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Company’s road to success earns founder Turner Entrepreneur of the Year honor
By Mark Ambrogi

Zeke Turner left a job on Wall Street to form his own 
company in 2002.

Turner started Mainstreet as an investment company 
with just $10,000.

“We started making investments in health care real es-
tate initially, but around 2006 we saw a huge opportunity 
for a new development in a changing health care market,” 
Turner said. “We thought we could do a good job impact-
ing people through the development and that put us on a 
tremendous growth pattern for the last six or seven years.”

Mainstreet’s success as a health care real estate devel-
oper has been noticed. Turner, the company founder and 
CEO, was named Entrepreneur of the Year for the Ohio 
Valley region (Indiana, Kentucky, south central Ohio) in 
the real estate design, construction and lodging category 
by Ernest & Young last month in Cincinnati. He is now in 
the running for National Entrepreneur of the Year.

“I was really humbled by the award,” Turner said. “I was 
in the running last year and finished runner-up in the real 
estate category. Truthfully I didn’t care that much about it 
until the moment they didn’t call my name. I’m a competi-
tive person. So this year as it built up to it I really wanted 
to win. I thought it would be good moment of credibility 
for our company and it’s such a nice honor. When they 
did call my name, I found myself really at peace and really 
humbled that someone thought we had done a nice job.”

Mainstreet moved to its Clay Terrace office two years 

ago and has expanded the office six times.
“We’ve set a new record for revenue and profit every 

year for our 13 years,” Turner said. “It’s been really fun. 
In the last year and a half, we’ve gone from 25 employ-
ees to over 80. We expect that growth will continue for a 
long time.”

Mainstreet is focused on developing short stay, rehabili-
tation properties.

“The average person on our property will stay less than 
28 days,” Turner said. “We’ve put millions of dollars into 
research and development into product design. Then we’re 
taking those great designs and replicating them through-
out the United States. The hospitality industry has spent 
somewhere around $20 billion on the consumer experi-
ence and it’s often joked that the health care industry has 
spend zero. That’s the gap we’re trying to make up. Nine-
ty-five percent of the people that interact with our prop-
erty are going to get well and go home. We want that three 
weeks or so that they stay with us to be as great an experi-
ence as it can possibly be.”

Mainstreet’s first development was 2008. The company 
did three in 2009 and expanded that to 17 properties last 
year and will develop 40 this year in 12 different states.

“We think proverbially the sky is the limit for what this 
ultimately can be,” Turner said.

Turner expects the company will grow to about 100 em-
ployees in the next year.

Turner’s five tips to success:
1. Learn why you exist as a person and as an organization. What’s your purpose? 

Why should anyone care that you are around?
2. Continually question the assumptions.
3. Focus. Learn to say no.
4. Be willing to delay gratification.
5. Go all in.

Meet Zeke Turner
•	Personal: Age, 38. Grew up in Gas City, 

Ind. Graduated from Lakeview Christian 
School in Marion in 1996. Played basketball 
in high school and played one year on 
a basketball scholarship at Westmont 
College in Santa Barbara, Calif., and then 
played one year after transferring to Taylor 
University. Then switched and played one 
year of football at Taylor. Graduated from 
Taylor in 2000 with a bachelor of arts in 
international business and Bachelor of 
Science in business information systems. 
He and his wife Milissa have four boys and 
three girls ranging in ages ranging from 5 
months to 10 years. The children are being 
homeschooled.
•	Hobbies: “Weight-lifting, specifically 

deadlifting. My wife and I enjoy trying 
different foods and going to restaurants. We 
have a chef at our house so we’re trying out 
different foods there.”
•	Favorite vacation spot: “We love the Lake 

Michigan shore. I’m a big proponent of 
taking block time vacation, two or three 
weeks. It’s great for us to deepen our 
relationships as a family.”
•	Favorite restaurant: “Our office is close to 

Kona Grill so we spend a decent time there 
plus my wife loves sushi so we hit that 
regularly.”
•	How he met his wife: “We met during the 

Miss Indiana pageant in Terre Haute in 
2003, where her sister Tangra Riggle was 
the reigning 2002 Miss Indiana. I met her 
and pursued her and I won that race.”



businessleader.bz • July 2015   3Carmel Business Leader

The pain of ending a great biz relationship
Views

E S TA B L I S H E D  2 0 0 7  Issue 0097
Times-Leader Publications, LLC,  

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

Phone: 317.489.4444
Fax: 317.489.4446

E-mail: info@businessleader.bz

Founder and Publisher 
Richard K. “Rick” Myers

President Brian Kelly

Advertising Sales Executive 
Dennis O’Malia 

dennis@youarecurrent.com
317.370.0749

Editor - Sophie Pappas

Design/Production - Zachary Ross

Copyright 2015 ©Times-Leader 
Publications, LLC/ Current Publishing, LLC  

All rights reserved.

Surely you have had one of those decisions as a business owner 
or manager that you didn’t want to make. You were squarely on the 
fence, not necessarily out of fear, but, instead, out of sending south 
a relationship that had been rock solid to date.

That, indeed, was the case with us recently as 
we were forced to stare squarely down the bar-
rel of what we call dollars and sense. From Day 
1 of our operation, we had a vendor relation-
ship that probably could be termed 99 percent 
outstanding; nothing is perfect, right? Keep in 
mind this relationship was our most important, 
or “A-No. 1, top of the heap,” as Frank Sinatra 
once crooned. But along came a suitor in the 
same service space, and its representative was 
making a compelling argument from financial 
and growth-accommodation standpoints. Nat-
urally, we had to listen.

During the course of more than three months of negotiating, 
there was a ton of back-and-forth. We wanted to be darned sure 
that if we were going to upset the apple cart of the existing rela-
tionship, we had to know every nook and cranny of a new deal. 
And if you’re wondering whether we used the new pitch as lever-
age with the existing vendor, you’re darned right we did not. We 
were, however, approached by our partner, a few days after firing 
a quick warning shot that we seriously were considering such a 
move. Our vendor came back to us with a blow-away offer, to be 
sure, but not quite what our suitor had put on the table. We knew 

our vendor well, and we knew its limitations as a smaller opera-
tion.

We understood what we had to do for our humble publishing 
company, and it might rank as the most diffi-
cult, if not painful, of all the decisions we’ve 
made in nine-plus years. We knew it would 
cause stress and strife with our existing vendor, 
which we considered “family,” and we didn’t 
take one iota of delight in creating any of that. 
It bugs us that there were layoffs in the after-
math of our migration to the pursuing vendor, 
but it was out of our control.

As business owners, and we’re certain you 
feel the same way, whatever is best for this op-
eration is what we’re going to do. Are our deci-
sions sometimes unpopular? Did the late Sen. 
Ted Kennedy love a good Scotch?

Sometimes, even when your own company is the beneficiary of 
something truly outstanding, there exists pain. You don’t like it, 
but it is reality. If you do the correct thing by your enterprise, it 
will take care of you. In the end, it’s just a business decision. And 
in our case, it had to be made.

Oh, one more element: Inasmuch as we never say “never” 
around here, we believed it was important to leave our previous 
vendor with that thought. Would we go back? Who knows? Time 
and change will surely show.

Brian Kelly & Steve Greenberg
From the Backshop

The answer depends on your definition. 
If you’re thinking work; the answer remains 
“it depends.” The latest government data in-
dicates that while 15 percent of people age 

60 to 70 are working 
more than 35 hours a 
week, two out of three 
seniors remain in the 
workforce, in some 
capacity until age 75. 
Apparently, the full 
time 15 percent stay 
engaged in the joys 
and demands of work 
life until a health is-
sue takes them out. 
Conversely, 22 per-
cent plan on exiting 
the workforce as early 

as possible. Regardless, few workers (two per-
cent) remain active beyond age 75.

So what about the other two out of three 
part-time seniors? A recent survey revealed 
that these part-time seniors are leaving their 
current occupations only to take on differ-
ing part-time work. The key word is “differ-
ing.” Allegedly, these seniors want to emulate 
our millennial workforce entrants by unique-
ly crafting a balanced work and life plan. Both 
feel that “health is the new wealth” and “ability 
to only do what interests you” are the essential 
drivers in a job selection. 

According to a national survey, the seniors’ 
continued employment interest is supported 
by one part necessity and by one part self-in-
terest. Apparently, the “recommended” retire-
ment goal that one should plan on reducing 
spending to 70 percent of one’s pre-retire-
ment income is being ignored by our Boom-
ers. Boomers want to continue a “spend freely” 
behavior long after retirement by redirecting 
necessity spending toward pleasure spending. 

A pent-up demand for traveling, remold-
ing, relocating, as well as for recreational toys 
like boats, RVs and Harleys exist. Seniors are 
planning on spending up to 125 percent of 
their pre-retirement annual income; until they 
reach the ripe old age of 75. As such, part-time 
and seasonal employment is crucial.

Smart employers are responding with job 
offers that capture and empower the working 
skills of seniors within a flexible, customized 
work arrangement. 

Jim Ittenbach is the CEO of Strategic Marketing and Re-
search, Inc., of Carmel. Write him at info@youarecurrent.
com

Do seniors 
actually retire?

Jim Ittenbach
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Your logo is the foundation of your brand – but it’s not ev-
erything. Many small business owners often think it’s all they 
need to open the doors.

Hold on. Be sure your logo well represents your 
business and differentiates you. Example, too many 
law firms still use the big ol’ black gavel. 

Take another step. Be sure all of your market-
ing materials reflect your business with a consistent 
use of the logo – on your website, promotional ma-
terials and in-store.

A logo should create a “feel.” If your mark has 
a bright upbeat feel, also make sure your employ-
ees act that way. That is also part of your branding. 

There are businesses in business to just brand a 
business. Bigger companies often spend hundreds 
of thousands of dollars to hire them.

W Hotels & Resorts is an upscale luxury hotel chain. I’m 
betting they spent that kind of money. What they came up 
with is this:

I can hear the executives. “Oh, wow! Abso-
lutely brilliant!”

It’s a W for heaven’s sake! It probably works 

well for them, though, as they use it so consistently. But was it 
really worth what they probably paid for it? 

You can do it yourself but really put some 
thought into to it. Maybe add a graphic or short 
slogan that adds clarity. 

If you just want to freshen your brand, don’t 
think you have to start over, especially if there is 
some equity in it. 

Coca Cola uses the same famous script style that 
has branded them from the beginning. McDonald’s 
always has the Golden Arches present. The pea-
cock still says NBC. Noticed Betty Crocker lately? 
She is still there with the big red spoon, but looking 
more like today’s woman rather than the “old maid” 
look. Ah, branding evolution.

One of my favorites:
Experience. 
So go out there and make your mark. Simply.

Jon Quick is President of the Carmel-based marketing and public relations firm, 
Q Public Relations & Marketing. You can reach him at Jon@QPRmarketing.com. 
He is a former 25+ year manager at both CBS and Emmis Communications.

Views

You try something. You fail. A year passes. You give it anoth-
er go. This time, it succeeds. And then you file your experience 
away for another day, another challenge. 

This precisely tracks a real leadership story from 
the life of Benjamin Franklin. It might hold a lesson 
for you in the year upcoming.

Franklin was all of twenty-four years old when 
he hit upon the new concept of a lending library. 
It was 1730.

Franklin envisioned a lending library not for a 
ruler, a church or a church-related university. He 
thought of a library that loaned books to people 
who wanted to read them without any particular 
allegiance or affiliation. The library would be secu-
lar, the first of its kind.

The key to success, Franklin believed, was the 
existence of a platform for executing his plan. He had already 
formed a club – called the Junto – of like-minded young men. 
His club was comprised of men who were smart, curious, am-
bitious, interested in new ideas and eager to promote change. 
They were also avid readers. The Junto would start the lending 
library on its own.

Franklin’s thinking was sound. Common values, highly mo-
tivated, similar outlooks. 

The problem was that it flopped. 
At this point, any number of options and choices were open 

to Franklin. He might have shelved the whole thing; the con-
cept was pointless if this group couldn’t make it work. He 
might have become somewhat bitter or jaded; if they can’t see 
the good in it, why bother? He might have cut his losses and 
moved on; there are too many positive activities to undertake 

without knocking one’s head against the wall.
But Franklin held on to the concept. He spent the next sev-

eral months getting to know better his newly-ad-
opted home of Philadelphia, the most forward-
looking community in British Colonial America. 
He continued meeting with the Junto. And he 
turned over and over in his mind the challenge of 
exactly how to start the lending library.

Then he realized what to do.
Franklin re-structured. Keeping the Junto as the 

core group of the lending library, Franklin ventured 
into the community, seeking subscriptions from 
interested leaders. He found that people outside 
the Junto loved the concept. They quickly signed 
on as potential members. They pledged financial 
support. A year after it had failed inside the Jun-

to, Franklin’s lending library succeeded in the broader com-
munity. 

The effort resulted in the hiring of the first librarian, the pur-
chasing of books and the location of a facility. It was everything 
Franklin had envisioned and much, much more.

Twenty years later, a local doctor would approach Franklin 
with the idea of starting the first community hospital in North 
America. Not surprisingly, Franklin had a plan in mind for pre-
cisely how to proceed.

It’s possible that you’ll fail in the pursuit of something new 
in 2015. My counsel is to embrace the example of Benjamin 
Franklin at age twenty-five. Use the time available to you. Re-
flect on what happened. And be open to adjusting your con-
cept in small yet significant ways. You might be surprised at 
the value of a year.

My business partner recently needed to get a re-
fund from an airline. She didn’t cancel the flight, they 
did.  After making numerous calls, to numerous peo-
ple, repeating the story over and over, I questioned 
whether it was worth the hours and aggregation. Al-

though she was hornets-nest 
irritated, for $1600, she as-
sured me, she would fight un-
til she was reimbursed. It took 
hours of explaining and hold-
ing, and six months to get the 
refund. 

Did you know that resolv-
ing a problem takes an aver-
age of three attempts with 69% 
of consumers reporting their 
complaint multiple times be-
fore it is resolved?

Should be easier, right? 
When she booked the flight, the booking procedure 
knew her contact information and seamlessly charged 
her credit card within seconds. To get the refund, 
however, was like going back 50 years…forms to be 
filled out, emails sent, internal documents delivered 
to numerous departments. Once a refund was autho-
rized, she was informed that it could take one or two 
business cycles to appear on her credit card. All told, 
maybe four hours of phone time, and 6 months to re-
solve the issue! 

Amazing. Studies have found that the average time 
wasted to address one complaint is one hour and 4 
minutes and the average amount of a refund is $125. 

Here’s the deal. For every customer who takes the 
time to complain, 26 other customers remain silent. If 
the dollar amount of the issue is low enough, the time 
to get help is too long, or they are not mad enough 
that it becomes ‘a matter of principle,’ your customer 
may just leave. 

What is the purpose of making customers struggle 
to resolve an issue? While there may be dollars saved 
in the short-term, losing customers and resulting neg-
ative word-of-mouth is monumentally more costly.

Here are some things to consider when implement-
ing your resolution/refund policies and procedures: 

1. Your customer wants to be treated with respect. 
2. They want you to resolve problems quickly and 

effectively. 
3. They don’t want to wait on hold or repeat the is-

sue numerous times. 
If you do it well, they are willing to continue to do 

business with you and may be willing to pay more. If 
you don’t they will run to your competitors.

You get to decide which story they tell about your 
company.

George Klein is the CEO/Founder of Peoplocity, a customer feedback 
platform. Contact him at George@peoplocity.com.

The value of a year

How to make your mark

Your customer  
has a number

Dan Miller

Jon Quick

George
Klein
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Recently my daughter Christi and I started 
a new business venture, Christi Hubler Chev-
rolet. Like all new businesses, it required 
some outside selling to the com-
munity to tell them who we are 
and what all we are selling. Well, 
while she did the heavy lifting 
tasks, I volunteered for the gas-
tronomical tasks. It was the least 
I could do. My job consisted of 
calling local politicians, chamber 
members, manufactures and the 
like and introducing ourselves to 
them over lunch.

Over the years, I have done 
this a number of times. Howev-
er, here, I must admit, I have ba-
sically put my outside lunchtime selling skills 
to rest. Why, I do not know; I guess it just 
seemed like a bother. Actually, I think we all 
get in a rut. 

It never fails, dinning with a new person 
or group of people that are sympathetic with 
me, I am a “start-up business” with past ex-
perience; this is rejuvenating. They want to 

share stories of their company with me, they 
want to invite me to their company to do “a 
meet and greet” with their staff so we can do 

a “personal touch” selling job on 
the staff as a company benefit. 

If they sell a product that I need 
they want to deep discount it as 
this CEO I am dinning with wants 
to go back to work with a victory 
to tell his staff about as well. I have 
to take the oath for future lunch-
es so we can continue to grow our 
personal relationship, he wants to 
introduce me to the communi-
ty. All this for a 10 dollar invest-
ment in him, and a hour and a half 
lunch! I had to eat anyway.

So what is the message here? To the reader, 
you do not have to wait until you start up a new 
location or your sales take a dive. Push yourself, 
make a significant lunch date every week. 

Howard Hubler is an automotive executive and a contrib-
uting columnist for the Carmel Business Leader. You may 
write him at howard@hubler.com.

Howard Hubler
Advice

How many times do you follow up after 
making contact with a potential buyer of your 
goods or services? 
My answer for you … 
probably not enough 
times! If you follow-
up more than three 
times with a prospect, 
you are better than 90 
percent of other sales 
professionals. Accord-
ing to the Direct Sellers 
Association the most 
sales (80 percent) are 
made between the fifth 
and twelfth contact. 

Here are some staggering statistics about 
follow-up efforts:
•	 48 percent of people never follow-up 

with a prospect
•	 25 percent of people make a second 

contact and stop
•	 12 percent of people make three con-

tacts and stop
•	 Only 10 percent of people make more 

than three contacts
Kind of makes your stomach turn doesn’t 

it? I know it did mine when I first read these 
statistics. Especially when I looked at what 

were then my follow-up activities. It’s said 
that at any given time there are only three 
percent of the population looking for what 
you’re selling. Statics prove this theory too 
in that only 2 percent of sales are made on 
the first attempt. That means that the person 
out wandering around looking for what your 
salesperson is selling and your salesperson 
happened to bump into each other. Might be 
the lucky seat at the local Starbucks.

More statistical information from the Di-
rect Sellers Association, only this time from 
the salesperson perspective:
•	 3 percent of sales are made on the sec-

ond contact
•	 5 percent of sales are made on the third 

contact
•	 10 percent of sales are made on the 

fourth contact
The good news is that by adding only two 

more contact touches you can more than dou-
ble your results. Certainly if you do four follow-
up touches… you get five times the results. 

Jack Klemeyer brings more than 30 years’ experience to 
his coaching clients and mastermind groups through 
Grow Your Business Coaching. He is best known for in-
novative thinking and creative solutions that make a real 
difference in business growth. Contact Jack at 755-6963 or 
at Jack@GYBCoaching.com.

Jack
Kleymeyer

The art of fine dining rediscovered

It takes how long?  
Are you kidding me?

July Specials
Introducing ...

MICROCURRENT FACIAL SCULPTING!
Schedule your Microcurrent in July and pay only $45.

   Add it on to a Signature Facial and get it for $35!  Limited time only! 
Permanent Hair Reduction Special!

Medium area for $699 (Regular price $999)
This includes: Brazilian, upper legs, lower legs, upper 

   arms, or lower arms. 8 sessions  scheduled 2-3 weeks apart.  
Call to reserve your appointment today!

317.502.5110 • relaxatbellevie.com
114 Main Street, Zionsville, IN

(located upstairs in the Potpourri Bldg)

• customized facials
• chemical peels
• microdermabrasion
• dermaplaning
• phototherapy treatments

• permanent hair reduction
• waxing
• massage therapy
• eye lash services

We are a full service spa. We o�er:

Scan to see
weekly specials
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Book of the month: 
“How to Fly a Horse: 
The Secret History of 
Creation, Invention, 

and Discovery” 
by Kevin Ashton. 

According to a review from Busi-
ness Insider, Ashton’s latest book is a 
study of the behind-the-scenes pro-
cess of world-changing activity, as 
told through the stories of how the 
Wright brothers set out to fly a horse. 
Ashton showcases the seemingly un-
remarkable individuals, gradual steps, 
multiple failures, and countless ordi-
nary and usually uncredited acts that 
lead to our most astounding break-
throughs.  It is available on Amazon 
for $19. 

“A successful man 
is one who can lay a 

firm foundation with 
the bricks that oth-
ers throw at him.”

– David Brinkley

Quote of  
the Month

Little Clinic now open at Kroger

FAA exemption clears the way  
for area drone business

From left: Rachel Pennington, patient care technician, and Beth Pretti, family 
nurse practitioner/regional clinical director. (Submitted photo)

By Maddie Yerant 
Kroger retail clinic The Little Clinic opened its seventh location 

inside the Range Line Road Kroger re-opening June 18. 
A cross-country endeavor since 2000, The Little Clinic offers con-

venient treatment for patients ages 18 months and up through li-
censed and board-certified nurse practitioners, according to region-
al clinical director Beth Pretti. 

Pretti said the clinic’s providers are authorized to diagnose and 
treat common illnesses, including cold, flu, strep throat, bronchitis, 
sinus infections and more. 

However, the clinic’s services don’t end there. 
“We also do health screenings, sport and camp physicals, DOT 

exams,” Pretti said. “We give vaccinations, including travel vacci-
nations, which a lot of places do not do, along with several other 
things.” 

According to Pretti, the main reason patients choose retail clin-
ics such as The Little Clinic is convenience. 

“By being open seven days a week, including evenings, and not 
requiring appointments – that’s big, patients like that – we help pa-
tients get in, get seen and get back to life,” Pretti said. 

That patients don’t need to plan their visits in advance is another 
positive aspect, Pretti said. 

“We’ve all been there where it’s Friday night and the child has 
a sore throat, you’re not sure what to do, or Monday morning the 
child says, ‘I need a sports physical by football practice tonight,’” 
Pretti said. “So that’s where we’re the most convenient.” 

The Little Clinic notably does not offer emergency services, such 
as testing, fractured bones or large lacerations, according to Pretti. 

However, she said the clinic will be able to treat some chronic care, 
hypertension and diabetes by the end of the year. 

Still, Pretti said the clinic’s easy access and schedule-friendly 
hours give it an advantage. 

“It’s a walk-in basis, we’re open in the evenings and on week-
ends when physicians are closed, and you walk in and are seen and 
treated,” Pretti said. 

For more information, including hours and a complete list of ser-
vices, visit The Little Clinic’s website at www.thelittleclinic.com.

Nik Heimach, executive producer of BirdsiVideo. 
(Submitted photo)

By Alec Johnson
A local business can now use drones 

commercially thanks to a Federal Aviation 
Administration exemption.

BirdsiVideo, based in Carmel, received an 
FAA exemption last month that allows it to 
fly drones for commercial purposes. While 
drone operation rules have been proposed 
by the FAA, it has banned drone flights for 
commercial purposes. Final rulings are ex-
pected in two to three years, but select com-
panies such as BirdsiVideo have been grant-
ed exemptions to fly drones commercially. 
The Carmel-area business is just the 138th 
exemption granted nationwide and the third 
in Indiana.

BirdsiVideo video producer Nik Hei-
mach said that the exemption has opened 
the door for him and his FAA-certified busi-
ness partner to take their business to the 
next level.

“Your mind just kind of explodes with 
possibilities that this could be used for,” Hei-
mach said. “The cool thing is we’re open to 
whatever a client wants from this. We’re not 

shoehorned into one industry or another. 
We encourage them to have creative ideas 
like us so that we can collaborate on new 
ways to even do this.”

The services that BirdsiVideo can provide 
range from helping real estate companies 

show off prospective homes to cities want-
ing a promotional video to show off their 
attractions. For example, Heimach said his 
company was working with the City of Car-
mel to promote construction and renova-
tion work, as well as the city’s attractions. 
They have also done work with Westfield’s 
Grand Park to show off its facilities. 

Looking ahead to the future, Heimach 
said it’s hard to plan, since the FAA could 
“switch on a dime” and change their rulings 
in a way that affects his business. Howev-
er, he said that the FAA is proposing rules 
that are more lenient than ones they pro-
posed six months before. With that in mind, 
they hope to expand their business to offer 
more services, and normalize drone videos 
in people’s minds. 

Heimach is excited to see his dream take 
off now that the exemption is in place. 

“It feels like the opportunity for ev-
erything you want to do is finally in your 
hands,” Heimach said. 

For more information on BirdsiVideo, 
visit birdsivideo.com. 
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DISpatcHeS

Network After Work –Network After Work will meet from 6 to 9 p.m. Aug. 20 at 
Bartini, 39 W. Jackson Pl., Indianapolis. Admission starts at $20 and includes: one free 
cocktail, appetizers, name tags color coded by industry, and a relaxing atmosphere for 
networking. For discounted admission, RSVP online at www.networkafterwork.com.

Meals packed – Zotec Partners, an industry leader in physician billing and practice 
management services, in conjunction with Pack Away Hunger, recently led a two-hour 
volunteer event to pack meals for hungry people in emerging nations. The event was 
comprised of 240 Zotec employees and staff who packed 296 cases of food, equating 
to 64,086 meals.

Best places to find a job – Zippia.com, a career guidance website, recently listed the 
best places in the state to get a job. The rankings were based on unemployment rates, 
recent and future job growth, income tax, and median household income. The top five 
places listed were: Carmel, Fishers, Westfield, Zionsville and Noblesville.

Source: Zippia.com

You Don’t Want A Geek.
Hire An Actual IT Professional.

World’s largest IT network for small business.
Over 1,200 professional computer technicians.

Computer Troubleshooters is the leading IT solutions provider 
for small business because we combine state of the art 
technology monitoring and problem prevention with 
knowledgeable IT professionals that provide the tools you 
need to �ourish in a fast paced market.

317-867-0900
www.CTcarmel.com
Ranked #1 Technology Solutions

Franchise by Franchise
Business Review

316 S Rangeline Rd, Carmel

Fast Response Time 

Data Backups & Recovery Plan 

Ability to Plan Scalable IT Solutions 

That Boost Your Advantages In the 

Marketplace 

Computer Troubleshooters doesn’t 

just offer outstanding services with 

mission-critical technologies. We’re 

a valuable partner in planning the 

future of your business.

If You Have Any Doubt About Your Current IT Partner’s Ability to Deliver On 
These Critical Factors, It’s Time To Call Computer Troubleshooters

!

!

!

World’s largest IT network for small business – 
over 1,200 professional computer technicians

www.CTcarmel.com
!"#$%&#$'(''

Offer Expires 

Business Review
Franchise by Franchise 

Ranked #1 Technology Solutions 

100 OFF$

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
Troubleshooters, just for trying us out!  Applies to 
Take $100 off your first service call with Computer 

!"#$"%&!"#$!%&#%

We provide:
• Data backup and recovery
• 24/7 hardware and software monitoring and maintenance
• Protection against Spyware, Viruses, and Spam
• Technology for business planning
• Business Phone systems and maintenance
• PC & Mac Hardware & Software repair, upgrades, and sales

316 S Rangeline Rd, Suite C, Carmel, IN 46032
317-867-0900 • www.ctcarmel.com

Monday - Friday 9AM-6PM

317-867-0900

Free I/T Audit for your Business
Contact us now for no cost 
evaluation of your I/T systems. We 
will provide you with an 
assessment and recommendations 
to improve your I/T infrastructure.
Up to 1 hour.

editorial@youarecurrent.com
United Fidelity Bank announced the open-

ing of a new banking center in Carmel. In the 
Carmel City Center at 715 Hanover Place, 
this branch offers convenient banking ser-
vices for the residents of Hamilton County. 
With this new banking center, United Fidel-
ity now operates a total of 10 banking centers 
in Indiana, Illinois and Ohio.

The Carmel City Center location is 
open Monday-Friday, 9 a.m.-5 p.m. and Sat-
urdays from 9 a.m. – noon. 

President and CEO Don Neel stated in a 
press release: “Our new full-service banking 

center in the heart of Carmel at the City Cen-
ter will allow us to bring our highly personal-
ized level of service to Hamilton County. Our 
banking center staff, including community ex-
ecutive, Kevin Dooley, Jr., will put the needs of 
our clients and our community first.” 

Senior Vice President Kristi Krack added, 
“As with all of our banking centers, United’s 
Carmel office offers a diverse portfolio of 
commercial banking and retail banking ser-
vices including deposit products, commer-
cial, consumer and mortgage loans, and on-
line cash management services for businesses 
and individuals.”

United Fidelity opens  
banking center in Carmel

317.844.6629 P | 317.844.6636 F 
www.us605.alphagraphics.com
us605@alphagraphics.com

visit us on the web

Our New Location:
1051 3rd Avenue SW,

Carmel, IN 46032

Vehicle graphics are a great way to spread awareness of your business, whether 
it's just simple cut vinyl lettering or a full-color partial wrap.  AG Signs will help with design, 
production and installation. Come in this month and we'll give you a free roadside emergency 
kit with any new vehicle graphics orders over $400!

We’ve got you
(and your vehicle)
COVERED
with full-color or cut vinyl 
Vehicle Graphics 
from AG Signs!

Free BeSafe® roadside emergency kit 
with any new vehicle graphics order! 

(Submitted photo)
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Survey shows county is No. 1 in retirement readiness

Rank County
Median 

Household 
Wealth

Social 
Security 
Income

Cost of 
Living

Income Tax as 
a % of Gross 

Income

Retirement 
Readiness 

Index
1 Hamilton $71,727 $19,900 $18,657 2.59% 61.54
2 Warrick $46,782 $19,694 $16,730 2.29% 52.49

3 Posey $44,938 $19,553 $16,156 2.59% 51.61

4 Tipton $52,187 $18,099 $17,931 2.93% 49.59
5 Dearborn $45,147 $18,093 $17,180 2.35% 49.12
6 Boone $48,069 $18,637 $18,085 2.59% 48.34
7 Carroll $43,698 $17,404 $16,089 3.00% 48.00
8 Hendricks $49,433 $19,414 $18,469 2.82% 47.90
9 Hancock $48,645 $19,268 $18,184 2.97% 47.44

10 Spencer $38,963 $17,237 $15,814 2.47% 47.32

By Mark Ambrogi
Hamilton County ranks No. 1 in Indiana 

median household wealth among counties 
but also in retirement readiness index.

The survey was by SmartAsset.com, a fi-
nancial technology website which provides 
dates for big financial decisions such as home 
buying, retirement and life insurance. 

“We have more than 130 data partners 
we work with to power that advice,” said A.J. 
Smith, managing editor for SmartAsset.com. 
“Our fingers are always in that data and we’re 
always analyzing it. We want to inform and 
educate when people are making these big 
decisions.”

Smith said in many states the counties 
with the highest median income were not 
the tops in retirement readiness.

Hamilton County, which has median 

household income average of $71,727, had 
a score of 61.54 retirement readiness index. 
Smith said Hamilton County did well nation-
ally too with No. 51 ranking.

“We looked at the ability to save in the 
county and that was a function of how much 
it cost to live there vs. the income people are 
making,” Smith said. “That gives you a mea-

sure of the opportunity for people to save for 
retirement. We also looked the tax friendli-
ness of the area. If you would stay in Hamil-
ton County and retire there, how tax friendly 
it is. You have to save more if you are going to 
face tax barriers in retirement.”

The No. 1 county (Sumpter County in 
Florida) in the nation was given a score of 
100. Then SmartAsset analysts graded on a 
curve on that basis, Smith said.

SmartAsset combined factors of total 
wealth, social security income, cost of living, 
and tax to determine which counties had the 
residents who were best meeting their retire-
ment goals.

This is the first year SmartAsset.com has 
conducted the survey. For more informa-
tion, visitsmartasset.com/retirement/401k-
calculator#indiana.

Filardo on forefront of tech-based 
self-improvement industry

Carmel resident Angelica Brown 
launches new clothing line

By Sam Elliott 
Connecticut native Rob Filardo came to Car-

mel in 2010 when his day job at speech recog-
nition software company Nuance gave him the 
chance to work remotely.

He wanted to make the most of the 
unique opportunity, but what began as a 
simple project in self-improvement has 
become a passion project in which Filardo 
draws from his own experiences to coach 
others helpful productivity habits.

“I was given the flexibility to work from 
home and kind of coming from that, I 
started thinking about my own self de-
velopment,” he said. “With the freedom of not 
working in a normal office, what habits could I 
pick up, what things could I do to really take ad-
vantage of it so I don’t really have any regrets?”

Filardo began using the website and app 
Coach.me, which at the time was just a simple 
habit tracker, but has now grown into a national 
network of coaches – including Filardo – able 
to help clients develop productivity and health 
and wellness habits.

“I used it consistently to just start building up 
some habits, sometimes as easy as remember-
ing to eat breakfast everyday, waking up ear-
ly, meditating for 10 minutes – these are not 
like groundbreaking things, but cumulatively 
they can have an impact,” he said. “They kind 
of make me better at my personal life or rela-
tionships with everyone, to have more energy 
or to advance my career, as well. It all started 
with that initial wanting to build myself up and 
learn some new things along the way.”

As Coach.me grew, the company brought in 
active users like Filardo last October to help de-
velop the emerging industry of a technology-
based productivity coaching subscription ser-

vice.
“They created basically a new in-

dustry. Certainly coaching has been 
around forever, but this is digital-
only with an accessible price – that 
$15 a week is affordable and isn›t 
$100 an hour – it›s text-based and 
we supplement with phone calls 
as needed,” Filardo said. “It really 

opens up coaching to a much broader market 
of people. I feel like they›re definitely breaking 
new ground with this and as some of the first 
coaches, we were basically tasked with their 
team to develop a set of best practices in this 
new model of digital coaching.”

Filardo averages roughly 20-30 clients at a 
time, helping them set and meet personal goals 
and developing habits like meditation or priori-
tizing their day.

“It›s really transitioned from me just trying 
to make the most out of the situation of work-
ing from home into something that›s more of 
a passion project where I›ve been helping and 
meeting people really from all over the world,” 
he said. “It›s not necessarily a life coach where 
I›m coaching someone on business advice or 
relationship advice. It›s actually supposed to 
be very specific down to an individual habit. I 
have specific habits that somebody can sign up 
for me to coach. That keeps the scope very tar-
geted.”

By Mark Ambrogi
Angelica Brown began to wonder why 

more clothes weren’t cotton soft.
“I used to do corporate training and 

when I came home I was tired of 
feeling like I wanted to change 
clothes,” the Carmel resident 
said. “I would come home and 
put on a cotton T-shirt to get 
comfortable. I thought why don’t 
we make more cotton clothes 
that we can wear all day that 
don’t look so sloppy. Cotton al-
lows your skin to breathe.”

Brown’s sister-in-law, Irina Bliznichen-
ko, has been designing clothes for years. 
So she passed the idea to Bliznichenko 
and together they decided to form An-
geliCotton. The available designs are 
on the website, angelicotton.com. The 
launch of her company is on Sept. 15.

“I knew to make it worth it, it had 
to be the best cotton that we could 
find,” Brown said.

The blouses are made of 100-percent 
organic Peruvian prima cotton. 

“That means there are no pesticides 
when the cotton is made,” Brown said. 
“In Peru, they grow the cotton and can 
also make the clothes.”

By the second year, Brown said she 
hopes production will be moved to the 
United States.

“I think you can make it worth it if it’s 
efficient,” Brown said.

By the launch date, the online site will 
have blouses, skirts and dresses. 

Brown conducts the operations, find-
ing the fabrics, suppliers and manufac-

turers.
“My background is in logistics 

so it become natural to me that 
is on the phone with them, ne-
gotiating and so on,” Brown said. 

The clothes will be available 
to purchase on the company 
website, angelicotton.com, and 
Amazon. The website has pre-

views of some of the clothes that will be 
available. Brown said potential custom-
ers can sign up on the site.

“We might look for distributors lat-
er but we want to start ourselves first,” 
Brown said. 

“Right now we’re getting the word 
out through networking. We’re raising 
awareness right now. We are hoping to 
reach a niche who enjoy organic things.”

Brown pointed out before the 1900s, 
everything was made with natural prod-
ucts.

“When the economy went bad, that’s 
why they needed cheaper products like 
polyester and nylon,” Brown said. “At 
that time it made sense because they 
needed something cheaper. Right now, 
those synthetic products have become 
the norm.”

FilardoBrown
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find us on...

3925 River Crossing Pkwy, Suite 300   |    Indianapolis, IN 46240   |    317.472.2 200   |    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

editorial@youarecurrent.com
A team of logistics experts from Carmel-

based Blue Horseshoe Solutions is in place and 
ready to ramp up a logistics optimization for 
the local distributors of alcoholic and non-alco-
holic beverages, as well as a significant food and 
beverage operator in the Middle East.

The project for Dubai-based Emirates Lei-
sure Retail and Maritime Mercantile Interna-
tional – both subsidiaries of the United Arab 
Emirates global giant Emirates Group – will 
help the company successfully integrate its 
operations across several continents, which 
includes expansion of popular franchises into 
a number of airports and other locations in 
the Middle East, Australia, Africa and Asia.

Expected to be fully implemented this 
year, the global rollout of Blue Horseshoe’s 
Microsoft’s Dynamics AX 2012 R3 ERP soft-
ware solution for ELR/MMI will help them 
handle its complex international business 
and customs logistics requirements related 

not only to alcoholic beverages, water and 
coffee but also regional requirements, which 
can be complex.

The Blue Horseshoe team has spent the past 
few months in Dubai at the ELR/MMI head-
quarters and warehouse facilities executing 
phases of the project and gradually working to 
bring it online for the 15-plus entities associ-
ated with the company – which includes more 
than 250 retail outlets across 4 continents.

 “This is an exciting time for Blue Horse-
shoe as we continue to add great customers 
who expand our international footprint,” stat-
ed Chris Cason, president of Blue Horseshoe. 
“The partnership with ELR/MMI aligns per-
fectly with the experience and expertise Blue 
Horseshoe brings in highly customized and 
diverse distribution environments as well as 
our implementation acumen with Dynamics 
AX 2012 R3. We are excited to be part of this 
project and help contribute to their growth 
and efficiency.”

Blue Horseshoe ramps up 
logisitcs optimization

The Carmel Theater 
in downtown 
Carmel was 
opened in 1949, 
the doors shut in 
1982, and it was 
demolished in the 
late 80s. (Submitted 
photos courtesy of 
The Carmel Clay 
Historical Society)

Back in the dayBack in the day
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Rascia: She takes the cake!

Rascia Johnson shows off a cake at Rascia’s Creative Cakes. (Submitted 
photo)

How did you get started in the cake business?
I got started by making my own kids’ cakes. I wanted them 

to have nice birthday cakes. The problem is that when you 
start doing it, other people see and say, ‘You can make our 
cake.’ It’s a hobby that gets out of control. 
How did you learn the craft?

I first worked for 
a couple of other 
bakeries. I worked 
for a grocery store 
also -- I supplied 
four stores with cakes. It’s helpful to do that because you 
sharpen your skills. You have to be quick. Also, I took a class 
years ago from Roland Windbeckler. He’s one of the masters 
in cake sculpture work.
How is your business different from other bakeries?

I’m a custom shop. We do a lot of things other bakeries 
don’t want to -- a lot of sculpture work. For instance, we’ve 
done dog cakes for people. They’ve brought in pictures of 
their dogs and we recreate them in 3-D. Anything that is in 
3-D is sculpture. We’ve done purses and sharks. And I’m from 
northern Indiana, so I’ve done a lot of Notre Dame things. 
We stack up sheet cakes and then starting carving them into 
shapes, so there is a certain level of art to it. 
Do you sell only custom cakes?

No, we also have basic cakes, little dinner cakes to grab for 
last minute entertaining. And cupcakes are here every day. 
What do you sell the most?

We still sell more white, but it’s seasonal. We’re close to 

strawberry season, so a lot of people will like cakes with 
strawberry filling in the summer. It’s probably 30 percent 
wedding and 70 percent birthdays.
What have been some of your most challenging projects?

Sculptures are always challenging. We made a cake for St. 
Vincent Hospital of their whole hospital building. I even got 
a call from the architect who said he really liked it. It was 
pretty big. 

Who are your customers?
Everybody. The last dog cake we did was for a group of 

longtime friends. The women had run out of things to give 
each other, so they gave me a picture of this lady’s dog to cre-
ate in cake. She had a ball with the cake. She would let them 
cut only the back of the cake off. She was handing the cake 
around, showing people. She got so much joy out of it. That’s 
what it’s about. 
What do you like best about your job?

Making people happy.  It’s great when you know the cake 
just makes somebody’s birthday for them. I’m always happy 
that I can contribute something that makes their birthday 
special for them. 
What do your cakes cost?

They start at $20 for dinner cakes. It is based on labor -- 
the amount of work involved and flavors. Pretty versatile. It 
depends on what you want to make and how much you want 
to spend.
Is your business similar to those on TV shows like Ace of 
Cakes or Cake Boss?

No, we try to be careful (and never drop/destroy cakes). 
They’re geared toward drama, so they’re trying to set it up for 
disaster. It creates more TV hype and leads to higher ratings 
on TV. If it goes perfectly, no one will watch. 

Do you or someone you know have an interesting job? Or is there an occu-
pation you would like to know a little more about? Send your story ideas to 
lcbandym@yahoo.com and we might feature you in an upcoming issue of the 
Carmel Business Leader.

Name: Rascia Johnson
Title: Owner

Business: Rascia’s Creative Cakes

Ritz Charles of Carmel celebrates 30 years of business

Lazzara

By Alec Johnson
A local event services company celebrated its 30th anni-

versary last month. 
Ritz Charles, owned by Chuck Lazzara and his wife, Lynn 

and opened in June of 1985, hosts weddings, corporate out-
ings and social events such as bar mitzvahs, 
retirement and anniversary celebrations. It 
is also one of three exclusive caterers for the 
Indianapolis Motor Speedway, and is the 
exclusive caterer for the Indianapolis Pub-
lic Library, the Indianapolis Artsgarden and 
Coxhall Gardens. 

The Ritz Charles idea started in the late 
1970’s, when Lazzara was a real estate agent 

for F.C. Tucker Co. He had been to many weddings in his 
20’s, and had seen how nice the facilities that hosted them 
were. Yet when it came to Indianapolis’ suburbs, there was 
no such facility. 

After doing some market research and spending some 
money, Lazzara concluded that it was time to take the plunge 
and make his idea happen.

“I was on this slide, basically, this mental slide, and I was 
like (to my wife) ‘You know, I’ve spent $80,000, it’s our life 
savings, on this venture, and I can’t get back up the slide. We 
either have to go or risk it all’, and that’s what we did,” Laz-
zara said. 

The idea was met with skepticism from people in the com-
munity, from people at the banks for financing, who said 95 
percent of restaurants fail, to even the then-mayor of Car-
mel at the time, Jane Reiman, who said the idea would never 
work in the area. 

Lazzara didn’t give up, however. 
After being rejected by local banks, he convinced some 

bank representatives from First Merchants Bank to ride up 
with him to Chicago in 1983 to check out banquet facilities 
there. That convinced them to loan Lazzara the $1.5 million 
needed to build his new facility, ultimately opening on June 
1, 1985. Since then, they have earned awards such as being 

named one of Indiana’s Top 10 Business Stories of 1993, and 
the Applause (Business of the Year) Award from the Carmel 
Chamber of Commerce in 2010. 

Dave Coots, founder of Coots, Henke and Wheeler, says 
that Lazzara is “the consummate businessman” and knows 
how to treat his customers fairly. He also praised Lazzara for 
how he and fellow lawyers were treated during the Indiana 
State Bar Association’s two-day legal continuing education 
event, saying Lazzara made them feel like they were the only 
ones there. 

“He sees opportunity and isn’t hesitant to take advantage 
of it,” Coots said. “I’ve always found him to be a fair person in 
his assessment of how people want to be treated.”

That ambition and fair treatment of customers has allowed 
Lazzara to expand his business to host corporate events for 
groups like the ISBA, the Chamber of Commerce, and even 
a Dallas area business’ cattle show. He also set up a branch in 
Kansas City in 2000, and his brother-in-law, Bill Frye, runs it 
today. Along with that came additions to the Meridian Street 
facility in 1989, and most recently, in 2013. 

Lazzara credits his success to his basic business philoso-
phy, learning from experience, his mentors, brother Tom La-
zzara and George Sweet, along with Steve Hilbert, who used 
to own Conseco and hired Lazzara to host events.

“Provide really good food, really good services and really 
good amenities at a price that’s hard to beat,” Lazzara said. 

The first sign 
of the Ritz 
Charles, a 
sketch made 
by Chuck 
Lazzara on 
the back of 
a F.C. Tucker 
Co. letter while 
he was still 
an employee 
there.
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BuSIneSS crIMe watcH

Date Business Address Description

6/20 IU Health Medical Plaza 151 Pennsylvania Pky. Burglary

6/20 Methodist Sports 
Medicine 151 Pennsylvania Pky. Burglary

6/19 Hilton 11355 N. Meridian St. Fraud/Deception

6/18 Wellbrooke of Carmel 12315 Pennsylvania St. Theft

6/17 Sports Clips 10485 N. Michigan Rd. Counterfeiting

6/16 Duke Realty 
Corporation 500 E. 96th St. Theft

6/16 Firestone 250 W. 96th St. Theft

6/16 AES Southeast LLC 2255 W. 106th St. Fraud/Deception

6/15 CRG Residential 9815 Westfield Blvd. Criminal Mischief

6/13 Omalia Food Market 4755 E. 126th St. Theft

6/12 Indy Wholesale Direct 519 Industrial Dr. Theft

6/12 Meijer 1424 W. Carmel Dr. Theft

6/12 Meijer 1424 W. Carmel Dr. Theft

6/7 Target 14598 Clay Terrace Blvd. Theft

6/5 Paddacks Wrecker 
Service Inpounding Lot 1020 3rd Ave. SW Criminal Mischief

6/3 AC Electric 4610 E. 96th St. Theft

6/2 Zagster 309 Heather Dr. Theft

6/2 AT&T 3309 E. 146th St. Theft

A rendering 
of the 
proposed 
expansion. 
(Submitted 
photos)

Delta Faucet Company plans  
$15 million expansion in Carmel

By Brielle Saggese
The Delta Faucet Company plans for an over 

$15 million expansion to its Indianapolis head-
quarters beginning this summer. 

The project will create a five-story structure 
covering 82,500 square feet. This addition will 
connect to Delta’s existing headquarters on 111th 
and Meridian streets. Delta executives plan to 
break ground on July 16 with an official event to 
mark the expansion’s start. 

Jill Ehnes, Delta Faucet Company vice presi-
dent of human resources, said that the company’s 
growth was what prompted the development. 
Currently, 55 of the headquarters’ employees 
work at an offsite location to accommodate the 
company’s size. With these planned additions, 
Ehnes said those employees could work onsite 
and create a more collaborative environment.

“The objective of the project is to provide a 
space so we can continue to foster our collabora-
tive culture and make Delta a preferred place to 
work for our employees and also create a dynam-
ic experience for our customers around the world 
to visit us every year,” Ehnes said. 

One feature that the expansion will create is an 

improved showroom. Delta will use this space to 
showcase its products and host customer events 
throughout the year. 

The new facility will also hold its lab where 
Delta makes prototypes and test products. 

For employees, the project will create a café, 
outdoor garden space and walking/running trails. 

Ehnes said that the company’s connection to 
its customers and to its employees is a valued 
ideal that the expansion can enhance.

“We think that one of the things that makes 
Delta unique is just our sense of family and col-
laboration, that’s a very special part of our cul-
ture,” Ehnes said. “I think (the building) will be a 
more creative and innovative environment and 
innovation is an essential part of who we are.”

Retired Carmel business owners reflect on service, growth

The staff of O’Malia’s before Helen and Steve’s retirement.  Back row 
left to right. Dennis Hart, Mike Neumeister, Kevin O’Malia & Rob Farish. 
Front row left to right. Mary Bradley, Helen O’Malia & Mike Baxter.

By Sam Robinson
O’Malia’s Fireplace Shop at 115 Medical Drive, just north 

of 116th Street, is under new ownership after 49 years of busi-
ness with the O’Malia family.

Helen O’Malia and her son Kevin O’Malia, who worked at 
the shop for 33 years, are preparing for retirement while re-
flecting on a life of business in the Carmel area.

Bill and Helen O’Malia opened the shop in the fall of 1966. 
It’s seen it all. The business moved three times, once after a 
devastating fire at its original location in Indianapolis. The 
business moved to Carmel in 1982, and as Carmel grew and 
expanded, the family business did the same.

Helen O’Malia, 83, said that she and her husband original-
ly decided to open a fireplace shop because her husband had 
bad knees, so he couldn’t lay tile anymore.

“We decided he would have to do something other than 
tiles,” Helen said. That something ended up being fireplaces, 
which had little overlap with Bill’s knowledge of tiling.

“We knew nothing about it,” Helen said. “Little by little we 
gained knowledge of what to do.”

That meant she and her husband went to trade shows to 
learn more about business. Helen owned a hallmark shop on 
the side that sold gifts and baubles. As O’Malia’s Fireplace 
Shop grew into its niche, that shop closed and the entire fam-
ily started working at O’Malia’s.

“We learned by experience.” said Kevin O’Malia, the for-
mer manager of the shop and one of Helen’s three sons said. 
“What we strived on is quality service.”

Kevin started working at O’Malia’s Fireplace Shop after 

he graduated from Ball State University in 1981. He said he 
didn’t expect the temporary position to become a 33-year 
career.

Kevin said that quality service was the most important part 
of the business.

“The reason we had to provide customer service was to be 
better than the big box stores,” Kevin said. “I think we suc-
ceeded with that.”

“You have to look at any business,” Kevin said. “You can’t 
compete on price. That never works. You have to compete on 

customer service.”
Helen said that’s the same attitude that her husband had, 

and it’s something the shop has always worked to uphold.
“He took care of the problems,” Helen said. “Anyone that 

came in with a problem, he would make it right.”
The O’Malias said that translated into loyalty. Helen said 

that her favorite part of the business was the customers.
“I would say the same,” Kevin said. “Some of the customers 

keep coming for years and years.”
“And then some of their kids,” Helen added.
Helen said that when her husband died in 1993, Kevin’s ex-

perience kept it from falling apart. But Kevin said that much 
of the business’ success is due to customer loyalty.

When the business initially moved to Carmel in 1982, it ex-
panded its product line. They started selling patio furniture 
and grills as they became a general outdoors retailer. Kevin 
said that fireplaces still constituted a majority of profits.

“It’s probably the easiest part of the business,” Kevin said. 
“Fireplaces in general. But the patio furniture is a newer part 
of the business.”

Helen said that expanding into that new business was dif-
ficult, especially when competing with larger retailers. She 
said that, without excellent customer service to distinguish 
the business, they probably wouldn’t have done as well as 
they did.

“A lot of businesses can’t be independent against big box 
stores,” Helen said. “But if you buy patio furniture from a big 
box store, it’ll fall apart and you’ll replace it.”

“If you buy from us, it’s going to last,” she added.
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By Adam Aasen
For months, there’s been talk about devel-

oper Anderson Birkla developing the land 
along Range Line Road where the vacant 
Party Time Rental warehouse sits. 

Last month, it was announced that the 
space will become a $60 million mixed-
use development with office spaces, luxu-
ry apartments, a “Tavern On The Green” 
– style restaurant and a large public green 
space for outdoor events.

The Carmel Redevelopment Commis-
sion approved plans for the 6.5 acres at 1212 
N. Range Line Rd. across from the Kroger 
grocery store, which is undergoing its own 
transformation. Anderson Birkla is planning 
for 1.8 acres of park and green space in the 
project along with 60,000 square feet of of-
fice space, 20,000 square feet of retail space 
and 236,017 square-feet of residential space 
representing 229 units.

 “Our goal is to welcome people as they 
head toward city hall or the city center,” said 
Anthony Birkla, principal of the real estate 
development company.

The land sat vacant for years. The vacant 
warehouse sits lower than street level and 
there is only one road connecting the prop-
erty with no Range Line Road entrance. 
Birkla said they will demolish and clean up 
the site and create new connectivity by ex-
tending Veterans Way and creating two new 
streets entrances from Range Line Road.

In total, Birkla estimates that there could 
be more than $10 million in public improve-
ments involved, which is why the company 
only bid $50,000 for the land. Now, the CRC, 
the Carmel City Council and Anderson 
Birkla will negotiate the project agreement 

and sale price. It will be decided which im-
provements the developer will pay for and 
which ones the city will pay for, but Birkla 
said he expects the company to make a sub-
stantial private investment into areas that 
can be enjoyed by the public.

CRC Director Corrie Meyer said once a 
mutual agreement is reached then the city 
and Birkla will move on to discuss turning 
the area into a district for tax increment fi-
nancing and decide how much of that TIF 
revenue might go back to the developer for 
the public infrastructure. Meyer said it’s 
the hope that everything could be finished 
by the end of the year so Anderson Birkla 
can begin construction in 2016. The project 
could bring in an estimated $7.1 million in 
TIF and it’s possible that $5.9 million would 
be available for the project.

Green Space
One of the major public pieces of the 

project will be a green space commons in 
the center of the project. Right next to it 
will be a family-friendly brewery-style res-
taurant with plenty of outdoor dining. Birk-
la said they will program specific uses for 
this outdoor space to not only entertain 
residents living in the development but to 
also attract customers to the retail establish-
ments.

Parking
There will be a parking structure with 

422 spaces to serve both office workers dur-
ing the day and residential tenants at night, 
along with retail parking. On-street parking 
won’t be forgotten with 37 spots on Veterans 
Way, four on newly created Executive Bou-
levard, eight on Range Line Road and 40 on 
the plaza roadway.

Former Party Time Rental site to be transformed 
into $60 million mixed-use development

Carmel’s Kroger remodel  
one-of-a-kind in Indiana

Renderings show hanging lights over the pedestrian street to create a “European feel” as people walk past 
retail space on a nice stroll. The development has yet to be named. (Submitted image)

Customers try cakes from Cake Bake at the Kroger 
opening last month. (Photo by Jyvlian Vigar)

By Adam Aasen
When Kroger reopened its Range Line 

Road location on June 18, most customers 
expected the place to be newer and more 
upscale. But many might be surprised to 
discover the grocery store has implement-
ed a completely new concept for the gro-
cery chain.

The 1217 S. Range Line Rd. location – a 
first of its kind in Indiana – features a full-
service test kitchen for cooking demonstra-
tions. There’s a full-service Starbucks and a 
Cake Bake, a popular Broad Ripple bakery 
expanding into a second location. A two-
story bistro section features areas to build 
your own pizza and order gourmet burgers. 
A quiet café area promotes the idea that you 
can not only pick up lunch at Kroger, but re-
lax and enjoy your meal right in the store. 

“Our $11 million investment in Carmel is 
a strong vote of confidence and allows us to 
continue providing quality products, com-
petitive prices and outstanding customer 
service, while being a supportive commu-
nity partner,” said Jeff Burt, president of 
Kroger Central Division.

This is all part of an aggressive strategy to 
grow Kroger in Central Indiana, with $465 
million in investment and 3,500 new jobs. 
The Carmel location alone will create 150 
additional jobs.

John Elliott, manager of public affairs for 
Kroger, said the new Carmel location will be 

a test for features to include in other stores 
in the future.

The new Kroger still features the well-
known brands and competitive prices of a 
major grocery store chain, but the gourmet 
items that used to be only found at stores 
such as Whole Foods are now available at 
Kroger. There’s a wine steward and a cheese 
master to help customers with pairings. 
There’s a grille station near the meat and 
seafood cases and even a chocolate fountain. 
The 86,419-square-foot store has 1,200 new 
items, a 60 percent increase.

File Photo
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Indiana firm 
wins bid to  

enhance Carmel’s 
West Park

By Mark Ambrogi
A big step toward enhancing Carmel’s West 

Park has been taken.
The Carmel/Clay Board of Parks and Recreation 

unanimously approved the recommendation to 
hire SEH of Indiana for the West Park Master Plan 
Update at its monthly meeting at the Monon Com-
munity Center East on June 9.

Gregg Calpino, the project manager for SEH, 
had worked with the parks department before.

“He was the lead designer for Central Park when 
he was with JJR (in 2002),” said Michael Klitzing, 
assistant director of Carmel Clay Parks. “We then 
retained his new firm SEH to do the master plan 
for the North part of Central Park. This will be 
third project, the second one with SEH.

SEH’s cost proposal was $109,750, which was 
more than Ratio’s projected cost of $106,000. The 
Hitchcock Design Group’s projected cost was 
$144,800. Those were the three firms approached 
after trimming it down from nine proposals from 
design teams.

Klitzing said the next step is to negotiate the 
contract.

“We’ve got basically the terms and we under-
stand the scope so we’ll work out the contract,” 
Klitzing said. “Then we’ll arrange a kick-off meet-
ing that will be between the team and management 
to coordinate dates. We’ll then decide when we’re 
going to have public meetings so the public can 
provide their input on what they want to see at 
West Park. What do they like about the park cur-
rently? What should we not touch? What would 
they like to see added to that park? Then based on 
that input Gregg will come up with several differ-
ent ideas. We’ll present those ideas to the commu-
nity, get more feedback, refine the plan and ulti-
mately come up with a final recommendation for 
the board’s consideration.”

Klitzing said from the time they have a signed 
contract to a finalized plan for the park will be nine 
to 12 months.

Klitzing said the playground and spray park are 
getting near the end of their functional life.

“We’re going to look at replacing those,” Klitzing 
said. “We have 80 acres that have never been de-
veloped that have been purchased after the origi-
nal development of the park. So we’ll revisit the 
entire park and see what makes sense and what 
can be tweaked a little bit to make it a contiguous 
park if you will.”

Tech guru Scott Jones expands  
Carmel computer coding academy

Maurer gives budding entreprenuers business advice

Scott Jones speaks via Skype at a recent Eleven Fifty media 
announcement. (Submitted photo)

By Adam Aasen
Scott Jones, founder of local company Cha Cha and an inven-

tor known for the early days of voicemail, announced that he 
plans on expanding his Carmel-based computer coding acad-
emy by nearly $1 million and 92 jobs in the coming years.

Jones, a philanthropist and tech guru living in Carmel, found-
ed Eleven Fifty Academy, a nonprofit organization that provides 
computer job training, and Eleven Fifty Consulting, a consulting 
firm that provides corporate coding services and consulting to 
build mobile applications and websites for businesses.

Not only will the two organizations invest in growing opera-
tions, but they’ve caught the attention of the Indiana Economic 
Development Corp. which is offering $1.355 million in tax in-
centives in total since the two organizations provide job training 
and resources that could help grow the economy.

“Eleven Fifty plays a crucial role in helping Hoosiers develop 
the skills they’ll need to work at growing companies across our 
state,” said Indiana Lt. Gov. Sue Ellspermann. “Our state’s busi-
ness-friendly policies and commitment to workforce develop-
ment are helping Indiana companies create jobs. We are grateful 
that the Eleven Fifty leadership has chosen to make their impor-
tant investment here in Indiana.”

Eleven Fifty Academy plans to create up to 15 jobs by 2024 
and Eleven Fifty Consulting will create up to 77 jobs by 2019, 
according to the press release.

Jones said that this investment can help make Carmel a hot-
spot for tech companies in Indiana.

“Thousands of other jobs will also be created or enhanced 
through the multiplier effect of the Eleven Fifty programs,” he 
said.

Headquartered in Carmel, Eleven Fifty Academy is a non-
profit that aims to serve the coding and professional commu-
nity through immersive learning from real people and not just a 
computer program. Even those with zero experience can learn 
programming languages such as iOS, Android, Java, .Net, JavaS-
cript, Ruby or Python.

By Sam Robinson
Mickey Maurer, the chairman of the board of the National 

Bank of Indianapolis and the Indianapolis Business Journal, 
spoke to Hamilton County Leadership Academy graduates at 
a summit on June 12.

Maurer, the namesake of the Indiana University Maurer 
School of Law, told the graduates that their futures in business 
would be dependent on how they treat their employees and cus-
tomers.

“People are the most important part of every business trans-
action,” Maurer said. “I did not learn that in business school. We 
did finance sheets and counted numbers, but we never learned 
about the people involved.”

Maurer said that businesses should give back to the commu-
nity, and HCLA graduates learned how to do that through their 
nine-month coursework. The HCLA teaches students manage-
ment and leadership skills and assigns them to work with local 
non-profits.

Rachel Coverdale, an alumnus of the HCLA, worked with her 
team to organize a community forum to talk about heroin abuse 
in Hamilton County. She said that the dialog the forum inspired 
was the most fulfilling part of the project.

“To me one of the best things that came about from the forum 
is we had a lively discussion after we heard the experts speak,” 
Coverdale said. “And the media response spread our message.”

Maurer, who has worked in television, radio and newspaper 
publishing, is himself a philanthropist. He founded ‘Mickey’s 

Camp,’ a program that teaches adults new skills at a summer 
camp. The organization donates all of the profits to local chari-
ties of the participants choosing. 

Maurer told the graduates to “behave” and to have respect the 
people with whom they’ll do business.

“Return your calls,” Maurer said. “Keep your commitments. 
Show respect. See the people in your waiting rooms.”

“Entrepreneurship is a grand game,” Maurer said. “Welcome 
to the game, and congratulations.” 

Mickey Maurer spoke to the 180 attendees of the HCLA leadership summit. 
“You have to have your employees’ backs,” Maurer advised the graduates. 
“You have to have their backs.” (Photo by Sam Robinson)
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Get your card in front of more than 120,636 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

 FIRM. TONE. TIGHTEN.

Full-Body Fitness, Cindy Sams
(317)250-4848

Where people are �nding SUCCESS - �nally!"
Check website for Pricing/Testimonials
and more at: www.fb�tness.com
 

LOSE WEIGHT NOW...
AND KEEP IT OFF!

CALL
TODAY!

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

4349 W 96th Indianapolis
130 S Main St Zionsville

www.rugsindy.com

Cash & Carry 
save 25%

When you bring 
your rugs to us! 334-1910

FREE
PICK UP & DELIVERY
EVERY DAY FOR EVERYONE

NEW CLIENTS
15% OFFRug Gallery

Flooring

Since 1981

PROFESIONAL RUG CLEANING

“Don’t overpay for your windows…we offer quality AND affordability!”
-Mathew Standish, owner

317.574.0409
www.ef�cientwindowsanddoors.com

Gary D. Simpson
Of�ce: 317-660-5494
Cell: 317-703-9575
Free Estimates &

Satisfaction Guaranteed

simpsonconstructionservices.com

• Kitchen/Bath Remodeling
• Custom Decks
• Finished Basements
• Ceramic Tile
• Wood Floors
• Doors & Windows
• Interior & Exterior Painting

• Drywall
• Plumbing & Electrical
• Roofing and Siding
• Household Repairs
• Power Washing
• Decorative & Regular Concrete
• Handyman Services

350

Small Local Business - Servicing Hamilton County
2010-2014 Angie’s List Service Award Winner
Fully Insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting.com
317.656.7045

$150-175 for most rooms
2 coats & patching on walls

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

Kristin’s House Cleaning Service

Kristin Luprich
Owner

Servicing:
Carmel, Fishers, Noblesville,

West�eld and Zionsville.

kristinshousecleaning@gmail.com
317.414.2918

Insured & bonded

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

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

Commercial/Residential 
Gutter Cleaning • Pressure Washing

Fully Insured • Free Estimates

10% o� Gutter, Window Cleaning & Pressure Washing
(O�er expires 07-31-15)
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HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317-258-2650 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

www.chromaticsstudio.com
317.847.4071
1233 W. Oak Street, Zionsville IN

Seniors • Children
Families • Wedding

Award winning photographer

www.ductznoblesville.com • 317.773.9831

Marsha J. Moyer
Certi�ed Natural Health Practitioner
Holistic Health & Wellness Center
14074 Trade Center Dr.,  Suite 129
Fishers, IN 46038 • 317.289.1010

• MICROCURRENT BODY CONTOURING & FACIALS
• HCG (Rx) AND HOMEOPATHIC WEIGHT LOSS
• SOQI FAR INFRA-RED DETOX SPA

Natural Path to Health, LLC

NATURA
L

PAIN-FR
EE

PATCH!

YOUR CHRISTIAN BASED FULL SERVICE AUCTIONS
$$ CASH BUYER $$

QUALITY BEDROOM FURNITURE & MORE
CONSIGN TO AUCTION DAILY

@ The Auction Event X-Change
22690 St. Rd. 19, Cicero, IN 46034

5 Acres of Free Parking
Our Website @ www.cwchaudion.com

E-mail us at cwchaudion@eliteauction.biz
God Bless America • Veterans • Soldiers & families

AUCTION PH. (317) 409-6112

CHAUDION  AUCTIONSFULL TIME
FULL SERVICE

HERE FOR YOU AND YOUR FAMILY
Protect Your Assets

For Your Children and Grandchildren

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

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

info@hoppenrathlaw.com • www.hoppenrathlaw.com

Law O�ce of                 Wesley N. Hoppenrath

Member of the Indiana
and Indianapolis
Bar Associations

• Power of Attorney
• Health Care
   Directives
• Living Wills

indianajim.com • 317-258-5545
Improve your Firearm Skills!

Chad Young

317-650-6609

cyoung@misterpainter.net

www.misterpainter.net

• Interior and exterior painting
• Cabinet painting
• Deck restoration
• Wallpaper removal
• Drywall and texturing
• Pressure washing

Monumental Awards – The Indy 
Chamber is accepting submissions for 
the 2015 Monumental Awards, which 
recognize individuals and businesses 
that excel in architecture, interior 
design, landscape architecture, 
construction, real estate development, 
neighborhood revitalization, innovative 
reuse, and public art throughout the 
region. Entries must be received by 5 
p.m. July 29. Visit www.indychamber.
com/monumentalawards for more 
information.

Grant awarded – Janus Developmental 
Services received a grant award of 
$2,000 from the Central Indiana 
Bicycling Association. The grant 
enabled Janus to purchase and install 
bike racks on two Hamilton County 
Express buses. The addition of the 
bike racks will allow bus riders to 
transport their bicycles as they ride the 
bus to destinations throughout the 
community.

July 8
OneZone Ribbon cutting at Bailey & Wood Fi-
nancial Group 4-5 p.m., 9646 Allisonville Rd., 
Indianapolis

July 14
Ash Brokerage hosts the 2015 Roadshow for 
business and insurance professionals 8 a.m. 
to 12:30 p.m., at the Sheraton Indianapolis at 
Keystone For more information, visit http://
www.eventbrite.com/e/2015-roadshow-indi-
anapolis

July 15
OneZone New member orientation 11:15 a.m., 
Jonathan Byrd’s, 502 E. Carmel Dr., Carmel
OneZone July luncheon 11:30 a.m., Jonathan 
Byrd’s, 502 E. Carmel Dr., Carmel

July 23
Indy Chamber member orientation 4:30 p.m., 
Chase Tower, 3rd Floor Conference Room, 111 
Monument Circle For more information, visit 
indychamber.com. 

July 25
Indiana Super Saturday 5 p.m., Health and 
Wellness day hosted by Indiana Market Coun-
cil Cost is $20, The Westin downtown

DISpatcHeSJuLY cBL pLanner

editorial@youarecurrent.com
The Richard G. Lugar Excellence in 

Public Service Series has begun accept-
ing applications for its 2015-2016 Class 
– the 26th since the program’s inception. 

Inspired by the leadership of former 
U.S. Senator Richard Lugar, for over 20 
years The Lugar Series has sought to pro-
vide a first-class leadership training expe-
rience that encourages, mentors and pre-
pares selected women leaders from across 
Indiana to seek new levels of personal 
achievement and public involvement. The 
program gives participants unique access 
to public officials and an effective and di-
verse statewide political network. 

Founded in 1990, a total of 466 wom-
en from around the state have completed 
the program to date. 

Lugar Series applicants should have 
demonstrated leadership skills in their 
fields of work or community service and 
will be evaluated on the basis of written 
and oral presentations. 

“My commitment to encourage wom-
en to enter government and political ser-
vice continues through my association 
with members of the 25 classes,” stated 
Senator Richard Lugar. “They have set 
a high standard for future classes and I 
look forward to working with them as 
they advance in the public sector.” 

“Our mission is to increase the num-
ber of Hoosier Republican women in key 
elected and appointed governmental and 
political positions, including advisory 
and regulatory commissions at the local, 
state and federal levels,” stated Judy Sin-
gleton and Higher Education Commis-
sioner Teresa Lubbers, the co-founders 
of the program. 

Singleton added,  “We have built a 
wonderful success story of helping Re-
publican women move into the public 
policy and government service arena.”

Applications are due August 1 and 
are available by visiting www.lugarser-
ies.com. 

Lugar Series now  
accepting applications



Insuring all of
your company’s
moving parts.
• Employee benefits
• Life & health insurance
• Medical malpractice
• Business insurance
• Workers compensation
• Professional liability

Fred McClaine

fmcclaine@shepherdins.com

317.846.5554  |  shepherdins.com 


