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Jewelry CEO more than 
just an entrepreneur
By Alec Johnson

The name Dan Moyer likely rings 
familiar to many Carmel folk. 

He’s the one who has been in the 
jewelry business for almost 40 years, with almost 36 of 
them spent in Carmel. His store, Moyer Fine Jewelers, sells 
some of the most well-known brands of jewelry and watch-
es from around the world.

But who is Dan Moyer? How did he become so success-
ful and well-known in the community?

It started with a family friend. Moyer learned about that 
friend’s wholesale Indiana jewelry business, and he asked 
Moyer if he wanted to sell some for him. Moyer agreed, 
and started selling them as a junior in high school. 

From there, he continued his business throughout col-
lege, selling jewelry to sorority houses at Purdue for a year 
and then the next three at Indiana University, and later on, 
with beauty salons. He distinctly remembers one sorority 
house at Purdue and how they bought their jewelry. 

“I could sell to the Pi Phi house, and the girls were al-
lowed to put it on their house account. So I get a check 
from the sorority house, and they would put it on their 
house account, and of course, their parents would see and 
be like, ‘What the [heck] did you buy?” Moyer said. 

After getting his finance degree from Indiana in 1979, 
Moyer decided that he would make selling jewelry a full-
time job. So he opened his first storefront in the same 
storefront as a beauty salon, with most of those salon beau-
ticians and their customers becoming his own. In 1993, he 
opened his current space at 146th and 
Meridian.

One of the things that Moyer’s busi-
ness has become known for are its pro-
motional events, which are also fund-
raisers. For example, its “Men’s Night” 
event, held around the Thursday be-
fore or after Thanksgiving, has fea-
tured Maseratis’, Ducati motorcycles, 
“The Black Widow”, a professional pool 
player, police simulators, Colts’ cheerleaders, cigars, steaks, 
food, beer, poker games, a putting simulator and at almost 
every one of these, games of blackjack for prizes.

“These are mostly customers we’ve already had,” Moyer 
said. “It’s just sort of a way to get the holiday season going. 
Some guys shop early, some guys just come to men’s night 
and never come back, some guys like to shop December 
24,” Moyer said.

Working for Mr. Moyer has been a pleasant experience 
for Moyer Jewelry’s graduate gemologist, Elizabeth Elliott, 
who joined last July.

“Positive and ever-changing,” Elliott said. “The oppor-
tunity I’ve been awarded at Moyer has been really impact-
ful. He has opened doors in this business that I was excited 
to go through. It’s amazing the reach that he has. Being a 
private jeweler in Carmel, Indiana, one might think that 
it stops there. But it doesn’t at Moyer, and it doesn’t for 
Dan, certainly. He has connections throughout the coun-
try, worldwide. Amazing relationships. The biggest thing 
I’ve noticed is the respect the entire jewelry industry has 
for him. It’s remarkable.”

The ability to form relationships with clients is one thing 
that Elliott believes sets Moyer apart. An example was at 
last November’s “Men’s Night”. It honored a now-deceased 
client, also a personal friend of Elliott, who had cancer, and 
raised funds for his family to help with his expenses and 
treatment. She was happy that Moyer was willing to help 
someone who knew her and multiple Moyer employees. 
Over $7,000 was raised in admission or donations for that 
person and/or the American Cancer Society that night. 

“I got the joy of seeing that given to my friend, who has 
since lost his battle with cancer. It’s pretty cool. Not a lot 

of businesses will do that,” Elliott said 
about Moyer’s efforts to help the client. 

Moyer is also a man full of ideas, El-
liott says, as he is always presenting a 
new idea every day. 

“When we implement an idea, and 
it comes in a pyramid scheme from 
the top down, we’re all working on the 
idea, executing it, making things hap-
pen in the store. He’s already moved on 

to the next one. He’s very forward thinking,” Elliott said. 
Outside of his business, Moyer enjoys hobbies such as 

traveling and golf. He has been to places like Switzerland 
and Italy, and was recently in England to visit London and 
Oxford. As for golf, he has been to and played at courses 
such as Pebble Beach in California and the legendary St. 
Andrew’s in Scotland. He is also an avid PGA Tour fol-
lower.

Perseverance
Always have new product

Be conscious of the customer
Hire great people

Constantly reinvest in your business
Work hard

Dan Moyer’s tips for 
success in business About Me

•	Favorite movie: “Mr. Holland’s 
Opus” (but many others, too)

•	Most DVR’d show: Doesn’t do it, 
but thinks he should

•	Favorite local restaurant: Prime 
47, Donatello’s, Penn Station

•	Family: Wife, Sherri; three 
daughters, Rachel, 28; Madison, 
26; Ellee, 19; 1 son, Joseph, 17

•	Favorite vacation spot: Likes 
visiting new places all the 
time. Has enjoyed great family 
vacations to the Caribbean. 
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Certainly, you take vacation. We do, too. Everyone wishes it 
could be for a longer stretch, no doubt, but the reality is we’re all 
entrepreneurs or managers of enterprises and we have two (or 
more) families for which to care. There’s our nu-
clear family at home that depends on us to “bring 
home the bacon,” and there’s at least one work-
place group that relies on us to run this busi-
ness in smart and efficient ways that enables it 
to be associated with us and provide for its own 
collection of families. There’s some pressure in 
there, one might agree. Stay with us, as there is 
a point coming. When we shove off for vacation 
– and perhaps it’s the same with you – a cou-
ple things happen that some say shouldn’t: We 
don’t fully disconnect and we find ourselves in 
the latter portion of time away thinking about 
what we need to or want to do upon returning to 
the office. “Is there WiFi where we’re going?” We actually ask our 
spouses that, and the response is “yes,” because they know better. 
E-mail doesn’t take a vacation, and there are customers and work 
associates to serve. In recent years, we have become more adept 
that working through e-mail at certain “off” hours. One of our col-
leagues gave us “The 6:30 and 4:30 Rule.” He said if we check e-mail 
early in the morning and late in the day, we could stay connected 

enough yet still be able to enjoy time away. (This even works on the 
Riviera Maya.) Still, the way we roll is not really about fully discon-
necting, recharging, re-energizing or completely resting. One of us 

will be coming back from vacation by the time 
you’re reading this. He committed to himself, 
pre-departure, to try his best to maximize fam-
ily time and (gasp!) minimize work time with-
out guilt. He probably achieved some of both. 
How about you? Are you able to effortlessly lose 
yourself in vacation? Please share your secret 
with us at info@youarecurrent.com.

 • • •
A recent report published by Forbes says 

that American colleges and universities are do-
ing poorly in preparing graduates for the real-
work world, which, in turn, is causing employ-
ers problems. Well, duh! By teaching obsolete 

skills, lowering standards and treating students as customers, the 
education-industrial complex is heading for the lowest of low val-
leys. Employers now have to work harder to find the employee’s 
work ethic, they have to hire for attitude rather than skills and they 
have to increase training budgets. It didn’t used to be that way, and 
it is shameful.

Brian Kelly & Steve Greenberg
From the Backshop

I have always had a soft spot in my heart 
for veterans. I can easily relate having had 
several relatives who served in WWII, and 

others who fought in 
Vietnam and Iraq. 

It was emotional 
and inspiring to see 
so many WWII vets 
in the Carmel 4th of 
July Parade. People 
stood and cheered 
them on. They all 
wore smiles as they 
waved back at us, 
showing such great 
pride. 

It is hard to believe 
how quickly the WWII vets are vanishing. 

“Now in their 80s and 90s, we lose one ev-
ery two minutes – at the rate of just over 600 
a day,” according to the U.S. Veterans Ad-
ministration. “By 2036, it is estimated there 
will be no living veterans of World War II 
left.”

I had the privilege to personally meet one 
more of these living treasures later that day. 
I made a quick stop at Kroger to buy some 
last minute items for our cookout. 

You know who they are. They wear the 
caps that tell a bit of their history – whether 
it be Pearl Harbor Veteran, USS Indianapolis 
or their Infantry Division. 

As I turned down the meat aisle to buy my 
brats, I saw him. His cap said WWII Medic. 

His name was Tom. After I thanked him 
for his service, he smiled. We talked for a 
long time as he freely and proudly told me of 
his amazing experiences as a medic on over-
seas duty. He shared the stories as if they had 
just happened yesterday. “I’ve always won-
dered what happened to some of my bud-
dies,” Tom said. I could see a trace of a tear 
in his eye.

Tom’s wife passed many years ago. He still 
walks with his dog, Bumper, every day. “That 
rascal keeps me going!” Tom exclaimed. 

I asked him if he was in the Carmel pa-
rade earlier that 4th of July. There was that 
smile again as he said, “Oh, that too. What 
fun that was!”

Stay well, Tom. I’ll see you again next year, 
God willing. 

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

God Bless Tom  
and your buddies

Jon Quick
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This is not a battle of one population segment pitted 
against the other, but a battle for economic and political 
attention. According to the U.S. Bureau of Labor Statis-
tics, Millennials (age 15 to 33) now outnumber Boomers 

(age 53 to 70). Unfortunately for 
Boomers, their group is declining 
across many economic indicators, 
while Millennials are emerging as 
an inventive, prosperous and in-
fluencing segment of our econo-
my.

Boomers have captured the at-
tention of marketers and politi-
cians for decades. Their demand 
for schools, homes, furnishings, 
debt and political attention for-
tified our capitalistic society for 
over 50 years. No more! Boomer’s 

major consumption behaviors are all but a fading mem-
ory. Going forward, the economic sectors that will fo-
cus attention to the Boomers are health care, hospitality, 
home care, and death care. 

Conversely, Millennials are at the cusp of their highest 
level of consumption and contribution to capitalism. As 
the Millennial consumerism matures, which of these two 
groups do you think will capture the attention of employ-
ers, marketers, bankers, entertainers, politicians, etc.? 

Millennials are an ethnically diverse group with fairly 
liberal viewpoints who are reluctant to commit to own-
ership, debt, organized religion or traditional marriage. 
They are educated, highly connected, well versed, mobile 
and purposefully driven to balance work and life in pur-
suit of health as their desired wealth. 

Employers and employees alike, please pay close at-
tention to the demand dynamics that this generation 
will have upon our society if you want to remain rele-
vant. Let’s not fool ourselves, these dispositions are game 
changers. More autos and homes will be leased than 
owned. Employment must remain interesting to gain 
commitment. Entertainment must be on-demand and 
commerce must be digital to sell. Nontraditional mar-
riages will be embraced and the word race will not im-
ply any ethnic connotations. The list will be exhaustive.

So will homes, cars, or furniture be financed? Will tra-
ditional retail, print, or broadcast advertising survive? 
Will anyone occupy a permanent office, personally visit 
a physician or see a movie in a theater? Are we entering 
into economic and market uncertainty? Absolutely!

The outstanding wild card which may temper the soci-
etal impact of Millennials, is the historical shift in priori-
ties associated with parenthood. However, if the daunt-
ing commitment posed by having school-aged children 
doesn’t overshadow their generation’s aspirations, the 
game is afoot! Live long and prosper. 

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

Millennials  
vs. Boomers

Jim Ittenbach

By Mark Ambrogi
Tom Krohn led a small group at Eli Lilly Co., who start-

ed four years ago working on improving public information 
to accelerate medical innovation. The Lilly group conducted 
some proofs of concepts with fellow pharmaceuti-
cal giants Pfizer and Novartis to help patients match 
with clinical trials.

Earlier this year Lilly decided to sell the internet 
protocol to TrialReach.

“The first and foremost reason I joined TrialReach 
is helping patients,” Krohn said. “I believe in what 
we’re doing and I believe in helping patients who 
struggle finding what they need. I wanted to contin-
ue what we started. We have some really good capabilities 
that I wanted to see mature in the marketplace. Third was the 
ability to do this, be close to my home and do the same type 
of work I did at Lilly but be in the marketplace.”

TrialReach moved into Carmel’s Indiana Design Center 
second floor office earlier this year. Indiana Design Center 
recently announced the move waiting for official go-ahead 
from TrialReach. Krohn is the chief development officer for 
Trial Reach.

“The location is fantastic,” said Krohn, a Noblesville resi-
dent.

TrialReach was a small company of 20 people in January 
and is expected to grow to 50 by the end of the year. Krohn 
said it’s to be determined how many will work out of the Car-
mel office, but probably five to six.

“We trying to bring trials to the patients,” Krohn said. “We 
are free to patients and hospitals. The sponsors, such as Lilly, 
pay us to help the patients connect.”

Krohn said it could not run the program at Lilly because it 
had to have trials available from all studies, not just 
Lilly. So they needed to sell the IP to an independent 
neutral party.

“We knew TrialReach from the past,” Krohn said. 
“We chose them because of the fit between our ex-
pertise and their expertise. So Lilly sold the technol-
ogy to TrialReach. So that ethnical platform is now 
owned by TrialReach. TrialReach is able to scale it to 
all studies and  reach  tens to hundreds to millions 

of patients because TrialReach’s model is about bringing tri-
als to patients in the online communities or point of care in 
the hospital.”

TrialReach has offices in London and New York. Krohn 
chose to stay in Indiana.

“We are running the informatics (in the Carmel office),” 
Krohn said. “My background is a pharmacist with a technical 
background so I’m the lead business developer.”

Krohn, 50, and his wife Melissa have three children, ages 
11 to 16.

Krohn, who worked for Lilly for 13 years, was a health-
care missionary for 10 years, mostly in Madagascar.

“I met my wife there and our first child was born there,” 
Krohn said.

Carmel man helps patients with TrialReach

Krohn

Back in the Day: Carnegie library 
By Terri Horvath

“Dubliners” by James Joyce, “Tarzan of the 
Apes” by Edgar Rice Burroughs and “Penrod” by 
Booth Tarkington were some of the newly pub-
lished novels in 1914 awaiting a home in Carmel’s 
new Carnegie public library. Although the struc-
ture was formally dedicated on June 6, 1914, the 
library was formed in 1904 by the Wednesday Lit-
erary Club. The group began lending books from a 
Main Street storefront.

By 1911, the library’s board received an $11,000 
grant from the Carnegie Corporation to build a 
stand-alone building. To receive the grant, howev-
er, the community also had to provide financial sup-
port. Other requirements included that Carmel pro-
vide the building site and allow free service to all.

Self-service was an innovation that the Carnegie 
design initiated. This revolutionary open-shelf pol-
icy helped reduce operating costs. Instead of the li-
brarians going into the stacks, patrons perused the 
shelves themselves. Since theft of books was a con-
cern, the library’s circulation desk was strategically 
placed just inside the front door. When the library opened, 
the stacks consisted of 5,847 books.

By the late 1960’s, the library’s demands outgrew the 
small Carnegie building. The collection had grown to 21,000 
books. Plans were developed for a new library which opened 
in August 1972. Another expansion, more than doubling the 
size, was needed with the Carmel Clay Public Library open-

ing in 1986. Both facilities were built a few blocks east of the 
Carnegie building.

After the library’s departure, the Carnegie building was 
purchased by the Town of Carmel, which used it for offic-
es and a courthouse until 1989. Since then the building has 
served the community as a restaurant. Its current owner is 
Woody’s Library Restaurant.

Inside the Carnegie library. (Submitted photo 
courtesy of The Carmel Clay Historical Society)



businessleader.bz • August 2015   5Carmel Business Leader Business News

For more information visit www.bhhsinrealty.com

8402 E 116th St., Ste. 200 Fishers, IN 46038

At Berkshire Hathaway HomeServices luxury is not a choice; it is an expectation.
With our expertise in the more rarefied echelons of real estate, we have access

to the exclusive properties that rise above the rest
– and the acumen to bring the right buyer to your doorstep.

Revolutionizing the Real Estate Industry.
bhhsINrealty.com
CARMEL OFFICE:
12315 Hancock St. Ste. #29, Carmel, Indiana 46032
(317) 575-1055

editorial@youarecurrent.com
Fresh Thyme Farmers Market is set to 

open its fourth and fifth stores in the greater 
Indianapolis area on Aug. 6. In Fishers, one 
location will open at 11481 East 116th Street, 
and another at 3400 East 146th Street on the 
border of Carmel and Westfield. 

A ribbon-cutting ceremony will precede 
the 7 a.m. opening at both locations, during 
which Fresh Thyme will present charitable 
donations totaling $10,000 to local organiza-
tions. The first 250 shoppers will be present-
ed with a reusable shopping bag containing 
products valued at $50.  

“Having the privilege to join two more 
Indy communities is very exciting, and we 
look forward to providing our new neigh-
bors high quality, healthy offerings at a great 
value,” stated Fresh Thyme CEO Chris Sher-
rell in a July 9 press release. 

In a 2014 press release, the company stat-
ed its intent to open 60 new stores through-
out the Midwest by 2019 — accompanied by 
over 5,000 new jobs. The two new north side 

stores contributed 180 positions to the total. 
The company strategically focuses on of-

fering local, value-priced healthy, natural and 
organic foods. “We’ve taken the experience 
of an outdoor farmers market and combined 
it with the convenience of a full-service gro-
cery store. Shoppers will enjoy value priced 
natural and organic items throughout our 
store, making healthy food more attainable 
to the masses,” stated Sherrell. 

For several months, the Carmel-Westfield 
store has teased prospective shoppers on its 
Facebook page. Followers were provided pe-
riodic sneak peeks of large assortments of 
hand-prepared sausage varieties, daily fresh-
squeezed juices, and a bulk shopping section 
boasting 300 choices including dry goods, 
coffees, and liquids like olive oil and honey.

The stores will also feature in-house bak-
eries, gluten-free aisles containing more than 
1,600 selections, a produce department with 
locally-grown goods, and a Vitamins & Body 
Care department with more than 8,000 prod-
ucts. 

Fresh Thyme Farmers Market 
grocery stores to open Aug. 6

Carmel named best for livability, raising a family, jobs
By Adam Aasen

Carmel is no stranger to 
making its way onto national 
rankings for cities its size. Re-
cently, Carmel was honored 
with high rankings on several 
Web sites for livability, raising 
a family and getting a job.

BEST FOR FAMILIES
A website called local.

niche.com ranked Carm-
el first among towns to raise 
a family. It based the U.S. 
towns ranking on factors 
such as school ratings, crime 
rates, age demographics and 
access to affordable housing 
and childcare. 

Crime/safety and edu-
cation were both weighted 
most heavily at 20 percent 
each. Access to libraries, community involve-
ment, home prices, number of residents 35 
to 44 and number of residents 0 to 9 were all 
ranked 10 percent each. Access to day cares 
and access to grocery stores were ranked 5 
percent each.

1. Carmel, Indiana

2. San Ramon, California
3. Redmond, Washington
4. Snoqualmie, Washington
5. Cupertino, California
6. Brandon, South Dakota
7. Palo Alto, California
8. Newton, Massachusetts

9. Mountain View, California
10. Pleasanton, California

BEST FOR LIVABILITY/FAMILIES
A Web site called Livability.com ranked 

Carmel fourth for best cities for families. 
The site states: “Life is especially sweet for 

children living in Carmel, Ind. Their well-ed-
ucated and relatively affluent parents put a 
great deal of emphasis on making sure they 
have certain advantages. These include top-
rated schools, excellent community programs, 
safe neighborhoods and many recreational 
amenities. Progressive city leaders have posi-
tioned Carmel among the most desired loca-
tions in the country for young families.”

1. Overland Park, Kansas
2. Plano, Texas
3. Holland, Michigan
4. Carmel, Indiana
5. Leesburg, Virginia
6. Chandler, Arizona
7. Naperville, Illinois
8. Bentonville, Arkansas
9. Rockville, Maryland
10. St. George, Utah

BEST FOR JOBS
Another website, called Zippia, ranked 

all of the 78 cities in Indiana to find the best 

place to get a job and Carmel ranked on top. 
Interesting enough, four neighboring com-
munities – Fishers, Westfield, Zionsville and 
Noblesville – ranked right behind Carmel.

The rankings were based on the follow-
ing factors: unemployment rate, recent job 
growth, future job growth, income tax and 
median household income.

1. Carmel
2. Fishers
3. Westfield
4. Zionsville
5. Noblesville
6. Columbus
7. Lebanon
8. New Haven
9. Jasper
10. Avon

BONUS HONOR: LIVABILTY AWARD
The Carmel Arts & Design District was 

recognized with a U.S. Conference of Mayors 
award for outstanding leadership in support 
of urban livability. The City Livability Awards 
are sponsored by Waste Management, Inc., 
and The USCM. An independent panel of 
judges selects the award winning cities and 
the honorees were announced at the annual 
conference in late June in San Francisco.

The glass plaque given to Mayor Jim Brainard in recognition of Carmel 
being a top-ranking city for livability. (Submitted photo)
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Sometimes being a small business owner 
is like being bitten by a million fleas. There 

are so many people 
and tasks pulling at 
you that you might 
just, well, feel like 
Sisyphus, pushing 
that boulder up the 
mountain. 

It’s on those days 
that you have to be 
have a very clear, 
compelling reason 
to keep going. If you 
do not, you might 
just roll over and 

tuck your forehead under the blankets and 
stay there. Knowing your “why” does many 
things:

• It defines success.
• It creates decision-making criteria.
• It aligns resources.
• It motivates.
• It clarifies focus.
• It expands options.
Knowing “why” goes for your business 

and everything you do to run your busi-
ness. 

Not to say you do not have common 
sense, but sometimes concepts like know-
ing “why” just sound so simple and obvi-
ous that we do not take the time to clear-
ly define it and use it. The problem is that 
when we do not take the time and state the 
supposed obvious intention, people’s inter-
pretations can differ. Your obvious purpose 
may not be the same as the person across 
the table. In addition, we can get caught up 
in the form of what we are creating and let 
our connection with the real and primary 
intention slip. 

For example, every meeting, task and 
piece of marketing you undertake should 
have a clearly defined “why.” If there is not 
a purpose set forth in the beginning, how 
do you know if you have achieved success 
or met the need? 

As David Allen said in “Getting Things 
Done,” “People love to win. If you’re not to-
tally clear about the purpose of what you’re 
doing, you have no chance of winning.”

If you want to win in your business, get 
clear about your “why.” 

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.

Know your ‘why’

From time to time I write of my dinning escapades. When I eat, I 
generally sample non-franchise eateries if any are available. The in-
teresting thing about this is, a person has an hour or so to test out 
the “bill of faire,” the service, and the overall ambience of 
a restaurant all while eating a meal. Today, with all of the 
TV shows and the like featuring eating establishments 
that we watch for recreation, most all Americans have 
become amateur foodies. Eating in a small family owned 
place is like sipping a new bottle of wine. We come to 
relax with friends, but we are now smelling, whiffing, 
and savoring everything from the wait staff to the rest-
rooms and everything in between. This much I can say 
with amateur authority, these dinners, dives and drive-
ins are divided into two classes; “these guys get it,” and, 
“ these guys don’t get it.” Wonder why?

I have often prescribed to the theory that we must 
all be students of our vocational craft. The interesting 
thing about “ rehabbing” houses or running a diner, you 
just have to turn on the TV and there, in an enjoyable format is 
your continuing education. Do you ever wonder, should you visit 
dumps as I do, does the staff and ownership of this joint ever watch 
those shows? 

How about the food prep? I will pay a couple of bucks more for 
breakfast items stacked on top of one another served in a skillet. 
Why? Presentation. Crinkly cut fries light blond in color on a light 
green melamine plate served with a dirty squirt bottle of Heinz fin-
est has a value of 75-cents to me. Put thin dark fries with the skin 
still on them in a paper cup with pictures of whole potatoes on it, 
or in silver basket with a paper liner, and the price goes to $1.99! 

Monthly cost for the difference; about the same and over double 
the revenue. Advertise that all of the veggies are locally grown and 
steamed to order, dusted in parmesan cheese and they go from a 
no cost “throw-in” to a premium cost offering, yet they cost the res-
taurant about as much s frozen, but it just takes effort. Make your 

salads the freshest and the best in the area with the best dressings; 
NO short cuts here! Again, effort not cost! Discover the BEST soups 
in the market, and offer one daily. Use premium deli-meats and ad-

vertise the brand name on the menus. Lousy soup and 
deli meats shout “cost control,” not “gonna be back again 
next week dinning.” Offer say 10 different sandwich con-
diments including premium poupons. Cook the BEST 
breads for a cut in cost and a raise in customer reten-
tion. You can even sell the breads as a take-home item. 
That “baking bread aroma” in the dinner will allow the 
breads to sell themselves. Since many are on lunch break 
from work, they often take lunch back to others. Make 
sure that you have the most “hot food friendly” take-out 
food carriers, individual lidded cups for soups, and real 
plastic eating utensils that are not an insult that suggest 
cheap”. Have areal napkin like those found in a premium 
restaurant bathroom for your hands. Put it all in a plastic 
sack that can easily stack four lunches.

Yes, the above will drive food cost up, but I suggest marginally. 
However, the repeat business will more than offset it. Many of the 
omissions above will be “non-starters” for several customers, and 
they will be one time only visitors. I do not do one small napkin per 
carry out, I don’t do cheapo rubbery forks. I do not do bright yellow 
mustard. When I was 12 I ate my last crinkly fries on a plastic plate. 
If you want me back more than “one time in a row”, you need to 
earn my business. These things are tickets of admission to any cre-
ative price sensitive dinner trying to make it on a ten year stretch. 
In closing, the above are lessons learned on these TV shows. When 
you watch, are you asking yourselves how you can better tune your 
business? I am, I hope the customer notices. howard@hubler.com

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

Howard Hubler
Advice

Not-so-fine dining

Jack
Kleymeyer

Editor,
In addition to other business-serving organizations in Green-

wood, Indianapolis and Westfield, OneZone is in support of the 
creation of a Regional Development Authority. We applaud Cur-
rent’s comments that the idea could work, and we’ve consistently 
championed the belief that public transit is important to our re-
gion’s future economic development. 

But here’s where we disagree:
•	 Privatization. Presuming privatizing transit would necessar-

ily make the endeavor profitable requires a large leap in logic. 
Public transit around the world, with rare exception, does not 
make a profit, and is subsidized to ensure its availability to ev-
eryone.

•	 Use of public funding. Why do we have no problem utilizing 
public monies for infrastructure - streets, highways, and bridg-
es, but not transit? Why didn’t we demand that US 31 be pri-
vately constructed? Why not privatize municipal street main-
tenance and snow removal? 

•	 Economic need and Business attraction. We’re excited when 

we attract new businesses with hundreds of jobs to our com-
munities, but often fail to realize how hard many of those jobs 
may be to fill without an economically feasible way to get em-
ployees to those jobs. Even the job fairs held to attract potential 
employees are conducted at sites accessible by bus.

•	 The costs of the alternative. Finally, with the cost of struc-
tured parking garages exceeding $20,000 per space, it’s time we 
think about providing businesses with options for investing in 
people and people places instead of car spaces. 

The establishment of the RDA is an important step toward keep-
ing our region competitive. As individual communities, we are no 
strangers to the concept of establishing quality of place. It’s driven 
myriad developments and has given us increasing ammunition in 
business attraction. We know that enticing business is much more 
than providing land for an office building. 

As individual communities, we’ve done a lot. Together – thinking 
regionally – we can do more. 

Mo Merhoff, President
OneZone, Inc.

Letter: OneZone talks public transit
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What is ReStyled?
We paint furniture, basically. We are an 

Annie Sloan (chalk paint) stockist. We carry 
her paint. She sells it only to boutique stores 
where you can actually experience the paint 
because it 
is different 
from latex 
paint. With 
this paint, 
you don’t have to sand, prime or strip. You 
can paint on anything -- fabric, concrete, 
wood -- without the time and cost involved 
in doing all that. 
How did you get started refinishing 
furniture?

The owner and I were both retired (inte-
rior) designers. She and her daughter started 
the business and she asked me to help out. 
I was retired and frustrated because I was 
not creating anything. So they sent me to 
North Carolina to meet with an Annie Sloan 
instructor and now I’m certified and teach 
classes here.
What types of classes do you have?

We have two classes. One is where you 
learn the modern finish, two-color distress, 
rustic finish, wash, dark wax, clear wax and 
gilding. You learn a lot in the three-hour 
class. This is our most popular class be-
cause you learn all the various ways of us-
ing the paint. The other one is called ‘Refunk 
your Junk.’ You can bring in your own fur-
niture, a smaller piece like an end table or 
dining chair, and you can stay all day and 
use our paints. We help them get it paint-
ed and waxed. Some people want to do only 
one piece, so this a good option for them. We 
also paint for people, but we encourage them 

to do it as much as possible.
Is it a difficult process?

No, it’s simple to do. The paint is low in 
VOCs and there’s no odor. So you can paint 
in the house and you don’t smell anything. 
Is it a creative process?

It’s very creative. You can layer it or mix 
colors with it. All the colors have great pig-
mentation. And we can come up with a for-
mula for you if you bring in a fabric or some-
thing you want to match. The paint covers 
anything, but we really prefer wood. The 
more gingerbread and details a piece has, 
the better. We can enhance it with the paint 
and clear or dark wax. If an item is plain, you 
can add stenciling to make it more interest-
ing. You can also get a modern, smooth fin-
ish if you want, but then you have to sand it. 
Who are your customers?

Anybody -- young and old, men and wom-
en. Everybody enjoys it. A lot of new moms 
want chests of drawers as a changing table.
Do you have anything besides furniture?

Yes. We also have clothing, jewelry and ac-
cessories. It’s a total look, kind of a shabby 
chic style.
What do you like best about your job?

It is just fun. I like seeing a good solid piece 
of furniture that won’t get trashed because 
there’s a stain or flaw on it. You can add life. 
It can be a pop of color. Being a designer, I 
love color and matching it with something 
you already have. I just love being creative. I 
missed that when I retired. 

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

ReStyled shows off chalkpaint success

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

STAND OUT
from the crowd
Make a BIG impression at your 
next conference, event or trade 
show with Banners, Brochures 
and custom Promotional Products 
from AlphaGraphics Carmel!

Susan Javaras shows off some furniture at ReStyled. (Photo by Lana Jimenez)

Name: Susan Javaras
Title: Interior Designer

Business: ReStyled

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.

Cut expenses – Here are some household 
expenses you can eliminate by replacing 
with less pricey substitutes:

1. Basic cable – Use a Roku-type device 
to stream content at a fraction of the 
cost

2. Cleaning products – Baking soda 
and vinegar can do just as well for 
most jobs

3. Phone bills – Replace land lines with 
voice over internet providers

4. Extended warranties – These are 
usually not worth the money

Source: WiseBread.com

Check receipts – Analyzing receipts 
can help you manage your financial 
life and save money. Here are a couple 
of things to look for: 

1. Retroactive discounts – If you 
forgot to use a coupon, some 
retailers will give you a credit if 
you take your receipt back.

2. Survey savings – Many sellers now 
offer coupons if you complete 
their survey on the receipt

Source: WiseBread.com

Organizing receipts – Keeping 
receipts organized can be a chore. 
There are several mobile apps that 
make it easier:

1. Shoeboxed – You can take a 
photo of the receipt and then 
export the data to bookkeeping 
software

2. Expensify – Generates IRS 
guaranteed receipts if you lose 
the original

3. OneReceipt  – Allow you to store 
both paper and online receipts

Source: WiseBread.com
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Book of the month: 
“Zero to One: Notes 
on Startups, or How 
to Build the Future” 

by Peter Thiel

Author David Thiel writes the summa-
ry of this book: “Doing what someone 
else already knows how to do takes 
the world from 1 to n, adding more of 
something familiar. But when you do 
something new, you go from 0 to 1.”

According to Entrepreneuer.com, 
this bestseller is geared specifically 
towards the startup community as it 
offers invaluable advice on what to 
consider and what to avoid before 
moving forward. Additionally, the 
author offers his philosophy on busi-
ness, which helps the reader gener-
ate new ideas he or she may not have 
considered previously.

“Success is walking 
from failure to 

failure with no loss 
of enthusiasm.”

- Winston Churchill

Quote of  
the Month

By Adam Aasen
The Carmel City Council voted down a request for $196,592 in fi-

nancial support for “the Red Line,” a mass transit system that would 
travel from Westfield to Greenwood and be managed by IndyGo.

In September 2014, Westfield Mayor Andy Cook joined India-
napolis Mayor Greg Ballard and other elected officials to announce 
a $2 million federal TIGER grant to assist Indy-
Go with the next phases of development, includ-
ing environmental analysis and engineering, for 
the Red Line.

With this federal funding, there needs to be 
matching funds from localities and there’s the 
hope that more federal funding could be awarded 
down the road. Because the line would go through 
Carmel – and, some would argue, benefit Carmel 
– an interlocal agreement was drafted to see if Carmel would chip 
in for its share of the costs, based on factors such as population and 
length of the mass transit line.

Earlier in the city council meeting on July 6, the council approved 
joining the creation of a regional economic development group that 
could be used to help obtain state and federal dollars, presumably 
for projects such as mass transit that affect all of central Indiana.

City Councilor Ron Carter spoke strongly against getting into 
bed with IndyGo.

“Why would we let IndyGo manage anything?” he said. “They 
can’t even empty the trash cans at their bus stops. They always say 
they’ll do better, but they never do any better.”

Carter said he can’t support this version of mass transit, “espe-
cially if the Indianapolis City-County Council has any hand in this. 
They can’t even get their streets fixed,” he said.

City Councilor Luci Snyder said she’s worried 
that IndyGo would keep coming back for money 
again and again, as they did with the now-defunct 
IndyExpress bus. 

“I don’t support this at all,” she said. “This is an-
other boondoggle.”

Carter pointed out that the IndyExpress bus 
didn’t have a marketing campaign or even a rider-
ship study yet they kept asking Carmel for money.

Carter was the lone vote against the Central Indiana Regional 
Development Authority ordinance, partly because he said he was 
concerned about the makeup of that board. He said he has the same 
concerns with IndyGo, that the board will be dominated by India-
napolis which has a very different agenda than Carmel.

City councilor Sue Finkam, the lone vote for the IndyGo propos-
al, said the money was just for the early stages of the initiative and 
believes that mass transit can benefit Carmel economically.

“We should be leaders in this regard,” she said. 

Council votes down $196K  
to support IndyGo Red Line

Cook Carter

By Adam Aasen
At the end of 2014, Zack Darring announced that he 

was contemplating the sell of his restaurant, Zacky’s Hot 
Dogs & BBQ, so he could devote more time to the church.

Darring searched for months to find the right fit that 
would maintain the same quality and high standards 
which Zacky’s has been known for the past five years.   
During that time, many requests were made for Zacky’s 
Hot Dogs & Smokehouse Barbecue, to not only remain 
open, but if possible, under the same ownership.

“Customers told Zack that this is one of the few plac-
es locally where they can find a true Chicago dog made 
the traditional way unless you want to drive to Illinois or 
Northern Indiana,” he said. 

Darring said, “This is a ministry to me. There is a con-
nection to people, because there is nothing greater than 
making people happy. So I just want to continue to bring 
happiness into their lives.” To Darring, his customers are 
not just customers.  He says they are friends and extend-
ed family.

Darring plans to make some changes of his own by 
possibly adding a breakfast menu starting at 6 a.m. He’s 
in the process of recruiting friendly, dependable staff to 
help him so he can also continue to devote more time to 
the church he leads at Jesus is Lord  Christian Fellowship, 
at 6225 Knollton Road, Indianapolis.

“I know the good Lord will bless me and help me find 
the balance to do both,” he said.Zachary Darring, owner of Zacky’s in Carmel. (File photo)

Zacky’s: Darring decides to stay put
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Real estate series begins Aug. 8

Broker Carrie Holle will speak at Highgarden Real Estate 
in Carmel later this month. (Submitted photo)

By Adam Aasen
Scott Jones, founder of local company Cha 

Cha and an inventor known for the 
early days of voicemail, announced 
that he plans on expanding his Car-
mel-based computer coding acade-
my by nearly $1 million and 92 jobs 
in the coming years.

Jones, a philanthropist and tech 
guru living in Carmel, founded Elev-
en Fifty Academy, a nonprofit orga-
nization that provides computer job 
training, and Eleven Fifty Consulting, a con-
sulting firm that provides corporate coding 
services and consulting to build mobile ap-
plications and websites for businesses.

Not only will the two organizations invest 
in growing operations, but they’ve caught the 
attention of the Indiana Economic Develop-
ment Corp. which is offering $1.355 million 
in tax incentives in total since the two orga-
nizations 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 In-
diana Lt. Gov. Sue Ellspermann. “Our state’s 

business-friendly policies and commit-
ment to workforce development are 
helping Indiana companies create jobs. 
We are grateful that the Eleven Fifty 
leadership has chosen to make their 
important investment here in Indiana.”

Eleven Fifty Academy plans to cre-
ate 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 creat-
ed or enhanced through the multiplier effect 
of the Eleven Fifty programs,” he said.

Headquartered in Carmel, Eleven Fifty 
Academy is a nonprofit that aims to serve the 
coding and professional community through 
immersive learning from real people and not 
just a computer program. Even those with 
zero experience can learn programming lan-
guages such as iOS, Android, .Net, or Ruby.

Tech inventor Scott Jones expands 
Carmel computer coding academy

Jones

A ribeye steak, one of the many dishes offered 
at Firebirds. (Submitted photo)

Firebirds restaurant  
planned for Drury Hotel

By Adam Aasen
Charlotte, North Carolina-based 

Firebirds Wood Fired Grill is planning 
to open its first Indiana location in the 
new Drury Hotel located on the Car-
mel-side of the border along 96th and 
Meridian streets.

The fast-growing national chain is 
known for wood-fired steaks, chicken, 
seafood and ribs and currently boasts 
36 locations in 13 states.

According to a report from city plan-
ning officials, the new location will be 
7,462 square-feet including patio seat-
ing located on a vacant out-lot of the 
hotel. There will no full-service restau-
rant within the hotel and this was al-
ways part of the hotel’s plans, accord-
ing to the report.

Parking should be adequate with 
more than 400 parking spaces in total 
for the hotel and restaurant. There are 
more than 200 seats in the restaurant – 
not including employees – so it’s esti-
mated that usually more than 100 park-
ing spaces would be needed for just the 

restaurant, but the city anticipates that 
many hotel guest will plan on eating 
at the restaurant so the shared space 
should work fine.

The hotel itself will be 10 stories will 
more than 200 rooms.

Firebirds menu features items such 
as crab cakes, coconut shrimp, filet 
kabob, slow-roasted prime rib, bleu 
cheese filet, parmesan-crusted mahi, 
cilantro-grilled chicken breast, sesa-
me-encrusted salmon and braised ten-
derloin pasta. Prices range from $10 to 
$33 for entrees.

editorial@youarecurrent.com
A new seminar, developed by The Carrie Holle 

Group of Highgarden Real Estate, will rely on a 
real estate-based curriculum to assist individuals 
seeking out the most relevant facts and trends in 
today’s local real estate market. This series, titled 
the Saturday Morning Speaker Series, will have 
speakers at 11 a.m. on Saturdays at Highgarden’s 
Carmel location, 110 West Main St., Suite 130.

This new series is open to the public and any-
one interested in developing their local real estate 
and community knowledge. Industry experts in 
real estate, financing, construction, inspections, 
investments and design will share their insight 
and proven advice on various topics current in 
the real estate industry, while applicable to many 
ventures. 

Topics to be discussed may include proper-
ty values, the buying and selling process, zero-
down lender programs, managing your money, 
and more. Upcoming seminars are Aug. 8, which 
is titled “Zero-Down Payment Programs For 
Almost Everyone,” and Aug. 22, titled “Proper-
ty Values in Your Neighborhood- How Much is 
Your Home Really Worth?”

Amy Robbins, vice president of Ruoff Home 
Mortgage, will be the guest speaker for the first 
seminar. Since 1999, Robbins has been providing 
first-time homebuyers, move-up buyers, empty 

nesters, or individuals looking to refinance, with 
the best loan programs that fit their short-term 
and long-term goals. 

Broker, Carrie Holle, will lead the second sem-
inar. Holle will share knowledge and expertise 
about buying, selling, new construction, invest-
ing, and relocating. Carrie looks forward to shar-
ing her passion for this industry by creating an 
enriching experience for those in attendance.
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It’s no secret that managing a business trav-
el program today is about much more than just 
containing costs. Successful programs balance 
policies to achieve improved traveler productivi-

ty and satisfaction in addi-
tion to achieving high lev-
els of compliance and cost 
reduction.

Businesses with travel 
programs of any size can 
get helpful insights from 
the 2015 Business Travel 
Survey released by Travi-
zon. The results identi-
fy specific areas that can 
improve the travel expe-
rience, increase produc-
tivity and add to the satis-

faction and retention of your business travelers. 
Survey results were broken out by age group, fre-
quency of travel as well as by status within the 
company. While some results were predictable, 
others were interesting.

It’s not surprising that different age groups 
want and need different things. For example, 
while a majority of business travelers dislike 
sprawlers and loud talkers, millennial travelers 
are most annoyed with kids and leisure travelers 
on their flights.

Pain in the hotel space, such as an unclean 
room, had the biggest negative affect on traveler 
productivity. Pain in air space focused on lost bag-
gage while terrorism was rarely mentioned as an 
anxiety. In ground transportation, the biggest has-
sles were picking up and dropping off a vehicle. No 
wonder Uber is doing so well! Speaking of Uber, a 
whopping 70 percent of millennials and 78 per-
cent  of frequent travelers say access to using Uber 
on business trips would improve their experience.

When it comes to using technology, 47 percent  
of those surveyed want to use an online booking 
tool. A surprising 74 percent  say they WANT 
their company to use a tracking tool and agreed 
with the statement “My employer should know 
where I am and how to reach me at all times.”

No matter how frequent your employees trav-
el, have open communication channels to hear 
what is important to the different travelers in 
your organization. Design travel policies that are 
flexible to meet the needs of your different trav-
elers. After all, although travel may not be your 
core business, it is a means for your employees to 
be successful in growing your business.

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

Business traveler 
experience

George
Klein

Delta Faucet ribbon cuttingDelta Faucet ribbon cutting

[From left to right] Ken Roberts, Jill Ehnes, Jon Dartt, Rick Marshall, Keith Allman, Jay Burnette, Susan Fisher, Jai Shah, Thomas Assante and Rick Burkman 
participate in the expansion sneak peek held by Delta Faucet. Delta Faucet plans on opening the Manoogian Center as a part of its expansion. (Photos by 
Jason Conerly)

The Manoogian Center was revealed during the expansion sneak peek held 
by Delta Faucet. Delta Faucet held their expansion sneak peek last month. 

 Keith Allman, Richard O’Reagan, Chuck Dowd, Jill Ehnes and Ron 
Carter use shovels to symbolically break new ground as apart of Delta 
Faucet’s  expansion sneak peek. Carter is a member of the Carmel City 

[Left] Keith Allman and Richard Manoogian prepare to leave the stage as 
the next speeker appears. Manoogian’s family started Delta Faucet.

Jai Shah, Chuck Dowd, Richard Manoogian and Keith Allman begin to 
arrange themselves for a photo shoot after the  expansion sneak peek  at 
Delta Faucet. Jai Shah is the current president of the Delta Faucet Comapny.
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BUILDING  RELATIONSHIPS,
DELIVERING  RESULTS.

somersetcpas.com

a client-focused, nationally-recognized accounting and advisory firm

By Mark Ambrogi
Carmel residents Jack and Genta Pow-

ell have no problem working side-by-side as 
husband and wife as DirectBuy Indianapolis 
co-owners.

“We enjoy what we do so that makes a 
huge difference,” Genta said. “Seeing the re-
wards of helping people has made a differ-
ence in our relationship. Even though we 
might have differences of opinions some-
times, which is good, we go back to knowing 
we made someone happy.”

DirectBuy Indianapolis has a 16,000 
square-foot showroom and office space at 
8450 Westfield Blvd. Jack compared it to a 
builder’s design center where there are se-
lections for flooring, windows, cabinets and 
doors, among many items.

Indianapolis has been an operating fran-
chise for DirectBuy since 1971. Jack started 
at an entry level with DirectBuy in the late 
1970s and worked his way up to becoming 
an owner of a DirectBuy in the Chicago sub-
urbs in 1985. He purchased the Indianapolis 
franchise in 2000. Genta worked as a nurse 
in the Chicago area before giving that up in 
the early 1990s. The Powells, who have been 

married 10 years, have a 9-year-old daugh-
ter, Miah.

DirectBuy customers pay a membership, 
which enables the customers to purchase 
from manufacturers at the volume-dealer 
pricing.

“We do not derive our income from the 
sale of merchandise,” Jack said. “There are 
various types of plans available depending 
on what a person wants. There is a fixed cost 
over time which has nothing to do with what 
they buy, which means their cost of doing 
business is fixed. Whereas in retail it is paid 
every time they make a purchase.”

The items are all name brands from 700 
manufacturers, Jack said.

The DirectBuy showroom is open 
from noon to 8 p.m. weekdays and from 10 
a.m. to 4 p.m. on Saturday. Members have 
access to private club website 24/7 with pric-
ing. The main website is indianapolisdirect-
buy.com. However, Genta said many mem-
bers like to come in the showroom.

“They build relationships because we have 
staff members who have been here 20-years 
plus,” she said. “You feel you are part of spe-
cialized group.”

Jack and Genta Powell, owners of DirectBuy Indianapolis. (Submitted photo)

DirectBuy owners form 
team at work, home

A rendering of the proposed hotel. (Submitted image)

Hotel in the works for Old Meridian area
By Adam Aasen

Constr uc-
tion should be-
gin soon on an 
$11.5 million 
hotel in the 
Old Meridian 
corridor.

The 61,000- 
s q u a r e - f o o t 
Fairfield Inn & 
Suites by Mar-
iott is part of 
the Grand & 
Main project 
in that area 
and will fea-
ture four floors 
with 105 guest rooms on 2.176 acres.

The hotel is planned for 1335 W. Main 
St., just north of Meijer. Parking is located 
to the side and rear with 100 spaces and 
possibly more. The city is working to make 
sure there is a five-foot buffer of landscap-
ing between the hotel and nearby homes.

The floor plan of the building will fea-
ture king and two queen bed quest rooms. 
The first floor will have 12 guest rooms, a 
meeting room, a dining room, an exercise 

room and indoor pool. The three upper 
floors will have about 30 guest rooms each. 

Nearby will be a 362,000-square-foot 
multi-family development and parking 
structure with four stories. There will be 
305 apartments with 589 parking spaces.

Also a part of Grand & Main develop-
ment is the Rose Senior Living at Carm-
el, featuring 176,000 square feet of senior 
living space with 159 units on four floors.
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Proposed plan could bring 51 
homes to 141st and Shelborne
By Adam Aasen

The Carmel Plan Commission is considering a planned unit development 
called Albany Place that would construct 51 new homes on 33.84 acres near 
141st Street and Shelborne Road.

The design includes a lake and three cul-de-sacs throughout the neigh-
borhood streets. There’s one main entrance and exit to the subdivision along 
141st Street on a road called Millner Drive.

These would be single family homes built by Drees Premier Homes with 
prices ranging from $550,000 to $700,000.

Franciosi finds her fit with training business

Franciosi

1. “Just take everything day by day as it comes. If you 
try to think about the big picture, it will stress you 
out and kill you. So slow down and take each days as 
it comes, business, life, kids, anything,” Franciosi said. 

2. “How’s the saying go, if you do what you love you are 
never at work.”

3.  “Give everything, 110 percent or don’t do it at all.”

Tips for success
By Mark Ambrogi

Trish Franciosi’s father cautioned being a fitness leader 
wasn’t going to pay the bills so she got her business degree 
from Ball State.

“So I went into accounting and hated ev-
ery minute of it,” she said. “But I still kept 
personal training people on the side.”

Soon the Noblesville High School gradu-
ate could take the numbers game no longer 
and took a job as the Lifetime Fitness direc-
tor in the Castleton area. After five years, 
she started her own business, Franciosi Fit-
ness Performance, starting with children’s fitness programs 
first. The business has kept growing over the past 15 years. 
Franciosi, who lives in Carmel, has 17 trainers work for her 
at mobile sites around Indiana and Illinois. 

“The morning programs we are in the daycare centers,” 
Franciosi said. “At the noon hour, we do corporate wellness 
and nutrition programs at businesses. Then we work with af-
ter-school programs at the elementary and junior high pro-
grams. In the evenings and early morning, we do our adult 
programs.”

Franciosi, 44, teaches herself despite dealing with two au-
toimmune diseases, lupus, which can attack any part of the 

body, and scleroderma, hardening of the skin.
“It just shut down a valve in my heart and half of one of my 

lungs has hardened,” Franciosi said. “I just do as much as I 
can. I’m a runner and it makes it very hard to breathe. It’s ter-
minal. It (lupus) only gets worse and there is no cure. I’ve had 
it for 15 years. Back when I was first diagnosed, the life expec-
tancy was only 20. My doctor said if I was not working out 
and staying as physically active as I am, I would be way worse 
than I am now. It’s very debilitating. Having the one (disease) 
is bad enough, but having both is a double whammy.”

Some are surprised, telling Franciosi she looks healthy.
“But it reality, one week out of the month I’m not,” said 

Franciosi, who takes strong medications and occasionally 
needs IV treatments.

Yet Franciosi is not one for self-pity.
“You can sit home and cry over it or you can try to move 

on and deal with it,” said Franciosi, who tries to educate oth-
ers on her diseases.

Franciosi does research and makes sure to ask her doctors 
plenty of questions. Franciosi, who has three daughters, Ash-
ley, 20, Haley, 15, and Lily, 9 with her husband Jeff, said she 
wants to be around for her family.

Her clients need her, too. Ali Gibson has been training with 
Franciosi for eight years and has lost 90 pounds in that time.

When first suggested she call Franciosi, Gibson said her 
first thought was “oh great, another skinny little trainer that 
is going to make me eat lettuce and run five miles a day. No 
thanks.”

So she took awhile to call until a shopping for swim suit 
motivated her it was time.

“She was the kindest, most welcoming person ever and I fell 
in love with her from the minute I met her,” Gibson said. “She 
makes you feel comfortable from day one. She never made me 
feel overweight or out of place ever. Needless to say I started 
training with her and have never left. Doing a ‘Trish workout’ 
is as much a part of my weekly routine as brushing my teeth.”

Examples of the homes Drees Premier Homes could build at 141st and Shelborne Road. 
(Submitted photos)

dISpatcHeS

Carmel resident 
Donald C. Stogsdill, 
MD, has been named 
the new chief 
medical officer (CMO) 
at St.Vincent Heart 
Center, a member 
of Ascension, the 
nation’s largest Catholic and not-for-
profit health system.

BMV hires Mendez – The Indiana 
Bureau of Motor Vehicles has 
announced that Manuel (Manny) 
Mendez has been hired as Director 
of Program Management. Mendez 
comes to the BMV from the City of 
Indianapolis where he most recently 
served as Mayor Greg Ballard’s 
Director of the Department of Code 
Enforcement. 

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.

Three reasons why Chipotle stock is still a buy, 
according to Matt Thalman of Investor Place:
1. ShopHouse and Pizzeria Locale: While the burrito-

slinging side of Chipotle is rocking, what investors 
thinking about buying CMG stock today should be 
excited about is the ShopHouse and Pizzeria Locale 
concepts. At the end of the most recent quarter CMG 
operated 1,847 Chipotle locations, 10 ShopHouse 
restaurants and two Pizzeria Locale spots.

2. ‘Healthier’ Eating: Although most would agree a 
burrito is not really a healthy meal, the fact remains 
Chipotle’s food is healthier than most options at the 
fast-food burger joints. 

3. Reasonable Price-to-Earnings Ratio: Currently 
trading at a price-to-earnings ratio of 45 and 
a forward P/E of 35, Chipotle stock has what 
most investors would call a steep valuation. But 
considering how CMG has performed over the past 
few years with just its Mexican concept, a P/E ratio 
of 45 may be considered a steal in the future if the 
ShopHouse concept and Pizzeria Locale idea begin 
to gain traction.

Simple ways to save money:
1. Move bank accounts to take advantage of perks and 

earn more interest. 
2. Stop collecting, and start selling
3. Master the 30-day rule. Avoiding instant gratification 

is one of the most important rules of personal finance, 
and waiting 30 days to decide on a purchase is an 
excellent way to implement that rule

Source: The Simple Dollar

Stogsdill
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editorial@youarecurrent.com
Pearson Automotive is among a group of 

Ford and Lincoln dealerships to be recog-
nized with the 2014 President’s Award by 
Ford Motor Company. The award honors 
dealerships that have excelled in automotive 
retailing in 2014, by providing exceptional 
customer service and satisfaction. 

In a statement from the dealership, Pear-
son Automotive is extremely honored to be 
recognized along many other dealerships 
across the country. The President’s Award 
for Pearson Automotive signifies the ability 
to reach beyond daily tasks and make a dif-
ference for our customers. Pearson Automo-
tive is a dealership that strives to deliver the 
highest quality cars and products as well as 
share a passion for providing excellent sales 

and service. 
“We take great pride in the fact that we 

have again won the President’s Award, as it is 
reflection of our employees’ commitment to 
providing an excellent customer experience,” 
stated John Pearson, president of Pearson 
Automotive. “The most meaningful part of 
receiving this award is that it comes from our 
customers. We strive to earn our customers’ 
business ‘for a lifetime’. This award shows me 
that we’re taking the necessary steps to meet 
this goal.”

Pearson Automotive isn’t new to the Pres-
ident’s Award honor; this is the dealership’s 
sixth time receiving the award. Pearson 
Automotive has also won Ford’s One Elite 
Award and in April was named one of the 
Indianapolis Star’s Top Workplaces.

Pearson Ford wins national  
award from Ford Motor Co.

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.

By Renee Larr
It all began with a beer. Not many business 

ventures can make that claim, but two Carm-
el residents built their budding brew business 
based on a shared love of suds. Mike Sale and 
Ryan Coyle took an at-home beer tasting into 
something to be enjoyed by the masses. 

“We were sitting around one day and we 
were both drinking a different Indian Pale 
Ale. We talked about finding a way to figure 
out who had the best IPA in town. We went 
out and got a handful of IPAs, and we hosted 
our own tournament at home. We thought it 
worked out well and was pretty awesome. We 
wondered ... can we take this to a big stage? 
Can we scale this up? That’s when in spring 
of 2011, we had our first 16 brewer, 400 per-
son event at the fairgrounds,” said Coyle. 

Brew Bracket is a tournament-style beer 
tasting competition. 

“We put eight to 16 brewers head-to-head 
in a tournament-style competition. It’s all 
blind tasting. It’s all the same style of beer. 
For our large events, you know what brew-
ers are there, but you don’t know who you 
are drinking at the time. As a participant, 
you come in and get an orange glass and a 
gray glass. You also get a voting card. The 
whole tournament is broken out into north, 
south, east and west just like a regular bas-
ketball tournament. You go around to the dif-
ferent stations in one bracket and you get a 
beer in your orange glass and a beer in your 
grey glass. Then you pick which of the two 
you like the best. We calculate those votes 

Carmel beer lovers launch Brew Bracket

and take them down to the final, and then, 
ultimately, the winner of that brew bracket,” 
said Coyle. 

The pair has hosted 10 tournaments so far. 
The success of the events got them to think-
ing about what started it all—the in home 
tasting with the India Pale Ales all those 
years ago. They wanted to take what they’ve 
learned in the large tournaments and create 
a kit for people to use at home. 

“We’ve started developing the at home 
Brew Bracket. The idea is you, the homeown-
er, get to host your own Brew Bracket in your 
home. When you purchase the experience kit 
you get all your tasting glasses, your voting 
card, a host bracket and host guide. It comes 
with orange and gray pitchers – everything 

good deal. They know they’re getting every-
thing they need to host at home,” said Coyle. 

Sale and Coyle are hoping to take the 
kits locally, nationally and even, potentially, 
worldwide. Both work full-time jobs and cre-
ated Brew Bracket has a fun hobby. 

“It definitely takes a lot of time, but we’re 
passionate about it and we really see the po-
tential,” said Coyle. 

For more information or to purchase a 
Brew Bracket at home kit visit brewbracket.
com. 

you need to host a tournament at your own 
home,” said Coyle. 

The kits are $35 with the host providing 
the beer. 

“Our price point for the new product 
works because the people who have been 
religiously attending our events see the at 
home brew bracket just launched and it’s also 
$35. So, they know they’re getting a pretty 

The game. (Submitted photo)

Mike Sale and Ryan Coyle. (Submitted photo)
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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 08-31-15)
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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

HUGHS LAW,
PRACTICAL LITIGATION SOLUTIONS

P.C.

Family Law and Civil Litigation
Hamilton County Residents

Serving Central Indiana
317-407-3275

Michael Hughs • mhughs@hughslaw.com

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

Aug. 6 
Ribbon cutting at Fresh Thyme 
Market in Carmel •  6:45 a.m. • 

3400 E. 146th St., Carmel

Aug. 7 
All-County Women in Business 
Luncheon • 11 a.m. to 1:30 p.m. 
• Forum Credit Union in Fishers, 

11313 USA Parkway, Fishers

Aug. 11 
Ribbon Cutting at The Reserve 

at Hamilton Trace • 3 to 5 
p.m. • Hamilton Trace, 11851 

Cumberland Rd., Fishers

Aug. 19 
Social Media Expert Jerilyn 

Soncrant will speak at the 2015 
Digital Media Marketing Summit 

• 11 a.m. to 1:30 p.m. • Forum 
Credit Union Center in Fishers

Aug. 19 
New member orientation • 10:30 

a.m.-11:15 a.m. • Forum Credit 
Union Center in Fishers

Aug. 25 
Ribbon Cutting at Holiday Inn 
Express and Suites • 5:30 p.m. • 

15131 Thatcher Ln., Carmel

Aug. 26 
Business After Hours • 4:30-6:30 

p.m. • Prairie View Gold Club, 
Carmel

Aug. 27 
Young Professionals After Hours 

• 5-7 p.m. • Indiana Gun Club, 
Fishers

Aug. 27 
Ribbon cutting at Carmel Music 

Academy • 3-4 p.m. • 13295 
Illinois St., Suite 117, Carmel

Aug. 27 
National Association of Women 

Business Owners host Luncheon 
and Roundtable Discussion • 
11 a.m.-1 p.m. • Conrad Hotel, 
Indianapolis • To register, visit 

nawboindy.com

auGuSt cBL pLanner BuSIneSS crIme watcH

Date Business Address Description

7/16 Target 10401 N. Michigan Rd. Theft

7/15 Marshalls 10025 N. Michigan Rd. Theft

7/14 Spectrum 
Retirement 13390 Illinois St. Theft

7/14 
Carmel 

Specialty 
Surgery

11590 N. Meridian St. Theft

7/13 ThyssenKrupp 9815 Westfield Blvd. Theft

7/13 Gradex N. Meridian St. /E. 
96th St. Theft

7/13 Woods Wire 511 3rd Ave. SW Criminal Mischief

7/4 Eli Lilly and 
Company 3865 Carwinion Way Theft

7/2 USA 
FIREWORKS 2293 E. 116th St. Theft

7/1 Central 
Industrial Inc 9625 N. Meridian St. Theft

7/1 Best Buy 10025 N. Michigan Rd.  Theft

6/30 Drury 
Development 9625 N. Meridian St. Theft

6/30 Mobil 10400 N. Michigan Rd.  Theft

Should you buy Coca Cola stock? Pros and Cons – 
Pros:
1. Higher Prices via smaller portions
2. Handles transition well. 
3. Cost Cuts Galore. While the company lowered its 

cost enough to positively impact the per-share 
profits of Coca-Cola stock reported last month, 
shareholders haven’t seen anything yet.

Cons:
1. Unfavorable Exchange Rates
2. Valuation
3. The High Price of Cost Cuts: While investors 

generally cheer any corporate-wide effort to shrink 
spending, rarely do investors wonder which aspect 
of the business will be seeing less financial support. 

Source: Investor Place



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 


