplace stress, while another 42 
percent actually left a job because of it? I am 
in the recruiting industry, and we are seeing 
the levels of people moving jobs as high as it’s 
ever been. We are hearing from recruits that 
stress and work-life balance is a huge struggle 
right now. 

I was in a conversation with some business 
friends last week and they are also seeing that 
people are a bit edgy right now. We deter-

mined it to be a feeling of unsettledness. Its 
not that they are unhappy, but they are unsure 
and the stress feels like its mounting.

The reality is that we are in a “It’s not too 
hot, not too cold” type of environment. People 
feel like they should be winning but are just 
stuck in the same place. Employees are feeling 
an overall general discontent. It’s hard to pin-
point – but it’s there.

What’s causing this? 
It’s a combination of things. When they are 

mixed, it can become a bad recipe:
• Poor relationship with supervisor
• Low growth or no growth  

over previous performance
• Heavy workload or increased hours
• Poor performing co-workers
• Personal issues – family conflicts, 

money, relationships
• Changing work hours or shifts
• Lack of recognition 
• Poor training and development 

programs

What can you do about it?  
Don’t panic, you can help find ways to bring 

calm to the storm:
• Encourage the use of earned vacation 

time as long weekends or ½ days to relax
• Recommend that everyone utilize their 

wellness plan and get a yearly check up
• Encourage and train on how to have 

healthy conflict to resolve possible 
workplace drama

• Rid the workplace of underperforming 
employees that bog down and burden 
high performers

• Have company wide events and 
meetings to allow time to interact in a 
fun atmosphere

• Encourage employees to take a walk at 
lunch or, at a minimum, get away from 
their desk

• Start leadership development and 
additional training to foster mentorship 
and future leaders

• Create a great ideas box for suggestions 
or implement a quarterly recognition 
program

A healthy culture and environment helps 
keep stress in the workplace to a minimum. 
The above are all possible ideas but one of the 
best is to simply ensure that your leadership 
is clearly expressing realistic performance ex-
pectations, providing effective feedback, and 
consistently praising efforts. So, loosen your 
tie, put your negative thoughts to the side and 
find some ways to make the work fun again.

Why is everyone so uptight?

Mike Heffner
COLUMNIST

PERSONNEL MATTERS

With the recent passing of the RFRA 
bill and hubbub it caused, then not 
rescinding the bill but amending 

it to “clarify” RFRA, more and more 
business people are afraid to state 
their beliefs for fear of some type of 
retribution by some segment of the 
population – including customers or 
vendors.

Here are my beliefs laid out here 
for you to see…

I believe in Almighty God, His 
Son Jesus Christ and the Holy Spir-
it. I believe in the United States of 
America and for what it stands: 
freedom to pursue life, liberty and 
happiness. 

I believe in the family unit starting with a 
father and a mother (or husband and wife if 
you will, but each taking the roles of the father 
and the mother).

I believe in you, my fellow American, my 
fellow Hoosier and my fellow business person. 

I believe in free enterprise and the free-
dom to choose.  I believe you have the right to 
choose (whatever you choose). I don’t have to 
agree with it nor do I have to accept it as my 
choice, but I do have to acknowledge it and 

respect it as your choice. 
And, I’m not going to hold it against you or 

base my business decisions on it.
The United States of America isn’t 

a perfect place. We, as Americans, 
have made mistakes. You and I have 
made mistakes, too, and that’s what 
makes us who we are today. You 
and I have failed forward, learned, 
improved and corrected our errors 
just like others in the United States 
have done. Who we were has made 
us a better people today because 
of those mistakes and our learning 
from those mistakes.  I believe that 
to think we are our mistakes of years 

or centuries ago is naïve and, quite frankly, ig-
norant. 

So if my beliefs make me an Archie Bun-
ker type … so be it.  Take a stand and be who 
you are. It may not be perfect, but neither am 
I, nor is anyone else. That’s what makes us 
unique and provides us our strengths. And 
our strengths are what make our businesses 
strong, too.

Jack Klemeyer
COLUMNIST

Another Archie Bunker?
COACH’S CORNER

Publicity photo from All in the Family. Pictured are Archie 
Bunker (Carroll O’Connor) and his new grandson, Joey 
Stivic. Photo in Public Domain (Wikipedia)

“So if my beliefs make 
me an Archie Bunker 
type… so be it. Take 
a stand and be who 

you are. It may not be 
perfect, but neither am 

I, nor is anyone else.” 

We shouldn’t have to display signs like 
these to reassure the public. Simply put, 
you open a business to do business with all.  
If you want to pick and choose, it’s a hobby, 
no longer a business.

Businesses grow and prosper when we 
celebrate our diversity and customer ser-
vice. There simply isn’t any other way to 
succeed.

The arrogance of a “super majority” has 
damaged a community that, up to now, was 
making great strides in showing the world 
that “Indianoplace” and “Naptown” was old 
news and no longer defined us.

Please make every effort to shop local 
and help our businesses work past these 
difficult times.

Joan Miller, GSBA/GSCA

This business serves everyone!
READERS’ WRITES
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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.

I’ve been thinking about some things lately. 
Actually, I think about a lot of things all the 
time. But something specific keeps running 

through my mind… and it won’t leave. Since 
March of 2009, the undisputed “bottom” of the 
bear market that was the financial 
crisis, the S&P 500 index has risen 
dramatically. At press time (mid-
April) since that bottom, the S&P 
500’s total return with dividends 
reinvested is more than 210 percent 
(http://dqydj.net/sp-500-return-
calculator/) . 

210 percent.
That’s an annualized rate of re-

turn for the period of over 20 per-
cent. That is almost two times the 
annualized rate of return 
for the thirty year period 
from March 1985 thru 
April 2015 (http://dqydj.
net/sp-500-return-cal-
culator/).

So why does that both-
er me? What’s the “some-
thing specific that keeps 
running through my 
mind?”

How much is enough?
Markets, just like the tallest trees in the 

world, ultimately don’t grow to the sky. And 
yet the level of complacency, smugness, and 
apparent total lack of anxiety with this mar-
ket continues unabated. Recently some less 
than stellar earnings reports have started to 

stumble out of some board 
rooms and across the news 
wire. Now, data from the 
global economic powerhouse 
that is China has started to indi-
cate that this once unstoppable be-
hemoth is starting to slow. Chinese 
exports fell sharply in March, down 
15 percent from a year earlier. And 
imports to China were down over 
12 percent. This data seems to indi-
cate that China, the world’s second 

largest economy, is be-
ing hit with decreasing 
demand both at home 
and overseas. It’s a glob-
al leader in production, 
consumption and eco-
nomic development… 
and it’s slowing down.     

Europe remains inter-
esting, especially with 
the quantitative easing 
programs (QE) the Eu-

ropean Central Bank (ECB) has implemented. 

Jeff Binkley
COLUMNIST

How much is enough?

• 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:

“Could now be the 
time to push yourself 

back from the  
banquet table…?”

But it is early and way too premature to say 
that the ECB will have as successful a result as 
our own Fed did with our quantitative easing 
programs these last six years. 

Yes, the Fed and its QE programs have been 
successful. At least to the extent of providing 
a dramatically rising US stock market. And 
you see, there’s the rub. The US market has 
been very “successful.” But more people are 
not working and producing and finding eco-
nomic success in this country than ever be-
fore in our history, yet our stock market belies 
that. We’re driving with our eyes closed and 
with apologies to Don Henley, we’re gonna hit 

something, but that’s the way it 
goes.   

Growth is wonderful. Turning paper gains 
into realized gains is, too. If you have been in 
the market and have enjoyed opening your 
investment statement every month for these 
last six years, could now be a time to ask your-
self some questions? Could now be the time 
to push yourself back from the banquet table, 
lay down your knife and fork, pat your belly 
and graciously decline that triple-decker slice 
of double-chocolate cake? Then go hit the 
treadmill? 

How much is enough? 
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CHAMBER MAY MEETINGS 
AND EVENTS

5 – Greater Greenwood 
Chamber of Commerce 
(May Business Matters 
Luncheon); May 5, 11:30- 
1 p.m.; Valle Vista Golf & 
Conference Center, 755 E. 
Main St., Greenwood. For 
more information, call  
(317) 888-4856.

12 – Franklin Township 
Chamber of Commerce 
(May Monthly Meeting); May 
12, 11:30 a.m. – 1 p.m.; 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave.  
For more information, call 
(317) 328-6100.

14 – Beech Grove Chamber 
of Commerce (May Monthly 
Meeting); May 14, 11:30 
a.m. – 1 p.m.; Hornet Park 
Community Center. For 
more information, visit 
beechgrovechamber.org.

20 – Greater Greenwood 
Chamber of Commerce 
(Wal-mart 5483 Grand 
Opening Ribbon Cutting); 
May 20, 7:30 -8:30 a.m., 
882 S. State Rd. 135, 
Greenwood. For more 
information, call (317) 
888-4856.

21 – Greater Greenwood 
Chamber of Commerce 
(May Business After Hours 
– Indy Family Farms); May 
21, 5 p.m. – 7 p.m., 110 
Bluffdale Dr., Greenwood. 
For more information, call 
(317) 888-4856.

28 – Greater Greenwood 
Chamber of Commerce 
(Energeo Staffing Grand 
Opening Ribbon Cutting); 
May 28, 4-5 p.m., 916 E. 
Main St., Suite 115 Vista 
Run, Greenwood. For more 
information, call (317) 
888-4856.

GREATER GREENWOOD 
CHAMBER OF COMMERCE 
NEW MEMBERS

All In Chocolate
Indianapolis, IN 46237
(703) 850-4744

Brain Balance Center  
of Greenwood
7689 S. Shelby St.
Indianapolis, IN 46227
(317) 497-8167

Cahill’s Lawn & 
Landscape, Inc.
3501 Bluff Rd.
Indianapolis, IN 46217
(317) 791-5186

Campano Family Dentistry
3001 Meridian Meadows Rd.
Greenwood, IN 46142
(317) 865-3733

Energeo Staffing
916 E. Main St., Suite 115 
Vista Run
Greenwood, IN 46143
(317) 374-7552

Greg Hicks State Farm
1777 W. Stones Crossing Rd.
Greenwood, IN 46143
 (317) 245-6700

Health Markets  
Insurance Agency
1700 W. Smith Valley Rd., 
Suite C-6
Greenwood, IN 46142
(317) 297-3930

Horizon Planning Group
9000 Keystone Crossing, 
Suite 300
Indianapolis, IN 46240
(317) 571-2365

Jason Cahill
4339 West 71st St.
Indianapolis, IN 46268
(800) 712-JUNK

Live Light Clinic
8350 S. Emerson Ave.,  
Suite 140
Indianapolis, IN 46237
(317) 344-0930

Team Logic IT
704 S. State Rd. 135, Suite D
Greenwood, IN 46143
(317) 677-4722

The Skillman Corporation
3834 S. Emerson Ave.
Indianapolis, IN 46203
(317) 788-5110

Town of Bargersville
24 Main St.
Bargersville, IN 46106
(317) 422-5115

uBreakiFix
89 U.S. Highway 31 N., 
Suite M
Greenwood, IN 46142

Wal-mart 5483
882 S. State Rd. 135
Greenwood, IN 46143
(317) 336-7620

NEWLY INCORPORATED 
BUSINESSES

#1 Nails
Don H. Tieu
988 Canary Creek Dr.
Franklin, IN 46131

AlleyRally
Vicki Fulkerson
239 W. Main St.
Greenwood, IN 46142

Aria Steel
Sarah King
2040 Woodsway Dr.
Greenwood, IN 46143

ASAP Auto Care
Amy McCorkle
4148 W. Smith Valley Rd.
Greenwood, IN 46142

Beautifully Loved
Andrea Stopher
750 N. Shore Blvd.
Franklin, IN 46131

BK Machining
Brian Wilde
4285 E. 150 S.
Franklin, IN 46131

CGHS Class of 1985
Colleen Winkler
5152 Ramblin Rd.
Greenwood, IN 46142

Donna’s Salon
Marshall Engleman
3270 Grace St.
Greenwood, IN 46143

Ground Tech
Charles S. Nenedjian
876 N. Centerline Rd.
Franklin, IN 46131

Heartland  
Gravesite Services
Christina Bull
3090 N. Morton St. #75
Franklin, IN 46131

Hogg Wild BBQ Co.
Jeff Brown
113 S. Morris Blvd.
Bargersville, IN 46156

Jivys BBQ
April Roland
2666 Woodfield Blvd.
Franklin, IN 46131

Louver Shop of 
Indianapolis
Joe Large
7534 Carolling Way
Indianapolis, IN 46237

MMI Landscaping
Douglas J. Eland
2028 Prairie Sky Land
Greenwood, IN 46143

National Escrow Title
Transnation Title Agency
281 Seminole Rd. 2nd Floor
Norton Shores, MI 49444

Paige Posey’s Salon Loft 7
Paige Posey
3173 Clary Crossing Spt. C
Greenwood, IN 46143

Preferred Uniform Co.
Larry Flueckiger
372 S. State Rd. 135
Greenwood, IN 46142

Southern Clippers
Jimmie Burkhead
659 Saville Row
Greenwood, IN 46142

Steam Workgroup
Jeremy W. Foutz
698 Brushwood Lane
Greenwood, IN 46142

Top Notch Landscaping
Jay W Kizer
6245 N. 125 W.
Whiteland, IN 46184

Turner Transport LLC
Jeffrey Turner
1324 Norton Dr.
Greenwood, IN 46143

SBA LOANS
Boone County

Dickerson Wealth Advisers
11622 N. Michigan Road
Zionsville, IN 46077
$249,000
Premier Capital Corporation

Moody Market 
Zionsville, LLC
20 E. Cedar St.
Zionsville, IN 46077
$350,000
Indiana Business Bank

Primrose School 
at Anson
6484 Central Blvd.
Whitestown, IN 46075
$1,329,000
Premier Capital Corporation

Hamilton County
2Respire, LLC
17437 Casey Rd.,  Ste. 196
Westfield, IN 46074
$244,600. The Huntington 
National Bank

ADR Partners, LLC dba 
banc-serv Partners
777 E. Main St.
Westfield, IN 46074
$150,000. Community Bank 
First of Indiana

A&G Preferred  
Cleaning, LLC
13121 Witherbee Ln.
Fishers, IN 46037
$25,000. The Huntington 
National Bank

Fine Shape, Inc.
11752 Cumberland Road
Fishers, IN 46037
$85,000. Chase Bank

GNC Properties, LLC
11003 Allisonville Road
Fishers, IN 46038
$540,000
Ridgestone Bank

Grandpa’s Beef  
Jerky, LLC
12310 Eddington Pl.
Fishers, IN 46037
$10,000. KeyBank

Janowski Holdings, LLC
5123 Oriole Dr.
Carmel, IN 46033
$217,400. The Huntington 
National Bank

Naik Investments, Inc.
15193 Royal Grove Dr.
Noblesville, IN 46060
$332,500. First Colorado 
National Bank

Scoutpoint, LLC
12915 Grenville
Carmel, IN 46032
$250,000. The Huntington 
National Bank

Hancock County
Cardinal Plumbing, Inc.
9010 N. 200 W.
Fortville, IN 46040
$90,000. The Huntington 
National Bank

Chieftain Enterprises, Inc.
1745 N. S.R. 9
Greenfield, IN 46140
$539,500
STAR Financial Bank

Hendricks County

Burry Logistics, LLC
8618 Bletchley Park Ct.
Avon, IN 46123
$197,000. $10,000
The Huntington  
National Bank

VanWye Enterprises, Inc.
10898 E. U.S. Hwy. 36
Avon, IN 46123
$177,100. $75,000
The Huntington  
National Bank

Johnson County
ESI Electric, Inc.
4983 W. C.R. 100
Bargersville, IN 46106
$100,000
BMO Harris Bank

GJ Group, Inc. and 
Balwinder Kaur
736 Legacy Blvd.
Greenwood, IN 46143
$109,600, The Huntington 
National Bank

Holly Vaught
105 Queens Ct.
Franklin, IN 46131
$145,000 
Mainsource Bank

INSAN Trans., Inc.
68 Dresden Dr., Apt. 14C
Greenwood, IN 46143
$30,000. The Huntington 
National Bank

Nirmal Singh dba Nirmal 
Singh Trucking
2972 Seasons Dr.
Greenwood, IN 46143
$25,000. The Huntington 
National Bank

Noor Express, LLC
448 Newport Cr., Apt. 8
Greenwood, IN 46143
$162,300. The Huntington 
National Bank

Satt Trucking, Inc. 
1128 Sassagras Trl. 
Greenwood, IN 46143
$173,000. The Huntington 
National Bank

U First Transpotation, LLC
2946 Welcome Way
Greenwood, IN 46143
$44,000. The Huntington 
National Bank

Vista Cleaners, Inc.
916 E. Main St.
Greenwood, IN 46143
$15,000. KeyBank

Zaxby’s Greenwood
1270 N. Emerson Ave..
Greenwood, IN 46143
$694,000. $146,000
Indiana Statewide CDC

Marion County

2940 S. Harding, LLC
2940 S. Harding St.
Indianapolis, IN 46225 
$300,000
Mainsource Bank

Bobby Cooper Salon, Inc.
725 E. 65th St., Ste. 100
Indianapolis, IN 46220
$250,000
Chase Bank

Caplinger’s Fresh  
Catch, Inc. 
7460 N. Shadeland Ave., 
Ste. 400
Indianapolis, IN 46250
$40,000. The Huntington 
National Bank

Circle City Lighting, Inc.
8237 Indy Ln.
Indianapolis, IN 46214
$545,100. Celtic Bank

Dawg Services, Inc.
4333 W. 71st St.
Indianapolis, IN 46268
$168,000. Lake City Bank

DME Claim  
Services Corp. 
7962 Oaklandon Road, 
Ste. 111
Indianapolis, IN 46236
$39,600. Chase Bank

ECU Staffing  
Multi-Services, Inc.
2346 S. Lynhurst Dr., Ste. A
Indianapolis, IN 46241
$850,000
Ridgestone Bank

Emergent  
Investments, LLC 
5255 N. Winthrop Ave., Ste. 
160
Indianapolis, IN 46220
$100,000. The Huntington 
National Bank

FasTrack Mechanical, LLC
5350 W. 84th St.
Indianapolis, IN 46268
$299,000
Indiana Statewide CDC

Georgia Reese’s 
Downtown, LLC
14 E. Washington St.
Indianapolis, IN 46204
$348,300
Mainsource Bank

Greenscapes, LLC
7399 N. Shadeland Ave., 
#115
Indianapolis, IN 46250
$149,000
First Financial Bank (OH)

Herrington Mobile  
Wash, Inc.
5350 Barker Ln.
Indianapolis, IN 46236 
$25,000
Mainsource Bank

Hoverstream, LLC
1761 N. Sherman Dr., Ste. J
Indianapolis, IN 46218
$30,000. The Huntington 
National Bank

Inderjit Singh dba I. Singh 
Trucking
4247 Burkhart Dr., Apt. A
Indianapolis, IN 46227
$42,300. The Huntington 
National Bank

Indiana Truck Lines Corp.
1436 Fortner Dr.
Indianapolis, IN 46231
$66,100. The Huntington 
National Bank

Invention Pictures Inc.
7931 Traders Ln.
Indianapolis, IN 46278
$ 97,000. Premier Capital 
Corporation

Jaswinder Singh dba JPS 
Trucking
339 Sandra Ln., Apt. C70
Indianapolis, IN 46227
$20,200. The Huntington 
National Bank

Just on Time Trans., Inc. 
5829 Edgewood 
Trace Blvd.
Indianapolis, IN 46239
$29,600. The Huntington 
National Bank

Knees in the Breeze, LLC
9546 Allisonville Road
Indianapolis, IN 46250
$175,000
Citizens State Bank

The Laundry Connection of 
Indiana, Inc.
2301 E. 38th St.
Indianapolis, IN 46208
$240,000. $235,000
Indiana Business Bank

Nenad Marijanac dba 
Nenad Marijanac Trucking
9119 Bagley Way
Indianapolis, IN 46231
$18,000. The Huntington 
National Bank

Ochs Concrete  
Services, Inc.
7215 E. 21st St., Ste. F
Indianapolis, IN 46219
$150,000
Chase Bank

Orange Kanon, Inc. (OC) 
and Diamond Empire
7995 W. 21st St.
Indianapolis, IN 46214
$375,000
Ridgestone Bank

Probo Medical, Inc.
9855 CrossPoint Blvd., Ste. 1
Indianapolis, IN 46256
$300,000. $500,000
BMO Harris Bank

Pro Soto, Inc.
7420 N. Shadeland Ave.
Indianapolis, IN 46250
$120,000. $20,000
Lake City Bank

Rhino Contractor Services, 
LLC
5706 Winship Dr.
Indianapolis, IN 46221
$50,000. The Huntington 
National Bank

Rick’s All American Auto & 
Repair, Inc.
2940 S. Harding St.
Indianapolis, IN 46225
$50,000. Mainsource Bank

SIMAR Trans. Inc.
7854 Newhall Way
Indianapolis, IN 46239
$133,700. The Huntington 
National Bank

Sipes Asphalt  
Solutions Co.
2352 E. Northgate St.
Indianapolis, IN 46220
$69,000. The National Bank 
of Indianapolis

Site Strategics, Inc.
3725 E. Southport Road, 
Ste. A
Indianapolis, IN 46227
$100,000. The Huntington 
National Bank

Sunrise Castleton, Inc.
8110 Shadeland Ave.
Indianapolis, IN 46250
$1,193,300. American 
Business Lending (TX)

Morgan County
Centrifuge Support & 
Supplies, LLC
8446 Abbey Dell Dr. 
Camby, IN 46113
$50,000. The Huntington 
National Bank

PLANNER OF NOTE



The 8th annual Greater Beech Grove Cham-
ber of Commerce golf outing will take place 
June 19 at Sarah Shank Golf Course. Check-in 
is 7:30 a.m. The outing gives members, non-
members and guests an opportunity to play a 
game of golf while raising funds for the cham-
ber. Registration is $70 per golfer or $280 for 
a foursome. Prices increase on May 22. Fees 
include breakfast, lunch, green fees, cart, door 
prizes, raffle and more. Online registrations 
are required. Visit beechgrovechamber.com 
for more information.

Join the June 
Golf Outing

About the Greater  
Beech Grove Chamber  

of Commerce
Established in 2007, the Greater Beech Grove 
Chamber of Commerce partners with busi-
nesses 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

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

Gardner Promotional Solutions
Cindy Gardner

2510 Constellation Dr.
Indianapolis, IN 46229

(317) 319-6320

beechgrovechamber.org

EVENTS CALENDAR

•	 May 14: Monthly Meeting 
11:30 a.m. – 1 p.m.; Benedict Inn Retreat 
&  Conference Center 

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

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

•	 July 9: Monthly Meeting 
7:30 - 9 a.m.  
Hornet Park Community Center

•	 Aug. 9: Music on Main St., 3 - 8 p.m. 

Members of the Greater Beech Grove Chamber of Commerce enjoy:

•	 Listing in the Chamber’s online directory 
•	 Free ribbon cuttings for new businesses, showrooms  

or recently renovated offices
•	 Free event listings in the Chamber’s newsletter and online
•	 Member-to-member discounts
•	 Inclusion in the Chamber’s new community calendar/ 

membership directory, 2,500 printed

Learn more about the Greater Beech Grove Chamber of Commerce at:
beechgrovechamber.org

MEMBER SPOTLIGHT

LifeBridge Community
1. What does your organization 

provide? LifeBridge Community is 
a nonprofit that empowers children 
and families living in Beech Grove, 
to reach their highest God-given 
potential. Many whom we serve 
are struggling in poverty. Through 
our creative afterschool program-
ming, we provide tools that engage 
and empower the community to 
cultivate healthy children, meeting 
physical, spiritual and emotional 
needs of those we serve.  

2. What makes your organiza-
tion unique? We, along with our 
strategic partners, give back to the 
community we serve in many ways. 
Annually, LifeBridge provides in 
excess of 500 backpacks filled with 
class-specific school supplies (K-
12), feeds more than 1,200 people 
Thanksgiving meals who live in 
Beech Grove, and provides more 
than $35,000 worth of Christmas 
gifts each year to families in our 
community, who are struggling to 
make ends meet. Those who re-
ceive these gifts also volunteer, as 
we all strive to make a difference in 
the lives of everyone we serve. We 
also take our afterschool kids on lots of field 
trips – recently we went on 21 trips/special 
events in 90 days!   

3. What are the greatest obstacles and/
or challenges your organization has faced 
or is facing? How were they overcome?  
LifeBridge Community is always looking for 
volunteers who have a heart to serve, and a 
desire to make a difference in the life of a 
child. We have more than 50 volunteers who 
come every week to help our kids in our af-

terschool program, but we can al-
ways use more volunteers. Current-
ly, we are seeking volunteers who are 
skilled in 1) marketing, 2) develop-
ment, 3) mentoring and 4) tutoring.  

4. What is the organization’s 
biggest accomplishment been in 
the past year? Strengthening our 
partnerships has been a big accom-
plishment this year. Beech Grove 
City Schools, Attorney Dave Byers, 
Franciscan Alliance, The Creek and 
many others have been great part-
ners in helping us serve our commu-
nity. Living and working together “in 
community,” strengthens us all. We 
appreciate local businesses and non-
profits who stand with us to make a 
lasting difference in our community.

5. Where do you see the fu-
ture of the organization? Without 
a doubt, we will continue to grow. 
This year alone, we’ve seen tremen-
dous growth, 40 percent growth rate 
compared to 2014, in our afterschool 
program. We’re also serving more 
families now in our community out-
reaches than we have in our history. 
Our volunteer base has grown this 

year as well, and we are positioning our-
selves for continued growth in the future.

6. Why do you belong to the Greater 
Beech Grove Chamber of Commerce? 
LifeBridge Community belongs to the 
Greater Beech Grove Chamber of Com-
merce because the companies represent-
ed in the Chamber share the same values 
we do, and have a strong desire to make a 
significant, life changing difference in our 
community.

LifeBridge Community
PO Box 709, Beech Grove, IN 46107

Hours:  8:30 a.m. - 6:30 p.m.
lifebridge-community.org

Phone: (317) 787-0071
Email: brian@lifebridge-community.org

facebook.com/LifeBridgeCommunity
Years in business:  12

CHAMBER NEWS

LifeBridge Community volunteers provided more than 1200 Baskets of Hope for 
those in need.  

LifeBridge Community offers creative afterschool programming  that helps engage 
and empower students.  



 
 

 

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.


